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Top Cars 


New-car registrations for two 
months: 
1955 Pos. 
1—197,572 
2—176,064 
$—102,216 
4— 93,882 
5— 80,250 
6— 71,990 
q— 44,456 
8— 40,452 
9— 24,736 
10— 23,450 
1l— 17,347 
12— 13,948 
13— 8,970 
4,945 
4,739 
4,172 
1,461 
371 
5,207 
Total All Makes 
916,278 710,380 
Further details on Page 52. 


1954 Pos. 
173,202— 1 
171,623— 2 

56,971— 4 


Make 
Ford 
Chev. 


13,010—11 
14,929—10 
11,264—12 
5,162—16 
7,812—14 
§,419—15 
2,729—17 
948—18 
3,486 


4— 
b— 
16— 
1i— 
18— 


New-Car Dealers 
Getting Larger 
Used-Car Share 


Bootlegging’s Dispute 
On Distribution Ratio 
Revived—in Reverse 


By Robert M. Lienert 
Associate Editor 

the new-car market sky- 

rocketing to successively 

greater heights, reports indicate 

that franchised dealers are picking 

off a larger share of the used-car 
business. 

As a result, the boot is on the 
other foot in auto distribution 
these days, as compared with the 
situation a year ago. 

In the spring of 1954, the air was 
thick with charges and counter- 
charges of bootlegging. Franchised 
dealers fretted over the sale of 
“new” cars by used-car operators. 
They charged that the nonfran- 
chised dealers were cutting into 
the new-car trade and altering the 
“historic” distribution s i 

7 ~ * 


(PHINGs have changed in 
Now it’s the used-car men w 
complain that the distribution pat- 
tern is being remolded. 

One industry source says that 
franchised dealers normally sell 
one used car for each unit sold 
by a used-car dealer. Currently, 
this source says, the ratio is two 
used-car sales by the franchised 
dealer to one sale by his non- 
franchised competitor. 

A considerable number of used- 
Car dealers say they “haven’t a 
chance” of working profitably on 
top-quality late models. The new- 
Car dealers are skimming the cream 
of the used-car business, they say. 

Some say the only merchandise 
ey can work with involves units 
turned down for retail by fran- 
chised dealers. This, they say, in- 
volves older cars and rougher 


. 
T= difficulty of the used-car 
dealer’s position is described 
this way by one Detroit operator: 
new-car dealer has Me over 
& barrel to start with, because he 
can allow full retail value on any 
used piece that’s nice. He’ll retail 
@ nice ones himself and he 
’t have to make money on 
On top of that, he can over- 
the amount he’s discounting 
new car. 

“On a car, say, that’s worth 

(Cont'nued on Page 4 Col. 1) 
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‘00 Car Stocks Hit Postwar Peak 
As Year’s Output/Tops 2% Million 


April Pace Close 
To March Record 


Ford Step-Up Brings 
174,060 in Week; 


Truck Rise Continues 


By Martin L. Whitmyer 
Staff Writer 


— by increased output 
schedules at Ford division, U. S. 
auto manufacturers last week 
jumped car assemblies to 174,060, 
fourth highest weekly production 
mark in the history of the indus- 
try. 

This was 170.5 percent of AUTo- 
MoTivE News’ three-year. index, as 
compared with|the previous week’s 
164.5 percent om 168,020 cars. 

Owing larg to absenteeism 
brought on by the Easter holi- 


days, the previous week’, . 
duction was the eee | br fast 


week since that ended Feb. 
Despite the drop in production 
during the week ended Apr. 9, 
manufacturers had assembled 400,- 
710 cars during the first 14 work- 


ing days of April. 
7 * 
"Wp saclodkstalharigtentag at this pace 

throughout the remaining 12 
working days of the month, the in- 
dustry would finish April with 
744,172 car assemblies, second only 
to March’s alltime output of 794,- 
580 cars. 

The present pace also would en- 
able the industry to produce more 
than 4,300,000 cars during the first 
half, another alltime record for the 
car manufacturers. 

The industry reached another 
milestone last week when it pro- 
duced its 2% miHionth car on 
Friday. In 1954, the same mile- 
stone was not reached until] the 
first week of June. 


Truck production continues to 


* 


.|increase. Spurred by sharply in- 


creased schedules at Chevrolet, 
MC and Dodge, the industry pro- 
ed 29,784 trucks last week. 
* * * 


GH truck production 


cent behind 


year, combined 
car-truck output thi 


year is run- 


tion this year is running nearly 
percent ahead of the same period 
of ’54. 
Aiding the most in the indus- 
try’s return to record levels last 
(Continued on Page 69, Col. 3) 


Dealers’ Total 


(In Field and in 


eee ut.nllly 
MAY 1, 1954 
Terre 


PREVIOUS 


607,275 Cars—May 191954 


aw-Car Stocks 


ansit to Field) 


RECORDS 
157,607 Cars—Nov. 1, 1954 


—Automotive News compilation 


Breech Raps Major Points 
In NADA's Program 


EW YORK. — In theffirst open | 
attack on NADA's ngtional leg- 
islative program, Ernest§R. Breech, 
Ford chairman of the board, op- 
posed last week proposeg bills deal- 
ing with new-car bootlegging, terri- 
tory security and #phantom” 
freight. 
Speaking before the [New York 


February Registr@tions 
Total Record 476,584 


registrations for the 


t previous Feb: 
191 teeistrations 
Feb: 


Here Is Text of Questionnaire... 


NADA Sends Quiz to Dealers 


By. William Ullman 
Washington Correspondent 
ASHINGTON. — Credit regula- 
tion, dealer profit, bootlegging 
and factory-dealer relations consti- 
tute the framework of a long ques- 
tionnaire mailed by NADA to its 
members and reproduced in full 
this week by Automotive News. 
The 31-topic quiz sheet is in- 
tended to provide NADA officials 
with background information for 
the projected Senate inquiry into 


automotive merchandising prac- 
tices. 

The personal questions are geared 
to each dealer’s business practices 
and operations in general. 

* * > 

Tas information is necessary in 

order to provide a starting point 
from which pertinent trends can 
be watched, documented and ac- 
curately forecast, according to 
Frederick J. Bell, executive vice- 
president of NADA. 


Financial Writers Assn., Breech re- 
vealed that Ford will make public 
this year a finan- ne Seilen 
cial statement. He 
also dealt with 
major automotive 
issues of the day, 
asserting: 

i Freight 
charges could be 
eliminated, but 
such action would 
lead to increased 
basic vehicle 
prices and a re- 
view of the eco- 
nomics of having a great number 
of branch assembly plants. 

7” - = 


2 FORD opposes bootlegging, but 
* Breech asked: Could an anti- 
bootlegging clause be enforced? 
Would it be in the public interest? 

3. Ford does not want to be 
put inte the role of a policeman 
over dealers on a closed-territory 
setup. 

4. Ford is underproducing rather 

(Continued on Page 67, Col. 1) 


E. R. Breech 


In a somewhat unusual move, 
the questionnaires also are being 
mailed by NADA to auto manufac- 
turers for their own information. 
Bell defended this step by saying: 

“We are not concerned nor in- 
terested in battling for the sake 
of battling. If there are any prob- 
lems in the industry, they must be 
resolved in just one way—so that 
the actions of manufacturers and 

(Continued on Page 66, Col. 1) 


Inventory Short 
Of Month’s Supply 


624,277 Units Unsold, 
But Sales Tide Bars 
Year-Ago Parallel 


By Bob Sheldon 
Associate Editor 

IELD stocks of unsold new cars 

have reached a postwar high of 
624,277 units, the equivalent of 15.2 
cars per franchised dealer, an 
Automotive News compilation dis- 
closed last week. 

Of equal significance is this fact: 

Superimposed on the current 
new-car sales picture, the record 

inventory total falls short of a 
month’s supply. 

Thus, this Apr. 1 stockpile fails 
to take on the burdensome aspect 
of the last cars-on-hand record— 
the 607,275 units counted May 1, 
1954, when sales were slower. 

+ = * 
— new mark was set despite 
unprecedented first-quarter 
sales activity. It followed a month 
of alltime record production. 
The latest census represented 

a rise from the revised total of 
562,655 cars and dealer index of 
13.7 noted as of March 1. A year 
ago in April, there were 605,911 
units in stock nationally for a 
dealer average of 14.3 cars. 

Included in the monthly survey 
are cars on display in dealership 
showrooms, warehoused by dealers 
and factories, used as demonstra- 


tors, and still in transit. 
+ = ” 


; opars inventory situation, the 


culmination of a steady climb 
since a postwar low of 157,607 was 
established last November, is mark- 
edly free of dealer criticism. 

True enough, some barbs have 
been directed at the difficulty in 
maintaining a representative se- 
lection of models when the choice 
of colors and optional equipment 
is so wide. 

However, the value of such de- 
vices as sales bait is generally ac- 
knowledged, and dealers acting in 

(Continued on Page 10, Col. 5) 


Inside 
Standouts 


e How dealers throughout 
U. S. are joining forces to 
whip the options problem, 
Page 2. 


Benson Ford drops a hint 
of research on atomic- 
powered cars, Page 4. 
Troublesome brakes and 
trouble-free tubeless tires 
make top shop news, 
Page 29. 


e Plymouth acts to make 
service customers happy, 
Page 35. And so does 
Nash, Page 10. 


Service highlights, Page 29. New-car, 
truck registrations and new-car 
prices, Page 52. Used-car auc- 
tions, Pages 6, 46. Produc- 
tion by makes, Page 69. 
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Is a Clearing House the Answer? ... 





Colors Make Dealers See Red 


By W. C. Lockwood 
Staff Writer 

1p epeonegy throughout the coun- 

try are banding together coop- 
eratively to try to whip the prob- 
lems caused by myriad color 
combinations and varied optional 
equipment. 

In a survey by Automotive News, 
it was found to be just as much a 
problem in areas close to the fac- 
tories, as it is in remote localities. 

It was found that in one city 
a factory representative resigned 
to set up a central clearing bu- 
reau to aid dealers in finding 
cars of the color and model 
wanted by customers. 


He is Robert Brennan, New Or- 
leans, who is setting up Brennan’s 
Sales Locator Service to act as a 
clearing house for 151 Chevrolet 
dealers in the area. He said he will 
furnish a weekly list by model, 
color and option on a yearly con- 
tract basis. 

J * 
OWEVER, some small-town 
dealers in Missouri report that 
they are amazed at the attitude of 
customers who pleasantly wait for 
their own color combination to 
come through. 

But a Detroit dealer said that 
this is probably possible because 
they can’t hop into their car and 
in five minutes be at another dealer 
who handles the same make. 

Most of the dealer plans seem 
to be based on the clearing house 
idea as represented by Bren- 
nan’s service. 

There are several varieties of 
these, ranging from a central ware- 
house where actual cars are stored, 
to information clearing houses. 
Some charge a monthly fee and a 
charge per car while others are 
completely free. , 


N PORTLAND, Ore., for instance, 

the dealers pay $15 monthly 
clearing house charges and $2.50 
per car exchanged. In Detroit, the 
Greater Detroit Chrysler Dealers 
Assn. is working a free service 
through its president, Wallace 
Auch. 

He said thut every Monday deal- 
ers mail their ‘inventories to him. 
If a dealer‘has a call for a car not 
in stock, he calls Auch, who tells 
him where such a car is available 
and the transaction is completed 
between the two dealers. 

rs in some towns are 
meeting the problem by ordering 
in two-tone combinations and 
then adding the trim color de- 
sired by the customer. Others are 
repainting cars to order. 

Col. Thomas A. Clarke (Ford), 
Providence, suggested that the fac- 


Business 
Barometer 


Auto Production — 203,844 cars, 
trucks in week vs. 139,617 year ago. 

Business Failures—211 in week 
vs. 246 year earlier. 

Jobless Claims—1,503,500 claims 
for week vs. 2,151,700 year ago. 

New-Car Sales — 916,278 tabu- 
lated to date vs. 710,380 year ago. 

New-Truck Sales — 118,435 to 
date vs. 121,542 year ago. 

Oil Stocks—266,563,000 barrels, 
an increase of 2,620,000 in week. 

Soft Coal Output—7,360,000 net 
tons for week vs. 7,910,000 week ear- 
lier. 

Steel Output — 95 percent of 
capacity estimated vs. 95.3 last week. 

Treasury Bills—1.652 per year 
discount vs. 1.466 week before. 

Used-Car Prices—$857 in April 
to date vs. $868 in March. 

Wholesale Prices—110.3 percent 
of 1947-49 index vs. 110.5 week 
before. 


+ * * 


Common Stocks 

Apr. Apr. 1 

13 7 High 

Am. Motors 11% 11% 13% 

Chrysler 755 73% 74% 
GM 

Kaiser 

S-P 12% 


40.02 39.20 


15% 
Average 





tory might designate certain deal- 
ers to whom cars should be shipped 
already prime-painted to be fin- 
ished to order in the dealership. 
* * * 
DEALER in Atlantic City said 
he was “up to his neck” in 
straightening out customers’ re- 
quests. 

“We're just ordering cars and 
going crazy repainting the colors 
the customers want. We keep one 
painter busy all day just painting 
cars to order,” he said. 

A volume dealer in Detroit 
said he had experienced no trou- 
ble more than usual. But he said 
that he could see where smaller 
inventory dealers might “have a 
headache.” 

Another Detroit dealer, obviously 





Police Buy Cream Car; 


Black Too Conspicuous 


HUNTINGTON WOODS, Mich. 
—This city is changing the color 
of its police cars from black to 
cream so they will be less con- 
spicuous. 


Last week the City Commission 
authorized bids on a new police 
car but changed the specifications. 

“With all the bright colors on 
the road these days, black has be- 
come conspicuous,” said Fred L. 
Yockey, assistant city manager. 
The car will also have automatic 
transmission. 


Contract Talks 





vexed by the problem, said 70 per- 
cent of his orders were for three- 
tone combinations. “It’s getting 
out of hand,” he exploded. 

* Most factories are letting the 
dealers work out the problem in 
the field. . 

+ * 


OWEVER, in Des Moines, Ford 

division’s district office is serv- 
ing as an information clearing 
house for dealers to help meet color 
and optional equipment choices in 
its 89-county area. 

A dealer in Kansas reported that 
his make of car has warehoused 
autos in Kansas City for dealers 
to select from—at $15 extra. An- 
other dealer in the same area says 
he has to wait a week to get an 
exact color combination. 

In Buffalo, the informal trad- 
ing agreements are reported 
“nothing new,” but dealers said 
the current decline in inventory 
tends to reduce the effectiveness 
of the operation. 

One large Ford dealer reported 
only a two-day inventory and said 
this was general in the Buffalo 
area. He said that with such a low 
stock, the chance of finding an ex- 
act color and equipment option is 
very slim. 

The consensus in keenly compe- 
titive areas seems to be that—as 
autos are “impulse” purchases — 
meeting the customer choice as 
quickly as possible may mean the 
difference between making a sale 
and losing it. 


Amicable 


At GM, Ford and AMC 


By Joseph M. Callahan 

: Staff Writer 
Ea negotiations were 

launched last week between 
the UAW and Ford Motor Co. and 
the UAW and Amer- 
ican Motors. GM 
talks began the 
week before. 

It is expected that 
the discussions on 
the UAW’s proposed guaranteed 
annual wage and the other pro- 
posals will continue at least 
through June 1 when the five-year 
contracts expire. 

UAW officers have stated re- 
cently that it is possible that the 
negotiations could go beyond the 
contract-expiration dates without a 
strike, “if progress is being made.” 

The negotiations have started 
with a great display of cordiality 
on all sides, leading many observ- 
ers to deduce that the chances for 
an amicable settlement without a 
strike were good, although far from 
a certainty. 

Said John Bugas, Ford indus- 
trial relations vice - president: 
“We at Ford want to achieve the 
closest to an ideal contract, in 
the interest of all concerned, that 
is humanly possible. We are fully 
aware of the enormous economic 
significance to the American pub- 
lic of these negotiations.” 

Ken Bannon, director of the 
UAW’s Ford department, asserted, 
“We intend to explore every pos- 
sible avenue of agreement in our 
efforts to carry on the bargaining 
session with Ford Motor Co. in a 
peaceful and responsible fashion. 
This is our solemn pledge.” 

Last week General Motors took 
full-page advertisements in 75 


LABOR 
FRONT 





Lawmakers to Resume 


Probe of Oil Industry 


WASHINGTON. — The House 
small business subcommittee will 
resume hearings Wednesday 
(Apr. 20) on the relations between 
major oil companies and retail 
station operators, according to 
Rep. James Roosevelt, California 
Democrat and subcommittee 
chairman. 

Scheduled as witnesses are gas- 
olineg station operators from 
Texas, North Carolina, Missouri, 
Louisiana, Massachusetts and the 
District of Columbia. 

The subcommittee is investigat- 
ing alleged coercive and discrimi- 
natory practices by the oil com- 
Panies against gasoline dealers. 





daily papers throughout the nation 
to extoll the virtues of the five- 
year contract. 

The ad noted that in the last 
five years 128,000 new jobs were 
added and that pay was at an 
alltime high and credited the 
“five years of labor peace” with 
these accomplishments. 

“It’s just plain common sense to 
keep the ball rolling straight 
through 1955,” GM concluded. 

* * r 


St. Paul Strike Ends 


peeAnwars, the week-old St. 
Paul strike of 1,300 shop work- 
ers in 36 dealerships and 18 gar- 
ages was ended last week when 
the union accepted a 10-cent hourly 
package. The contract calls for an 
immediate raise of five cents, a 
2%-cent hourly payment into the 
(Continued on Page 4, Col. 1) 





If Issue’s Late 


If your copy of next week’s is- 
sue of Automotive News (Apr. 25) 
is late, the cause will be increased 
mailing problems in connection 
with the 1955 Automotive News 
Almanac which will be the second 
section of that issue. 








Getting the Woman's Slant on Rambler— 


Proceeding on the theory that “women understand women,” Hudson dealer Frank 
Spvhler, Haddonfield, N. J., hired five sales women to conduct the new home-to 
home Hudson Rambler sales campaign in his area. Spuhler is shown briefing his tean 
prior to the opening kick-off of the national campaign which is entitled “Every 
Woman Should Own a Car of Her Very Own." The women are (from left), Joan 


Magee, Floretta Smith, Agnes Dickerson, 





DETROIT.—Studebaker-Packard 
Corp. earned a profit in March, the 
first to be recorded since the merg- 
er last October, according to James 
J. Nance, president. 

A spokesman said that in the 
first three months of this year 
the combined unit sales of Pack- 
ard and Studebaker were 171 per- 
cent above the same period last 
year. 

Addressing a management con- 
ference of both divisions, Nance 
credited the “turn into the black” 
to Packard’s extensive new manu- 
facturing facilities which are now 
producing 2,000 units a week and 

to the increased Packard sales 
which are 167 percent above last 
year. 


It was reported that there is still 
a backlog of approximately 20,000 
Packard orders which was built up 
by dealers prior to the January in- 
troductions. 

Nance said Studebaker produc- 
tion and sales also have shown sub- 
stantial increases since the 1955 
models were introduced last Octo- 
ber, except for a two-week period 
in December when assembly lines 
were closed to prepare for the pro- 
duction of additional models. 


He interpreted the expanding 
Studebaker and Packard sales as 
concrete evidence of mounting 
confidence in the new company. 


Both lines were experiencing 
sharp declines in their markets at 
the time the firms were merged. 

After some starting delays in Jan- 
uary and February, Nance said the 
new Packard facilities are now 
producing at scheduled rates and 





DeSoto Ties In with Festival— 


The lovely Wisteria Vine Festival queen and her court arrive at Sierra Madre, Calif., 
for the annual event in a new DeSoto convertible. DeSoto is tying in its April promo- 
tion with the festival, which is centered around a 63-year-old wisteria vine, said to 
be the largest blossoming plant in the world, covering more than 43,000 square feet. 
From left, are Georgia Peterson, 18; Naomi Vejar, 17; Kirby Barron, 18; Jeannine 
Bernard, 19, and Festival Queen Elaine Parks, 16. 


S-P Reports First Profit 


Nance Credits ‘Turn into Black’ to New Facilities 
And to Rise in Sales 


Betty Anne Kaminski and Jane Donnelly. 


are reflecting steady improvement 
in their contribution to earnings. 

At Studebaker, a program of new 
manufacturing methods is going 
forward to bring costs in line with 
production. He said this is a contin- 
uation of the program begun some 
months ago when hourly rates were 
adjusted to bring labor costs more 
in line with the industry. 


Automatic-Choke 
Patent Given GM 
After 23 Years 


WASHINGTON. — Twenty-three 
years after applying, Genera] Mo- 
tors has been granted a basic 
patent on the automatic choke, now 
found on most cars. 

If it chooses to do so, General 
Motors may enforce its rights for 






| 
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the next 17 years, but may not, 


claim infringement prior to Apr. 5, 
1955, the date of issuance. However, 
it is understood that GM will not 
enforce the patent. 

A GM spokesman said, “General 
Motors hopes to make amicable 
adjustments with those firms af- 
ected by the patent.” 

Peter J. Jorgensen and his son, 
Clarence H., applied for the patent 
in 1932. Almost from the start the 
Case Was involved in an unusual 
number of interferences by other 
pending patents owned by carbure- 
tor makers. 


Cadillac Opens 
N. Y. Warehouse 


DETROIT.—The New York fac- 
tory sales and service branch of 
Cadillac formerly opened a new 
parts warehouse in Manhattan last 
week, according to S. B. Earnest, 
general manager of the branch. 

Located at 132nd St. and Williow 
Ave., the new facility also will con- 
tain a new-car conditioning oper- 
ation. 

As new cars are received from 
the factory in Detroit they will be 
road-tested on a large tract of land 
nearby before they are delivered. 
The new one- floor building con- 
tains 95,000 square feet of floor 
space. 


Lafayette Dealers Hold 


Annual Open House 


LAFAYETTE, Ind. — Automo- 
bile dealers are holding open house 
Apr. 11 through May 14 for the 
second year. Cash prizes are being 
given showroom visitors. 

The eight participating desiers 
are: City Service (Buick-Cadi!!ac), 
Fireproof Garage Co. (DeSoto- 
Plymouth), O. M. Foxworthy & Co. 
(Pontiac), Walter L. Gray, inc. 
(Dodge-Plymouth), Horner otor 
Center (Chevrolet), Jim Pechin 
(Mercury), Glenn R. Pitman, Inc. 
(Ford) and Charles L. Snyder, Inc. 
(Chrysler-Plymouth). 
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anes report that dealers made 
iN only six-tenths of 1 percent 
profit last year is another reason 
thig trade must have a permanent 
contract. This meager showing 
would be a minus figure if the fi- 
nance reserves was not included. 
Even at that the 6 of 1 percent is 
probably better than the actual 
facts. 5,249 dealers reported out 
of a total membership of more than 
30,000. This is enough for an accu- 
rate sample but, in my opinion, a 
large share of the dealers who did 
not report were in the loss bracket 
and failed to return their figures. 

351 dealers from Pennsylvania 
made returns. This was 21.2 percent 
above the national average of deal- 
erg so doing. In the state of Penn- 
sylvania only 16 dealers, who han- 
dle independent lines, reported. 

Such dealers were the ones 
who were most adversely affected 
by the cut price race of the two 
low priced cars. The same low 
percentage of returns from inde- 
pendent dealers over America is 
what made the figures look as 

good as they did. 

The obtaining of a new contract 
must be done, not by individual 
dealers, but by all dealers working 
together and giving unanimous sup- 
port of their associations. 


. .. our thought of the 
last three weeks, there are many 
things a dealer individually can do 
to advance his position. One is to 
tell his story. Last week we in- 
cluded a newspaper advertisement 
of the McLendon Motor Co. (Ford) 
of Liberty, Tex., who was about 
ready to announce its new build- 
ing. This week I give you below the 
copy of a news story which ran in 
the local paper regarding its new 
building. It contains not only refer- 
ence to the expansion but it tells 
the story of a dealer’s contribution 
to his community. This story will 
give readers, I am sure, many ideas 
for promoting their own institu- 
tions locally. Such efforts result in 
increased consumer acceptance to 
do business with the service dealer 
and reduce the influence of unde- 
serving competitors in local mar- 
kets. I have Mr. McLendon’s per- 
mission to offer it to you and ex- 
press his willingness to have any 
member of the trade make use of 
his thoughts. 

“The new, modern building now 
under construction for McLendon 


Louisville Dealers 


Hold Auto Show 


LOUISVILLE, Ky. — The first 
Louisville auto show in many years 
opened Saturday (Apr. 16) at the 
Jefferson County Armory here. 

Sponsoring the show is the Louis- 
ville Automotive Assn. Sixteen 
makes of cars are on display at 
the show, which is being held in 
conjunction with a home show. The 
auto show occupies the east side 
of the building. 
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By John O. Munn 





Motor Co. is a visible expression 
of one of the many reasons why 
the motor car buyer and owner 
gets more when he buys cars, 
service and all motor car needs 
from a franchised automobile 
dealer. 


This fine new building which will 
be the future home of McLendon 
Motor Co. means that McLendon 
intends to stay in this community 
and is providing all the facilities 
for giving this area and this com- 
munity the priceless benefits of au- 
tomotive transportation in the most 
up to date and economical manner 
now and in the future. 

+. * + 


7 this new building is con- 
sidered in the light of the 
McLendon record of service to the 
motoring needs of this area it 
becomes still more significant. 

McLendon Motor Co. has been in 
the automobile business in the same 
location for 27 years. For 23 years 
McLendon Motor Co. has been a 
franchised Ford dealer. McLendon 
has provided for this community 
the essentials of good, economical 
automotive transportation and en- 
larged all its facilities as the com- 
munity has expanded. 

The franchised automobile dealer 
is a permanent part of the com- 
munity in which he operates. He 
conducts his business in a way that 
gives satisfaction and benefit to the 
community. His heavy investment 
in buildings, cars, shop equipment, 
parts, materials, accessories and his 
constantly greater investment in 
skilled and responsible personnel 
all depend upon the character of 
his service to the people who buy 
new cars, used cars, repairs, re- 
placements, accessories, lubrication 
and motor car needs of all kinds. 
It must be good, responsible, de- 
pendable and satisfactory service 
or the investment of money and 
labor is lost. There simply is too 
much at stake for the franchised 
automobile dealer to be careless 
about the good will and continued 
patronage of his motoring public. 

* ~ * 


HERE is so much satisfaction in 

dealing with a permanently estab- 
lished, responsible motor car deal- 
ership. When people buy a car from 
such a dealer they enjoy the com- 
fortable feeling that the dealer es- 
tablishment is a real “home” for the 
car, and that everybody in that 
dealership is sincerely interested in 
the car and its owner. They know 
where to go to get counsel, advice 
and friendly help with any problem 
of car operation or care. They know 
that the dealer always will be there 
to assume full responsibility for the 
car owner's satisfaction in owner- 
ship—not here today and gone to- 
morrow. 

Security in automobile owner- 
ship is just as precious as old age 
security or any other guarantee 
of comfort in future years. The 
franchised automobile dealer can 
give the car owner this feeling 
of security about his car and his 
motoring requirements as far into 
the future as the car owner 
wants to think or plan. The mo- 
torist knows where to go when 
he is in need of anything con- 
nected with motor car ownership 
and use. 

With today’s vastly improved au- 
tomobiles and the amazing new 
mechanical features the car owner 
needs more than ever before an up 
to date and solidly established sup- 
ply source for all his motoring re- 
quirements. McLendon’s new build- 
ing isn’t the only new thing in the 
McLendon Motor Co. picture. Serv- 
ice shop equipment, service meth- 
ods, parts, materials, accessories 
are also kept right abreast of cur- 
rent motor car design and construc- 
tion. The only unchanging factors 
in this operation are integrity, re- 
sponsibility, and a feeling of obli- 
gation to give the very best at all 
times to the motorists who depend 
upon our facilities and our hon- 
esty.” 
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Clearwater Holds Outdoor Auto Show— 


a 






The first outdoor automobile show in Florida was held recently by the Clearwater Automobile Dealers Assn. and the Clear- 
water Junior Chamber of Commerce. It was held on the parking lot of a retail shopping center. More than 100 models were 
shown under special lighting installed by the dealers. Albert Moshell (Lincoln-Mercury) was chairman of the affair, assisted by 
Milton Kenyon (Dodge-Plymouth), Richard H. Burkhart (Nash) and William Crown (Chrysler-Plymouth). 





North Carolina Dealers 


Back License Law 


RALEIGH, N. C.— The North 
Carolina Automobile Dealers 
Assn. has reported that in a poll 
on the proposed dealer-manufac- 
turer-salesman licensing law, two- 
thirds of those queried supported 
such legislation. 


The organization advised its 
members that the Motor Vehicle 
Department, which would admin- 
ister the act, does not oppose it, 
therefore “plans are under way 
to introduce the legislation .. . 
as soon as possible.” 





Trend Is to Suburbs .. . 


16 Chicago 


Deals Fold 


But 19 Others Open 


CHICAGO.—Dealer mortality here 
for the first three months of 1955 
amounted to 16, but 19 new dealer- 
ships were opened to produce a net 
gain of three for the quarter. 

The figures, released by the Chi- 
cago Automobile Trade Assn., in- 
cluded Chicago and territory out- 
side the city in Cook County. 


Shady Car-Sales Methods 
Face Crackdown in Ohio 


DAYTON, O. — The Ohio auto 
dealers’ and salesmen’s licensing 
board announced last week that it 
will soon begin taking action 
against dealers and salesmen em- 
ploying unlawful sales practices. 

The announcement followed a 
meeting of the board here. 

Attending were W. A. Branden- 
burg, an auto dealer and presi- 
dent of the board; C. A. Cronin, 
an auto dealer and vice-presi- 
dent; Ervin Nofer, acting regis- 


trar of the Ohio Bureau of Motor 


‘Spotlight’ Fetes 
Replace Shows 
In Many Towns 


WASHINGTON. — “Spotlight on 
Automobiles” week received special 
new-car dealer emphasis last week 
in numerous U. S. communities, 
particularly those which had not 
conducted ’55-model auto shows. 


The six-day salute to the essen- 
tiality and attractiveness of dealer- 
ships and their products was con- 
ceived by NADA as an ideal com- 
munity venture to spur spring sales 
following an abnormally strong 
winter season. 


Special newspaper sections and 
individual dealership displays high- 
lighted the week’s presentations in 
Elkhart and Fort Wayne, Ind., and 
Akron. 


The 52 members of the Akron 
Automobile Dealers Assn. expected 
record crowds to see ’55-car dis- 
plays in their showrooms. The Ak- 
ron dealerships planned to stay 
open until 10 p.m. three nights 
during the week. A 22-page special 
auto section of the Akron Beacon 
Journal heralded “Spotlight” week 
and publicized each ’55 car. 


Fort Wayne dealers used a 16- 
page newspaper section to promote 
their activities and merchandise. 

The 32 members of the Portland 
(Ore.) Automobile Dealers Assn. 
held open-house tours for special 
groups and extended their business 
hours to 9 p.m. on Apr. 15. 

The New Jersey Automobile 
Trade Assn. reported that partici- 
pating dealers were arranging 
mayoral proclamations, open-house 
tours, special institutional ads and 
“how many nuts in the bowl” con- 
tests with week-end trips as prizes. 


Southlanders to Meet 


PALM SPRINGS, Calif. — Chuck 
Elmendorf, executive secretary, has 
announced that the 10th annual 
Southern California Motor Car 
Dealers Assn. meeting will be held 
Apr. 26-May 1 at Palm Springs. 


Vehicles; C. E. Sherman, of the 
Ohio licensing department, and 
Hugh E. Kirkwood, acting state 
attorney general. 


Hazel Nolan, manager of the 
Dayton Better Business Eureau, 
said the BBB and several auto 
associations requested the meeting 
because of complaints which have 
been piling up for several years. 


Brandenburg promised action 
where unlawful methods are 
proven and asked for sworn state- 
ments from the persons offended. 


He said the board acts on all 
matters concerning the licensing 
of dealers and salesmen in Ohio. 
The board has the authority to 
suspend, reject and revoke li- 
censes. 

Miss Nolan said the most com- 
mon complaint was that some 
dealers and salesmen make verbal 
agreements with customers for a 
sale or trade and then bill the 
buyer for a different amount. 


Specific cases were discussed at 
the meeting, although no names 
were cited for the record. Bran- 
denburg said that a formal meet- 
ing will be held here in May, at 
which names will be listed. 

One case discussed concerned 
a buyer who verbally agreed with 
a dealer on how much he was 
to pay for a new car. He signed 
blank papers. When the deal was 
completed, the buyer found that 
the cost was boosted $1,000. 

Brandenburg said this practice 
could be eliminated by the enforce- 
ment of Rule Eight of the state 
licensing law which requires the 
issuance of an itemized description 
of the deal at the time of the 
original agreement. 


Of the 19 new dealers, eight 
were appointed in Chicago and 11 
in the suburban area. Of the 16 
that went out of business, 11 were 
in Chicago and five in the sub- 
urbs. 

The following table lists the out- 
lets by make of car with the total 
dealers given below. Some dealers 
sell more than one make: 


Total Total 

Make 4/1-55 1/1-55 
NEI i hstersisaccscecninsciarelade 33 33 
NEED ss cociolascuscaspacmobence 14 14 
RUNG nedscaseccsiccisctttens 51 51 
ME eschdostiectecsisiedestscs 34 34 
DeSoto (+3) .......0... 33 30 
PI <cavshatobiondelonletsoucsingecsa 39 39 
OO CBD. sicscisctisccrcsis 55 56 
Hudson (+2) ....00.00. 20 18 
Kaiser-Willys (—4) ... 17 21 
Lincoln-Mercury (+3) 33 30 
Pee CR oi cciiiscccitasis 26 24 
IIIT sxc cusses ccatconuss 34 34 
PL, “nictiiccusssscssseesvoesi 21 21 
Plymouth (+3) ............ 106 103 
Pontiac (—1) .....0.000...... 30 31 
Studebaker (+2) ........ 21 19 

Total Outlets ............ 567 558 

Total Dealers ............ 453 450 


It can be seen that, according 
to the CATA figures, the gain of 
three dealers resulted in a gain 
of nine outlets over those of 
Jan. 1, 1955. 

The makes that gained or lost 
were DeSoto, three gained; Ford, 
one lost; Hudson, two gained; 
Kaiser-Willys, four lost; Lincoln- 
Mercury, three gained; Nash, two 
gained; Plymouth, three gained; 
Pontiac, one lost; and, Studebaker, 
two gained. 


Inspection Urged 


In Connecticut 


HARTFORD, Conn. — Perma- 
nent, state-owned stations for the 
semi-annual inspection of all mo- 
tor vehicles in Connecticut was ad- 
vocated before the Legislature’s 
motor vehicle committee. 

Wilbur L. Cross jr., state motor 
vehicle department chief engineer, 
was the leading spokesman for the 
measure, which calls for a $5 mil- 
lion self-liquidating bond issue. 

Under the plan, each motorist 
would pay a $2 fee, representing $1 
for each inspection, along with his 
car registration. 


On the House... 


sions of credit . . 


bers. Branding 





Wemhoft 


“Juvenile Dealerinquency” is a term coined by 
Bill Randolph, general manager of the New Mexico 
dealer association, to describe the antics of some 
new-car dealers. In the first of a series of articles 
in his association bulletin, Randolph attacks “Auto- 
motive Fanaticism,” a blast at unrealistic exten- 


In another attack on dealer ills, the Greater 
St. Louis association last week assailed “false 
and misleading advertising” by some of its mem- 


bait ads as a disgrace to auto 


retailing, the association observed that “adver- 
tising should be used as you would use an intelli- 
gent and competent salesman... 


who never 


yells, never misrepresents and never irritates a customer.” ... 
Missouri association warns dealers that burglars are “knocking 
off” at least one dealership while visiting each town. The break-in 
artists are not taking parts, accessories or even new cars, but cash 
which dealers are forgetting to bank at the end of each day. . 
Utah association has added eight new members; San Francisco 


group three. 


—Pertre Wemuorr, Editor, 
Automotive News 
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Tieup Ends... 





Labor Talks Cordial 
At GM, Ford, AMC 


(Continued from Page 2) 


health fund immediately and an- 
other 2%-cent payment into the 
health fund beginning June 1. 

Harry Kindler, of St. Paul Buick 
Co., and Hess Kline, of Kline Olds- 
mobile, represented the Associated 
Auto Dealers of St. Paul in the 
negotiations. 

William Paulbitske, business 
agent for Lodge 737 of the AFL 
Machinists, said a committee of 
seven will be named to adminis- 
ter the health fund. Three mem- 
bers will be appointed each by 
the union and the employers, 
with a third member being 
named by the state labor con- 
ciliator. 

During the strike, service and 
parts departments at the struck 
dealerships were closed, although 
the sales departments conducted 
business as usual. 

When some of the dealers began 
using the facilities of several Min- 
neapolis garages for pre-delivery 
servicing, the union threatened 
the garages with picketing and the 





This Neighbor Reaches 


End of His Rainbow 


JEFFERSON CITY, Mo. — 
This is what one customer told a 
dealer here: 

“I never knew what atro- 
cious taste the guy next door had 
until he blossomed out with a car 
painted red, white and green. I’m 
anxious to see what he does when 
colored tires are available. 

“You sure you got my colors 
down right—blue top, fire-engine 
red tail and royal purple front 
end?” 





New-Car Dealers Getting 
More of U. C. Business 


practice was stopped, according to 
the union. : 
* * 


Charlie’s Walkout Over 


IX DETROIT, a strike called by 
Local 376 of the AFL Salesmens 
Union against Charlie’s Cadillac- 
Oldsmobile was settled last week 
and the striking workers, all shop 
personnel, returned to work the 
next day at the firm’s two outlets. 

Under the terms of the settle- 
ment, owner Charles Dalgleish has 
agreed to begin negotiating a con- 


tract with the union, to return all | / 


men to work, to give a 10-cent 
hourly hike to hourly employes and 
to boost the guarantee of other 
mechanics from $85 to $95 a week. 
Dalgleish is NADA director for | 
Metropolitan Detroit. 

In return, the union has agreed 
to withdraw a temporary injunc- 
tion granted last week in a De- 
troit court prohibiting Dalgleish 
from interfering with the Team- 
ster’s picketing. The injunction 
was granted following an alter- | 
cation behind the dealership. 
Meanwhile, the National Labor, 
Relations Board has ruled 3 to 1, 
that Taylor-O’Brien Corp. (Ford), | 
Buffalo, must cease its unfair labor | 
practices against Local 1053 AFL 
Machinists and Local 375 AFL 
Teamsters. 
Among the practices forbidden 
was “circularization of its employes 
to induce their withdrawal from) 
the union; from interrogating its 
employes concerning their member- 
ship in, or activities in behalf of 
the union or any other labor or- 
ganization; or from in any other 
manner interfering with, restrain- 
ing, or coercing its employes in 
their self-organizational rights.” 








(Continued from Page 1) 


$1,000 retail, he can allow the full 
10 bills, plus $350 or $400 over- 
allowance. I couldn’t go over $900 
if I tried to buy the car. Am I 
going to get a car that way when 
the new-car dealer is waving 
$1,350 to $1,400 under the pros- 
pect’s nose? Of course not! 

“The only way I can buy a car 
these days is to take the stuff the 
new-car dealers want to whole- 
sale.” 


Other used-car dealers say they 
don’t want to handle late-model 
pieces anyway, because its easier 
for a prospective customer to buy 
a new car. Some say, however, that 
they put ’53s and 54s on the line, 
in the hope of taking in '48s and 
49s in trade at a break-even level, 
and then making a few dollars 
washing out the older models. 

One of Detroit’s larger used-car 
dealers said he had bought more 
cars during March than he had 
sold, stocking up for the April-May 
market. 

* e eo 


E INTIMATED that other deal- 

ers had done the same thing, 
and that it was this stockup which 
had prevented used cars from seri- 
ously glutting the market. 

This seasonal wholesale pur- 
chasing is pretty well completed 
now, he said, and the immediate 
future of the used-car market 
depends on how these older cars 
move in the regular retail chan- 
nels. 

“They'd better sell better in the 
next six weeks than they have in 


Annual Parley 


Set by Mich. 


DETROIT. — The 34th annual 
convention of the Michigan Auto- 
mobile Dealers Assn. will be held 
June 19-21 at the Grand Hotel, 
Mackinac Island. 


the past six weeks,” he said, “or 
I’m really in trouble. 

“And when the used-car dealer 
is in trouble,” he added, “the whole 
market can easily get pretty sick.” 

* * * 


| HIS opinion, absorption of a 
greater share of the used-car 
market has not been by choice of 
the new-car dealers. Rather, he 
feels, it is something they have 
been forced into. 

When a new-car dealer is 
wheeling, dealing and overallow- 
ing, he says, he’s got to bail him- 
self out of a flood of tradeins— 
and he can’t always unload ev- 
erything wholesale. 

“That's when you see nice stuff 
going cheap on the lot outside the 
fancy showroom,” this used - car 
dealer said, adding: 

“They’re the deals we can’t meet 
and stay in business.” 

* * + 


How They Fared ... 


ae =. — 


Key to a Smile— 

Mrs. Harold McCormick, winner of the 1955 Chevrolet in the background, smiles 
happily as she receives its keys from Don Knowles (Chevrolet), president of the 
Madison (Wis.) Automotive Assn. At left is Archie L. Hirst, executive secretary of the 
association, and McCormick, beaming proudly at his wife. Near the thrilled winner 
are her two children. The car was given away during an open house staged by 12 
dealers in Madison. 








Auto Show for $3,000 


How a Small City Put on Successful Promotion 


On Low-Cost Budget 


MADISON, Wis. — The Madison 
Automotive Assn. has demonstrated 
how a successful auto show can be 
held in a smaller city on a budget 
of $3,000, including cost of an auto 
given away as a prize. 

Twelve dealers cooperated and 
each scrubbed up his dealership 
and welcomed the public on an 
“open house” basis. 


Cards were given out for the 
contest and each person — who 
had to be of driving age to be 
eligible—wrote in 20 words or less 
why “Madison automobile dealers 
are important to the community.” 

For the card to be valid in the 

contest, the back had to be stamped 
by eight of the cooperating dealers. 
In other words, each contestant 
was required to visit eight dealers. 


The dealers were visited by so 
many people that they reported it 
was impossible for their represen- 
tatives to talk to the visitors. Bal- 
lot boxes were placed in the service 
departments so all would visit them. 


They were spruced up with flow- 
ers occupying the benches usually 
cluttered with tools, in some an 
electric organ played soft tunes. 

New autos were placed in all de- 
partments, 
racks. There were about 200 new 
models and factories cooperated by 
sending stripped down cars, mov- 
ing-part demonstrations and other 
visual aids. 

The winning contestant’s entry 
read: 

“Madison automobile dealers 
are important to the community 
because through payrolls, taxes, 
capital investments and services, 
they are helping to build a better 


Monthly New-Car Sales by Make 


January 

Make 
Ford 
Chev. 
Buick 
Plym. 
Olds. 
Pontiac 
Mercury 
Dodge 
Chrysler 
Cadillac 
DeSoto 
Stude. 
Nash 
Hudson 
Lincoln 
Packard 
Willys 


1955 Pos. 
1—89,814 
2—77,810 
3—50,588 
4—47,364 
5—39,893 
6—36,614 
7—21,249 
8—20,651 
9—13,347 

10—12,530 

1l—- 8,963 

12— 8,338 

13— 

1h 

15— 

16— 

17— 


1954 Pos. 
$1,413— 2 
82,233— 1 
23,679— 6 
33,362— 3 
13,777— 7 
24,655— 4 
23,860— 5 
11,583— 8 
9,033— 9 

3,219—14 
6,964—11 
7,884—10 
5,771—12 
2,941—15 
2,669—16 
4,094—13 
1,404—17 
18— Kaiser 479—18 
2,625 Misc. 1,768 
Total All Makes 
440,024 340,788 








February 
Make 
Ford 
Chev. 
Buick 
Plym. 
Olds. 
Pontiac 
Mercury 
Dodge 
Chrysler 
Cadillac 
DeSoto 
Stude. 
Nash 
Packard 
Hudson 
Lincoln 
Willys 


1955 Pos. 

1—107,349 
2— 98,377 
3— 51,634 
4— 46,531 
5— 40,379 
6—- 35,408 
I— 23,223 
8— 19,309 
9— 11,398 
10— 10,931 
ll— 8,382 
12— 7,308 
13— 4,325 
14— 3,100 
15— 2,451 
16— 1,995 
1j— 7133 
18— 170 Kaiser 469—18 

2,581 Misc. 1,721 


Total All Makes 
476,584 369,592 


1954 Pos. 
91,789— 1 
89,390— 2 
33,292— 3 
29,318— 4 
20,808— 7 
25,292— 5 
23,062— 6 
10,976— 8 

8,471— 9 
6,409—11 
6,046—12 
7,045—10 
§,490—13 
3,718—14 
2,221—16 
2,750—15 
1,325—17 





even on the grease|j% 





and bigger Madison and its en- 
virons.” 

Archie L. Hirst, executive secre- 
tary of the association, reported 
that some of the dealers said they 
preferred this type of exhibition to 
one held in an auditorium, and it 
was all done on a budget of $3,000. 

The association was organized in 
1911, held its first show the next 
year and then sponsored 27 more. 
Then, in the words of Hirst, “we 
ran out of buildings” and the open 
house idea was tried. 


Ford Discloses 
Extensive Study 
Of Atomic Auto 


MIAMI.—Benson Ford, Lincoln- 
Mercury general manager and 
vice-president of Ford Motor Co., 
has revealed that 
Ford is making 
extensive re- 
search into 
atomic propulsion 
of automobiles. 

He added that 
success seems 
years away but 
that the prob- 
lems of atomic 
autos are being 

" studied seriously 
Benson Ford by the company. 

Ford spoke at the first southern 
showing of the Lincoln “Futura” 
which was displayed in this area 
for several days. 

He also said that his company 
is deeply concerned with the prob- 
lem of dealer profits. “However,” 
Ford added, “I do not think the 
situation is as bad as NADA says 
it is.” 

He said Lincoln-Mercury realizes 
that it has a big stake in a pros- 
perous dealership. 

“We are regularly holding meet- 
ings with our dealers with a view 


to working out their problems,” he | | : 


said. 


cars with “a different approach 
from GM’s Motorama.” He said 
some of the Futura’s features will 


be incorporated in next year’s cars| i 


with more to come later. 


Kansas Repeals 


Ton-Mile Tax 


TOPEKA, Kans.—Gov. Fred Hall 
has signed a bill repealing the 
state’s ton-mile tax on commercial 
motor vehicles which was first en- 
acted in 1931. 

The new law increases license 
fees to make up for the approxi- 
mately $3 million annually brought 
in by the ton-mile levy. 


Ford said the company is giving| — 
thought to a nationwide display of | | 


New-Car Splurge 
Tied to 5 Factors 


Ford Aide Cites Style, 
Cash, Credit, Selling 


DETROIT. — Robert J. Eggert, 
Ford marketing research manager, 
last week told the Adcraft Club 
why the current upsurge in new- 
car sales has taken place this year. 

He credited five factors: 

1. New-model stimulus — major 
styling and color change has stim- 
ulated the demand for the “visibly 
new automobile.” 

2. Favorable Economics—aver- 
age weekly wages of manufac- 
turing employes for the first 
quarter of 1955 are $3.76 higher 
than for the first quarter of 1954, 
which makes it easier to pay for 
@ new car. 

3. Easier credit—highly competi- 
tive financing has extended the 
payment period and reduced the 
amount of downpayment necessary. 

4. Improved selling effort—com- 
petition has brought a 26 percent 
increase in automotive advertising 
expenditures over 1953, and also 
more aggressive activity on the 
part of new-car salesmen. 

5. Favorable long-range factors 
—there is a greater need for 
cars because of the increased 
birth rate, the shift to the sub- 
urbs and the increase in an 
individual’s leisure time for 
travel. 

Eggert then observed “although 
these factors are not all expected 
to continue contributing to cus- 
tomer car demand throughout the 
remainder of 1955, there is every 

indication that domestic car sales 
this year will exceed 6% million.” 

He added that sales volume of 
the late 1950s and early 1960s prob- 
ably will average near this year’s 
anticipated sales high. 


Price Increases 


On Dodge Trucks 
Average 314 Pet. 


DETROIT.—The new C-3 series 
Dodge trucks carry price tags that 
average approximately 3% percent 
higher than the previous C-1 series, 
according to K. C. Deacon, truck 
general manager. 

Some prices are lower, however, 
and still others remain unchanged. 
According to Deacon, Detroit fac- 
tory retail prices of representative 
volume models are: 

Half-ton 108 inch express—C-3, 
$1,407; C-1, $1,341; 1-ton 126 inch 
express —C-3, $1,624; C-1, $1,578; 
1%-ton 153 inch chassis and cab— 
C-3, $1,723; C-1, $1,655; 2-ton 171 
inch chassis and cab—C-3, $2,071; 
C-1, $1,971; 3-ton 144 inch chassis 
and cab—C-3, $3,908; C-1, $3,977; 
4-ton 154 inch chassis and cab— 
C-3, $4,776; C-1, $4,835. 





‘Octane Tower'— 

Mobilgas’ “Octane Tower" is now pro 
ducing the firm's new higher octane gaso- 
lines at its Torrance (Calif.) refinery. The 
firm is marketing two new gasolines in 
the western states with both contcining 
Mobil Power Compound additives. An “oc- 
tane selector” has been provided Mobil- 
gas stations in the west to show motorists 
the fuel needs of their cars. 
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“If we voted on it 


again today...C 
plan would still 
win by 4 votes...” 


say the 4 WEISS BROTHERS, 
partners in WEISS MOTOR COM- 
PANY, one of the world’s largest 
Ford dealers with headquarters in 
Baltimore, Md. From left to right are 
Messrs. Abe, Lou, Bill and Max Weiss. 


Tue LONGER we associate with the CoMMERCIAL CREDIT PLAN, the more 
convinced we are about one fact. If it’s a financing problem, COMMERCIAL 
CrepitT can handle it. And handle it well with their nationwide ‘on-the- 
spot’ service, thoroughly trained personnel and intimate knowledge of the 
automobile financing business. It’s a pleasure doing business with a time 


payment plan that can stand the test of time.” 


COMMERCIAL CREDIT DEALERS ARE Success fi ul DEALERS 


A letter or call to your nearest CoMMERCIAL CREDIT PLAN office will get you 


speedy and expert help with your financing problems. Why not call today? 


(Ry Taat\ 


etal deme s 


COMMERCIAL 
CREDIT 


CORPORATION 


A service offered through subsidiaries of 
Commercial Credit Company, Baltimore... 
Capital and Surplus over $175,000,000 
. « - Offices in principal cities of the United 
States and Canada. 
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Detroit Finds Them Money Savers... 


Police Sold on Automatic Shifts 


By Joseph M. Callahan 
Staff Writer 

DETROIT. — The nation’s auto 
dealers last week were given some 
good ammunition to help sell auto- 
matic transmissions, particularly to 
municipal customers, by Carl H. 
Guider, superintendent of Detroit’s 
Division of Motor Transportation. 

Guider, who buys all vehicles for 
the City of Detroit, now insists that 
all new cars have automatic trans- 
missions. 

“Even though the automatic 
shift costs $100 more per unit 

and gasoline costs are higher, the 
automatic transmission saves De- 
troit’s taxpayers more than a 
penny a mile by reducing main- 
tenance costs,” he said. 

Since Detroit police and other 
City cars travel 13 million miles a 
year, this hag meant a saving of 
$130,000 annually. 

The Detroit Budget Bureau re- 
ports that automatic transmissions 
have reduced maintenance costs 42 
percent, he said. 

“Bearing in mind that a scout car 
engine rung even while the car is 
standing still,” Guider said, “our 
analysis shows gas mileage with 
standard transmission is 9.2 and 
with automatic 8.8 miles a gallon.” 

Guider explained that a study 
of 400 scout cars with standard 
transmissions in 1951 showed that 
the average car needed a new 
clutch every 4,000 miles, a new 
transmission every 8,000 miles 
and “we installed axle shafts by 
the carload. 

“Now, seldom do we have major 
service on automatic transmissions 
in less than 30,000 miles, and a 
great number of our new cars go 
60,000 miles with no maintenance 
except oil.” 

Noting a possible safety factor, 


Guider said Detroit’s scout car acci- 
dents have shown a decided decline 
since switching over to automatic 
shift. He explained: 


“Cars with automatic shift accel- 
erate smoother, are easier to handle 
and, above all, cost much less wear 
and tear on their drivers’ nerves.” 


Guider said that the city estab- 
lished a school to teach the ad- 
vantages of the automatic shift 
because some officers greeted the 
new transmission with skepticism 
or hostility. Now, he added, 
there’s not a policeman against it. 

“The beauty of the automatic 
transmission for a municipal vehi- 
cle,” he asserted, “is that it’s almost 
impossible to damage, unless you 
get some screwball throwing it into 
reverse at 60 miles an hour. 

“Of course, the unit must be 
properly lubricated and properly 
adjusted. We adjust it after the 
first 1,000 miles and then after 
every 10,000 miles.” 

Guider said Detroit was the third 





N. Y. Buys 52 Chevrolets 
At Lowest Bid Since OPA 


NEW YORK.—The city of New 
York has purchased 52 business 
coupes with standard transmis- 
sions from Chevrolet for $1,040.43 
—the lowest price the City has 
paid for any car since the days 
of OPA, which reflected prewar 
prices. 

Purchase Commissioner Joseph 
V. Spagna said that the Chevrolet 
bid was $50 per car below the 
Ford bid and that this was the 
first time any company had un- 
derbid Ford on 1955 light cars for 

City. 





Six Dealer-Legislators Help 
Montana Assn.’s Record 


HELENA, Mont.—(UTPS)—How 
did the Montana Automobile Deal- 
ers Assn. fare in the 34th Montana 
Legislature? Qn balance, MADA 
and its legislator-members made 
an excellent record, according to a 
recent bill-by-bill summary re- 
leased by association Secretary- 
Manager William H. Fredricks. 

In terms of legislative members 
MADA was represented by six 
dealer-legislators, four in the house 
and two in the senate. House mem- 
bers were Dean Chaffin (Chevrolet- 
Buick), regional NADA vice-presi- 
dent, Bozeman; Casper Nybo (Stu- 
debaker), Missoula; H. H. Haines 
(Ford), Terry, and John Pierce 
(Kaiser-Willys), Billings. 

In the senate were Fred L. Rob- 
inson (Ford), Malta, chairman of 
the powerful committee on high- 
ways and transportation — and 
Charles M. Hatch (Studebaker), 
Miles City. Vernon E. Cougill 
(Ford) was chairman of the MADA 
legislative committee. 

The association introduced and 
sponsored four bills in the Legis- 
lature. All four were passed by 
both houses of the Legislature 
and enrolled for Gov. Aronson’s 
signature. Subsequently, the gov- 
ernor signed three into law and 
vetoed one. 

The following laws are now on 
the statute books: Discarding the 
state’s maverick-sized 5 by 11% 
inch auto license plates in favor of 
the standard 6-by-12 inch plates; 
providing for distinctive marking 
on dealer’s plates—D for new-car 
dealers, UD for used-car dealers, 
DTR for trailer dealers; providing 
for the issuance of temporary 
windshield stickers by county 
treasurers pending purchasers ob- 
taining proper title and current li- 
cense plates; changing the assess- 
ment date of cars in dealers’ stock 
from Jan. 1, when stocks are high- 
est and sales lowest, to the first 
Monday in March. 

While several of the MADA-spon- 
sored bills were “pretty well cut up 
by amendments,” they did retain 
most of their important features. 

Biggest blow of the session came 
when the governor vetoed a bill to 


warden to an independent three- 
member motor vehicle registration 
board. Auto dealers are at a loss 
to understand or justify the gover- 
nor’s veto action since the transfer 
pro was given a clean legal 
bill of health by attorneys in the 
chief executive's office. 

The big revenue measures, al- 
ready signed into law by the gov- 
ernor, will produce additional high- 
way funds as follows: $2,137,000 
from a one-cent increase in the 
state gasoline tax, effective Apr. 1; 
$825,000 from a three-cent increase 
in the diesel fuel tax (raised from 
six to nine cents) along with in- 
creases in the gross-vehicle-weight 
tax; and $50,000 from a tax on any 
gasoline or diesel fuel over 20 gal- 
lons entering the state in truck 
tanks. 








major city, after New York and 
Kansas City, to experiment with 
automatic transmissions in police 
cars. 

Said Guider, “A budget bureau 
official and I spent three days out 
in Kansas City studying the practi- 
cality of using automatic transmis- 
sions. 

“When we returned, we bought 
650 cars with automatic shift and 
ran them in conjunction with 50 
other cars with standard trans- 
missions, using the same drivers. 
On the basis of this test, we 
began buying the automatic 
transmission. About 75 percent of 
our cars now are equipped with 
the automatic shift.” 

“When the citizens saw the police 
using cars with the automatic 
transmissions, the mayor, police 
commissioner and other officials 

began receiving a lot of mail ask- 


| ing, ‘How come these lazy guys are 


getting automatic shifts at our ex- 
pense?’ but we had a good answer: 
‘It saves money.’” 


Guider said Detroit is now speci- 
fying automatic transmissions for 
many other vehicles, including 
trucks, buses, ambulances and pa- 
trol wagons. 

“We even bought a 20-ton tractor 
the other day and insisted that it 
have a torque converter transmis- 
sion,” he added. 


“T think it’s only a matter of four 
or five years before every vehicle 
made will have an automatic trans- 
mission. Gears for power transmis- 
sion are on their way out.” 


Discussing other power assists 
for municipal ve hicles, Guider 


said he saw little value in power - 


steering or power brakes, al- 
though many heavy vehicles are 
switching to power brakes. 


Commenting on the City of De- 
troit’s auto buying, Guider, who 
has been in the transportation field 
since 1910, made these observa- 
tions: 

1. All Detroit police cars are now 
Fords, principally because the Ford 
factory for the last four years has 
been offering the most attractive 
price. Detroit bought more than 
600 cars last year. 

2. While the specifications which 
Detroit police cars have to meet are 
numerous, the most important 
characteristic, as far as the City is 
concerned, is acceleration ability. A 
car must go from 0 to 60 miles per 
hour in 16 seconds and must be 
able to hit at least 80 in 60 seconds. 


3. The 1955 Ford, Chevrolet and 
Plymouth are all able to meet 
this test. However, the 1954 Plym- 
outh did not make the grade. 
Competition is limited to the 
three low-priced cars. 

Guider said that each factory’s 
bid is submitted through a Detroit 
dealer and the cars are delivered 
through several Detroit dealers. 


Dealers Serve as Lawmakers— 

Four Montana Automobile Dealers Assn. members serve in the state's house of 
transfer the vehicle registration | representatives. From left to right are Dean Chaffin, Bozeman; Casper Nybo, Missoula; 
function from the state prison! H. H. Haines, Terry, and John Pierce, Billings. 
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Used-Car Bulletin from Detroit... 


Latest Auction Prices 


(Copyright, 1955, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday.) 


April 13 
(Sale off a little. Sold 92 cars out 
of 144 offerings.) 

BUICK—’55 Super conv., $3,075* (ps). 
’54 Super Riviera coupe, $2,095*; RM 
Riviera coupe, $2,075* (ps); Special 
4-dr., $1,820*. '53 RM 4-dr., $1,275°; 
Super 4-dr., $1,225°; Special 4-dr., 
$1,130. ‘52 Special Riviera coupe, 
$905*. ’51 Super Riviera coupe, $705*. 


CADILLAC—’ 54 (62) coupe deVille, $3,- 
. 49 (61) 2-dr., $525°. 
’54 Two-ten station 
$1,485; Bel Air 2-dr., $1,- 
. '53 Bel Air 4-dr., $1,- 
, $1,030*; Two-ten Sport 
coupe, $1,000; 2-dr., $945, $860, ‘52 
SL Deluxe 2-dr., $680*, $675, $670, 
$590; 4-dr., $675*, $610. '51 SL De- 
luxe club coupe, $540; 2-dr., $530; 
SL Special 2-dr., $390. °50 SL Spe- 
cial 2-dr., $285. 

CHRYSLER—’55 NY club coupe, $2,- 
625* (ps). '53 Windsor 4-dr., $1,- 
075*. °52 Windsor 4-dr., * 

DeSOTO—’53 Fire Dome (8) 4-dr., $1,- 
060* (ps), $1,010* (ps); club coupe, 
$990*, $915*. '52 Deluxe 4-dr., $585. 

DODGE—’55 Royal 4-dr., $2,140*. '53 
Coronet (8) 4-dr., $920*. ’52 Coronet 


Diplomat, $660°*. 

FORD — ’'54 Custom (8) club coupe, 
$1,260; 2-dr., $1,150; Main (8) 2-dr., 
$1,210; Main (6) 2-dr., $1,150*; Crest 
(8) Sun Valley, $1,725* (ps). '53 Cus- 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auction Reports are on Pages 46, 47, 48, 49, 50 





tom (8) 2-dr., $1,100* (ps); club 
coupe, $1,010. °52 Custom (8) 4-dr., 
$715*; Custom (6) 2-dr., $580; 4-dr., 
$550*; Main (8) 4-dr., $425. ’51 
Deluxe (6) 4-dr., $470. '50 Deluxe 
(6) 2-dr., $280. 

HUDSON—’53 Hornet 4-dr., $825. °52 
club coupe, $500. ’51 Hornet conv., 
$550*; 4-dr., $425°. 

KAISER—’53 4-dr., $865*. 

MERCURY—’53 Custom 2-dr., $1,195°. 
’52 Custom 4-dr., $890*; club coupe, 
$875*. ’51 4-dr., $500. ’50 club coupe, 
$310. 

NASH—’52 Rambler 2-dr., $600. °51 
Rambler 2-dr., $275. 

OLDSMOBILE—’55 (88) Holiday, $2,- 
850* (ps), $2,825* (ps). ’52 (98) 4- 
dr., $1,030%; (88) 4-dr., $915*. 

PLYMOUTH— 54 Belvedere club coupe, 
$1,350. '53 Cranbrook conv., $850; 
4-dr., $850; club coupe, $800*; Cam- 
bridge 2-dr., $760; 4-dr., $755. °51 
Cambridge Suburban, $660; 4-dr., 
$110. ’50 Deluxe station wagon, $420. 
’49 Deluxe 4-dr., $195. 

PONTIAC—’ 54 Chieftain (8) conv., $1,- 
770*. ’52 Chieftain (8) 4-dr., $710*; 
Catalina, $650*. ’51 Silver Streak (8) 
Catalina, $750*; 2-dr., $600*; 4-dr., 
$500*, $450°. °50 Silver Streak (6) 
2-dr., $415; club coupe, $300*; 4- 
dr., $300*. 

STUDEBAKER—’52 Commander 2-dr., 
$325. ’°51 Commander 4-dr., $250*. 





Hong Kong Sales Limited 


Curtailed Trade with 


China Hurts Colony; 


2,700 Cars Sold in Year 


Eprtror’s Note: This is another 
in a series of reports on automo- 
tive markets around the world 
by Mrs. George M. Slocum, chair- 
man of the board of AUTOMOTIVE 
News, who is on a world tour: 

* * * 

By Mrs. George M. Slocum 

HONG KONG. — General busi- 
ness conditions are depressed in 
this British crown colony, which 
huddles nervously under the mouth 
of Red cannon in southeastern Asia. 


Hong Kong businessmen fear 
that the Chinese Reds could di- 
gest this tasty economic morsel 
any time they chose to do so. 
They feel that Hong Kong can 
continue as an outpost of West- 
ern trading only so long as the 
Reds permit it to do so. 

The new-car market, never par- 
ticularly brisk here because of 
various limiting factors, has fallen 
upon particularly lean days. 

About 90 percent of the new ve- 
hicles that do get sold in Hong 
Kong are British. They are pre- 
ferred over American cars and 
trucks because of lower price, 
lower gasoline consumption (fuel is 
exceedingly expensive) and smaller 
size, which is more suitable to the 
congested streets. 

In order to understand the se- 
verely limited auto market, one 
must have a rough understanding 
of Hong Kong itself. Hong Kong 
is comprised of Hong Kong Is- 
land, the Kowloon peninsula of 
China and several smaller islands. 

Lying at the mcuth of the Can- 
ton river, Hong Kong’s territory is 
391 square miles. Packed into this 


|| are approximately 2,250,000 persons. 


Of these, more than half are ref- 
ugees from the China mainland 
and fewer than 10,000 are white. 
Most of the persons who have 
fled the Red regime can’t even pro- 
vide their own food and shelter, let 
alone buy merchandise—and cars 


‘Uranium Rush’ 


Ups Jeep Sales 


TOLEDO. — The “uranium rush” 
in the Far West has resulted in an 
upsurge of sale of Jeeps, Hickman 
Price jr.. sales vice-president of 
Willys Motors, Inc., has reported. 

He said retail sales of the four- 
wheel drive vehicles have nearly 
doubled in the prospecting areas of 
Colorado, Arizona, Utah, Texas and 
other western states. 

Price reported the most recent 
localized sales spurt occurred in 
Bakersfield, Calif., where the Atomic 
Energy Commission released a map 
of uranium exploration areas. 


are just out of the question. 

A lot of business in Hong Kong 
has been curtailed because of the 
slackening in entrepot trade. In the 
past, Hong Kong has been one of 
the world’s great entrepot centers. 

But because the U. S. has at- 
tempted to cut off shipments to 
China proper, trans-shipments via 
Hong Kong have been cut back 
drastically and this warehouse com- 
merce has languished. 

This isolation from China has 
been geographic as well as eco- 
nomic, As a result, the Hong 
Kong resident with a car has only 
about 200 miles of roads and 
streets on which to drive. And 
most of these 200 miles are 
cramped, twisting, teeming thor- 
oughfares. 

Actually, it is much easier to get 
about Hong Kong in the taxis and 
buses. The general economy of 
Hong Kong depends but very little 
upon private automotive transpor- 
tation. 

Localized mercantile transport is 
handled largely by water craft. 
Buses are extremely important, but 
the private passenger car is con- 
sidered to be pretty much a luxury. 

Through combined usage of rick- 
shaws, taxis and buses, sampans 
and junks—and coolies—the col- 
ony’s transport problems are fairly 
well met. 

According to M. D. Cooper, di- 
rector of Dodwell Motors, Ltd. 
(Dodge - Morris - Wolseley - MG- 
Riley), annual registration of new 
vehicles in the colony is only 2,700 
cars and 400 trucks. And this in 
a city bigger than Detroit! 

Despite the small dimensions of 
the market, Cooper said, sales 
methods are similar to those used 
in the U. S., with newspaper adver- 
tising — particularly in Chinese — 
considered valuable. The car mar- 
ket among Chinese is most impor- 
tant, Cooper said, since wealthy 
Chinese are much impressed by the 
use of cars for personal transport. 

Obsolescence currently plays no 
part in the market he said, because 
World War II and the Japanese 
occupation left Hong Kong without 
any vehicles at all. 

Hong Kong dealers, Cooper 
said, have several special prob- 
lems. One of the most vexing is 
that there are no commercial fi- 
nance facilities. Therefore, deal- 
ers must carry their own paper. 

Orders must be placed about six 
months ahead of the expected de 
livery date. Cooper said that be 
cause of the distance from the fac- 
tory—whether that be in the U. §. 
or in Great Britain—dealers musi 
carry heavy parts stocks. This, he 
said, adds to the investment and 
complicates the problem of parts 
obsolescence, 


ee 


ee 
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EVERY 11 SECONDS* 
SOMEBODY BUYS A PLYMOUTH! 


Greatest January Sales in Plymouth History! 
Greatest February Sales in Plymouth History! 


Greatest March Sales in Plymouth History! 


PLYMOUTH 


* Based on a 48-hour sales week 





« ; 
PS. Another Plymouth was sold while you read this advertisement (if you read at the average rate). 
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Denver, Portland (Ore.) Report... 
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is stuck in committee following its 


Sunday Closing Law ‘War’ Flares 


EPORTS from Denver and Port- 

land, Ore., indicate strife over 
Sunday closing laws, with a $50,000 
court suit launched in Oregon by 
a used-car dealer. 

Named in the suit are the Port- 
land Automobile Dealers Assn.; 
Braley & Graham (Buick); Warren 
W. Braley; Edward Fox, associa- 
tion manager, and L. M. French, a 
detective, who arrested the plaintiff, 
Delbert R. Williams. 

Williams charged the arrest 
was “malicious and not based on 
reasonable cause.” 

Also, in the strife attending Port- 
land’s Sunday closing law, used-car 
dealers have filed papers of incor- 





| poration for a Portland Used-Car 
Dealers Assn. and members say 


| association. 
| ca 
OE DOBBINS, a used-car dealer 


who courted arrest purposely to 
test the new ordinance, has charged 


* * 


| process” clause of the Constitution. 
| Dobbins, John Murray and 
James C. Vest, who previously 
was involved in an effort to test 
the law, are prominent in the new 
association. 

| Williams’ case, before he filed 
ithe damage suit, was thrown out 





they will pull out of the Oregon | 


the City had violated the “due! 


,of court on the ground that the 
|arrest was faulty. 
In Denver, things are not so ex- | 
| plosive. A Sunday closing law now | 


Spokane Dealers Move 


In Expansion Plans 

SPOKANE.—Two auto dealers | 
have expanded operations her e. | 
| Ernie Majer, Inc. (Ford), has moved | 
|to a two-story building formerly | 
|used by Pacific Telephone & Tele- | 
| graph Co. 

Buchanan Chevrolet Co. has tak- 
en over the premises vacated by 
Majer. The moves will increase the | 
capacity of both dealerships. 





failure to pass the Senate. 

The law, backed by Joe Marsh 
(Ford), president of the Denver 
Auto Dealers Assn., would require 
auto dealers in counties of over 
40,000 population to close on Sun- 
days. 


* * x 


RESUMING that the bill will 
again fail, some dealers have 


| supported City Council action in 
| starting a repeal of Denver’s pres- 


ent Sunday closing law. 
“Statewide closing would be 
better,” observed Marsh. “If we 
have to open in Denver, we'll 
draw business from the suburbs, 
even from nearby towns. We 


| don’t want to hurt them and 


we're not that business hungry.” 
Sam Marcus (Studebaker), pres- 
ident of the Colorado Auto Dealers 


Assn., said: “It would be a terrible 
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Combined in the same 
replacement ring set! 
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© The Hastings torsional 


is a compression ring that seats 


right now, Its torsional action brings it into a quick seat and 
perfect wall bearing in any cylinder—tapered, out-of-round or 


re-bored. 


@ The Hastings Steel-Vent is an oil ring that stops oil- 
pumping immediately. It’s a soft pressure ring with the light 
inner-spring developed by Hastings. It delivers the extra lubri- 
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HASTINGS MANUFACTURING COMPANY, HASTINGS, MICHIGAN - 


cation that older engines must have—and with complete oil 


control and economy. 


Here are two top performers in the same “Motor Engineered” 
set .. . built by replacement ring specialists. 

You don’t get come-backs due to cylinder scuffing and slow- 
seating when you install Hastings Steel-Vent sets. You get 
positive, quick performance that makes car owners happy. 


Piston Rings, Casite, Oil Filters, Spark Plugs 


HASTINGS 


Tough on oil-pumping ... Gentle on cylinder walls 


HASTINGS LTD., TORONTO 


STEEL-VENT PISTON RINGS 
Regular ov Chaome-Faced 








| step backward if we open Sundays. : 


We're already a six-day-and-nigiit » 


business. Seven days just doesn’t 
work.” 

But Max Mosko, a used-car 
dealer, said: “I’m all for free enter- 
prise and I can’t see how Sunday 
is any criterion. We should have 
no regimentation.” 

Church groups are supporting the 
proposed anti-Sunday trading law. 


Ford Top Choice 
Of Car Prospects 
In Omaha Area 


OMAHA.—For the second time, 
a 1955 survey of a metropolitan 
area has revealed that Chevrolet 
leads in ownership, although Ford 
was the top choice of those expect- 
ing to buy 1955 cars. A similar sit- 
| uation was found in Milwaukee. 


| The latest report, based on a 
consumer analysis of the Omaha- 
Council Bluffs (Ia.) market by the 
Omaha World Herald showed that 
| Chevrolets were owned by 25.5 per- 
|cent of the single-car families and 
| 26.2 percent of the two-car families. 
However, 9,202 families reported 
| that they plan to buy a car in 1955, 
j;and the top preference went to 
| Ford with 29.4 percent. Other 
| preferences were Chevrolet, 17.2 
| percent; Buick, 9.7; Oldsmobile, 9.2; 
| Mercury, 8; Plymouth, 7.6, and Pon- 
| tiac, 4.6. 
| The analysis indicated that auto 
|ownership in Omaha has risen 
| steadily during the past five years 
and now stands at 85.5 percent. 
More than one car is owned by 11.9 
| percent. 


Packard Clinic 
Moves to Chicago 


| CHICAGO. — Packard’s torsion 
| suspension clinic, organized for 
students of trade and vocational 
|schools, opened here last week at 
| 1640 N. LaSalle St. after an initial 
fortnight in Boston. 


| Forenoon sessions of the clinic 
| were restricted to student attend- 
|ance. Engineers explained the sci- 
| entific principles of torsion suspen- 
| sion and gave documented data on 
ithe history of auto ride control 
| through the development of spring- 
ing. 





‘Lollipop Man’ 
Dealer Gives Candy to Kids 


| At Ball Games 


BRISTOL, Va.—George D. Spinks 
(Oldsmobile) is known as the “lol- 
lipop man” in the twin cities of 
| Bristol, Va., and Bristol, Tenn. And 
with a good reason. 

Spinks is an enthusiastic sports 
fan. About five years ago he noticed 
{that many children have a habit 
|of nibbling at candy during basket- 
|ball games. He also noticed that 
|some had no candy to munch on. 
| So one night he went to a game 
|with his pockets stuffed with all- 
|day suckers and passed them out. 
In his wake he left a lot of bright 
eyes and smiling faces. 

He also started a_ tradition. 
|Spinks has kept it up through the 
|years until now he estimates the 
total of giveaway lollipops at 25,000 
| to 35,000 annually. 
| No wonder they call him the 
|“lollipop man.” And he loves it. 


| Lincoln Park Industries 


Reorganizes Operations 
LINCOLN PARK, Mich. -— Ray- 
mond E. North has been elected 
|chairman of Lincoln Park Indus- 
| tries, Inc., and Lawrence W. Howe, 
| president, following approval by 
|stockholders of reorganization 
| plans, effecting concentration of 
| manufacturing and sales operations 
/in Lincoln Park and disposal of 
|subsidiary operations as well as 
| manufacturing plants in James- 
jtown, N. Y. 
| Other officers elected were John 
| E. Delaney, vice-president; Robert 
|G. Field, treasurer; Cassam A. Wil- 
son, secretary, and Robert H. Nil- 
sen, controller. The firm makes 
| gauges and inspection tools. 


Tyrholm Gets Ford 
Tyrholm Ford Co. is a new deal- 
ership at Albert Lea, Minn. John 
Tyrholm is president. 









































AUTOMOTIVE NEWS, APRIL 18, 1955 















avteHY et nv wo. caevuss StL_vowvs Ges Oywoxwns:-t 





3 FHL NO WIE OE INS” , 


TERN EI EPID 


“yyoep Ajowyun siy e10jeq Ayjsoys MDYS 
Aq pesndeid som jiodes wajshs ysnpyxe 
JONjD_4 SIYy “UISUODS! A ‘eUlDDy ‘AuDdWO>) 
Burinyooynupyw 404/04, 0} Buyin Aq 
JO 40qqQ0l ANCA WO ,,SABDUB]IS 10%]DAA 
UO YOOGSION MOUS ANGIIM,, O4s JO 


AdQd UNOA LAD 


co GH 1 


/ Adz a@qor si StH 





pools Too Joma Af A 
dn pawoda yo oA VOU 





S¢.-apiqowomne ayi JO J10JWIOD Burp yornb 
ay) pue 1079D 7-04 ay) aArasaid si90UATIC Joye A\ “oUIsU 
ay} JO JamOdasi0Y VyeIq payst[qeise oy} SursaMo] Noy 
pe][o17U09 oq 3sNUI puNos Jsneyxe oy} ‘Aem JoyJOUR 4 ABs 
01 IQ) ‘ainssasd yong paynusad sy Fuspasoun ynoynm aursua 
up yainb Apsadosd ysnut sa0uang 4ayj70 yy W *yueysodut ysour 
SI Jey} BNI Iseq B GARY SIOOUIZUD IODUITIC Oye A\,, 

,, MOY-MOUY puke ddUaIIedx—a jo 
s}0] sayey ‘Asko Jou $1] ‘ouISua ay} Jo suoIsoydxe ayy yamnb 
Ajsadoad js pure ajqissod se moj se oinssaid yorq ay} daoy 





*@YELU UPD JODUSIIS JOHJEM & BOUTIOJIP 94} 9eS UeD 
NOA 9108p *jouUed JUSWWINJ}SU! 94} UO UNOS Aunouew e 
uO UMOYS SI duNsseid ydeq SAI}EIedWOD sJeEuNdoVy “W9} 
-SAS ,,}89},, 84} 10 UBISOp 4984/2 E YBNOIYy} pejoouip 
Ayyeoijewojne eq ued Jsneyxe oy} ‘peo; svejowow 
-euAp pejjosjuod e ysulese SeBues peeds jje yBnoiy} 
Buijesodo aulZue 9y} YYM “JUsWiNbe ,,10}esedWO9,, 
JOX/EM 84} $0 SEPIS 4}IOG BUIMOYS SMAIA OM} OIe B19} 








0} gof s s20uISua Joyynur e st yt ‘waysAs Furyynaug s,our3ue 
ue jo qed oyuyap e st uiaysXs ysneyxe oy} osnedeg, | 
«180 Jo ayeu 94} uodn Surpuedap ‘paods do} 3e 
“Sq, S 917 uloly oFe1IAB—poyejOIA 9q 30U ysNuUI Yoryea oins 
“seid yoerq poyiuiiod ureji00 & sey ouisua AraAq ‘aunssaud 
yong Aq yuvour st yey Sey] “19Mod sXorjsep aur3ue Ue Jo 
wasXs Zuryieesg ay) UI UOKONIYsqo AressadouuN Auy *aAT] 
0} ayjpaig 01 vavy Avy * * * afdoad ayy ysal ore souduq,, 


“DISSED SI!W-00S 
OY} JO JOUUIM SUI] -E PUB “PSG-9VET 
Aempoeds s0j}Ow syjodeueipu; 9y3 
JO Juepiseig ‘mpys 4NQ]1 Af 93?) 
ays Aq ssaouapig 494704 UO 


yooqajoyy ay; wosf ssdicong e y } 


Saf SA 












Leading Used-Car Auctions 
Of the Nation 


If you want to keep 
in touch with the 
heart beat of the 
auto market, 

watch the activity 
at the dealer 












used-car auctions 






Turn to the Classified Advertising pages of Automotive News 
for a listing of the ‘Leading Used-Car Auctions in the Nation.” 
These auctions are for dealers only. 





DETROIT. — Nash hag launched 
a@ new program to help its dealers 
boost their service-absorption, C. M. 
Tillinghast, general parts and serv- 
ice manager, announced last week. 


Each zone official has been sup- 
plied with a special chart which 
shows where parts and service 
profits can be increased, and how 
fixed overhead expenses can be 
reduced. 


The plan shows how a dealer can 
raise his absorption substantially 
by making changes in his service 
department. After the necessary 
changes, with a resulting gain in 











Dixie Outpaces U. S. 

ATLANTA. — Vehicles registered 
in the Southeast have increased 
100.9 percent in the postwar years 
compared to 71.2 percent in the 
U. S. as a whole, reports the Com- 
merce Department’s Atlanta field 
office. 
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How to Boost Service 


Nash Launches Plan to Hike Dealers’ Absorption; 
Operations to Be Analyzed 


1955 





absorption, a dealer then can reach 
his break-even point much earlier. 


For example, if it is determined 
that a dealer’s customer-labor sales 
are low, he will be assisted in ana- 
lyzing hig internal sales effort, fol- 
low up, advertising, personnel, daily 
sales control and shop layout. 


“After such a study, it may be 
evident, for example, that a body 
shop and paint booth are needed 
to reduce excessive sublet repairs,” 
Tillinghast said. “Body and paint 
work are good profit items which 
some dealers overlook.” 


He said that many repairs, 
which could be completed inex- 
pensively and before serious trou- 
ble develops, are sometimes over- 
looked by service-order writers. 
Tillinghast said that if the order- 
writers did this, “They would in- 
crease their share of business while 
at the same time gaining goodwill 
because of the interest taken in the 
customer’s car, safety and future 








Superior’s year-after-year leadership 
proves this fact! Folks who know and buy 


school buses prefer a Superior . . . the name they can trust. And when 





you bid Superior bodies for your chassis, you offer a coach that 


is first in safety—first in public acceptance. 


*MORE THAN ONE OUT OF EVERY THREE SCHOOL BUSES SOLD IS A SUPERIOR 


SUPERIOR COACH CORPORATION -+ 


There’s a Superior distributor near you . . . ready to help you make this 
year’s sales even bigger. Contact him, or write for latest catalog. 





Lima, Ohio 


Kosciusko, Miss. 





expenses. A car owner appreciates 
being told of potential trouble since 
preventive maintenance in the long 
run is cheaper and saves trouble.” 

Under the new program, zone ofii- 
cials will not only help a dealer 
analyze his service, parts and ac- 
cessory sales operations, but will 
strive to help reduce total fixed ex- 
pense by reviewing all phases of 
the dealership operation. 


New-Car Stocks 
Set Postwar High 


At 624,277 Units 


(Continued from Page 1) 


unison have found various solu- 
tions to the option problem. 
* * * 


To point is that there has been 
little of the “overproduction” 
holler that filled the air last year, 
although it would be incorrect to 
assume that dealers feel entirely 
secure in sustaining the weight of 
the greatest accumulation of cars 
since the first one rolled from the 
assembly lines at the conclusion of 
World War II. 

Dealers are not prone to argue 
against high stocks so long as 
sales are high, and the threat of 
an industry strike has tempered 
the outlook of some. 


But large inventories can prove 
costly. They must be insured and 
financed, and they require storage 
facilities. If sales fall off drasti- 
cally, they could become oppres- 
sive. 

+ + B 
S° DEALERS are exercising cau- 
tion both ways—neither con- 
demning the present backlog nor 
advocating further large-scale 
buildup. 

By running a middle course, 
they hope to preserve an inven- 
tory flexibility that will enable 
them to shift tactics quickly if 
the necessity arises. 

One source said he believed that 
a complexity of factors was re- 
sponsible for the new-car sales 
boom: Product changes, easy credit, 
heavy discounting by dealers, a re- 
lease of pent-up consumer savings, 
a desire among prospects to keep 
up with the Joneses who already 
have bought new cars, fear of the 
future among some purchasers and 
confidence among others. 

Any of these elements could help 
keep sales on a high plateau, he 
noted, but any might also cease 
abruptly to have an. effect. 

s . 





New-Car Stocks 


In Field, In Transit 
(Compiled by Automotive eam 


ealers 
- Cers Cars In Total 
tn Transit Potential 
Period Fleld to Inventory 
Ending Stocks+ Dealers Stocks 
Jan. 1, °50.... 251,754 188,500 440,254 
Apr. 1, ’50.... 276,136 158,000 434,136 
June 1, ’50.... 247,680 160,200 407,880 
Sept. 1, ’50.... 239,642 160,400 400,042 
Jan. 1, ’51.... . 89,900 404,788 
Apr. 1, ’51.... 406,541 138,500 545,041 
July 1, ’51.... 357,606 90,700 448,306 
Sept. 1, °51.... 283,402 ¥ 370,202 
Jan. 1, '52.... 224,968 31,000 f 
Feb. 1, ’52.... 198,762 69,000 267,762 
Mar. 1, ’52.... 182,577 76,000 258,577 
Apr. 1, °52.... 213,391 83,000 296,391 
May 1, ’52.... 251,674 88,000 339,674 
June 1, ’52.. 036 70,000 302,036 
July 1, ’52.... 193,462 84,500 277,962 
Aug. 1, ’52.... 162,086 12,000 174,086 
Sept. 1, ’52.... 149,091 77,000 226,091 
Oct. 1, °52.... 233,556 89,000 322,556 
Nov. 1, ’52.... 308,894 90,500 399,394 
Dee. 1, ’52.... 287,247 76,000 363,247 
Jan. 1, ’53.... 291,671 83,300 374,971 
Feb. 1, ’53.... 324, 86,600 412,035 
Mar. 1, °53.... 389,011 87,200 476,211 
Apr. 1, °53.... 445,882 89,300 535,182 
May 1, °53.... 490,381 97,700 588,08 
June 1, °53.... 463,546 713,500 537,046 
July 1, °53.... 479,698 82,800 562,498 
Aug. 1, °53.... 517,119 82,200 599,319 
Sept. 1, ’53.. 4,569 74,500 589, 
Oct. 1, °53.... 519,037 60,900 579,937 
Nov. 1, ’53... 087 68,300 606: 
Dec. 1, ’53.... 430,876 29,000 459,376 
Jan. 1, °54.... 428,125 36,600 464,725 
Feb. 1, ’54.... 466,176 60,600 526,776 
Mar. 1, ’54.... 511,122 62,000 573,122 
Apr. 1, °54.... 541,911 64,000 605,911 
May 1, ’54.... 538,775 68,500 607.275 
June 1, ’54.... 503,219 62,500 565,719 
July 1, °54.... 445,665 62,500 508,165 
Aug. 1, ’54.... 390,854 57,000 447,354 
Sept. 1, °54.... 355,654 50,400 406,054 
Oct. 1, '54.... 267,469 29,000 296 469 
Nov. 1, ’54.... 120,107 37,500 157,607 
Dee. 1, ’54.... 203,453 61,700 265,153 
Jan, 1, °55.... 293,881 68,500 362,381 
Feb. 1, '55.... 373,573 89,100 462.673 
Mar. 1, ’55.... 467,655 95,000 *567,655 
Apr. 1, °55.... 524,777 99,500 624,277 


+ Field stocks include cars actually &t 
dealerships. those warehoused by dealers 
and factories, and demonstrators. 

* Revised. 
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OPPORTUNITY 
UNLIMITED 
A Studebaker 


case history 


ee | 


y IN the northeast part of Iowa,a 
young man named Deene Peterson 
has just opened a Studebaker dealer- 
ship in the town where he was born. 


This town is called Waukon—and 
chances are you never even heard of 
it. But our guess is it won’t be long 
before every car owner.in his area 
hears a lot about Studebaker Dealer 
Deene Peterson. 


We say this because we did a thor- 
ough job of sizing him up before we 
signed him up.His whole record shows 
that he has what it takes to be outstand- 
ingly successful in his chosen career. 


Now only 31, Deene Peterson has 
had his sights set for seven years on 
owning a Studebaker dealership. He 
took the first step toward reaching his 
goal by becoming a retail automobile 
salesman in his own home town right 
after leaving Iowa State College. He 
made good at that—and then he 
branched out and opened up his own 
service and repair shop. All this gave 
him solid standing and acceptance in 





AUTOMOTIVE NEWS, APRIL 18, 1955 


the community —and, more impor- 
tantly, an on-the-job understanding of 
both the selling and the maintenance 
problems that every active automobile 
dealer meets up with every day. 


Time marched on—and late last 
year, Deene Peterson felt ready for his 
next move forward. He decided to 
make a try for the Studebaker dealer- 
ship he had long aspired for. Stude- 
baker had just teamed up with Packard 
and was looking for up and coming 
young men such as Deene Peterson 
for additional dealers.We got together 
without difficulty —and now Stude- 
baker has Peterson Motor Sales of 
Waukon, Iowaas one of its most prom- 
ising newly established dealerships. 


It’s bound to be a winning combi- 
nation, we think—and so, apparently, 
do Deene Peterson’s neighbors in and 
around Waukon. They are confident 
they will see young Deene Peterson 
become one of America’s outstanding 
small-town Studebaker dealers in just 
a very short while. 


Our ]Owa WaV... 


they re betting on 
young Studebaker dealer 


DEENE 
PETERSON 


He is only 31... and he 
has just acquired a fine 
Studebaker franchise! 


Salesmen and sales managers—success- 
ful service department managers, too 
—are invited to inquire about the 
opportunities open for strong Studebaker 
dealerships in good territories. 


You don’t need a fortune in cash 
capital. It takes far less money than 
you think to get started in a Stude-. 
baker dealership of your own. 


If you are a man of recognized in- 
tegrity witha proved record of success 
as a salesman of automobiles or allied 
products—and can show evidence of 
administrative ability—you are invited 
to enter into negotiations for a Stude- 
baker franchise. Address William A. 
Keller, General Sales Manager, Stude- 
baker Division, Studebaker- Packard 
Corporation, South Bend 27, Indiana. 


STUDEBAKER 


Studebaker Division of the 
Studebaker-Packard Corporation 
2+. one of the 4 major full-line producers 
of cars and trucks 
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C apsule Comment 


Speakers at the Rhode Island convention entreated deal- 
ers to become “profit-minded” in their operations. 

Seems odd, when you stop to think about it, how fre- 
quently of late dealers have had to be reminded that 
they’re in business to make money. 

* * * 

Chrysler Corp.’s decentralization program is broadening 
the horizons of the Plymouth division. 

A move of vital concern to a dealer body larger than 
that retailing any other make of car. 

* a * 

New truck designs reflect a greater emphasis on beauty 
and comfort. 

Don’t look now, but could that be the petticoat influ- 
ence peeking from beneath that shiny chrome grille? 

* * * 

Used-car sales are reported slowing down as prospects 
take advantage of the long deals available in the new-car 
market. 

A thorn that could develop into a briar patch. 








Dealers are forming clearing houses to handle the endless 


variety of optional equipment offered on ’55 models. 
The knottiest problem seems to dissolve in the face of 
concerted dealer action. 
” * * 
A House subcommittee hears testimony from gasoline 
dealers that oil companies engage in coercive practices. 
The auto industry is a rapt spectator at this new. con- 
gressional drama. 
* * a 
First-quarter records fall as makers count up the winter’s 
new-car sales. 
And now spring had better look to its laurels. 





Events 


Dealer Conventions 


Apr. 17-19— Arizona Automobile Dealers 
Assn., San Marcos Hotel, Chandler, 
Ariz. 


May 5-7 — North Carolina Automobile 
Dealers Assn., Pinehurst Inn, Pinehurst, 


N.C 
May 10-1!—Massachusetts State Automo- 
bile Dealers, Statler Hotel, Boston, 
Mass. 


May 21-23 — South Carolina Automobile 
Dealers Assn., Ocean Forest Hotel, Myr- 
tle Beach, S. C. 

May 23-24 — Idaho Automobile Dealers 
Assn., Boise Hotel, Boise, Ida. 

May 26-28—Washington State Automobile 
Dealers Assn., Benjamin Franklin Hotel, 
Seattie, Wash. 

June 19-2i—Michigan Automobile Dealers 
Assn., Grand Hotel, Mackinac Island, 
Michigan, 

Aug. 21-23 — 22nd Annual Convention, 
Automobile Dealers Association of West 
Virginia, Greenbrier Hotel, White Sul- 
phur Springs, West Virginia. 

Aug. 28-30—Kentucky Automobile Dealers 
Assn., Kenlake Hotel (Kentucky Lake), 
Hardin, Ky, 

Sept. 9-11 — Maine Automobile Dealers 
Association, Samoset Hotel, Rocklane, 
Maine. 

Sept. 16 — 24th Annual State Convention, 
Kansas Motor Car Dealers Assn., Broad- 
view Hotel, Wichita, Kansas. 


Sept. 16 — Nebraska New Car Dealers 
Association, Paxton Hotel, Omaha. 
Sept. 16-17 — New Mexico Automotive 


Dealers Assn., Roswell, 

N. M. 

Sept. 18-19 — South Dakota Automobile 
Dealers Assn., Sioux Falls, S. D. 

Sept. 18-20 — 32nd Annual Convention, 
New York State Automobile Dealers, 
Inc., Saranac Inn, Saranac, N. Y. 

Sept. 19 — Minnesota Automobile Dealers 
Association, Radisson Hotel, Minneapo- 


Nickson Hotel, 


. 19-20 — Illinois Automotive Trade 
Assn., Pere Marquette Hotel, Peoria, Ill. 

Sept. 19-20—Wisconsin Automotive Trades 
Assn., Schroeder Hotel, Milwaukee, Wis. 

Sept. 25-27—Tennessee Automotive Assn., 
vena Vista Hotel, Biloxi, Mise. 

Sept. 26-27—Automobile Dealers Assn. of 
North Dakota, Fargo, N. D. 

Sept. 26-27—Pennsylvania Automotive As- 
sociation, William Penn Hotel, Pitts- 
burgh, Pa, 

Sept. 25-27 — Texas Automotive Dealers 
Association, Shamrock Hotel, Houston, 


Texas. 

Sept. 28-30—37th Annual Convention, New 
Jersey Automotive Trade Association, 
Hotel Chalfonte-Haddon Hall, Atlantic 
City, N. J. 

Oct. 9-10 — New Hampshire Automobile 
Déalers Assn., Mt. Washington Hotel, 
Bretton Woods, N. H. 

Oct. 9-10—Georgia Automobile Dealers 
Association, Bon Air Hotel, Augusta, 


a. 

Oct. 9-II—Mississippi Automobile Dealers 
Assn., Buena Vista Hotel, Biloxi, Miss. 
Oct. 16-17—Oklahoma Automobile Dealers 

Assn., Mayo Hotel, Tulsa, Okla. 

Oct. 16-18 — National Used Car Dealers 
Association Annual Convention, Hotel 
William Penn, Pittsburgh, Pa. 

Oct. 23-25 — Florida Automobile Dealers 
Assn., Sans Souci Hotel, Miami Beach, 


Fla. 

Oct. 26-28—Arkansas Automobile Dealers 
Assn., Moror Hotel, Little Rock, Ark. 

Nov. | — Connecticut Automotive Trades 
Association, 34th Annual Convention, 
Hotel Statler, Hartford, Conn. 

Nov. 6-8—Automotive Trade Assn. of Vir- 
ginia, Roanoke Hotel, Roanoke, Va. 

Nov. 13-14 — 20th Annual Convention, 
Automobile Dealers Association of 
Eaenens, Tutwiler Hotel, Birmingham, 

8. 

Nov. 13-15 — Ohio Automobile Dealers 
Assn., Netherland Plaza Hotel, Cincin- 
nati, O. 

Dec. 7—Utah Automobile Dealers Associ- 
ation Convention, Newhouse Hotel, Salt 
Lake City, Utah. 

Jan. 28-Feb. 1—39th Annual National Au- 
tomobile Dealers Association Conven- 
tion, Washington, D. C. 

Jan. 28-Feb. 1—39th Annual National Au- 
tomobile Dealers Association Conven- 
tion, Sheraton Park and Shoreham Ho- 
tels, Washington, D. C. 

* * * 


Dealer Auto Shows 

April 20-23—Danville Auto Show, Danville, 
Virginia. 

April 20-2i—Mobridge Automobile Show, 
Mobridge, S. D. 

April 22-23 — Pierre Automobile Show, 
Pierre, S. D, 

April 23-24 — Shenandoah Automobile 
Show, Main Street, Shenandoah, Pa. 
(See CALENDAR, Page 61, Col. 2) 


20 Years Ago... 
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WE NEW-CA2 OWNERS 

e BETTER ORGAN/ZE 
"THE SHOO-EM-AWAY 
BIRD WATCHERS SOCIETY 






WELL, FEVINS SAKE,BR 
B DON'T ‘PARK IT UNDER 
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‘First Picture Guide? .. . / 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 





‘Ain’t Seen Nothing Yet’ 


I read with interest your article 
in the March 14 Automotive News 
concerning the 1930 Model A Ford 
instruction book. 

“You ain’t seen nothing yet.” 
You should see a combination pic- 
ture parts book and _ instruction 
book covering Marion motor cars, 
which book was compiled by the 
writer in 1912. This is probably the 
first picture parts catalog ever pub- 
lished, and I mean they are pic- 
tures and not drawings. 

The instruction book was incor- 
porated in the same binding and 
one booklet was placed in each new 
car as it was shipped from the fac- 
tory.—Georce D. Spinks, Brightwell- 
Spinks, Inc. (Oldsmobile), Bristol, 
Va. 


* * cs 
Model A ‘Fan Club’ 

I read with considerable interest 
your article in the March 14 issue 
of Automotive News by R. M. 
Lienert concerning past days of the 


The Big Stories 


Thirty-five AAA records were smashed by a Hudson sedan at Muroc 
Dry Lake, Calif. Three relay drivers not only bettered 32 Class C 
displacement records, but also unlimited displacement records for 


1,000 miles, 2,000 kilometers and 12 hours. . 


. Graham Paige Motors 


Co. earned a net profit of $120,397 in the first quarter, compared with 
$15,141 the previous year . .. Use of cars painted in light colors would 
reduce traffic accidents, according to W. A. Lindberg, color engineer 
of Chrysler Corp. Lindberg said that an informal check on collisions 
revealed that in a very large percentage of the cases either one or 


both of the cars was in a dark color . 


.. R. F. Black, former presi- 


dent of Brockway Motor Truck Corp., is elected president of White 
Motor Co. . . . Cadillac reports a bank of more than 3,000 unfilled 


orders. 


—From the files of Automotive News. 





automobile. It was entitled “Model 
A Manual Recalls Past.” 

You may be interested to know 
that there is a national club that 
is composed of enthusiasts who are 
restoring and promoting interest in 
the Model A. It’s the Model A Re- 
storers Club (MARC), 71 Lexington 
Road, West Hartford, Conn. The 
president is W. L. Hall. It is a very 
enthusiastic and active club and 
plans to take a trip to Detroit this 
summer to attend a meet sponsored 
by Ford Motor Co. 

Since you quoted excerpts from 
the owner’s operation manual, I 
thought you may be interested in a 
few entries from the parts manual 
(1931). 

Frame, complete $14.00 


Radiator 15.25 
Fender 4.00 
Bumper, complete 7.00 


Quite a change from present day 
prices.—H. W. Tay or, Lt.-Col. U.S. 
Marine Corps., Cherry Point, N.C. 

+ + * 


Change? . 


You should tell the writer of that 
Piece about the Model A and the 
new Ford that he ought to dry up 
behind the ears. He thinks there 
has been a lot of change in the 25 
years between the two models. He 
ought to look at the owner’s man- 
ual for a car that was 25 years old 
when the Model A was brand new. 
Then he’d have something. — Reav 
O.p-TIMER. 


+ * ~ 
Just Plain Foolish 

I think 50 years in the auto busi- 
ness qualifies me to offer an opin- 
ion. Here it is: 

This car sales fight is certainly 
doing the industry no good—nor 
the dealers, either. Striving for the 
Nth degree of sales—way beyond 
the ability of the territory to ab- 
sorb— is just plain fool-hardiness. 
—MarKETING CONSULTANT, 
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There’s more in them . . 


The NEW 1955 





SALABLE FEATURES 


DRIVING COMFORT 
FOR YOUR CUSTOMERS 


PROFIT FOR YOU 





Sensational New Lehigh V-93 Compressor 


Designed exclusively for automobile air conditioning, this 3-ton capac- 
ity streamlined, lightweight Lehigh compressor has 4 cylinders for 
vibration-free, pulsation-free operation. A. R. A. is taking more than 
30% of Lehigh’s total 1955 production of this sensational new unit. 
Here’s a feature you can sell! 


Temperature Control Valve 


Cooling requirements vary, depending on outside temperatures, num- 
ber of passengers and other factors. The 1955 A. R. A. units are 
equipped with a Detroit by-pass valve for comfort control which 
permits the passenger to select instantly the degree of cooling he 
wants. Here’s a feature you can sell! 


Warner Magnetic-Type Clutch 


Precision built by Warner, one of the most dependable names in the 
industry, this magnetic-type clutch is your perfect answer to cus- 
tomers who want a clutch-operated unit. The clutch is standard equip- 
ment on the “President” model; is optional on the “Executive” model. 
Here’s a feature you can sell! 


Die-Formed Cooling Case 


The streamlined, beautifully finished A. R. A. cooling case fits snugly, 
securely in the top rear of the trunk compartment. The finest luggage, 
valuable sample cases or other luggage compartment gear rides safely 
and without crowding. Here’s a feature you can sell! 


Freon Level Easily Checked 


A sight glass located in the top of the cooling case makes checking 
the Freon level a quick, easy chore. Here’s a feature you can sell! 


Dominant, hard-selling ads in The Saturday Evening Post, 
plus newspaper, radio and outdoor posterboard adver- 
tising will pre-sell A. R. A. to your customers this spring 
and summer. Put this sales-making advertising program 
to work for you by ordering your A. R. A. units now. 


A.R.A.’S ARE SOLD ONLY THROUGH 
RECOGNIZED DEALERS 


&, R. A> MANUFACTURING COMPANY 


1041 Foch Street © Phone: FAnnin 7371 © Fort Worth 7, Texas 


A.R.- 


AUTOMOTIVE AIR CONDITIONERS 





A. R. A. sales have increased an average of 116% per 
year for the past six years — proof positive that A. R. A. 
gives comfort-conscious motorists the kind of driving 
pleasure and dependability they want. 


A. R. A. has proved its efficiency and ruggedness, too, by 
performing longer, under more extreme heat conditions, 
than any other make on the market. A. R. A. was the 
first quality automotive air conditioner mass-marketed 
in America. Designed and built in the Southwest where 
torrid summers demand peak performance day-after-day, 
week-after-week, in town or on the highway, A. R. A.’s 
big cooling coil—largest in the industry — delivers the 
cool comfort that makes A. R. A. the first choice of 
weather-wise car owners all over America. A. R. A. is 
the No. 1 independent in the field. A. R. A. performs 
best because A. R. A. is built best. 


A. R. A. Cools ALL the Car 


A. R. A. circulates cool filtered air through ALL the car. There’s no 
blast of cold air directed at any one passenger —no spot cooling — 
just continuous circulation that keeps front and back seat passengers 
equally comfortable. Beautifully curved, crystal clear plastic ducts 
mounted over the cool air outlets on the package tray direct complete- 
car circulation. Here’s a feature you can sell! 


Washable-Type Filters Easily Accessible 


Clogged filters lower unit efficiency. A. R. A. washable-type filters, 
located under the return air grille in the package tray, are quick and 
easy to clean. Here’s a feature you can sell! 


These are but a few of the many salable features you'll 
find in the new A. R. A. units for 1955. These, combined 
with A. R. A.’s superb craftsmanship and careful attention 
to assembly details, make A. R. A. the best buy in ‘55 

. the most salable . . most profitable line of automotive 
air conditioners for you. 


CUT INVENTORY INVESTMENT 60% 


New packaging methods for 1955 cut your inventory invest- 
ment in A. R. A. units as much as 60%! Here’s how it 
works: This year cooling cases, condensers, compressors, 


mount and drive kits are packaged separately. A basic 
inventory of cooling case kits, condensers and compressors, 
plus a variety of mount and drive kits permit you to sup- 
ply an A. R. A. unit for almost any make car—with a 
half less inventory investment than formerly required. 





There are A. R. A. units especially designed for top-notch performance 
in station wagons, panel trucks, ambulances and truck cabs. 


For complete details on A.R.A.’s big PROFIT-PACK write, 
wire or phone today! 


Export Department: 
13 East 40th Street 
New York 16, N. Y. 
Cable Address: ARLAB 
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Some Prefer Warm Weather... 


Canadian Dealers See 
Upswing After Tax Cut 


OTTAWA. — A variety of reac- 
tions is reported from auto dealers 
across Canada in the wake of the 
Government’s slash of new-car 
excise taxes from 15 percent down 
to 10 percent. 

Ottawa dealers showed the least 
enthusiasm, claiming that the cut 
will not be as important a factor 
as warm weather in stimulating 
spring business. 

“Naturally,” commented the 
sales manager of one firm, “any 
tax reduction is welcome, but our 
sales of new cars showed no 
great change since this tax reduc- 
tion. We're selling them at the 
same rate as before, but a spell 
of warm, nice weather will boost 
our business.” 

Another dealer reported that the 
biggest change he noticed after the 

tax cut was a marking down of 
used cars. Still another dealer said 
that he has a list of definite new- 


Gains Spell Growth... 





The Daily News gained 


car prospects who waited for the 
tax announcement and that these 
customers are now turning up to 
accept delivery. 

Due to small inventories this 
spring there will be little lost by 
dealers on new cars on which the 
tax has been paid. 

Montreal dealers are in a happier 
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frame of mind as a result of the} N. Y. Press Welcomes Mack President— 


P. O. Peterson, new president of Mack Trucks, Inc., was given a reception by more 
than 90 editors and publishers in New York. Shown (from left), are T. J. Zeller, 
operations vice-president; Peterson; Elliott G. Ewell, sales vice-president, and Milton 
Stover, finance vice-president. Peterson formerly was executive vice-president of 


tax cut. . 

“The benefits of the reduction 
will reach the consumer immedi- 
ately,” said an official of one of 
Montreal’s largest dealerships. 
“We're marking new price cards 
right now.” 

“It’s bound to stimulate the 
market,” he declared. “Many 
people delayed buying a car until 
the budget came out, but now we 
expect them in great number.” 

Price reductions are expected to 
range from $70 to $100 on the 
lower-priced cars. The used-car 


more lines of TOTAL 


advertising in January 


Studebaker. 


market is expected to improve as|age” to buy a car, dealers believe. 


general movement in the industry 
increases. 

The excise tax reduction, coupled 
with the 10 percent reduction in 
personal income tax, is expected to 
influence many people who felt 
before that they “just couldn’t man- 





and February than any other 
Chicago newspaper 


DAILY NEWS 
American . . 
Sun-Times. . 
Tribune... 


Daily 


343,971 
189,659 
143,154 

36,500 


Sunday 
gain: 60,264 
gain: 67,204 
gain: 137,641 


Source: Media Records, Inc. (zone linage included) 


Advertisers in all classifications are turning to the Daily News for 


the best results in Chicago. For example: 


NEW CAR ADVERTISERS 


placed more advertising in the Daily News during Jan- 
uary and February than in any other daily Chicago news- 


paper. It pays to follow their wise lead . . . and use the 


Daily News. 


Frank H. O’Conner, Montreal 
district manager for Goodyear 
Tire & Rubber of Canada, said 
the “news is better than We ex- 
pected and we are all happy.” 
The tax drop means a reduction 
of $2 in the price of first-line auto 





CHICAGO DAILY NEWS 


*NEW YORK 


Chicago's HOME Newspaper 


eet 8 


*LOS ANGELES 





¢SAN FRANCISCO 


tires and about $7 on regular 
truck tires, he said. 

In Calgary, Alba., a sharp in- 
crease in sales of both new and 
used cars was reported. E. A. M-- 
Cullough, general manager of Mac- 
lin Motors, Ltd., Ford and Monarch 
dealer, commented: 

“The automobile is not a luxury 
now, it’s a necessity. The tax cit 
will definitely help sales, not oniy 
on new cars but on used cars.” 

E. J. Umphrey, sales director for 
General Motors of Canada, Ltd. 
said in Edmonton, Alba., “The tax 
reduction is good for business and 
for the economy of the nation.” 


Car Population 
Of Del. Tops 
Family Total 


WILMINGTON, Del.—(UTPS) 
The industry’s dream of a two-car 
family is more than halfway real- 
ized in Delaware, population 362,- 
000 


Last year, automobiles in the 
state outnumbered families, reports 
State Vehicle Commissioner Harvey 
B. Spicer. Registration hit a record 
111,683. 


That means there was slightly 
“more than one registered auto” for 
— family in Delaware during 
1 ; 


The estimate is based on the total 
number of pleasure-car registra- 
tions and the latest population fig- 
ures compiled by the Delaware 
State Chamber of Commerce. 

On the assumption that the aver- 
age family in Delaware comprises 
3.6 persons, the state has approxi- 
mately 100,000 families. 

The commissioner cites the in- 
crease in auto registrations for 
each five-year period since 1940. 
Registrations hit 74,541 that year, 
dropped to 58,651 in 1945, the last 
of World War II years. It jumped 
to 85,666 in 1950 and hit a high of 
111,683 last year. 

Meanwhile, registration of com- 
mercial vehicles in Delaware has 
more than doubled during same 
= Last year’s figures were 26, 


Auto Firm Owner 
Guilty of Fraud 


DOVER, Del.—Edward Biter and 
Biter’s Auto Service have been 
found guilty of defrauding an air- 
man by representing a used-car as 
@ new one. 

Biter and his firm were indicted 
by a grand jury in February. The 
Delaware State Bar Assn. has 
censored H. J. Ridgely, former state 
attorney general, for his handling 
of the case in the early stages. 

Lt. Charles Villa, Dover Air Force 
Base, claimed he had bought the 
car in the belief it was new but 
found later that it previously had 
been owned by another air officer 
who had wrecked it in an accident. 
Sentence was deferred pending 
hearing of motions for the defense. 


a 


100% Nylon Cord 


Corduroy Says New Tire 


Doubles in Strength 


GRAND RAPIDS, Mich.—A 100 
percent nylon cord is incorporated 
in a tubeless tire brought out by 
Corduroy Rubber Co. 

It is claimed that the nylon cord 
gives the tire more than double the 
strength of standard tires. The 
price will be only slightly higher 
than that of rayon cord tires, ac- 
cording to L. McCourt, sales 
manager. 

The firm also says the nylon cord 
tire has a greater cushioning 
resiliency. 








Ohio Bill Would End 


Tax Stamp Discount 


COLUMBUS, O. — A fight is on 
in the Ohio General Assemb!y 
over a bill which would eliminate 
the issuance of prepaid sdles tax 
stamps on vehicles sold by deal- 
ers. 

If the bill is finally passed, 
county clerks will handle tie 
stamps, and dealers will be :‘e- 
nied the 2 percent discount which 
has been allowed them in ‘ie 
past. 


— 
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FIDELITY INSURANCE CO. 


Stahiman Bldg., Nashville, Tennessee... 


AL & BENNY FRIENDLY AUTO AUCTION®* Thursday 
Municipal Airport, Daytona Beach, Fla. 


APTCO AUTO AUCTION Wed. & Fri. 


19241 Dix-Toledo Hwy., (U.S. #25), Melvindale, Mich. 


ARLINGTON AUTO AUCTION, INC. Wednesday 
Hwy. 51 Intersection with Hwy. 60, Arlington, Wis. 


CAPITAL AUTO AUCTION, INC.* Thursday 
State Fair Grounds, Columbus, Ohio 

CENTRAL STATES AUTO AUCTION Wednesday 
125 South Delaware, Mason City, lowa 

COFIELD AUTO AUCTION* Monday 
Boaz, Alabama 

COLUMBUS AUTO AUCTION* Thursday 
2603 Cusseta Road, Columbus, Ga. 

CONCORD AUTO AUCTION, INC.* Mon. & Fri. 


29 Sudbury Road, Concord, Mass. 
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| MR. AUTO AUCTION OWNER: 


Fidelity slams the door on bad check losses at auto auctions...- 


SAVES YOU MONEY. 
SAVES YOU TIME... 
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BUILDS YOUR VOLUME 


100% SAFE FIDELITY - INSURED AUTOMOBILE AUCTIONS 


DAYTON DIXIE AUTO AUCTION, INC. Monday 
5300 North Dixie, Dayton, Ohio 

DECATUR AUTO AUCTION* Monday 
Highway 48, N., Decatur, Illinois 

DIXIE MOTORS AUTO AUCTION* Tues. & Fri. 
718 Angier Ave., Atlanta, Ga. 

R. PG GOFF AUTO AUCTION Monday 


New Tampa Hi-Way, Lokeland, Florida 


GRAND BLVD. AUTO AUCTION Wednesday 
6336 South Grand Bivd., St. Louis, Missouri 

GRAND RAPIDS AUCTIONS, INC. Tuesday 
0168-M21, Jenison, Michigan 

GREATER SHREVEPORT AUTO AUCTION Thursday 
1310 N. Market St., Shreveport, La. 


INDIANAPOLIS AUTO AUCTION, INC. Wednesday 
4501 West 16th St., Indianapolis, Ind. 


*auctions offering both check and title insurance. 


ak 


eeeeeveeeeeteeeveeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeee 


LEBANON AUTO AUCTION, INC. 
Highway 22, N. Plainfield, N. J. 


LEITCH MOTOR SALES, INC. 


1450 E. Main St., Owosso, Michigan 


MANEY AUTO AUCTION* 
Jordan Lane, Huntsville, Alabama 


MAULDIN AUCTION SALES, INC. 


1227 New Buncombe, Greenville, S. 


MIDDLE GEORGIA AUTO AUCTION* 
Eastside Highway, Macon, Georgia 


MONTPELIER AUTO AUCTION CO.* 


Route #1, Montpelier, Ohio 
MUNCIE AUTO AUCTION 


3344 So. Madison St., Muncie, Ind. 


PAGE BROS. AUTO AUCTION* 


35th at Divine St., Chattanooga, Tenn. 


QUINCY AUTO AUCTION 
3220 Broadway, Quincy, Illinois 


FIDELITY INSURANCE SLAMS THE DOOR, 


on bad check losses before bad checks slam 
the door on your business... guarantees 
payment (usually same day claim is made) 
of any check written at your auction and 
turned down by any bank for any of these 
reasons: insufficient funds, improper or un- 
authorized signature, account closed, no such 


account, forgery, or other credit losses! 


FIDELITY INSURANCE OPENS THE DOOR 


to new business and bigger consignments of 
used cars ... because the dealer who has 
them to sell knows he can’t lose a dime 
because of bad checks at a Fidelity Check- 


Insured Auction! Ask any auction, any dealer. 


CHECK ALL THESE FEATURES OF FIDELITY CHECK INSURANCE: 


Fidelity pays all claims immediately . . . you keep no cash on hand! 


Fidelity pays all legal expenses involved in claims and collections ! 
Fidelity advertises your auction in national dealer publications ! 


Fidelity supplies you up-to-the-minute credit information on over 
50,000 auto dealers ! 


Fidelity offers you an auction consulting service based on years of auction 


and insurance experence . . . at no cost to you! 


Slam the door on bad check losses before bad 
checks slam the door on your auction! Write, 
wire, or call today for the full Fidelity story. 


OF TENNESSEE 


Phone 5-4101 


. 
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Wednesday ROCKFORD AUTO AUCTION Thursday e 
6402 Forest Hills Rd., Rockford, III. e 

Thursday SKYLINE AUTO AUCTION* Tuesday : 
Greenpoint Ave. at Provost St., Brooklyn, N. Y. s 

Friday SODERBERG-KLINE AUTO AUCTION, INC. Thursday ° 
13th and Locust St., Omaha, Nebraska ° 

. 

Tuesday SOUTHERN AUTO SALES* Wednesday “ 
¢. Route 5, Warehouse Point, Conn. » 
Wednesday SYRACUSE AUTO AUCTION* Wednesday 9 
R. D. #1, Lafayette, New York * 

7 

Monday TOLEDO AUTO AUCTION CO. Thursday ° 
714 Huron St., Toledo, Ohio ° 

Friday TRI-STATE AUCTION CO. Thursday ; 
3021 W. Front St., Fargo, N. Dakota a 

Wednesday TRI-STATE AUTO AUCTION, INC. Friday ° 
Valley Springs, S. Dakota ° 

. 

Friday WEST KENTUCKY AUTO AUCTION Wednesday - 
Chestnut at W. 12th St., Murray, Ky. es 

. 

° 

7 
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Record Soap Box Derby Year— 


The largest number of local All-American Soap Box Derby races to be held since| tons, according to the Rubber 
the All-American began in 1934 has been sanctioned this year. W. J. King, general| Manufacturers Assn. 


manager of the derby, places a marker on the map to indicate the location of the 


News to Note... 


TORONTO.—The Ontario Legis- 
lature is giving dealers, finance 
companies and other interested 
groups time to study the proposed 
central registry for car liens. 

The bill’s final approval is being 
delayed until at least next session 
so that a thorough examination of 
the legislation can be completed. 

+ * + 


Rubber Consumption in U. S. 


Declines 5.85% in Month 
NEW YORK.—New rubber con- 
sumption in the U. S. during Feb- 
ruary amounted to 117,044 long 
tons, 5.85 percent below Janu- 
ary’s consumption of 124,318 long 


Natural rubber consumption in 


156th race scheduled in the United Stotes, Canada, Alaska and Western Germany.| February decreased to 50,600 long 
Winners of the local races will compete Aug. 14 at Akron in the 18th running of the| tons, 10.51 percent below Janu- 


nationally known racing event for boys. 


ary. Synthetic rubber use de- 








the industry's newest and finest. 


enjoy greater 
driving safety, 
comfort and 
convenience... 
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creased 1.96 percent to 66,444 long 
tons, compared with 67,773 long 
tons in January. 

7 * + 


Ford Scholarships 


DEARBORN.—Presidents of sev- 
en colleges and universities gath- 
ered in Dearborn last week to se- 
lect approximately 70 high school 
seniors who will receive four-year 
college scholarships from the Ford 
Motor Co. Fund. More than 550 
sons and daughters of Ford em- 
ployes applied for the grants. 


* * * 


Great Lakes Boosts Output 


PITTSBURGH. — Cold rolled 
sheet production of Great Lakes 
Steel Corp., Detroit, will be in- 
creased by a minimum of 50,000 
tons per month or 600,000 tons per 
year, through a program now in 
progress, it was announced by Ern- 












No Wiper Stalling * When passing cars, going up hills 
or accelerating, you always have uniform, constant action. 
The hazard of wiper slow-down is no problem. 



















More Cleaning Power tor Heavy Sieet and Snow 
Conditions ¢ The powerful motor of POWER-SWEEP gives 
added driving safety by cleaning away heavy accumulations of 
snow, sleet or mud under extreme driving conditions. 


Greater Area of Clear Vision on New Style 
Windshields ¢PoWER-SWEEP cleans a wider area on new 


wrap-around windshields, which insures a wider angle of 
visibility for safer, more comfortable driving. 


Automatically Returns * The electric windshield wiper that 
automatically returns to out-of-the-way position when turned off. 


‘ 


»;GENERAL MOTORS CORPORATION 
Yaeeeee | *Rochester 1, New York 


St , Monutacturers of automotive electric motors for heaters, defrosters, clocks, seat octuotors and window lifts 


al ‘DELCO APPLIANCE DIVISION 





est T. Weir, chairman of Nationzc! 
Steel Corp., parent company cf 
Great Lakes Steel. 

+ + + 


Wynn Oil Posts Prizes 


For Leading Mechanics 


AZUSA, Calif—Wynn Oil Co. has 
again posted $6,000 worth of cash 
and trophy prizes for top racing 
mechanics during 1954. 

Awards will go to the chief me- 
chanic of the highest point-scoring 
autos in three major auto racing 
organizations and of top boats in 
two water-racing circuits. 

* + * 


Motor Sports Club Plans 


Auto Endurance Races 


NEW YORK.—tThe third annual 
Great American Mountain Rallye 
Endurance Run will be held Nov. 
23-27, the Motor Sports Club of 
America has announced. Contest- 
ants have the choice of entering 
either of two stages. 

The first stage will consist of a 
1,000-mile run starting in various 
cities and ending in New York. The 
second stage will be from New York 
to Poughkeepsie, N. Y., where elim- 
ination trials will be held. 

* * * 


VW and Porsche Dealers 


Elect Officers on Coast 


HOLLYWOOD, Calif. — Volks- 
wagen and Porsche Dealers of the 
Metropolitan Los Angeles Area 
have elected officers for the coming 
year. 

Joe A. Ricketts, Long Beach, is 
president; Mannie Post, Hollywood, 
vice-president; Ralph Cutwright, 
Santa Monica and Huntington 
Park, secretary-treasurer, and Fred 
| Alldale, Glendale, and John Von 
Neumann, Hollywood, directors. 
| + ” + 


Kiplinger Heads Truckers 

CLEVELAND. — P. N. Kiplinger, 
of Cleveland-Pittsburgh Freight 
Lines, has been named president of 
the Cleveland Motor Transportation 
Assn., succeeding W. E. Cahill, of 
| Middle Atlantic Trucking Co. 

* 7 + 


Mackenzie Observes 30th 


HILLSBORO, Ore.—Herbert Mac- 
kenzie, local Ford dealer, has cele- 
brated his 30th anniversary in the 


automotive business. 
* * * 


C of C Elects Bales 


MORRISTOWN, Tenn. — Robert 
T. Bales jr. (Chevrolet), has been 
elected president of the local cham- 


ber of commerce. 
* a ok 


3 Dealers Sued for Taxes 


BALTIMORE.—The City of Bal- 
timore has filed tax suits against 
| Regan Motors, Inc. (Studebaker), 
lasking $1,550.13; Twenty - Fifth 
| Street Motors, Inc., $547.86, and 
|Phillips Kaiser-Frazer, Inc., $1,- 
030.61. 

* s : 

Playing Safe with Ridout 

DALLAS.—L. H. Ridout jr., auto 
dealer, has been reelected chairman 
of the Citizens Traffic Commission. 

* o mn 
Fire Hits Body Shop 

NEWPORT, N. H.—(UTPS)—A 
building owned by Chase & Avery, 
Inc. (Dodge-Plymouth), and occu- 
pied by Achille’s Body Shop, suf- 
fered extensive damage from a fire 
which started when gasoline was 
ignited by a welding torch. 

* * x 





S-P Service Representatives 


Attend Training Sessions 


SOUTH BEND. — Eastern field 
service representatives of Stude- 
| baker-Packard Corp. have attended 
advanced training sessions in New 
York City. Representatives from 
the central area met here the pre- 
vious week. 

Sessions will be held April 13 and 
| 14 in San Francisco for representa- 
| tives from Western Canada and the 
Los Angeles, San Francisco, Salt 
Lake City, Seattle, Spokane, Reno, 
Phoenix and Denver Packard dis- 
tributor zones. 

¥ - * 


Inland Steel Unit Sets 


March Output Record 


CHICAGO. — Inland Steel’s Indi- 
ana Harbor works set new records 
in steel production and shipments 
in March, Hjalmar W. Johnson, 
vice-president in charge of stcel 
making, said last week. 

The plant poured 438,809 tons of 

(Continued on Page 17, Col. 1) 
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steel ingots for the month, beating 
the previous 430,978-ton record of 
December, 1954. 

Steel shipments totaled 348,877 
tons, compared with 341,079 tons in 
March, 1953, he said. March produc- 
tion rounded out a record quarter 
output of 1,241,804 tons for the first 
three months exceeding the previ- 
ous high of 1,203,351 in the second 
quarter of last year. 

* * * 


Contest at Carborundum 


Seeks Employes’ Ideas 

NIAGARA FALLS, N. Y.—An 
idea contest for non-supervisory 
employes has been launched by 
Carborundum Co. It is scheduled 
to run until July 31. 

The purpose of the contest is to 
find employe-suggested methods for 
increasing production, improving 
customer service and economizing 
costs, according to Clinton F. Rob- 
inson, president. 

Automobiles, furniture, cash and 
other merchandise prizes will be 
awarded winners, and _ vacation 
trips will go to the three super- 
visors whose departments turn in 
the best and most suggestions. 

* * + 


Kornfeld-Thorp Chosen 

KANSAS CITY.—Appointment of 
Kornfeld-Thorp Electric Co. here as 
franchise representative has been 
announced by Automatic Transpor- 
tation Co., Chicago. The firm was 
given the territory of Kansas and 
western Missouri. 

x * * 


American Brass to Build 


$13 Million Calif. Plant 

WATERBURY, Conn. — Ameri- 
can Brass Co. will build a $13 mil- 
lion brass mill in Los Angeles 
County, Calif, John A. Coe jr., 
president, has announced. 

The plant will produce copper 
and copper-base alloys as_ sheet, 
strip, rod, tubing and drawn prod- 
ucts. Annual capacity is estimated 
at 30 million pounds. C. Russell Ep- 
ley, former San Francisco district 
sales manager, will manage the 
plant. 


* * * 


Dealers Loan Autos 


OAKLAND, Calif.—The East Bay 
Motor Car Dealers Assn. supplied 
automobiles for the Teen-Age Driv- 
ing Road-e-o. It was sponsored by 
the Junior Chamber of Commerce. 


*® * * 


Atomic Locomotive Pact 


Launches 3-Way Study 

WASHINGTON.—A_ three-way 
agreement has been signed to 
undertake the study of a nuclear 
powered reciprocating engine, the 
Atomic Energy Commission has 
announced. 

Participants are the commis- 
sion, Baldwin - Lima - Hamilton 
Corp., Philadelphia, and Denver 
& Rio Grande Railroad, Denver. 
The commission said “there are 
many potential applications of a 
power generating unit of the type 
under study, including locomotive 
propulsion.” 

x * * 


Evans Wins 11th Award 


PHILADELPHIA. Thomas Mel- 
lon Evans, president, H. K. Porter 
Co., Ine., Pittsburgh, next month 
will receive the 11th annual Parlin 
Memorial award for “outstanding 
contribution to the field of mar- 
keting,” it has been announced by 
Edward Bloom, president of the 
Philadelphia chapter of American 
Marketing Assn. 


* + * 


Vauxhall Motors Launches 
Large Expansion Program 

LONDON.—Great Britain’s Vaux- 
hall Motors, now engaged in an 
announced $100 million expansion 
program, has said that in 1954 their 
production facilities were “strained 
to the limit.” 


A record of 130,951 Vauxhall 





autos and Bedford trucks were pro- 
duced and sold in 1954, according 
to Walter E. Hill, managing direc- 
tor. This, he said, was 19 percent 
more than the 1953 output and the 
company shipped to markets in 131 
countries. 
+ * 


March Gas Tax Drops 


LITTLE ROCK, Ark. — Gasoline 
tax collections for March totaled 
$2,365,120, a drop of about $40,000 
from March, 1954, according to Or- 
ville Cheney, revenue commissioner, 
who blamed the decrease on bad 
weather. 

* * a 


North Carolina Buys 


270 Chevrolet Trucks 


RALEIGH, N. C.—Chevrolet was 
low bidder on supplying the State 
Highway Commission with 270 two- 


ton trucks with a price of $1,524 
each, less $25 for payment in 30 
days. 

Sanders Motor Co., Raleigh Ford 
dealership, offered comparable 
trucks at $1,540.93 each. Interna- 
tional Harvester Co., Charlotte, bid 
$1,688.17 each. 

Chevrolet also was low bidder on 
a contract for 120 half-ton pickup 
trucks with a price of $981.18 each, 
less $25 for 30-day payment. 

* * oa 


Auto Warehouse 


Planned in Buffalo 


BUFFALO, N. Y.—An automobile 
warehouse and terminal will be 
opened this month in the 90,000 
square foot former Bison Castings, 
Inc., building, Benderson Develop- 
ment Co. has announced. 

The warehouse will be planned 
to meet needs of auto dealers, Na- 
than Benderson, president, said. It 
will contain washing facilities, a 
gas pump and may include sleep- 


ing quarters for drivers bringing | - 


in new cars. 
* * as 


Fish Carburetor Corp. 
Announces New Model 





— 





This one-man auto was popular 
in Berlin around 1920. It was 
powered by an electric battery. 





that dies for an improved model of 
its M-1 carburetor have been 
ordered and that it is expected the 
plant will be in full operation after 


DAYTONA BEACH, Fla.— Fish | the changeover, Apr. 15. 


Carburetor Corp. has announced 


The firm said the new model will 
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use less fuel, give better pickup, 
idle smoother and attain a higher 
top speed. It was said that adjust- 
ments also will be simpler. 

+ * * 


Hollingshead to Open 


Calif. Plant May 12 


CAMDEN, N. J.—Wilbur H. Nor- 
ton, president of R. M. Hollings- 
head Corp., has announced that 
California Gov. Goodwin C. Knight 
will be guest of honor at the dedi- 
cation of Hollingshead’s new mil- 
lion-doJlar plant at Sunnyvale, 
Calif., in the San Francisco Bay 
area. 


The dedication eeremonies have 
been scheduled for May 12. R. M. 
Hollingshead III, general manager 
of the western division, said the 
new plant will be open throughout 
May 12 to permit local officials and 
representatives of the press to in- 
spect it. 





x * * 
American Airlines Buys 


18 DC-7 Freighters 
NEW YORK.—American Airlines, 
Inc., has ordered 14 DC-7 passenger 
planes and four DC-6A Airfreight- 
ers from Douglas Aircraft Co., it 
(Continued on Page 62, Col. 3) 





RIGHT UNDER HIS NOSE... 





..but does he see it ? 


It will pay you handsomely to take full advantage of 
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SHOCK REPAIR 
“~~ ADDS TO LABOR GROSS— 
Socony-Vacuum will help train your 


lubrication men to find extra business like this 
for your other service departments! 
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Socony-Vacuum’s lubrication training program. It in- 
cludes training centers, a staff of experienced instructors 


and salesmen to train your men on the job. 


Your men learn proper lubrication techniques, with em- 
phasis on the make of car you sell . . . how to point out 
the need for parts and services to your customers. 


Result to you: high absorption ratio, more customer con- 


tacts, satisfied car owners. 


ONLY SOCONY-VACUUM OFFERS ALL THREE: 


®@ America’s Favorites —Mobilgas and Mobiloil 
® World’s Greatest Lubrication Experience 


@ Exclusive ““On-The-Job” Training 


SOCONY-VACUUM OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CORP. 
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TURNINGS 


by 


John T. Benedict 


Engineering Editor 





a CASE you’ve wondered how) tom of the page, an inconspicuous 
Automotive News happened to| item identified the 48th talk sched- 


have the story on Ford’s turbine 
regenerator in the April 4 issue, 
I’m happy to say that the article 
was the payoff on a hobby of scan- 
ning programs for technical meet- 
ings — which some people falsely 
believe to be about as fruitless as 
another hobby of mine, browsing 
through copies of company annual 
reports. 


My copy of the advance program | | 


for an annual] meeting of the Amer- 
ican Power Conference arrived 
about six weeks ago. On Page 8) 





uled for the three- 
day meeting. 

It simply said: 
“Developments in 
small gas turbines 
... (a) Research 
and Development 
of an Experimen- 
tal Rotary Regen- 
erator for Auto- 
motive Gas Tur- 
bines. W. W 
Chao, Gag Tur- 


w. W. 
ve bine Dept., Scien- 


Dearborn, Mich.” But that was/| gas and air streams. The 


plenty! 

If these dry words meant what 
they said, I was sure Ford intended 
to take the mystery out of the big- 
gest technical mystery in town. 
(Realizing that a successful heat 


exchanger held the key to solution | 


two 
streams are separated by a set of 
rotary face seals. Heat from tur- 
bine exhaust gas is absorbed by 
the metal passage walls of the 
matrix and transferred to the 
compressed air. That’s about as 
much as Ford would say about its 


of fuel consumption problems that | heat exchanger three months ago. 


loomed as one of the most difficult 


phases of automotive turbine devel- | 
opment, most engine and turbine | 


men have been intensely curious to 


know something about design de- | 
tails and performance of such oe 


perimental units.) 
7. + + 


Ford First to Disclose 


Regenerator Details 
—, in January of this year, 


Ford unveiled its gas turbine | 


project by giving more performance 
data and detailed engineering in- 
formation than released by either 
of its principal competitors. Tur- 
bine performance wag given for an 
experimental design with a “regen- 
erative rotary-matrix-type heat ex- 
changer. 

It was further disclosed that the 
regenerator matrix consists of a 
porous metal disc that revolves at 


of a 16-page program, near the bot- |tific Laboratory, Ford Motor Co., | very low speed through the flowing 


ONE OF A SERIES: HOW DU PONT BUILDS SALES FOR YOU 


However, the American Power 
Conference program indicated 


100 





40 8 20 25 30 3 40 as 
REGENERATOR AIR FLOW LBS/SEC 


Efficiency vs. Air Flow— 


Design calculations resulted in data for 
this chart, which shows regenerator effici- 
ency obtained through the engine operat- 


ing range. 
* 28 ® 


that Ford intended to take the 
wraps off its heat exchanger— 
and, for reasons of its own, had 
chosen to do so at a meeting 





Du Pont anti-freeze gives you “Operator 25” — 
she directs customers to you 


And that’s just the beginning. Here are more reasons 


This year, all Du Pont anti-freeze advertising—TV, 
radio, magazines, newspapers, billboards—will say,‘Call 
Western Union and ask Operator 25 for the name of 
your nearest ‘Zerone’-‘Zerex’ dealer.”’ She will send pre- 
sold customers right to you for winter car servicing. 
Make sure you get on Operator 25’s list. Get in touch 
with your Du Pont anti-freeze distributor now. He’ll 
take your order for ‘“‘Zerone’’ and ‘‘Zerex’”’ and see that 
your name and address is on Operator 25’s list — ready 
to send profitable business to you all during the anti- 


freeze selling season. 


This new Western Union service is just one more way 
Du Pont works to help you sell, sell, sell in the fall season. 













Coll the anti- 
that helps VOU 


Du Pont makes only 
ZERONE® and ZEREX® 
brands of anti-freeze 


®€¢.u.s. pat.ort 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 


why it’s smarter than ever to be a dealer for “‘Zerone”’ 


and “‘Zerex’’: 

> Nation-wide Du Pont “‘Anti-Freeze Week” promotion 

> Newspaper, magazine ads, billboards, in your own 
town 

> Weekly TV “Football Forecasts,”’ the biggest anti- 
freeze TV show on the air 

> Testimonials by famous motor experts 

P Product advantage (chemical inhibitor) you can see 
for yourself 

> Enforcement of Fair Trade prices—no employee sales 















which was likely to be little no- 
ticed by automotive engineers 
although certainly an importan 
event to many other technicai 
men throughout the country. 

In his paper, Chao gave some 
insight into reasons for Ford’s use 
of a disc-type heat exchanger (in- 
stead of drum-type) to recover heat 
energy from exhaust gas and pre- 
heat combustion air. 


In general, it was stated that the 
mechanical design and fabrication 
of the disc type is simpler than the 
drum type. Chao indicated that, on 
the other hand, diameter of discs 
limits flow area—while flow capac- 
ity can easily be increased for 
drum-type designs. However, for an 
automotive turbine, where the en- 
tire mass flow is sufficiently small 
to be handled by a single rotor, it 
was decided that the disc-type heat 
exchanger would be advantageous. 

According to Chao, the unbal- 
anced regenerator, with a gas-to- 
air-side ratio of about 2:1, was 
designed to meet the general] re- 
quirements of over 80 percent re- 
generator efficiency at idling-engine 
operation, and less than one pound 
per square inch gas-side pressure 
drop at maximum power, with an 
average (heat-exchanger) rotor 
speed of 20 r.p.m. 

* s = 
Turbine News Strategy 
An Intriguing Sidelight 
A TANTALIZING sidelight on the 

“ industrywide turbine situation 
now is to speculate on a possible 
fundamental] similarity (or differ- 
ence) in heat-exchanger principles 
applied by GM, Chrysler and Ford. 

Chrysler apparently had a highly 
effective regenerator design more 
than a year ago. Yet, if basic oper- 
ating principles of its unit resemble 
those now disclosed by Ford, Chrys- 
ler is in an unenviable position of 





Heat-Exchanger Units— 


Rotor drive is through a pinion (in- 
stalled on regenerator housing), which 
mates with the rotor ring gear. The rotor 
disc, 22 inches in diameter, was formed 
by winding corrugated and plain stainless- 
steel strips on e four-inch center hub. 


having held back information be- 
yond the time when it can receive 
full credit for a technical develop- 
ment. 

If Chrysler does have a disc-type 
rotary-matrix heat exchanger, 
about all it can do now is come 
along and say: “Yes, we have one, 
too—but don’t forget that we had 
it first!” 

Incidentally, for those who won- 
der why Ford chose to release such 
information at the American Power 
Conference rather than at an SAE 
meeting, an understanding of the 
broad scope of interests among 
participants and sponsors may be 
helpful. 

This group crosses lines that 
normally divide engineering 
fields. It includes men with a 
common interest in “the power 
industry” regardless of whether 
they are chemical, electrical, 
metallurgical, mechanical, civil, 
or heating and air-conditioning 
engineers. 

Ford apparently considered it de- 
sirable to present this information 
before a group that would make 4 
good sounding board—one made up 
of men interested in the broad 
subject of “heat exchangers for 
small turbines.” The Chao paper 
certainly contained material of gen- 
eral engineering interest to people 
concerned with a wide range of 
heat transfer equipment. 

It is well to keep in mind, how- 
ever, that although Ford is to be 
complimented for its unselfish atti- 
tude in presenting such detailed 
data, it actually has given us infor- 
mation about merely “one prototype 
design.” 

Ford turbine men undoubtedly 
have held back plenty (as they 
have every right to do), and you 
can bet that the unit described in 
Chao’s splendid paper ig by no 
means the last word. 


| 
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Watch the progress 





Of Bimelanar-1reme Oeao/ers! 





those who have learned the wisdom of paying a little more than 
the cost of smaller cars to get a big, distinctive, powerful Pontiac. 
Many others are those who have learned that while they may have previously 
paid more than Pontiac’s cost, they still didn’t get any more of the 
qualities that make a car a pleasure to own and drive. That’s 
why you see Pontiacs outside factory gates, on farms and parked in front of the 
finest clubs. To Pontiac dealers, this means a wider market — 
and a wider market means more profitable sales. 
It’s another of the many very important reasons 


why Pontiac dealers are successful dealers. 


PONTIAC MOTOR DIVISION OF GENERAL MOTORS CORPORATION 


: 
, iii owners represent all groups. Most, of course, are 







AUTOMOTIVE WASHINGTON 
Senators Study Report 
On Antitrust Laws 
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price wars to competition from the| ticipating countries amounting to | zation considered that the situa- 


By William Ullman 

Washington Correspondent 
IHE Senate Small Business Committee has initiated hear- 
ings on the recently-released report of the National Com- 

mittee to Study the Antitrust Laws. 

Principal witnesses scheduled were Assistant Attorney- 
General Stanley Barnes, head of the antitrust division of the 
o_O 


Department of Justice, and 
Dr. S. Chesterfield Oppen- 
heim, professor of law, Uni- 
versity of Michigan law school. 
They were the co-chairmen of the 
study group. 

In announcing the hearings, Sen- 
ator John Sparkman, Alabama 
Democrat, who is chairman of the 
senate committee, said: 

“There are certain sections of 
the report which I, as chairman 


of the Small Business Commit- 
tee, feel are not in the best in- 
terests of our competitive econ- 
omy, and our hearings should 
provide all of us an opportunity 
to ask specific questions on the 
report.” 

The Senate committee has a 19- 
point agenda for hearings and staff 
studies this year, including a sweep- 
ing examination into the problems 
of small business, ranging from 









Government. 

Investigations in some fields al- 
ready have begun and hearings in 
some others are expected to start 
following the scrutiny of the anti- 
trust report, now under way. 

a + * 


Prods Pan-Am Road 


RESIDENT Eisenhower has in- 

formed Congress that he would 
like to see the inter-American high- 
way, extending 
from the U. S. to 
the Canal Zone, 
completed within 
three years. 

In order to 
speed up comple- 
tion of the road, 
the President 
urged the na- 
tional legislators 
to increase the 
appropriation in 
the 1956 budget 
for the project from $5,750,000 to 
$74,980,000. 

A total of $112,470,000 is still 
required to complete the highway, 

under construction sporadically 
since 1934, with the combined re- 
maining share of the other par- 


William Uliman 


$37,490,000. 

The additional appropriation to 
complete the highway would raise 
by $25,730,000 the total authoriza- 
tion requested as the U. S. share of 
the project. 

Meanwhile, the Export - Import 
Bank announced it has agreed to 
lend Bolivia $4,700,000 to. help fi- 
nance a highway development proj- 
ect. 

* * * 


Howrey Ouster Asked 


CTING for the National Federa- 

tion of Independent Business, 
of which he is vice-president and 
Washington representative, George 
Burger last week wrote a letter to 
President Eisenhower demanding 
that Edward F.. Howrey, chairman 
of the Federal Trade Commission, 
be removed from Office. 


Burger charged that Howrey, be- 
cause of his previous legal] back- 
ground in representation of cases 
before the FTC, “would have his 
hands tied” in carrying out his full 
responsibility under the law as FTC 
chairman. 

Burger told the President there 
was “nothing of a personal or po- 
litical nature” involved in making 
the demand, but that his organi- 





| GIVE YOU A HEAD START 


in getting repeat business 


I am getting to be a familiar character to 
millions of motorists who recognize the impor- 
tance of my story: 


If other factors are equal, a motor oil’s 
lubricating quality depends on the 


quality of its basic crude oil. 


The Pennsylvania region is famous for having 


nature’s finest crude. With this head start from 


nature, it’s no wonder Pennsylvania motor oils 
outperform other brands. 


No wonder, too, that you will have a head start 
in getting repeat business if you carry and pro- 
mote a brand of Pennsylvania motor oil. Your 
customers are sure to 
agree with you and with 
your recommendations. 
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PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION 





Today’s BEST Oils 


start with 


Nature’s BEST Crude 
-»-and that means PENNSY. LVANIA! 
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tion was “serious enough to cal! 
for the special attention of the 
President.” 

It is a matter of record that when 
Howrey appeared before the Sen- 
ate committee considering his nom- 
ination in March, 1953, it was um- 
derstood that he would divorce him- 
self from participation in cases be- 
fore the FTC with which he had 
previously been connected in his 
private capacity. 

* * 


Merriman Named 


ei S. MERRIMAN, of Socony- 
* Vacuum, is the new chairman 
of the International Road Federa- 
tion, succeeding Frank T. Magen- 
nis, of Goodyear, who continues as 
a director. 

Richard A. Hutchinson, for- 
eign - operations vice - president, 
Studebaker-Packard, was elected 
a member of the board, replacing 
B. C. Budd, who recently retired 
after nearly 40 years with the 
Packard Co. Budd was first chair- 
man of IRF, serving from its 
founding in 1948 to 1951. 

IRF offices are in Washington, 
London and Paris. The annual 
meeting was held here last week. 
Except for the two changes noted, 
all other officers were continued. 

+ + * 

Foe of Bond Financing 
yan his first appearance be- 

fore a Congressional commit- 
tee since he became comptroller- 
general of the U. S., Joseph Camp- 
bell may have dealt a death blow to 
administration proposals for financ- 
ing Federal participation in a 10- 
year highway program through a 
special bond issue outside the nor- 
ma] Government indebtedness. 

Campbell, just appointed to his 
new post by President Eisen- 
hower, said that in his opinion 
the plan is of doubtful legality 
and is financially objectionable. 
His opinion concurs in great 
measure with that of Senator 
Harry Byrd, Virginia Democrat, 
a@ power in Capitol Hill financial 
circles. 

Both men are for the President’s 
gigantic highway program, but 
swerve away from the bond financ- 
ing idea. That method was offered 
by the special roads commission, 
and was given only nominal in- 
dorsement by the President in his 
message to Congress. 

The House roads subcommittee 
will begin its hearings on the $101 
billion highway program today 
(Apr. 18) when Secretary of Com- 
merce Sinclair Weeks will testify. 
Bureau of Public Roads officials 
are scheduled for Apr. 19 and Gen. 
Lucius Clay, the following day. 

ed 


x * 


Small Firms Healthier 


Improved conditions appear to 
have halted the long decline in 
earnings of small companies by 
comparison with their bigger 
competitors, Wendell Barnes, 
head of the Small Business Ad- 
ministration, reported last week. 
The country is in “a period of 
economic expansion” which will 
help smaller firms, he said in a 
report to President Eisenhower. 

* 


* BJ 


Trade Test in Senate 


Tes fight over reciprocal trade 
was resumed behind closed 
doors when the Senate Finance 
|Committee again considered the 
House-approved measure, H.R. 1, 
embodying part of the Administra- 
tion’s program for a liberalized for- 
eign-trade policy. 

Despite widespread predictions 
by key senators that the bill is 
“in deep trouble,” Administration 
men say they are confident the 
Senate will pass the President’s 





program “without crippling 

amendment.” 

Senator Walter George, Georgia 
Democrat, expressed the opinion 
that the bill will “come through all 
right.” 

The legislation as passed by the 
House would renew the existing 
Reciprocal Trade Act to June, 1958, 
and expand the President’s power 
to make trade agreements with 
other countries. 


Meyer Adds Hudson 
Meyer Motor Sales Corp. (Kaiser- 
Willys), Richmond, Va., has been 
appointed a Hudson dealer. Ker- 
nard G. Meyer, general mana er, 





Oll City, Pennsylvania 


said the firm will continue to 
handle K-W products. 
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“laying down’ on the job!.. 


UNDER A... 
GLOBE ‘'FRAME-KONTACT”’ HOIST 


When your working space has only two usable dimensions 
—length and width—it costs you money ! Mechanics can’t 
do their best work when they crawl under cars... work in 
a cramped, uncomfortable position ...and slide in and out 
for tools and other shop equipment. 


But when you install a Globe 
**Frame-Kontact” Hoist, you 
add the Profit Dimension of 
unobstructed height along with 
greatest accessibility to entire 
undercar. 





' 

1 

MECHANICS ARE... 

"*FAST ON THEIR FEET’’ 

Time studies prove that mechanics increase the efficiency 

of their work by 50 per cent and more when they work 

— under this revolutionary, time-saving Hoist. And 

75% of all shop jobs are handled faster, better on this 

_ Hoist than any other way. Every underside part is within 

easy reach and all tools can be kept handy for immedi- 
ate use. 

Now get the complete facts on this profit-making ‘‘Frame- 
Kontact”’ Hoist by contacting your local Globe distribu- 
tor. Or write to us direct. Globe Hoist Company, East 
Mermaid Lane at Queen Street, Philadelphia 18, Penna. 
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WORLD’S MOST COMPLETE LINE OF 


SMe feame-ontact HOIS 


Trade Mark Reg. U.S. Pat. Off. Globe “Frame-Kontact" Hoists 
ore made under one or more of the following U.S. Patents: 


FIRST MANUFACTURED BY GLOBE —«-_2458986—2593630—2593635—2612344—2612355— 





OTHER “FRAME-KONTACT” BENEFITS: 
LOW COST ONE-PIT INSTALLATION 


ACCOMMODATES ALL CARS 


ONE VALVE CONTROL 


BETTER LUBE JOBS BECAUSE WEAR POINTS AR 
UCR ae ie ee 


hh 


GREATEST UNDERCAR ACCESSIBILITY 


SIMPLIFIED 
WHEEL SPOTTING 


Pes 


* VISIBLE SAFETY BAR 
CYLINDERS SYNCHRONIZED BY RUGGED, 
Mae ee ae Le), 


FLAT CONTACTING MEMBERS PERMIT CROSS 
TRAVEL AND PARKING WHEN NOT IN USE 








INVENTED, PATENTED AND 


2654443. Other U.S. & Foreign Patents pending. 


‘ 
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AUTOMOTIVE AND HEAVY-DUTY TRUCK HOISTS 
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Dealer’s British Sales Grow ... 


Small Cars Go ‘Big’ 


By J. H. Reed 

Staff Correspondent 
SAN ANTONIO. — Theoretically, 
selling small cars to Texans should 
be on a par with selling double- 








can and foreign makes—is a better | 
built auto than its cousin from De- | 
troit. European standards of quality 
are higher, craftsmanship is more | 
|valued and inspection is stiffer. | 


in Texas 


in France, Germany or Italy. 

The big doubt in the minds of | 
most “first buyers” of foreign cars | 
is whether repairs can be readily 
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dealer in every sizeable U. S. city 
with available repair facilities. 
Answering the parts question, 
Street keeps an ample array of 
spares for all four models in 
stock. He takes the “doubting 


| Thomas” customers into the parts 


department and shows them what 
he has on hand. This, he said, 
usually proves sufficient. 


From six to eight models are kept 








| CD Helpers 
Dealers Offer Fleet 
For Evacuation 
COLUMBUS, O.—Forty-two deai- 
ers comprising the Columbus Auto- 
|mobile Dealers Assn. have offered 
to evacuate more than 2,000 per- 
'sons from the 68 institutions here 
jin event of a civil defense emer- 
| gency. 


breasted suits to wearers of Phi 
Beta Kappa keys. 

For Texans, by tradition, are lov- 
ers of big things—all the way from 
ten-gallon hats to ranches about 
the size of a back-east county. 

Yet, Smith Motors Imports in 
San Antonio, although handling 
only small British makes of auto- 
mobiles, has more than doubled its 
business since opening in Novem- 
ber, 1953, and confidently expects 
its business to keep right on grow- 
ing. 

At prices ranging from $2,250 
and up, lower price is not a fac- 
tor in selling foreign cars, accord- 
ing to Smith Motors. The cars 
must be sold on their own merits, 
not on price. 

And, while more economical op- 
eration is an important factor, what 
chiefly sells the foreign cars, the 
company holds, is advanced styling, 
in some instances well ahead of 
that in this country, ample power 
and better workmanship. 

The firm, of which George Street 
is general manager, has a small but 
attractive salesroom midway along 
“Automobile Row” and specializes 
in four makes of British cars— 
Austin - Healey, Jaguar, MG and 
Triumph. Two of the lines have 
been added since the firm opened 
and Smith hopes to be able to add 
French, German and Italian sports 
models shortly. 

At present, Jaguar is most popu- 
lar, but nice increases are reported 
in the sale of all four makes. 

Who buys foreign cars? 

One might think that the prin- 
cipal demand for open sports 

models would come from younger 
drivers, but Street has found that 
all classes of Texans, from 16 to 
60, buy these cars. 

The mild climate of San Antonio 
and south Texas, he points out, 
helps to make sports models popu- 
lar. 

Some of the other factors are low 
gas consumption, smarter styling 
and better workmanship. 

e average foreign car, Street 
says—and he has sold both Ameri- 





‘Invest in America’ 
Topic of Special 
Week in Detroit 


DETROIT.— A committee of 29 
civic and business leaders has been 
named by Ralph E. Cross, general 
chairman of the “Invest-in-America 
Week” Committee, to guide Detroit's 
role in its fifth annual observance, 
Apr. 25 to May 1. 

The week is sponsored by the De- 
troit Board of Commerce, Bond 
Club of Detroit, Detroit Stock Ex- 
change, National Association of 
Manufacturers, Investment Bank- 
ers’ Assn. and Security Traders’ 
Assn. It is designed to increase De- 
troiters’ consciousness of their stake 
in the free-enterprise system. 

A dinner in the Sheraton-Cadillac 
Hotel will kick off the week with 
more than 750 civic and business 
leaders expected. 

Highlighting the week’s activities 
will be open houses and tours of 
the financial community for high 
school students. 


Boyle Takes Helm 
At Van Cleef 


NEW YORK. — Earl F. Boyle 
has been elected vice-president and 
general manager and a director of 
Van Cleef Bros., Inc., subsidiary 
of Johns-Manville Corp., it was 
announced last week by A. R. 
Fisher, president of Johns-Man- 
ville. 

Boyle, who was also elected vice- 
president of Johns-Manville Sales 
Corp., had served ag J-M building 
products sales manager of the Chi- 
cago district since 1933. He joined 
the organization in 1916. 

Arthur W. Bergman, Boyle's as- 
sistant since 1933, has been pro- 
moted to succeed Boyle as Chicago 
district sales Manager. 


Moreover, he declares, British 
makers, for example, are not en- 
gaged in a production race to see 
how many cars they can turn out 
in a year. Their interest is cen- 
tered, rather, on producing a car 
that is better than its competitor 


cured. 
Most garages, Street admits, are | 





| 
|not equipped to handle European 
cars—chiefly because their mechan- 
|icg have not made a study of them. 
|But he thinks the time is coming | 
|when there will be a foreign car 


That Lets the Truck Owner Put Money in the Bank 


Conversion to Bendix-Westinghouse Air Brakes pays for 
itself through lower operating and maintenance costs. 
Air operation adds longer life to brake linings, drums, 
tires and chassis—eliminates drain on vehicle engine life. 
Consistently powerful braking performance, properly 
controlled, makes possible faster schedules while saving 
on gas. Costly “downtime” for repairs and adjustments is 
substantially reduced. in, 






made and replacements parts se- on the floor at all times. As fast as 
| one is sold, it is replaced. 


|Smith Motor Imports come from | 
|Los Angeles, where they are stocked | secretary, said 5,000 cars would be 
| by British makers. They are brought | provided for an exodus. 

to Houston by boat and driven from | 
there. 


every make and model truck— 


Dealership employes will drive 
|the cars to day nurseries, rest 
homes, missions and similar insti- 
tutions. John Barton, association 


Most of the cars handled by 





The plan has been approved by 
civil defense officials. 


That No Other Braking System Can Approach 


Bendix- Westinghouse Air Brakes are recognized the world 
over as the safest, most powerful brake equipment ever 

roduced. A reservoir of air under pressure, fully controlled 
c the driver, assures plenty of stopping power to meet any 
emergency, even if the engine stops. Bendix-Westing- 
house Air Brakes assure constant protection regardless of 
altitude, atmospheric conditions or engine efficiency— 
protection that saves money on fewer damage claims and 
lower insurance rates. 


Cash in on this big, extra- 
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Inventories Up 2 Percent... 


Drop 6% in 


ing February totaled 7,173,881 units, 
|a decrease of 6.82 percent ao 
| January, when 7,699,222 were ship- 
Pontchartrain Motor in New Home— oad, aoneding in tke Seles Mian 
This structure at 701 Baronne St., New Orleans, is the new home of Pontchartrain | ufacturers Assn. 
Motor Co. (Cadillac-Oldsmobile). It occupies one acre and features roof parking. February shipments consisted of 
W. J. Willkomm is owner of the firm. 3,539,551 tires as original equipment, 
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Auto-Tire Shipments 


Month 


NEW YORK. — Passenger tire | 3,551,339 as replacement tires and 
shipments from manufacturers dur- | 82,991 tires for export. 


Production of passenger tires 
during February amounted to 7,- 
549,083 units, a decrease of 3.18 
percent from January, when 7,- 
797,337 passenger tires were pro- 
duced. Inventories at the month’s 
end were 12,643,005 passenger 


TRY 


DURABILITY — COMFORT 





That Keeps Trucks on the Road—Out of the Shop That Eliminates Physical and Mental Fatigue 


Rugged, powerful Bendix-Westinghouse Air Brake equip- Comforting and comfortable—it’s the smoothest brak- 
ment is engineered and built with two things in view: to ing system ever developed. To the driver it means less 
provide maximum braking performance at all times, ae effort and improved mental attitude, better 
and to stand up under the most severe operating condi- safety records, greater efficiency and higher morale. A 
tions. Regardless of age, air brake equipped vehicles retain slight pedal pressure is all that’s needed to bring 
the same “stop-ability” they had the day = were tremendous braking power into ee leg strain at 
delivered. First choice of over-the-road haulers and public all—just easy, smooth, consistent braking that gives 
transit systems for twenty-five years, Bendix-Westing- the driver added confidence every mile he drives—and 


house Air Brakes can take it—and give plenty in return. every time he stops. 


profit opportunity —there’s a kit designed for 


see your Bendix-Westinghouse distributor today! 





THE WORLD'S MOST TRIED AND TRUSTED AID BPAKES 


BENDIX-WESTINGHOUSE AUTOMOTIVE AIR BRAKE COMPANY 
General Offices and Factory—Elyria, Ohio « Branches—Berkeley, Calif.; Okiachome City, Okla. 
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tires as compared with 12,363,084 
tires on hand a month ago, or an 
increase of 2.26 percent. 

Shipments of truck and bus tires 
for the month totalled 1,097,745 
tires, a decrease of 9.39 percent 
from the January shipments of 1,- 
211,471 units. 

Production was also down 3.76 
percent to 1,195,985, compared with 
the production of a month ago of 
1,242,692 tires. Month-end inven- 
tories were 2,678,141 tires, 3.55 per- 
cent higher than the 2,586,364 tires 
on hand at Jan. 31. 

Shipments of automotive inner 
tubes in February totalled 2,861,987 
units, 30.47 percent below the 4,- 
116,377 inner tubes shipped a month 
ago. 

Production was also down 7.76 
percent to 2,849,552 units as 
against the previous month’s pro- 
duction of 3,089,267 units. Inven- 
tories at 8,243,233 were .11 percent 
below the 8,252,433 inner tubes in 
stock a month ago. 


Jobbers Advised 


To Groom for 
Booming Market 


GRAND RAPIDS, Mich. — Wil- 
liam C. Lee, assistant manager of 
replacement sales of AC Spark Plug 
division, told the Michigan Auto- 
mobile Wholesalers Assn. here last 
week they should prepare now for 
“the tremendous market of tomor- 
row.” 

The wholesale automotive parts 
field is a business with total sales 
approaching $2 billion a year, Lee 
aid 


He explained there now are in 
use more than 21,000,000 cars that 
are five years of age or older and 
12,000,000 that are 10 years or more 
old. Lee also noted that about 2,- 
000,000 more V-8 engines will be 
made in 1955 than in 1954, adding: 

“This means greater sales poten- 
tial for you on pistons, rings, rods, 
bearings and spark plugs. Likewise, 
more cars are being equipped with 
oil filters and 12-volt batteries, 
which means larger dollar volume 
on these lines. 

“Keep in mind, however,” that 
our business is a service business 
and a continuation of service is a 
must.” 

Lee urged the wholesalers “to put 
your own organizations in position 
to meet the demands of the after- 
market that will exist five or 10 
years from now.” 


Clevite Appoints 
3 Regional Chiefs 


CLEVELAND. — Clevite Service 
has announced the appointment of 
five regional managers to be re- 
sponsible for after-market sales of 
bearings and bushings in those 
areas. 

Operating out of Atlanta will be 
R. H. Wickersham; out of San 
Francisco, Dale Huff; Kansas City, 
R. F. Cooper; Cleveland, H. E. 
O’Neill, and New York City, A. H. 
Barrow. 


Long, Long Deal 


Dachshund Paves Way 


For New-Car Sale 


BROOKLYN. —A minor mystery 
was touched off at Goldring Motors, 
Inc. (Dodge-Plymouth), when a 
wooden crate containing a fine 
dachshund arrived from Germany. 

An attached tag said, “Please hold 
for arrival.” It was signed by an 
Army captain, a complete stranger 
to everyone in the dealership. 

After 10 days the captain arrived 
and explained that he wanted to 
bring the dog back to the U. 8. with 
him, but was unable to have his pet 
with him on the Atlantic crossing 
and had no friends in N. Y. to 
whom he could ship the dog. 

He said he had noticed Goldring’s 
ads in an overseas American news- 
paper, with messages directed to 
returning servicemen, and had de- 
cided to take a chance on shipping 
the dog. 

The captain was reunited with 
his dog and Goldring made a sale— 
a new Plymouth Belvedere sedan. 


sceitinetiselieeimactieaciady 
| Klug Gets Hudson Deal 

| Klug Sales-Service, 713 Dix Rd., 
| Jefferson City, Mo., has been named 
a Hudson dealership. 
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Across the Nation .. . 


Studebaker has appointed four 
new dealerships in Pennsylvania. 

W. Fred Strait is the new dealer 
at Huntington, Pa. Lansdale Motor 
Co. is the new dealership at Lans- 
dale, Pa., with Ervin L. Freed as 
proprietor. James F. McBride is 
proprietor of McBride Motor Sales 
in Somerset, Pa. and Charleroi 
Motor Co., with Arthur W. Post 
and Howard D. Hughes as partners, 
is the new dealership at Charleroi, 
Pa. 

* * + 


Rogers Gets Studebaker 


Robert W. Rogers has been given 
the Studebaker franchise in 
Charleston, S. C. He is proprietor 
of Victory Auto Sales Co. 

ca 





: 


Look at the Tire, Not the Afttire— 
Buck Wetton (kneeling), official of American Automobile Assn.; Don Hosford (second 
from right), Studebaker service engineer, and Charles Kanavel (right), western zone Fire Hits Refugio Deal 
manager of B. F. Goodrich equipment tire sales, show rapt interest in check sheet held A fire extensively damaged the 
by Jean Elliott. They are examining tires on Studebaker President entry in 1955|Bob Clare Chevrolet Co., Refugio, 
Mobilgas Economy Run. Tex. The repair portion of the 
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Auto Dealer Changes 


building, in the rear, was destroyed. 
Firemen saved the front of the 
building. 


Nealis Gets Dodge 


Nealis Motors, Inc., Wilmington, 
Del., has received a Dodge-Plym- 
outh franchise. President of the 
firm is Harry J. Nealis. 


* * * 


Kahn and Salomon Open 


Pontiac Deal in Miami 


A new Pontiac dealership—the 
third in Miami, Fla—has been 
established with the organization 
of Colonial Pontiac, Inc., occupy- 
ing temporary quarters at 8350 
N. W. Seventh Ave. 

Burton S. Kahn and Harvey 
Salomon, who have operated the 
Kahn-Salomon DeSoto-Plymouth 
dealership in Miami Beach, have 
joined with Arthur M. Kahn, 





This DeVilbiss Spray Booth provides ample work room, scientific lighting. Production 
is so efficient Parkland advertises one-day service on complete refinishing jobs. 





Modern DeVilbiss paint shop helps sell 


126 refinishing jobs in one week! 


new DeVilbiss paint shop, ran 


DeVilbiss Infra-red Baking Oven 


brilliance.” 





Parkland’s painter uses DeVilbiss Spray Gun to apply smooth, 
mirror-like finish. The gun is precision balanced for efficient 
handling; adjusts quickly and easily for desired pattern. 








gain a big boost in profits. Just 
jobber a call. 


methods 


THE DEVILBISS COMPANY 
Toledo 1, Ohio 


Barrie, Ontario °¢ London, England 
Santa Clara, Calif. 





Parkland’s new DeVilbiss Infra-red Baking Oven moves down 
track automatically. Drying time is cut to fraction of old- 
fashioned methods. 


BRANCH OFFICES AND DISTRIBUTORS IN PRINCIPAL CITIES 





Parkland Chevrolet Company, Asheville, N.C., installed 


one advertisement 


in a local newspaper and presto — 126 refinishing 
jobs sold by the end of the week! 


Magic? Not at all! Parkland Chevrolet installed the best 
spray equipment available and advertised the factory- 
quality finishes it gives. They told, for instance, how their 
new DeVilbiss Spray Booth is dust-protected and perfectly 
lighted for flawless refinishing. They told how their new 
“quickly and evenly 
hardens the finish to a deep, durable, baked-enamel 


Throughout their .ad, Parkland Chevrolet emphasized 
this fact— “DeVilbiss spray equipment gives factory- 
quality finishes!” Truth is, most auto manufacturers do 
prefer and use DeVilbiss spray-painting equipment. With 
it they get faster, better paint jobs. You can, too — and 


give your DeVilbiss 


He can give you full information on modern spray 
and materials, and he can recommend the 
DeVilbiss equipment to meet your exact needs — includ- 
ing spray guns, compressors, booths, transformers, ovens, 
hose and connections. Call your DeVilbiss jobber today! 


FOR BETTER SERVICE, BUY 


aT TES 


THROUGHOUT THE UNITED STATES, CANADA AND THE WORLD 





Miami Beach insurance execu- f 


concern. 
* * 


Hamblin Sells Deal 
New England Motors, Inc., Provi- 
dence, has taken over the Dodve- 
Plymouth franchise formerly held 
by W. P. Hamblin, Inc. 
~ + + 


Woodall Handles Dodge 


James Woodall has opened a 
Dodge-Plymouth dealership in 
Wrightsville, Ga., under the name 
of Woodall Motors. 

* . 


Dodge Expands in Ore. 


Cunningham & Rickey Motors of 
Klamath Falls, Ore. has been 
granted a Dodge-Plymouth fran- 
chise. The owners are Bill Cun- 
ningham and F. W. Rickey, both 
of whom formerly were employed 
by Lombard Motors, Eugene, Ore. 

* + o* 


Ashland Deal Renamed 


Ashland Motors (Buick-Pontiac) 
is the new name of the dealership 
at 1350 Siskiyou Blvd., Ashland, 
Ore. The firm was formerly oper- 
ated by Joe Sinko and Ray Wymee. 


* * x 


Thompson Gets Hudson 


Norris E. Thompson has opened 
a Hudson dealership at Front and 
Jackson Sts. in Medford, Ore. Med- 
ford had been without a Hudson 
dealer for three years. 

* * * 


Bradford Gets K-W 


Automotive Service Center, Inc., 
{is a new Kaiser-Willys dealership 
in Tampa, Fla. The firm is owned 
by Jim Bradford. 

* + 


tive, in the new 
+ 


McCauley Named 


| 

| M. ©. McCauley has been named 
| sales manager of Downtown Buick 
Denver, Colo., according to 
|G. D. Beavers, president. 

| ” a * 


Fowler Sells, Retires 


| J L. Fowler, Buick dealer in 
Hailey, Id., for 15 years, has an- 
| nounced his retirement. His dealer- 
ship has been purchased by 8S. W. 
Stoker, Salt Lake City, who also 
operates a Buick. dealership in 

Fairfield, Id. 
. + 


* * 


Mill Gets Packard 


| Henry Mill has opened a Packard 
| dealership in Lancaster, Calif. 
* * + 


Greenwood Appointed 


Clyde C. Greenwood has been 
appointed head of a new Packard 
dealership in Bishop, Calif. 

* * ” 


Hamblin, Pawtucket, Sold 


To Susman Group 


The Dodge-Plymouth franchise 
formerly held by W. P. Hamblin, 
Inc., Providence, has been taken 
over by New England Motors, Inc. 

Saul Susman, treasurer of the 
new corporation, was formerly gen- 
eral manager of Walter Winters, 
Inc., a Pawtucket Dodge-Plymouth 
dealer. 

The Hamblin firm, headed by 
Frank S. Shy as president and 
treasurer, operated a Dodge-Plym- 
out agency at the Providence site 
for 31 years. 

* *” * 


Reopens Dodge Deal 


The Dodge-Plymouth dealership 
in Fairmount, Ind., has been re- 
opened, with Egg M. Hood, former 
proprietor, backing the firm. 

* ~ * 


Schwartzwald Switches 


Schwartzwald Motors, headed by 
oO. R. Schwartzwald, has been 
granted a Studebaker franchise in 
Litchfield, Minn. The firm formerly 
was a Nash dealership. 


Hastings Gets Studebaker 


Hastings Motor & Implement 
Co. is the new Studebaker dealer- 
in Minn. John M. 
Snyder jr. is the owner. 
eg * ~ 


Lakeside Selling Buick 
Lakeside Motors has been granted 
a Buick franchise in Ortonville, 


Minn. M. G. McPherson is the 
owner. 





+ + * 
Wallerich, Indianapolis, 
Bought by Sicanoff 
Paul J. Sicanoff has bought the 
C. H. Wallerich Co. (Chrysler), 950 


Meridian St., Indianapolis, and will 
(Continued on Page 25, Col. 1) 
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A-ross the Nation... 


Auto Dealer Changes 


(Continued from Page 24) 


operate the dealership as Town & 
Country Motors, Inc. The Waller- 
ich Co. has been a Chrysler dealer- 
ship for 33 years and is one of the 
oldest in Indiana. 

Warren Stuessi, Chrysler regional 
manager at Cincinnati for several 
years, will be the general manager 
of the new firm. es 


Buick for Nielsen 


Nielsen Motor Truck Sales, head- 
ed by Einar Nielsen, is a new Buick 
dealership in Caledonia, Minn. 

2 * * 


Wolf Gets Studebaker 


Wolf Service, headed by Walter 
Wolf, has been granted a Stude- 
baker franchise at Stillwater, Minn. 

= a * 


Hendricks Starts L-M Deal 


Hendricks Lincoln-Mercury, Inc., 
has been opened in Kokomo, Ind. 
Ray Hendricks is president. 

a = * 


3rd Sports-Car Dealership 
Opened by Klein in L. A. 


Gene Klein and Jack Foreman, 
owners of Gene Klein Motors, a 
Los Angeles dealership for sports 
cars and foreign makes, have 
acquired their third Mealership. 

* = 


Corwin Gets Ford Deal 


In Orange, California 
Bill Corwin jr., son of the late 
Bill Corwin sr., of Ford Motor Co., 
is operating a Ford dealership in 
Orange Calif. 
7 


* * 


Kluge Chevrolet 


Kluge Chevrolet Co., Bremerton, 
Wash., has been incorporated by 
W. Paul Uhiman, William H. Gates 
jr. and Ralph W. Johnson, all of 
Seattle. | 





* * * 


Mercury in Upstate N. Y. | 


Louis Motor Service (Mercury) | 
been opened in Youngstown, 
a as 





Brown Quits Business 


A. E. Brown, who has been a) 
Hudson dealer in Dayton, O., for) 
18 years, has gone out of business. | 
Brown leased his new building to | 
Johnny Walker, Walker Motor) 
Sales, Inc. (Lincoln-Mercury). | 
* * = 


Preussler for Hudson 


Preussler Motors has been | 
named Hudson dealer in Roches- | 
ter, Minn. William Preussler is 
the owner. A formal opening of | 
= firm will be held at a later 

ate. 


* * * 


Becker Replaces Zeller 


Becker Motor Sales, Inc., a newly 
formed corporation, has purchased 
the assets of Zeller Motor Sales | 
(Chrysler - Plymouth), Kenosha, | 
Wis. President and general man- 
ager is Siegfried Becker. 

* ~ 


Ohl Shifts to Used Cars 


R. Ohl, former Willys dealer at 
Wilkinsburg, Pa., has leased his 40- 
car garage, and is selling cars from 
ra used-car location, 1100 Penn 

ve, 





* * + 
Ciolli Adds Willys 
Ciolli (Kaiser), 247 Glass Run 
Rd., Homestead, Pa., has added the 


Willys line and is planning to en- 
large its building. 
” * 


Changes to Parts Firm 
Roman Motor Co., Carnegie, Pa., 
has switched from being a Hudson 
dealership to a parts firm. It has 
been renamed Roman Motors Parts. 
* . 


Cooke Gets Chrysler 

Cyril Cooke has been appointed 
Chrysier-Plymouth dealer in Ana- 

heim, Calif. 
noe «ss | 
Chicago DeSoto Outlet | 
Formed By Litterio, Tufo 
Aljohn Motors, Inc., hag replaced 
Harry G. Bergstrom Sales & Serv- 
ice, Inc., as the DeSoto-Plymouth 


dealership at 816 W. Fifty-ninth 
St., Chicago. 

Al Litterio and John J. Tufo are 
partners in the firm. Litterio, for- 
mer Cook County area chairman 
for NADA, operated Packingtown 
Motor Sales for seven years. Tufo 
has been an auto dealer for 26 
years. 

7 * + 


Morley Gets Pontiac 


Michael Morley has bought Rug- 
gles Pontiac Sales and Service, 1300 
E. Lincolnway, Valparaiso, Ind., and 
has changed the name to Morley 
Pontiac, Inc. 


* ® * 


Roberts, Lehman Buy Deals 


George ©. Roberts, former gen- 
eral manager of Bud Johnson Pon- 
tiac, Inc., St. Paul, and F. O. Leh- 
man, formerly with Malmon Pon- 
tiac, Inc., St. Paul, have formed 


ie 
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Edina Motors, Inc. (Mercury), 
Minneapolis. The firm formerly was 
known as Lambin Motors, Inc. 
They also announced the pur- 
chase of Mid-Town Motors, Inc. 
(Lincoln-Mercury), Des Moines. 


Lehman, president of Mid-Town | 


and vice-president of Edina Motors, 
will operate the Des Moines deal- 
ership. Roberts, president of Edina 
Motors and vice-president of Mid- 
Town, will operate the Minneapolis 
dealership. Rollin Reed is secretary- 
treasurer of the firm. 


* * * 
Cooks Open Dodge Deal 


In Buffalo, N. Y. 


William E. Cook and William E. 
Cook jr. have opened a Dodge- 
— dealership in Rochester, 

The elder Cook formerly was 
general manager of McEvoy Mo- 
tors, Inc., former Dodge-Plymouth 
outlet, while his son was used-car 
manager. 

* . 


Young Named Distributor 


For White in Canton, O. 
Young White Trucks, Inc., 1307 
Third St., S.W., Canton, O., has 
been named distributor for The 
White Motor Co. in the Canton 


a“ mi 
7 Kilment \ 


(of the High \ 
\Horsepower! 


%\ Age: 


i 


remedy: High HP Purelube 


... the high-horsepower motor oil that keeps 


\ 


/ 
J 


a“ 


valve lifters clean, quiet, efficient 


If the high-horsepower cars you sell and 
service are troubled with sticking hydraulic 
valve lifters . . . specify High HP Purelube, 
the multi-grade motor oil that keeps lifters 


clean by eliminating 
deposits. 


harmful sludge and 


You see, High HP greatly improves 
engine cleanliness at low temperature stop 


and go driving (where 65% of all passenger 
mileage takes place). 
keeps valve lifters clean, quiet and efficient. 

For more satisfied customers, put High 
HP Purelube in every car you sell and 


FREE 


Factual booklet on 
High HP Purelube. 
Shows how this great oil helps 
you and your serviceman. 


Higher detergency 





Title. 


City 








An 1895 electric driven three- 
wheel car that carried three peo- 


ple. 





area, according to M. H. Anderson, 
Cleveland regional sales manager. 

President of the distributorship 
is Herbert H. Young, who has been 
associated with White for 28 years. 
His son, Richard A. Young, is sec- 
retary-treasurer. Franklin E. 
Baughman has been named sales 


Sticky Valve Lifters | 
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manager; Dale Dugan, parts man- 
ager, and Elmer Cottrell, service 
manager. 





* + 
Rapp Forms Dealership 


To Succeed Illingworth 


A new Pontiac dealership, Bill 
Rapp Pontiac, Inc., has been an- 
nounced in Syracuse, N. Y., to 
succeed Illingworth Pontiac Corp., 
whose owner, Leonard S. Illing- 
worth, died last spring. 

President and general manager 
of the new dealership is William 
C. Rapp. He had been general man- 
ager of Illingworth since 1951. 

* of * 


Zupancic Remodels 


Zupancic Mercury Sales, Clairton, 


| Pa., has reconditioned its interior. 


* * * 


Thale Open: Deal 


Chieftain Pontiac is ew deal- 
ership in Glencoe, Mu. Ronald 
Thale is the dealer. 

* * * 


Sellers Buys Dunn 


Bill Sellers, Canton (Miss.), L. 
coln-Mercury dealer for two years, 
has purchased Dunn Buick Co., 
Kosciusko, Miss., and is operating 





















V7 Were’s how High HP helps cure 
and prevent other ailments 
of the High-Horsepower Age: 
@ fights pre-ignition 

stretches gas and oil mileage 


reduces knock—cuts octane 
requirement increase 


gives all-weather protection— 


it’s a multi-grade oil 


Company 
Address. 


gives positive wear protection 


eliminates rust and corrosion 


Ret ee B88 Se Seer a 


The Pure Oil Company, Dept. AN-54 
35 East Wacker Drive, Chicago 1, Illinois 


Gentlemen: Without incurring any obligation, I’d like your 
free booklet on the inside story of High HP Purelube. 


ee eee ee ee ee 
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Highways & Safety . . . 
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ments for utility lines, collect a|ing on right-of-way, $45 million. 


Senate Bill Proposes 
New Road Program 


a — A bill to pro- 
vide for a national 10-year pro- 
gram of highway construction was 
introduced in the U. S. Senate last 
week by Senator Francis Case, 
South Dakota Republican. 

Case formerly was chairman of 
the Senate subcommittee on roads 
and now is ranking minority mem- 
ber. 

His bill, he said, is intended to 
answer “some of the questions” 
raised during Senate hearings on 
highway legislation and to expe- 
dite a “balanced completion” of 
the several highway systems. 

The Case bill proposes: 





1. To capitalize an amount equal 
to 30 years’ anticipated collections 
of the Federal tax on gasoline and 
motor oils and to spend 1/30th of 
this amount for 10 years in Federal 
aid to highways—half to the inter- 
state system and half to the other 
systems. 

2. To create a National Interstate 
Highway Right-of-Way Corp. to 


buy, on request of the states, rights- | 


of-way for the interstate system, 
with the Federal Government bear- 
ing 90 percent of the costs. The cor- 
poration also would build major 
tunnels and bridges and collect 
tolls on them, sell or lease ease- 


by the continued earnings. 
* a” * 


basis for other systems. 
4. To work into the 


and free roads without the reim- 
bursement proposed in the Clay 
Commission report. 

5. To increase the transferabil- 
ity between systems at state re- 
quest from 10 to 20 percent, 
thereby to permit a “balanced 
completion” within various states. 
Under the plan, the interstate 
| systém would get the following rev- 
enues: Direct apportionments, $900 
million; 10 percent matching by 
states, $90 million, rights of way, 
$450 million; bridges and tunnels, 
$450 million, and 10 percent match- 





graduated fee from heavy trucks 
| and buses and issue up to $5 billion | $1,935 million, and a 10-year total 
annually in revenue bonds secured |of $19,350 million, plus the undis- 


TO offer Federal aid on a 90- 
* to-10 ratio on the interstate 
system and to continue the 50-50|T 


interstate 
routes suitable existing toll roads 


That makes an annual total of 


turbed 1956 program of $291 mil- 
lion, a saving by not paying off toll 
| roads, $2,300 million and a saving 
| by not reimbursing states for free 
| roads, $1,100 million. 

| Thus, $23,041 million would be 
available for an 1l-year span for 
| interstate highway progress, under 
| terms of the bill. 

x 


* * 
UCH a program,” Case said, 
“does not dry up revenues for 
|20 years after this authorization is 
| completed. It does not dedicate tax 
| revenues to a special bond issue. 
“It provides the Right-of-Way 
Corp. with solid user revenues to 
service its bonds. It offers leader- 
ship and incentive to the states in 
completing all classes of roads. 
It provides a way for those who 
contribute most to wear and tear 
—heavy trucks and buses—to con- 
tribute directly to the highways 
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that will benefit them in a very 
high degree. 

“It protects the states in pres- 
ently invested highway funds and 
polices the priority of projects by 
preserving the matching principle. 
It avoids the undesirable precedent 
of direct ‘linkage’ for tax levies 
that would plague future Treasury 


operations.” 
iB . 


Doctor E nters 
Illinois Debate 
On Safety Belts 


SPRINGFIELD, Ill. — Dr. R. 
Arnold Griswold, Louisville, Ky., 
has entered the debate swirling 
around a bill in the Legislature 
which would make mandatory the 
installation of safety belts in auto- 
mobiles. 

He took issue with Kar] Richards 
of the Automobile Manufacturers 
Assn., who was reported to have 
said that there was great contro- 
versy within the medical profession 
on whether the safety advantages 
from such belts outweigh the new 
hazards that might result from 
their use. 

Dr. Griswold challenged this, say- 
ing that safety belts were backed 
by medical organizations. 

Among those he listed were the 
medical societies of Arizona and 
Colorado, American Medical Assn. 
house of delegates, the American 
Academy of Neurological Surgery 
and the American Assn. for the 
Surgery of Trauma. 

* 


‘Safest Motorist’ 
3,040,000 Miles in 39 Years— 
And No Ticket 


Lewis E. Wright jr., a Columbia 
(S.C.) tobacco salesman is believed 
to be America’s safest auto driver 
after completing 3,040,000 accident- 
free miles in 39 years. 

Wright has never received a vio- 
lation ticket or any warning from 


a policeman. 
* * : 


California Safety Council 
Headed by Jessup 

LOS ANGELES. — Roger Jessup, 
county supervisor, has been elected 
president of the California Safety 
Council. 

A “safe driving pledge” campaign 
was conducted by the council last 
year. Statistics reveal that a 17 
percent decrease in highway deaths 
occurred during the time of the 
program. 

x * i 


Auto Club Supports Changes 


In Pennsylvania Code 


The Keystone Automobile Club of 
Harisburg, Pa., has announced that 
it is backing a program which it 
says is designed to modernize the 
vehicle code. 

The key points of the program 
include a “sight summons” law to 
replace the summons-by-mail pro- 
cedure now in force; a “point sys- 
tem” for disciplining and suspend- 
ing traffic violators; a uniform “fix- 
proof” traffic ticket, and practical 
approach to the subject of reexam- 
ination of drivers over 65. 

* 


. * 

Illinois to Use Radar 
If Speed Limit Comes 

Radar will be installed on all im- 
portant Illinois highways if the 
General Assembly approves speed 
limit laws, according to Joseph D. 
Bibb, director of the Department of 
Public Safety. 

Bibb said that since the use of 
radar in Springfield, accidents in 
the 25-to-30-mile-an-hour bracket 


have been cut in half. 
* * 


Anti-Radar Bill Killed 


RALEIGH, N. C.—The House re- 
fused to pass a bill to restrict use 
of radar in speed detection on the 
highways. One amendment in the 
bill would have forced officers to 
operate the equipment in full view 


of motorists. 
= & 2 


Offer Report on Posters 


What kind of driver-safety post- 
ers are most effective? Answers to 
that and other such questions are 
given in a report issued by the U. S. 
Air Force. Copies are available, at 
$2.75 for microfilm and $6.50 for 
photocopies, from the Library of 
Congress, Publication Board Proj- 
ect, Washington 25, D. C., Code No. 
PB 115551. 
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produced by a specialist 


The kids who roll down Oak Hill in a coaster wagon, 
and those of us who ride in the world’s best automobiles, 
put a lot of faith in flat-rolled steel. 


If you use flat-rolled steel in your products, 

rely on a specialist—Great Lakes Steel. 

Our entire organization is devoted to the business 

of making more and better flat-rolled steel 

for every application. Many manufacturers have found 
we have some unique qualifications to help them 

to improve products and reduce costs. rrooucer 
We ks A the opportunity GREAT LAKES STEEL CORPORATION 

to work with you on your problems. Ecorse, Detroit 29, Mich. + A Unit of 





HIGH-TENSILE 
STeee 
Call on our 25 years of specialization in flat-rolled 


products. Our representative will be glad 
to discuss your particular needs at your request. 





NATIONAL STEEL valg CORPORATION 


SALES OFFICES IN CHICAGO, CLEVELAND, GRAND RAPIDS, INDIANAPOLIS, LANSING, NEW YORK AND PHILADELPHIA 
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Correspondent George L. Glaser Writes... 


Auto Letter from Europe 


oe Switzerland. — When 
the international auto show 
opened here the best-dressed pro- 
duction cars of the world were all 
on hand—except for DeSoto and 
Kaiser. 

While interest in American 
cars has been dropping in Europe 
during the last few years, the 
1955 models certainly brought 
them back into the spotlight. 
Studebaker showed for the first 
time in Europe the second-edition 
1955 models with the wraparound 

windshields. Packard had the tor- 
sion level-ride models on hand, but 
failed to show a chassis. 

There Was no announcement on 
the stand to draw attention to the 
features of the new models. Why 
hide the facts? I was told that dig- 
nity prevented the display of signs. 
Well, I think dignity can be over- 
done. ra" 


Chevrolet Diesels Shown 


jf GENERAL MOTORS goes the 
credit for showmanship par ex- 
cellence. From GM’s display space, 


a stairway led into the basement, 
where GM presented fashion and 
car models in all sizes. There was 
also a model of the factory in Bi- 
enne, Switzerland, of the Opel prov- 
ing ground in Germany. 

For the first time, GM dis- 
played the new Chevrolet diesel 
trucks. These are equipped with 
the fully valveless, four-cylinder 
Detroit Diesel engines, which op- 
erate like eight-cylinder, four- 
stroke engines. 

Mercedes displayed its 190SL, a 
sports two-seater which is a happy 
mixture of sports and touring lux- 


Levaur Switches 


Henry Levaur, DeSoto-Plymouth 
dealer in Providence, R. L, for 17 
years, has given up his franchise 
to take over a Ford dealership in 
Fall River, Mass. Levaur said he is 
making the change because he feels 
“the motor car industry hag too 
many dealers in the metropolitan 
Providence area.” 


ury and great economy. The short- 
stroke, four-cylinder engine with 
overhead camshaft and two carbu- 
retors wrings 112 horsepower out 
of 115 cubic inches. Another version 
of this engine can be expected later 
in the year. 

Mercedes also showed a new 
truck cab which featured a slid- 
ing sunroof. ite 

* 


Fiat 600 Wows Show 


H® of the show probably was the 
new Fiat 600. Fiat has for a 
long time selected the Geneva show 
for the world premiere of new 
models. 

It began tooling up in 1951 for 
this car, which is designed to be 
the “Volkswagen of Italy,” and 
nobody should think for a minute 
that it costs very much less to 
tool up for a tiny car than far a 
large one. 

Fiat used to produce the Topolino 
(Little Mouse), a two-seater. How- 
ever, it became apparent that a 
car was needed which would com- 
bine light weight and maximum 








Farina Fiat Displayed at Geneva— 


Pinin Farina points with pride to his version of Fiat's new 600 at auto show in 
Geneva, Switzerland. This coupe features an inverted rear window. The Fiat 600 
also was shown at Geneva with bodies by Vignale and Viotti, Italian custom coach 
bulliders. The Fiat 600 is Italy's answer to the Volkswagen. Standard body is Fiat's 


own; special bodies were for show purposes only. 
* * * 


economy and still be able to trans- 
port four persons. 

The 600 was the result. The mo- 
tor is a short-stroke, overhead 





NOW STUDEBAKER—LIKE OTHER LEADING 
CAR MAKERS—CHOOSES MIRACLE POWER 
FOR SALE BY ITS DEALERS 


More and more car makers are swing- 


ing to Miracle Power...having it 





made available to their dealers in their 
own Miracle Power containers, and 
under their own part numbers. 


The proud name of Studebaker is now 
in the parade! 


Miracle Power, the all-petroleum en- 
gine lubricant, is recommended by 
Studebaker for use in all engines at 
time of oil change. Used in the oil, it 
treats critical engine parts—including 
valves and guides, bearings, camshaft 
lobes and tappets—with a film of 
colloidal synthetic graphite that gives 
effective protection against wear, 
varnish deposits, rust and corrosion. 


Most engines respond to the Miracle 
Power treatment within a few miles 
of driving. Drivers quickly feel the 
improvement in all-around engine 
performance . . . smoother idling .. . 


An extra dealer profit producer—for new 
cars, used cars, engine overhaul jobs, 
regular lubrication service the year round. 


® Miracle Power Division 


PARTS CORPORATION 
Toledo 1, Ohio 


o)\C 
THE 
0-4 AP Building 


faster pick-up...more power and 
speed...and in many engines, a 
saving in both oil and gasoline con- 


sumption. 


And Studebaker dealers know they’re 
selling a single approved lubrication 
aid that honestly does the job. 


Miracle Power is nationally advertised 
in the Saturday Evening Post, Farm 
Journal, True, Outdoor Life, and many 
other big-circulation magazines ‘your 


customers read. 





* * * 

valve, four-cylinder job which de- 
livers 21 horsepower with a dis- 
placement of 36 cubic inches. That 
is about 12 percent larger than the 
old Topolino engine and 50 percent 
smaller than the Volkswagen en- 


gine. 
* * 


Custom Bodies Shown 


To engine is water-cooled, and 
the radiator stands on the right 
side, in the rear of the car. The 
engine has copper-lead bearings in 
the center main and in the rods. 

Unitized body construction has 
been applied. A synchro transmis- 
sion has four forward speeds and 
all four wheels are independently 
suspended. 

Fiat did something original with 
this car for the show here. They 
permitted the famous body custom 
tailors of Italy—such as Vignale, 
Viotti and Farina—to present their 
special versions of the 600 at the 
show. Farina used a coupe body 
with an inverted rear window. 

A Swiss firm showed a Volks- 
wagen chassis with a custom body. 
While Volkswagen retains its old 
body style, something may be cook- 
ing for 1956 or 1957. 

Porsche showed the new Jeep- 
type vehicle with air-cooled rear 
engine. The job can “swim.” 

British firms also have discov- 
ered what the Italian body builders 
can do for their chassis. Daimler 
took a chassis to the Swiss branch 
of the Italian Ghia firm in Lugano. 
A swanky show coupe was the re- 
sult. 

* - * 


Czechs Show Cars 


ROM the hidden world came two 
vehicles—the Czech Tatra Truck 
and the Skoda car. 

The Tatra still features the same 
famous items—a 12-cylinder air- 
cooled diesel engine; a tubular cen- 
tral frame; independent suspension 
of all wheels, and both front and 
rear axles driven. 

The Skoda also has a central tub- 
ular frame and independently sus- 
pended wheels. 

* * * 





Quite a Comedown— 


An attention-getter of auto show at 
Geneva, Switzerland, was this elevator- 
platform truck built by Tempo, of Ham- 
burg, Germany. The truck bed lets down 
to ground level for easy loading, as shown 
here, then raises for easy transport. “he 
engine, located behind the driver, de- 
livers power to the front wheels. 
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... by Jack Weed 


IHE switch-over from central to 
divisional control in Chrysler 
Corp. service is one of the biggest 
organizational changes that has hit 
the industry in many years, ac- 
cording to those who have followed 
factory-dealer service relationships. 
The switch-over, still in process, 
is putting the service manager of 
each division in charge of all serv- 
ice contacts and transactions. Each 
divisional service manager will 
have his own force of field service 
representatives instead of depend- 


ing upon the former central service | ing. 


field force. It is understood that 
most of the former central service 
travelers have been transferred to 
the divisions. . 

It has been known in the trade, 
for instance, that Plymouth went 
into the first of the year with a 
sizeable field force of its own 
even before the actual “break-up” 
of central service took place. 

Dealers have been advised of the 
move and told how it will affect 
them and their service contacts 
with each division and seemed to 
be universally delighted with the 
program. 

* 7 ” 
Significant Move 
EF IS thought probable that the 
complete story of the momen- 
tous move will not be made public 
until all of the details have been 
completely worked out. This could 





well take as much as another two 
or three months. 

While this step is just another 
in the major corporate plan of 
decentralization which has been 
given some publicity in the past, 
it is thought by many sideline 
authorities as perhaps the most 
significant move that hag been 
made to date. 

It also may become the most far- 
reaching in its effect on building 
dealer morale to the high point 
envisioned in top corporation think- 


ng. 

Back of this whole change, as I 
get it, is an endeavor to help all 
Chrysler Corp. dealers to build a 
larger service volume among their 
owners and thereby put them in a 
better competitive situation by aid- 
ing them to increase their absorp- 
tion percentage. 

Part of this can be accomplished 
by enabling the dealer to eliminate 
many of the causes of customer 
dissatisfaction which may have 
been inevitable under the old cen- 
tral service method, primarily set 
up to service a distributor organi- 
zation instead of the direct dealers 
of the divisions. 


* 
Good News from NADA 
OTH dealers and exhibitors will 
be glad to know that the meet- 
ings and the Shop and Truck 
(Continued on Page 32, Col. 1) 


Few Shop Woes Found 
In Tubeless Tire Survey 


RS are finding that tube- 

less tires meet with the ap- 

proval of customers, according to a 

nationwide survey conducted by 
Automotive News. 


Out of dealers in several major 
cities included in the study, only 
in Buffalo did dealers mention a 
specific complaint against the tube- 
less tires and that was the age-old 
problem of “thumping,” a vexing 
thing long before tubeless tires 
Were adopted. 

In Atlanta, an exactly contrary 
view was taken. The consensus 
there by dealers was reported as: 
“They (tubeless tires) are well 
balanced, a safer tire. They pre- 
vent shimmying and are best for 
the front ends of sensitive new- 
cars.” 

7 * * 

QOME dealers went so far ag to 

say that in their opinion the 
tubeless would replace conventional 
tives entirely. Another Atlanta 
dealer suggested using nylon cord 
in construction instead of a combi- 
nation of nylon and rayon. 


In other parts of the country, 
service problems connected with 
the new tires apparently were 
solved when proper equipment to 
handle the tires was installed. 

In Seattle, for instance, a dealer 
said he encountered some difficulty 

at first in changing the tires, but 
solved this problem by using proper 
tire-changing tools. A service man- 
ager in the same city was reported 
a8 saying that he had expected 
trouble when the tubeless tires first 


NEW PRODUCTS 
Page 44 


came out, but that he had found 
none and was “elated.” 

In Cleveland, dealers were re- 
ported to maintain that “there has 
been a minimum of trouble and 
when trouble — particularly in 
changing tires—hags come up, the 
kits (for tubeless tires) have made 
our problems simple ones.” 

* * - 

va dealers in the Missouri area 

between Columbia and Fred- 
erickstown were interviewed. Only 
one was reported to have encount- 
ered trouble from the tubeless tires 
and this was traced to a defective 
rim. 

However, in this same territory, 
there is no equipment for handling 
the new tires in the smaHer towns. 
In some of the larger places, only 
one dealer claimed to be properly 
equipped. 

But dealers and service stations 
selling the new tires said that 
they are planning to install equip- 
ment for servicing them. 

In St. Paul, the tire department 
manager of a large Buiek dealer- 
ship said he had found the tires 
“very satisfactory.” He added that 
they were less work to repair than 
the conventional] tire. 

A Studebaker dealer said that he 
had good reports from his custom- 


{merica’s Motor Vehicles 


25% of Vehicles Are Faulty ... 
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Brakes: Top Defect 


r THE past three years faulty | 


brakes has been the defect most 
often found on all vehicles checked 
during the Inter-Industry Safety 
Month programs. 

Although defective taillights has 
been the leading defect found on 
trucks in the past three years, it is 
still likely that nearly one out of 
every four vehicles checked during 
the May Safety Month will have 
bad brakes and that one out of five 
trucks will need a brake reline or 
adjustment. 

Although brake work is a prof- 
itable service, it is not being prop- 
erly promoted by most dealers, 
according to the Wolf reports, 
which show that brake work ap- 
peared only on 12.45 percent of 
the orders written in February. 

There is no doubt but that the 
modern car with its increased pow- 
er, faster getaway, higher speeds 
and automatic transmission causes 
much greater abuse to the braking 
system which, therefore, requires 
more frequent inspections and more 
maintenance. 

Yet brake work in the average 
dealership shop is given no more 
attention than it received before 
the advent of the modern high- 
output engine. 

* * 

1 GIVE brake work and brake 

inspection the prominence that 

it deserves and for the safety of 
drivers, every dealer should make 
certain that during this coming 
May Safety Month his shop will 
make every effort to make as many 
brake inspections as possible. 


The need for greater attention 
to brakes is evidenced by the in- 
crease in calls to AAA service sta- 
tions. Last year these service sta- 
tions received 446 percent more 
calls because of faulty brakes 
than they did the previous year, 
according to the AAA “automo- 
bile breakdown.” 

Brake work is only one of the 
critical and essential services which 
the car and truck dealer can point 
up in his cooperation with his fac- 
tory and other dealers in making 
our highways safer. 

Other fauity items that have been 
high on the tist through the years 
have been headlights. Last year, 
14.2 percent of all vehicles inspected 
needed correction or head lamp re- 
placement. Exhaust, the silent kill- 
er, was faulty in nearly one out of 
ten vehicles. Steering was defective 
on nine percent of the vehicles. 
Tires were found unsafe on 6.8 per- 
cent and windshield wipers were 
not in good working order on 6.4 
percent. 

s eo s 
ea dealer can readily under- 
stand the profit possibilities of 
brake, headlight, exhaust, and steer- 
ing service and tire replacement. 


Even though the dealer may have 
some hesitancy in having his floor 
men sell these checks during the 
course of his normal service ap- 
proach to the customer, he must 
surely realize that when an owner 
comes in for a safety check he is 


ers about the tires and that they| 
liked them. A Dodge-Plymouth | ~ 
dealer in the Twin City area said| 


that the only trouble he had was}; 


in running into some “square” tube- 
less tires, but emphasized that the 
same problem had come up with 
eonventional tires. : 


ir NEW YORK, there is general 


satisfaction reported with the} 


new tires. All trouble reperted was 
(Continued on Page 31, Col. 1) 


Faulty Items Found Over 
Three-Year Span 


1954 
Pct. 


18.5 





Horn 
Rear View Mirror .. 


1953 
Pet. Pet. 
Cars Trucks 


28.3 18.0 
14.7 114 
1L.0 20.0 
12.0 10.8 
11.0 10.8 
6.6 7.0 
6.9 4.4 
5.2 1 
4.3 


15 = 6-2 


100.0 100.0 


Last year 1,071,144 cars and trucks were given safety checks by dealerships and 
other agenges during the Inter-Industry Safety Month program. Of these, 66,230 
vehicles were not used in the tabulation because of insufficient data on the report. 
Of the vehicles checked, 25.1 percent were found to have one or more faulty items. 
Dealers checked 86 percent of the vehicles and the remainder were inspected in 


38 community or city programs. 


asking to know what is unsafe 
about his vehicle before he gets the 
sticker showing that his car has 
passed the safety inspection. 

Law enforcement men and light 
experts are emphasizing the need 
this year for more attention to the 
proper aiming and focusing of 
headlights. 

They also claim that far too 
many night-time accidents are 
caused by badly aimed headlights 
which blind oneoming drivers. 
They also claim that motorists 
will have better vision if their 
lamps are properly aimed. 

When improperly aimed or defec- 
tive lamps are found in the inspec- 
tion, it offcrs a wonderful oppor- 
tunity for the alert dealer or 
serviceman to sell the new improved 
lamps, with their ability to improve 
vision in snow or fog. 

This year GMC Truck & Coach 
again has been active in promoting 
the May Safety Month with its 
dealers as a part of its safety pro- 
gram. 

a ce a 

BOUT 1,800 exclusive GMC truck 

dealers are participating as well 
as those dealers who handle cars 
and are able to get their safety 
month material from their auto 
factory. The GMC Safety Month 
package contains 31 pieces of dis- 
play material. 

Included in the GMC package 
is a replica of a key which reads, 
“Your Key to Highway Safety, 
Preventive Maintenance.” There 
are six signs emphasizing exhaust, 
brakes, ignition, steering, tires 
and lights. Of course there are 
large signs for the service sta- 
tion wall, showroom and en- 
trances. 

This year the Inter - Industry 
Safety Committee program includes 
a two-part steering wheel card with 
the ten safety check items listed. 
To tne right of this listing is a 
column where the inspector notes 

the “attention required” and another 


eee aa 


Typical Display Banner for Campaign 








column which gives the estimated 
cost of the correction. 
* ” ~ 


JT TNDER the main part of the tag 
~ iz a part that cun be torn off 
and which is a summary of the 
inspection report for the dealer to 
keep. This enables the dealer or 
his service manager to put these 
record tags in his follow-up file and 
should provide a wealth of needed 
work to draw on when any depart- 
ment in his service shop hits a 
dull period. 

The whole emphasis of this year’s 
program is on “Can you See, Steer, 
Stop Safely?” It points up the need 
for more and better brakes, prop- 
erly aimed headlights and correctly 
adjusted steering. 


In addition to the participation 
of the vehicle and tire dealers, 
this year’s program will include 
an estimated 300 community safe- 
ty lanes. 


Dealers whose shops are so busy 
now that it would be hard for them 
to make an efficient safety check 
in their shops can help in setting 
up a dealer-operated community 
lane. 


Such a program would take one 
man from each dealership for a 
few hours each week and each 
dealer could benefit from the cor- 
rection and repair work found 
necessary. 





Key to Safety— 

This key is part of the package issued 
by GMC Truck & Coach to its dealers 
participating in the May Safety Month 
program. 
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AKRON.—Goodyear’s new inner 
shield to guard tubeless tires from 
blowouts should help meet the 
desires of many car dealers con- 
tending with new-car customers 
who are dubious about the safety 
of the current original equipment 
tires. 

This new inner shield of nylon 
fabric is made so that it can be 
used with any make of tubeless 
tire. It will be known as the Life- 
guard blowout shield and is an 
evolution of the Lifeguard safety 
tube featured for the past 19 years 
as affording protection from possi- 
ble accidents caused by tire failure. 

The new shield is priced con- 
siderably lower than the Life- 
guard tube. It also weighs but a 
fraction of its predecessor, and 
is claimed to improve tire and 
wheel assembly balance. It also 
is cooler running and is avail- 
able to any new-car or truck 
dealer to sell as an accessory. 

W. E. Shively, Goodyear tire 
design manager, explained that 
while the tubeless tires developed 









Distributor Assn. 
Issues Directory 


Of Members 


KANSAS CITY. — A complete di- 
rectory of manufacturers who dis- 
tribute through member firms of 
the Automotive Distributors Assn. 
has been published by that group. 

The directory offers quick refer- 
ence of all products handled by as- 
sociation members and also con- 
tains a cross reference where such 
products are indexed by manufac- 
turers. : 

Some 400 manufacturers appear 
in the directory, which also pre- 
sents an introduction to the distri- 
bution method now available to 
manufacturers through the associa- 
tion. 

Free copies may be obtained 
from Martin Fromm, executive sec- 
retary, 6314 Brookside Plaza, Kan- 
sas City 13, Mo. 


Rotary Lift Opens 
New Indiana Plant 











facilities of Rotary Lift Co. have | 
been moved from Memphis to a) 
new $500,000 plant at Madison, Ind. 

Two factors were involved in the 
move, said company officials. One | 
was to reduce freight costs by 
shipments from a more central lo- | 
cation, the other was a pressing | 
need for More space at the main 


plant here. 


Rosie'sRow 
Buffalo Woman Operates | 


Control Tower 


BUFFALO.—It may not be made 
of ivory, but petite and pretty Rose- 
mary Bruce has her own tower. 

At Don Allen Cnevrolet, Rose- 
mary directs traffic from her con- 
trol tower in the service garage, 
moving about 100 cars in and out 
of the dealership’s 20 work stations 
daily. 

»Rosemary, 25, has been at Don 
Allen’s for 18 months. Starting as 
a car jockey, she has learned to 
handle any vehicle that comes into 
the shop. She has even driven the 
tow truck on occasion. 














25,227 Freight Carloads 


Needed for Auto ‘Crop’ 


NIAGARA FALLS, N. Y.—The | 
Great Lakes Regional Advisory 
Board here has predicted that 
25,227 railway freight cars will | 
be needed to transport new autos | 
and trucks away from the lake | 
area. 

The board estimated that new- 
car rail deliveries will leap 53.4 
percent during the next 90 days, 
the sharpest second quarter in- 
crease in history. 

















MEMPHIS. — Automotive lift |° 





Tubeless Blowout Shield 


Nylon Fabric ‘Lifeguard’ Offered by Goodyear 
For ‘Maximum Protection’ 


by Goodyear greatly reduce the 
chances of punctures and ordinary 
blowouts, no tire is blowoutproof or 
immune to injuries from large, 
sharp objects. 

The shield has been designed for 
motorists driving on tubeless tires 
who want the “absolute maximum 
in protection against road hazards,” 
Shively pointed out. 

The LifeGuard shield is now 
available from Goodyear dealers in 
some areas, and shipments are 
being stepped .up as rapidly as 
production facilities will permit, he 
said. 


Operating on the original Life- 
Guard principle of double air 
chamber protection—a tire within 
a tire, the new shield has under- 
gone thousands of miles of road 
testing. 

Unlike a tube, the shield is a 
two-ply nylon diaphragm which 
forms an inner air chamber by 
sealing itself against the rim and 































tire beads. Wings or channels 
extending from the shield under the 
beads hold it securely in place. 

Shively explained the shield’s 
function like this: When inflating 
tire, the air enters through valve 
in the rim, inflates the shield (inner 
chamber) and passes through a 
metal grommet (small opening) in 
the shield into outer chamber of 

the tire. 

Should a blowout occur, the air 
in the outer chamber escapes 
immediately, while that in the 
inner compartment leaks out very 
slowly, restricted by the grom- 
met, he said. 

“This keeps the tire sufficiently 
inflated and firmly seated on the 
wheel, thus permitting the driver 
to bring the car to a smooth, safe 





Tubeless Protector— 


W. E. Shively, Goodyear manager of 


straight-line stop,” Goodyear added. | tire design, shows features of new Life- 


The shield has visible mounting 
guides which show above the edge 
of tire rim. These guides assure 
proper installation by indicating 
that shield is locked in correct posi- 
tion. 

Manufactured in sizes 6.40/6.70 x 
15, 7.10/7.60 x 15 and 8.00/8.20 x 15, 
the shield can be used with most 
— passenger tires, Shively 
said. 


Diagram of basic ““Porto-Power” 
equipment used on 20 major 
sections of modern car... 
appears in Blackhawk 
P-51 Catalog-Manual. 








Guard blowout shield for tubeless tires, 
designed to give tubeless units the same 
blowout protection as the LifeGuard tube 
for conventional tires. The shield floats 
free within the tire (see cross section), 
forming a reserve air chamber which sup- 
ports wheel in the event of a blowout. In 
photo, Shively demonstrates how outer 
edges of shield hug the tire beads, hold- 
ing shield securely in place. 


Service Can Give 
Competitive. Edge, 
Says Airline Head 


RYE, N. Y. — Outstanding per- 
sonality and service gives a busi- 
ness an edge over its competitors, 
C. R. Smith, president of American 
Airlines, Inc., declared last week at 
an operations management confer- 
ence of his firm. 

He said that many businesses are 
operated with almost identical 
physical products or uniformity of 
service. 

“It’s that extra ‘something’ which 


nary accomplishment and easily 
remembered outstanding perform- 
ance,” he told his audience. 


He said that some of his firm’s 
competitors pinned their hopes on 
larger and faster airplanes, phys- 
ical things. “But,” he said, “the his- 
tory of service industries affords 
convincing proof that leadership 
}and respect is more often gained 
land held by outstanding human 
|conduct; personality and service, 
than by provision of better phys- 
ical facilities.” 


po the difference between ordi- 


Look at your 


sit up-to-date? Are you using obsolete methods? 























Do yoy have this? 


NEW! MULTI-PURPOSE PULL CLAMPS 
ques snap damaged metal back into position with- 
out stretching or distortion. 
‘Pull Clamps” 


@ Here’s a well-known diagram in the 
body business. It’s caused a lot of pro- 
fessional body men and shop operators to 
take a fresh look at their methods. 


e The picture shows the different sizes 
and types of “Porto-Power” units need- 
ed to efficiently repair the 20 major body 
sections of a modern car. 


@ It’s dramatic proof that it takes more 
than ONE size and type of hydraulic 
body jack to be competitive and make a 
profit on a modern car! You need a 

whole family of hydraulic tools today. 









— New techni- 


Ask for Blackhawk 
... AZ-12 ass’t ($46.70) for “Bantam”’ 
. - FZ-13 ass’t ($51.80) for 10-ton ‘‘Porto-Power.”’ 










Compact, lightweight Bantam “Porto- 
Power” for fast sheet metal repair... 
**Porto-Power” 
rams that spread, pull or 
fit into tight spots . 
work attachments that push, pull, clamp 


10-ton 
sections... 


and spread. 


> tons of power 


for 


Suggested User net prices are subject to change without notice. 


Do you have this? 
RC-540 









for reinforced 


. . plus modern 







Now till four 


*  “Spee-D-Coupler”” New! RC-640 
8 ‘switch of rams! i 


NEW! BANTAM “PORTO-POWER" is now even more 
powestul. more foolproof! Now more than ever 
t’s the world's fastest body 

new ‘“‘Bantam"’ SA-50 ($ 
and RC-640 ($18.50) Pull Ram. 


ack equipment! Ask 
3.30) hydraulic unit 
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Automotive News Survey Shows... 


~ Few Tubeless Tire Woes Found 


(Continued from Page 29) 


traced to improper installation and 
that was pretty well confined to 
the early days of usage. Dirt along 
the rim and pinches from rubbing 
the rim when parking also were 
mentioned. 

One service manager said that 
thousands of tires had been 
handled by his dealership and he 
reported they were giving unusu- 
ally satisfactory service. He said 
the new tires hold balance better, 
have no “slap” and require little 
attention of any sort. 


In Southern California, none 
of the dealers contacted reported 
any special trouble with tubeless 
tires. Among the causes of leak- 
age were faulty valves, nail punc- 
tures or bent rims. All agreed 
that careful installation was nec- 
essary. 

Clifford T. Nutt (Packard), who 
had just bought a new tire changer, 
said every tubeless tire should be 
submerged in water before installa- 
tion and given a “bath” after it 








was mounted on the rim so that 
any leaks might be detected by 
water “bubbling.” 

A Firestone dealer said he had 
had tubeless tires on his own car 
for some time and had experienced 
no trouble and had heard of no 
complaints from anyone else. 

* om * 
N BUFFALO, where the “thump- 
ing” complaints were voiced, 
there have been very few other 
objections. Where leaks were con- 

rned, most were traced to ill- 

tting rims. 

One of the Buffalo dealers said 
most of his customers appear “well 
satisfied” with the new tires and 
added that he has had little repair 
difficulty. The special kits provided 
by the manufacturers answered all 
his problems, he added. 

It was perhaps significant that 
the dealer who reported the most 
trouble was one who flatly stated: 
“I still prefer the tube tires, es- 
pecially the safety tubes.” 


600 tires as a result of thumping 
complaints. 

Another Buffalo dealer reported 
that a customer brought in a tube- 
less tire that had been punctured 
by a large nail. He said it was 
easily repaired and added that he 
found service work presented no 
problems when the special kits are 
used and experience is gained. 

2 aa * 
= dealers report no trouble 
and one said that many of the 
repair jobs can be done without 
taking the tire off the rim. 

So the survey seems to show that 
motorists are finding no complaints 
over the new tires other than one 
that has “haunted” tires for many 
years—the mysterious thump. 

In 1940, an engineering study of 
the phenomenon was started at 

General Motors Corp.’s proving 
grounds at Milford, Mich. 

In a paper read at the Society of 
Automotive Engineers’ meeting in 
Detroit, March 1-3 that study was 


He said he had changed about! revealed. Written by David C. Apps 


7 missing big income by 
trying to rebuild modern cars | 


Porto-Power 


New developments slash labor costs dramatically’ 


Here’s how to get more 
hody business at a profit! 
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and George M. Vanator, the paper 
said: 


“As modern motor cars become 
quieter and roads become smoother, 
it frequently happens that noises 
and disturbances previously of no 
great concern are gradually forced 
into prominence. Tire thump and 
tire roughness are examples of such 
disturbances.” 

The engineers went on to say 
that “it is known that various 
makes and types of cars exhibit 
varying degrees of sensitivity to a 
given tire or set of tires.” They 
added that both tire and car manu- 
facturers are studying the problem. 

aa + + 


Re thump first came to our 
attention in 1940,” they said. 
It can be seen, then, that this 
phenomenon is not contained alone 
by—and cannot be attributed to— 
tubeless tires. 

A tire service manager, who 
has dealt with tire thump for 
years, said that in his opinion the 
fault lies in one, or more, of four 
factors: Tire, car, road or driver. 
He told of a man who had re- 

turned for three tire replacements, 
complaining of thumping in each 
instance. Finally, the service man- 
ager asked the eustomer what he 
did. The man spent his day listen- 


New hydraulic 
units and at- 


ing to aircraft engines for defects 
in synchronization. 

“Here was a man who made his 
living by a set of keen ears,” the 
tire man said. “I doubt if any set 
of tires would have satisfied him. 
I said to him ‘why don’t you just 
relax when you drive and enjoy it 
and quit working at your job all the 
time?’” 


In another case he told of tak- 
ing back a set of tires from a 
dealer. They had been used on a 
1955 new-car. He put them on 
another car and there was no 
thump. 

He advised dealers, if they have 
thump complaints, to try the “50- 
pound test.” This ig used to determ- 
ine the offending tire. “Then if it 
is a front tire—as it will be nearly 
every time—just switch it to the 
rear. That may solve the problem.” 

- + 


7 50-pound test works like 
this: 


First inflate all tires to 50 pounds 
and let the customer drive it that 
way for a day. If he hears no 
thump or offending neise then it 
probabiy ig the fault of the tires. 
If the noise persists, the fault lies 
in ene of the other three factors: 
Car, road or driver. 


The first step is to find the tire 
at fault. The next day, deflate one 
of the tires to normal with three 
holding 50 pounds of pressure, and 
drive the car for another day. If 
there is no noise; reinflate the first 
tire to 50 pounds and deflate a 
second tire. This is repeated until 
all four tires are tested. If the 
noise is repeated, the tire with 
normal pressure at the time is the 
guilty one. If it is changed to the 
other side or from front to rear, 
the thump may go away. 


Other tests dealers can use to 
single out the guilty tire are the 
eccentricity and spinner tests 
with equipment used for balanc- 
ing or lining up front wheels, the 
tire service manager advised. 

If dealers happen te run into this 
service problem, they would do well 
to keep in mind that the engineer 
study found the thump was due to 
two sound frequencies which are 
in harmonic “tune” with the wheel 
revolutions per second. 

If this “harmony” can be 
broken up by switching wheels or 
some other method, the thump 
will disappear. 

But by no stretch of the imagina- 
tion can it solely be blamed on 
tubeless tires. It’s been around too 
long for that. 


70,000 Manuals 

































as oe ae enente have 

‘to-Power” hydraulic tools! at’s m announc- . 

because today’s cars have bigger ed by Black- On Bear 1 Lube 
metal sections, increased rigidity, hawk. 


cunning reinforcements, etc. It’s 
impossible to lick these service 
problems efficiently with obsolete 


Sold by Institute 


ANSAS CITY. — Nearly 70,000 


New P-51 Cat- 
alog lists 11 





methods! poe — as- copies of “Recommended Prac- 
. . . sortments . . . tices for Lubricating Automotive 

The secret in getting more profit- priced to fit Front Wheel eeatiean” a pamphlet 
able y business is to cut labor any budget. published about two months ago, 


costs. And the first step is to bring 


your “Porto-Power” up-to-date — have been purchased and distrib- 


Users report uted aecording to the National 





just as you’ve had to modernize “Bench - Rack” 

Genie equipment in other depart- wees. contese ne Grease Institute, pub- 
ments. So loek at your “Porto-Pow- st labor out- 

er” today and ACT NOW if you put from 25% - The a said pa wes © 
want the big body-shop money! to 40%. surprising” demand from service 


stations, garages, truck and taxi 
fleet operators. 

It was said that the manual was 
the result of about three years of 
study involving over 200 lubrication 
experts. It describes the entire 55 
steps to be followed in proper lubri- 
cation of automotive front wheel 
bearings. 

The manual can be obtained from 
the institute, 4638 J. C Nichols 
Parkway, Kansas City 12, Mo. Cost 


Have your Porto-Power rated for “profit power” 


Yes sir! Just like a motor is rated for horsepower, you can now 
have your own “Porto-Power” equipment rated for its “profit power” 
— right in your own shop. This simple rating reveals golden op- 
portunities and shows what recent developments you need, Ask your 
jobber for a free rating — or write Blackhawk. Use coupon below. 






: Only is 15 cents. 
BLACKH AWK Auto-Lite Issues 
makes 1955 Wall Chart 


TOLEDO. — The 1955 edition of 
Electric Auto-Lite Co.’s_ service 
parts wall chart is now available to 
automotive repairmen, J. A. Shank, 
parts and service manager, has 
announced. 

It contains complete applicatio 
information and pages are marl 
with visible index according 
product groups. One section * 
voted to specifications. 






Porto-Power 


“LL FREE 







BLACKHAWK MFG. CO., Dept. ' P.4045 
Milwaukee 46, Wis. 


Without obligation send P-51 Catalog [1 
Have our ‘‘Porto-Power"’ rated for‘‘Profit Power’’ [} 









DIO .. .c0cvadee eo cccccccccccccocecece ecccccccce Charts be obtained 
MEW! “LOCK-ON” DOUNLE PuRPOSE Tunes slides tos ae s= Flee .. .csscosece ccceccccscccccccccocescescccece any Auto-Lite service or 
gether quick as a wink! Can cu lo 0 me I “ =A tributor or by writir 
takes to make set-ups. Can also be threaded to- latest ‘‘Porto-Power AGAIN 2 0cccbsdares Peeeeescosecsess eeeeccceccee 
gether. Ask for “Bantam” AZ-13. ass't ($19.95) or Tools and Methods m Auto-Lite Co., Parts & 
Z-14 ($31.60) 10-ton ‘“‘Lock-On” tubing, - GAP occaccse eesccdccccccecccce BD cocccoscece vision, Toledo 1, O. 









Backshop . . 


(Continued from Page 29) 


Equipment exhibit during the next 
NADA convention in Washington, 
D. C, Jan. 28 through Feb. 1, 
1956, will be held “under one roof.” 
That is the exhibit will be held 
partly in the same hotel and partly 
in space connected to the main 
show. 

The meetings and exhibit will be 
held in the newly-constructed Sher- 
aton Hall of the completely reno- 
vated Sheraton Park Hotel. 

“This new addition to one of 

Washington’s leading hotels pro- 
vides the largest convention facil- 


ities in the city of Washington” 
to quote one L. J. Smith, the 
hard working exhibit manager. 
The new Exhibition Hall is lo- 
cated directly under the ballroom 
and immediately adjacent to “built- 
in facilities” for registrations. Pres- 
ent plans call for holding all 
meetings in the ballroom immedi- 
ately above the exposition hall. 
Anticipating that more than the 
16,000 square feet of exhibit space 
provided in the new building will 
be needed, Smitty also has tied 


down the third floor of the adjoin- 





ing Sheraton-Park garage which is 
connected by an enclosed passage- 
way. This will provide an additional 
26,000 square feet marred only by 
some posts which are not large 
enough to be objectionable, he 
claims. 

Smitty feels that this next con- 
vention and show will come up with 
some outstanding clinics as the 
chairman is A. Leftwich Sinclair, 
who does a tremendous service job, 
including body and paint. He claims 
that Sinclair has a fresh new ap- 
proach to some of the topics that 
should be included in the clinics 
and panel discussions. 


Now if they will come up with 
one or two good clinics on trucks— 
which the association very carefully 
has been avoiding for the past year 
or so—the show and clinics should 
bring to the attending dealers some 
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only a public service and busines: 
insurance basis but also one whick 
will pay dealers well for doing 4 
thorough job. In fact, the better 
job a dealer does in checking the 
cars under the Safety program, the 
more money he’ll find in his till. 

This year’s Safety Month pro- 
gram took quite a little conceit 
out of me as to how good a sales- 
man I am. Either I am no good 
any more or else I don’t know 
enough about my subject. 

I was asked to talk to a group 
of suburban dealers a few weeks 
ago and I made up my mind to 
try and sell this group of dealers 
on setting up dealer-operated com- 
munity safety lanes in their respec- 
tive towns. 

So I went out to the meeting 
with a full complement of ban- 
ners. Even had the maker of the 


“red meat” that profit and loss fig- 
ures indicate they sorely need. They 
should have at least one good clinic 
on truck and equipment sales and 
another on truck service and pre- 
ventive maintenance. 

ok * 


> 

Dealer Safety Puzzle 
[v= got a problem that is bother- 

ing me no end. Not that it has 
any particular bearing on me from 
either a business or personal stand- 
point but I am at a loss to under- 
stand what seems to be the atti- 
tude toward a program that, to my 
way of thinking, should merit the 
active support of every franchised 
dealer in the nation. 

Of course I am talking about 
the annual May Safety Month 
drive. 

Here is a program laid out on not 

















EQUIPS WRECKER for PROFITABLE 
COMMERCIAL USES! 





Here’s a new and useful accessory that opens 
up an entirely new source of earnings for Holmes 
Wrecker users. It’s the new Ad-Mor-Length Boom 
that permits a Holmes Power Wrecker to be used 
for all kinds of commercial uses, yet does not 
interfere with regular towing and recovery / 
work. The installation of this simple device, / 
with its adjustable sections, makes the aver- / 
age wrecker ideal for loading, unloading 
and installing of many heavy building 
materials, and industrial equipment. 
It enables the wrecker to be efficiently 
used for lifting Big, Bulky objects 
up various heights to 38 feet. 
























(Above) Easily Handles Big Tank. 
Assembly shows use of base plate 
and top combination with one 8 
foot section added. Rated to lift 
5 tonsa height of 14 ft. 


(Right) Unloading Steel Frames. 
This assemb] with two 8 ft. sec- 
tions added h the capacity to 
lift 214 tons a height of 22 ft. 

















Built In Sections For Quick 
Assembly To Desired Length 


The Ad-Mor-Length Boom is well adapted for use 
with HOLMES Double-Boom Wreckers. One of the 
wrecker lines supports and controls the lift while 
the other line is used to raise the load. The base and 
top combination are 6 ft., but can be extended up 
to 38 ft. by the use of 8 ft. sections, When not in 
use, the entire boom can be quickly and easily 
removed. Each section is constructed of 3 inch 
standard pipe, spaced with 3 inch channel 
and well braced. Furnished in any desired 
length with sections added as desired. See 
your jobber or write factory for details. 
















(Left) ideal for High Lifts. 
This assembly shows base 
and top sections connected 
with four 8 ft. sections and 
simple trust arrangements 
used on high lifts. Boom, 
when raised to utmost posi- 
tion, has rated capacity to 
lift 1 ton a height of 38 ft. 


i 



















LIST PRICE 
Ad-Mor-Length Boom 
BASE and TOP Combination 


ere. , $80.00 


length 
Additional sectionsin . . . 


Ienatts . . $60.00 


lengths 
All prices F.O.B., Chattanooga 














PPO PE EEE yy 


ERNEST HOLMES COMPANY - Chattanooga, Tennessee 





big street signs air mail me one 
of these so I could use it as a 
backdrop for the speaker’s table. 

I decorated the room before the 
dinner meeting started so that 
these dealers would have the safety 
month propaganda staring them in 
the face. The only thing I failed to 
do was to fill my pockets with 
statistics on the actual money that 
could be made from many of the 
services that this safety check pro- 
gram brings out. 

After the dinner, I got up and 
went into my song and dance and 
never in my life have I talked to 
as many “dead pans” even when I 
have been reeling off statistics and 
figures by the yard. And I knew 
practically every dealer in the audi- 
ence on a personal basis outside of 
my connection with Automotive 
News. ; 

In fact, the fog of complete in- 
difference to what I was saying was 
so thick that after ten minutes I 
really began to run down. I’m not 
one of those guys who can catch a 
mass opposition and change my 
trend of thought in the middle of 
the talk, so when even my best 
friends in the audience put on that 
look of non-compliant courtesy, I 
just ran down. 

I really don’t think that my har- 


4 ” 
angue sparked even one “teeny 
(Continued on Page 57, Col. 1) 


Firestone Allows 
Dealers to Lease 
Retread Matrices 


AKRON. — To assist Firestone 
dealers in increasing their tire re- 
treading sales, Firestone has an- 
nounced a new policy of leasing 
Firestone design matrices to its 
franchised dealers. : 

The new system, whereby Fire- 
stone retains ownership of matrices 
and the dealer rents them, permits 
dealers to expand their retreading 
facilities without tying up work- 
ing capital in purchasing matrices 
for up-to-date treads. 

After securing approval of the 
company, the dealer rents the mat- 
rices he needs from Firestone. The 
dealer places his request for retread 
matrices and the mold manufactur- 
er delivers them to the dealer and 
bills Firestone. 

Firestone retains title to the mat- 
rices. The dealer pays a small 
advance rental. Thereafter, for 24 
months, the dealer pays a low 
monthly rental and after two years, 
he pays @ nominal annual rental. 

According to J. W. Hodgson, 
manager of treading and repair 
material sales for Firestone, the 
new program makes it unnecessary 
for the dealer to spend his capital 
in the purchase of expensive equip- 
ment. 

This year, Hodgson said, dealers 
can sell one new tread for every 
three new passenger tires and two 
new treads for every three new 
truck tires. He added that motor- 
ists are demanding the same tread 
design on recapped tires as they 
find on the newer cars. 


Rebuilders Plan 
Detroit Meeting 


DETROIT.—The Automotive 
Parts Rebuilders Assn. has an- 
nounced that its annual convention 
and trade show will be held here 
Sept. 22-24 at the Fort Shelby Hotel. 

One feature of the convention will 
be a session on better sales tech- 
niques to help rebuilders meet com- 
petition. 





rr 
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“In my book, the 1955 Mercury Montclair is the best-looking car 
made in America regardless of price.” 


Tom McCahill, True Automobile Yearbook 


AND NOW MERCURY 
INTRODUCES THE SENSATIONAL 
| NEW MONTCLAIR 4-DOOR SEDAN 





ES 


198 HORSEPOWER ‘““HARDTOP’’ BEAUTY WITH TRUE 4-DOOR CONVENIENCE 





Mercury offers a complete line of cars for broadest market appeal 


11 models in 3 great series 


IT PAYS TO TRAVEL WITH MERCURY 


MERCURY DIVISION, FORD MOTOR COMPANY, 6200 WEST WARREN, DETROIT 32, MICHIGAN 
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t Sales Beckon Dealers... 


46 States OK Improved Lamp 


._ new sealed-beam headlamp 
now has been legalized—by leg- 
islation or by approval certificate 
issued to the light manufacturers— 
in 46 states, presenting dealers with 
a fine opportunity to sell the new 
headlight and headlight service, 
particularly during the coming May 
Safety Campaign. 
A survey by Chexall Corp. re- 
vealed that the new headlamp, 
introduced last October by the 
Automobile Manufacturers Assn. 
and five lamp makers, has now 
been legalized by law in 40 states. 
In six states—Florida, California, 
Connecticut, Pennsylvania, Ala- 
bama and Texas—certificates have 
been issued authorizing installation 
of the improved lamps made by 
several or all of the manufacturers. 
This leaves only Missouri and 
Georgia in which no approval certi- 
ficates have been issued and no leg- 
islation has been passed regarding 
the new lamps, being made by 
Auto-Lite, General Electrie, West- 
inghouse, Tung-Sol, Eveready and 
the Guide Lamp division of GM. 
* * * 


N CALIFORNIA, Connecticut, 
Pennsylvania, Missouri, Texas 
and Florida, bills to legalize the 
new lamps are pending and passage 
is expected soon. A similar bill is 
ready for introduction in the Ala- 
bama Legislature when it convenes 
May 3. 

Such a bill was introduced in 
the 40-day session of the Georgia 
Legislature but it was killed, re- 
portedly because of a misunder- 
standing. There is a possibility of 
a special session in Georgia and 
the bill will be reintroduced. 

At the outset about half the 
states had headlight regulations 
which made the improved lamp ille- 
gal either because they had too 
much candlepower or because they 
were aimed too high. 

Some of these states were able 
to make the lamps legal merely by 
issuing certificates of approval to 
individual lamp manufacturers. 
Legislation was neéded in others 
and a few required both actions. 

* * ” 


MA, representing the manufac- 

- turers interests, has watched 
the situation ‘carefully in the states 
and is urging that the new lamps 
be sanctioned by law, rather than 
merely by certificates issued to the 
lamp makers. 

Mostly because of the legal situa- 
tion, no car maker installed the 
new sealed beam lamp on 1955 
models. However, most manufae- 
turers are stocking their dealers 


Easy Sale Terms 
To Dealers Urged 
By Tool Institute 


KALAMAZOO, Mich. — L. F. 
Woolman, executive manager of the 
Equipment & Tool Institute, has 
urged members to encourage their 
distributors to extend easier terms 
to assist dealers to buy tools and 
equipment. 

The ETI program advocates 
smaller cash down payments and 
lengthened periods of installments, 
particularly on sizeable invest- 
ments. 

It is the ETI opinion that deal- 
ers, including those exceptionally 
well financed, should conserve their 
working capital for current opera- 
tions rather than tying it up in 
fixed assets. 





Kaiser Constructing 


Argentina Auto Plant 
OAKLAND, C ali f—Construc- 


The plant, first of its type in 
Argentina, will manufacture 
cars, station 





with the new bulbs as replacement 


lights. The procedure is the same 


items in states where approval is|as with the old type. The principal 


final. 


Observers fully expect that, 
with possibly one exception, all 
states will have approved the 
necessary legislation by July 1 
and it’s likely that the new head- 
lamp will be standard equipment 
by 1956, if not before. 

Dealers are urged to take advan- 
tage of the advertising and pub- 
licity devoted to the new lamps 
which have made many car owners 
headlight conscious, by pushing 
sales of the new units. 

Chexall reported, “There is noth- 
ing to fear in installing and ad- 
justing the new-type sealed beam 


Huntsville Signs 
Huntsville Motor Co., Inc., is 
the new Studebaker dealership 
at Huntsville, Ala. Guy J. Spencer 
is president, Frances Spencer is 
vice-president, and Margaret Gill 
Yarbrough is secretary-treasurer. 
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difference is that with the old type 
the point of highest intensity of the 
beam, 25 feet from the lamp, should 
be three inches below the center of 
the lamp. For the new lamps with 
hooded filaments, two inches is 
specified at the same distance.” 
” * - 


QWITCHING to the aiming of 
headlights, the CThexall TBA 
Bulletin declared, “Now is the time 
to talk to them about aiming—for 
their safety, their driving comfort 
and to keep their cars up to legal 
specifications. 

“A frequent check of headlight 
aiming is important, especially in 
older model cars where vibration 
is apt to loosen adjusting screws, 
thugs changing the aim. A check 
shouki be made twice each year to 
assure proper headlight aim. Since 
few cars—outside of states where 
periodie checks are mandatory — 
are checked that often, it has been 
estimated that 75 percent of the 






Improved Light Pattern— 


Two drawings show the increased visi- 
bility of the improved sealed beam head- 
light (left), compared with the light pattern 
of the old sealed beam light (right). See- 
ing distance along the right side of the 
road has been increased as much as 80 
feet by the improved beam pattern. 

_ 
cars on'the road today need to have 
headlights re-aimed.” 
Some states, although approv- 
ing the improved lights, are re- 
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taining the three-inch aiming re- 
quirements. Despite specification 
differences in the various states 
it is doubtful that a motorist 
traveling across the country 
would encounter any difficulty. 

The new headlamp has the foi- 
lowing advantages: 

1. Better distribution of light on 
the roadway, with the lower beam 
giving as much as 80 feet more 
seeing distance on the right side 
and shoulder of the road. ‘ 

. a + 


A SHARP reduction in stray 


se 2. light radiating upward from the 


lower beam filament. This lessens 
the glare and improves night visi- 
bility in fog, rain and other ad- 
verse weather situations. 

3. More light throughout 
lower beam patterns. 

Principal innovation in the new 
lamp is a shield positioned over 
the lower beam filament which 
prevents light from straying up- 
ward. 

Dealers are remined that a 1954 
survey revealed that 15.2 percent of 
all cars and 13.2 percent of all 
trucks had faulty front lights. 

A full explanation of how to aim 
the improved sealed beam head 
lamps was contained in the Nov. 15, 
1954, issue of Automotive News. 
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Eprror’s Nore: 
Soto, Dodge and Plymouth are 
launching extensive customer-re- 
lations programs. In the story 
below, the Plymouth plan is dis- 
cussed. 


Chrysler, De- 


* * * 


DETROIT.—Plymouth has found 
that only 20 percent of the nation’s 
Plymouth drivers are patronizing 
its dealers for service and has de- 
cided to do something about it. 

That something is the new cus- 
tomer relations forum plan under 
supervision of William B. Rice, 
service manager. It defines the cus- 
tomer as the “Man Behind the 
Dollar.” 

Briefly the plan is aimed at 
helping each dealer foster warm 
relations with Plymouth owners 
and to encourage them to bring 
their cars “home” for service and 
repair. 

This, the company reasons, will 
enable dealers to retain customers 


Plymouth Woos Owners 


Customer Relations Forum Keyed to Aid Dealers 
Seek ‘Man Behind Dollar’ 
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and to gain more Plymouth owners 
as new customers. 

Each of the other divisions of 
Chrysler Corp — Chrysler, DeSoto 
and Dodge — will launch its own 
customer relations plan, with Plym- 
outh’s apparently being the pilot 
model. 

The division has estimated that 
during the past six years, 11 mil- 
lion persons have owned and 
operated the nearly four million 
cars Plymouth has produced and 
sold during that period. 

The firm points out to its fran- 


Mohr in New Home 


The new sales and service build- 
ing of Mohr Chevrolet Co., at San 
Jacinto St. and Central Express- 
way, Dallas, has been dedicated. 
Owned by E. K. and E. B. Mohr, 
the building contains 18,000 square 
feet of floor space. 


THAN EVER! 
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chised dealers the following: 

1. Keeping Plymouth owners sat- 
isfied is a job requiring close co- 
operation between factory and 
dealer and the customer relations 
plan provides that requirement. 

2. Service garages and gas sta- 
tions should and can be customers 
of the dealers. They should not be 
considered as competitors and the 
customer relations plan is designed 
to help dealers tap this important 
source of new-car, used-car and 
parts sales. 

The factory’s responsibilities have 
been listed as the following: 

1. Build a good product. 

2. Have a fair and equitable 
Plymouth owner’s warranty. 

3. Make Plymouth parts readily 
available. 

4. Have an adequate Plymouth 
sales and service organization. 

5. Make available a practical 
service training program. 

6. Continually strive to build and 
improve customer relations for the 
dealer with Plymouth owners who 
communicate directly to the fac- 
tory. 

7. Develop good customer rela- 
tions with those who buy or can 
influence the sale of the merchan- 
dise or services Plymouth dealers 
have for sale (this category appar- 


EZE- MOUNT WORKS WITH THE SCHRADER 
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Cleveland Dealers 


To Plant Trees 

CLEVELAND.—The Cleveland 
Used Car Dealers Assn., in coop- 
eration with the City, has em- 
barked on a “new tree planting 
pro ” for members’ lots in 
the Euclid Ave. and Hough Ave. 
areas, where civic organizations 
are seeking to “beautify the dis- 
trict.” 





ently includes gas stations and 
service garages.) 

8 Provide a sound Plymouth 
dealers’ customer relations pro- 


gram. 

In outlining the dealer responsi- 
bilities, the factory says, “First 
impressions are lasting ones.” Then 
it details the following: 

1. When the customer takes de- 
livery, the treatment he receives 
will largely determine the impres- 
sion he will have of the dealer and 
his organization. 

2. Roll out the red carpet. 
When the new Plymouth owner is 
presented with his car keys, in- 
troduce him to the service man- 
ager who should impress him 
with the fine equipment and 


TUBELESS TIRE VALVE 


<X EASY INSERTION—EZE-MOUNT Tubeless Tire Valve is specially designed and 
shaped so that gradual tapering rubber cover stretches for easy insertion into the rim 
—then expands for tight seal. 


( SURER, SAFER SEAL—Full diameter base with special lip, enlarged hole and short- 
ened insert, permit better seal of valve to rim. Lip provides further adjustment to vari- 
ous rim contours. 


x FIELD SERVICE SIMPLIFIED—Easier-than-ever field service. Special band molded 
on shank shows when valve is sealed to the rim. Replaceable parts are the same time- 
saving standard type used since the first automobile. 


“BALL-AND-SOCKET’” ACTION —When valve is inserted in rim hole, special con- 
struction of metal insert, plus enlarged valve base hole, permits “ball-and-socket” flexi- 
bility. This keeps base stationary when top of stem protruding from rim hole is 
distorted by air chuck, gauge, or road hazards. 


STANDARD LONG CORE CONSTRUCTION 





trained specialists available for 

caring for the owner’s new-car. 

3. Prove to each customer that 
the dealer has his best interests at 
heart, that the dealer wants him 
as a satisfied owner and that the 
dealer wants him to come in for 
all his service needs. 

4. Keep an active record of all 
Plymouth owners and customers 
in the dealer’s area regardless of 
whether or not the owners 
bought their cars from that deal- 
ership. 

5. Contact every owner regularly. 

Plymouth tells its dealers that a 
nationwide survey showed that 73.7 
percent of Plymouth owners had 
indicated they would buy Plymouth 
again but that only 27 percent had 
ever been asked to buy a new 
Plymouth and only 17.4 percent of 
those had been solicited regularly 
by the selling dealer for service. 

To encourage employes of each 
dealer to actively engage in the 
plan, Plymouth will give awards to 
members based on outstanding jobs 
of customer relations performed. 

There will be an emblem given 
each month to the man doing the 
best relations job in each dealer- 
ship; 19 awards each month of $100 
U.S. bonds to the best from each 
region and three yearly awards of 
$1,000 U.S. bonds to the national 
winners, one from each Plymouth 
zone. 

The plan embraces a basic kit 
containing record forms, re- 
minder cards for mailing and 
ideas for following the plan. There 
are setups packaged for new-car 
and used-car sales and service 
departments. The factory will 
publish a dealer digest and cus- 
tomer relations forum bulletin 
each month. 

Another feature is a Dial-A-Mile 
maintenance chart which is de- 
signed to hang in the service de- 
partment and an owner can dial to 
the mileage figure on his speedom- 
eter and the chart tells him the 
service checks needed. It also will 
serve as a constant service re- 
minder to mechanics and service 
salesmen and personnel. 

The factory has reminded its 
dealers that they have an account- 
ing system to count their dollars 
and now, for the first time, they 
can account for each customer—the 
man behind the dollar—with the 
Plymouth customer relations plan. 


4th DOOF Drive 
In June Aims at 
‘$$$ from Dents’ 


ST. PAUL.—The “Get the Dents 
Out of Your Fenders” body business 
booster campaign will commence 
June 1 for the fourth straight year. 
The whole month will be known as 
DOOF month. 

The program — underwritten an- 
nually by Minnesota Mining & Mfg. 
Co. here—will be conducted through 
automotive wholesalers, car deal- 
ers, factory service departments 
and independent refinish shops. 

Starting May 15, free DOOF kits 
(see photo) will be mailed to all 
shops which have requested them. 
The kits may be ordered from 3M 
salesmen or from the company. 

This year’s campaign is keyed to 
a theme of savings for the man 
whose car is dented. Posters and 
window streamers will encourage 
him to “save dollars now during 
DOOF.” 





Talk about design features! Schrader has them all. Look how the 
EZE-MOUNT Tubeless Tire Valve snaps in... to stay! And how it 
gives greater flexibility ... stays sealed to the rim when stem is 
flexed. All this with the famous Schrader “Ace of Standardization” 
long core principle of Tire Valve construction—time-proved to be 
the best way to control air in any pneumatic tire. 

And important to you, too, aside from providing this valve for 
Original Equipment on new cars — Schrader provides this same 
EZE-MOUNT Valve and the mounting tools* to make field service 
fast, easy —economical. 

















*Brochure upon request. 


A. SCHRADER’S SON 
Division of Scovill Manufacturing Company, Incorporated 
470 Vanderbilt Avenue, Brooklyn 38, New York 





Dollars from Dents— 


Kit for use during ‘“Dents-Out-Of- 
Fenders” month is shown in above picture. 
They are available from Minnesota Min- 
ing & Mfg. Co., sponsoring the drive, or 
from its salesmen. 





FIRST NAME IN TIRE VALVES 
FOR ORIGINAL EQUIPMENT AND REPLACEMENT 


REG. U. S, PAT. OFF. 
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of the day and night— Nielsen's nou 
reports to CBS Radio show that motorists 








radio listeners every hour 

counting the audience in cars! Ais first 
add as much as 33 per cent to the 

these listeners come absolutely free. When 


radios people have at home, you 






Nielsen’s initial report shows that even in mid-winter, radio talks to as many as two million cars 


a minute. On the average, people driving during the day add 14% to the weekday radio audience, and 





People driving at night add 14% during the week, and on 
Radio's recent studies on the Jersey Turnpike indicate that seven motorists 


the sponsor and can “play back” substantial parts of his commercial. 
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By Sanford Markey 
Staff Correspondent 

CLEVELAND.—“While style has 
been the top factor in car sales, 
the automobile of tomorrow featur- 
ing the greatest safety will be the 
ear the public will buy,” declared 
C. 8S. Goby, president of Gyro Mo- 
tors Corp., an automotive engineer- 
ing firm here. 

Engineering features claimed by 
Goby as Gyro developments for 
improved safety include installa- 
tion of the motor in the rear, 
relocation of seats to permit the 
passenger to slip out of the seat 
more easily and a safer front- 
wheel suspension. 

Goby said several Detroit facto- 
ries are contemplating these fea- 

tures. 

He said that placing the engine 
in the rear offers greater freedom 
for other improvements and adds 
to safety by creating more “road 
awareness” in the driver. 

In moving the driver forward, 
Gyro has, moved the door post to 


Car Stresses Safety 


Engineering Firm Sees Public Demanding 
Auto with Special Features 
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the rear, where, Goby said, it does 
not interfere with the normal sight 
line, 

Discussing the windshield, Goby 
said Gyro had “pioneered the 
wraparound windshield three 
years ago” and now “curved it 
clearly around almost to the 
drivers’ shoulders.” 


The Gyro-engineered seats swing, 
rotate and slide. The slide permits 
adjustment for leg length, with the 
pivotal swing working in conjunc- 
tion with the rotating movement. 

He said, “The combined move- 
ment permits individual movement 
from the car based on the person’s 
height, body and weight.” 


The Gyro seat locks semi-au- 
tomatically. Swinging into posi- 
tion, it meets a stop attached to 
the floor and a seat spindle en- 
gages a latch. 

Closing the door engages another 
safety catch, preventing unlock- 
ing of the seat when the door is 

opened accidentally. The seat un- 





locks with a simple twist of the 
body. 

The front and rear seats have 
special arm rests. The rests in back 
can be dropped into the normal 
curve of the cushion. 

Gyro engineering also calls for a 
level floor with the interior floor 
free of drive shaft tunnel and bell 
housing projection. 

Gyro front-wheel suspension, 
according to Goby “is altogether 
different from the standard sys- 
tem in use today wherein radial 
linkage is the general practice. 
Radial linkage is unsafe. It is too 
early thrown out of adjustment, 
has too many short life bushings, 
has quashy wheel action and 
wheel lean-over on curves at 
speed. 

“Gyro has perfected a system of 
mounting for the front wheels that 
has done away with the customary 
array of bushings and pins, replac- 
ing them with an entirely new and 
better system that eliminates squash 
and lean-over when rounding a 
curve. The new engineering system 
also eliminates tossing-out of align- 
ment by abnormal road shocks.” 

Under the Gyro system, said 
Goby, “the front wheels are suit- 
ably carried on a swinging torque 
arm. This tubular torque arm is 
pivotally fastened at its upper end 











Gyro's Safety-Engineered Car— 


A car stressing safety features has been developed at Gyro Motors Corp., Cleveland. 
Company officials say these factors will decide car sales of the future. 
* * . * + * 


in a bracket which is rivited to the| been in automotive engineering for 


frame.” 

He said that each wheel is free 
to ride independently of the other. 
The shock is directly applied to 
the frame end and not the springs. 

Gyro also calls for a car only 167 
inches from bumper to bumper, yet, 
Goby declared, “It provides big-car 
comfort and leg room. 

The Gyro car specifications in- 
clude a motor of six-cylinders, 169 
cubic inches; wheelbase, 107 inches; 
tread, 60 inches; tires, 6:00x16; 
front of rear seat to back of frort 
seat, 40 inches, and front seat ad- 
justment, 6 inches. 

Goby, a native of England has 
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Your regular AC Supplier can now provide 
you with a full line of car and truck filler caps 
—the original equipment line! 


AC is the pioneer in this field and supplies 
over 75% of the industry’s requirements for 
original equipment. It was AC, too, who 
originated the ingenious radiator pressure 
caps. These caps meet the tougher cooling job 
called for by increasing horsepower. 
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OIL FILLER 


Dependable 
Make 


All AC Automotive Filler Caps are engineered to 
high standards and manufactured under rigid 
quality controls. Your assurance of dependability 


is the vast experience in cap design and produc- 
tion behind the. AC name. It is sure to be a 
convenience to you to secure the full line from 
one source. Damage or loss always means replace- 


ment. Earn extra profits 


from this business. 


Your regular AC Supplier will take care of your 


requirements. 
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FLINT, MICHIGAN 


GENERAL MOTORS CORPORATION 


over 37 years. As far back as 1918 
he was with Rolls-Royce in Eng- 
land, and in the middle ’20s helped 
pioneer the Jordan Motor Car Co.'s 
models in Cleveland. 


Service Briefs 


CLEVELAND.—Fifty-two north- 
ern Ohio automotive jobbers and 
their representatives recently at- 
tended a shop clinic at the Cleve- 
land plant of Sherwin-Williams Co., 
paint concern. 

Participating were the following 
jobbers: Scutt Auto Parts, Lorain; 
Lakeland Body & Paint, Euclid; 
Northern Ohio Auto Parts, Wick- 
liffe; Nickel Paint & Supply, Fre- 
mont; Eldotread Co., Elyria; A&A 
Auto Parts, Barberton; Automotive 
Supply & Equipment, Akron; Co- 
lumbus Automotive Finishes, Co- 
lumbus; Roland Hendrix Co., Graf- 
ton; National Welders Supply, Ash- 
tabula; Fox Auto Parts, Mansfield; 
Norwalk Parts Co., Norwalk; Weld- 
ers Sales & Service and J. A. Bar- 
ber & Son, Youngstown; and Hen- 
ry’s Auto Parts, General Industrial 
& Auto Supply and Gal Auto Parts, 


Cleveland. 
* * 


Allen Chevrolet Ups 


Sales 87 Percent 
NEW YORK.—Don Allen Chev- 


| rolet showed an 87 percent in- 


crease in sales during the first 
three months of 1955 as compared 
with the same period last year, 
Don Allen has announced. 

Sales through March 31 totaled 
4,214, with used cars adding 3,838 
for a total of 8,102 cars sold. In 
the comparable 1954 period, sales 
totaled 4,319, he said. 

March showed an alltime record, 
with 3,147 cars sold, Allen said, 
and a single-day high of 61 retail 
deals on March 12. 

“Our method of volume oper- 
ation proves that the buying pub- 
lic wants modern merchandising 
in automobiles as well as food, 
clothing and appliances, Allen 
stated, “and the increasing trend 
to suburban living and two-car 
families is bringing in the cus- 


tomers.” 
* . . 


Canada Shines ’Em Up 


OTTAWA. — Canadians are pol- 
ishing their cars more or they 
have more cars to polish, judging 
from government reports which 
indicate production of auto pol- 
ishes and wax was worth $485,160 
in 1953, or 30 percent more than 
in the preceding year. 

* 


Parker Outlet Picked 

CLEVELAND. — D. W. Holmes, 
sales vice-president of Parker Ap- 
pliance Co., has announced that 
Industrial Rubber Products Co., 505 
Magee St., Pittsburgh, has been 
named as distributor for Parker 
O-rings and related synthetic-rub- 
ber products. 

* + + 

Arco Names Sauers 


CLEVELAND. — Appointment of 
Paul Joseph Sauers as automotive 
refinish sales representative in the 
Philadelphia area has been an- 
nounced by E. N. Grossman, sales 


manager of Arco. 
x * * 


Amerotron Office Moved 


MONTREAL. — Amerotron Corp. 
has moved its offices here to 1449 
St. Alexander St., according to 
Harold Rosen, branch manager. 


Fritchey to Krammes 


Karl K. Krammes, Indianapolis, 
has beught Fritchey Motor Sales 
(Nash), Kokomo, Ind., from Dwight 
Fritchey and has changed the name 
to Select Motors, Inc. Fritchey has 
retired. Krammes has been in the 
auto field for 41 years. 
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Dealer Blames Overproduction . . . 
Ruin Seen in Loose Financing 


he had to pay more than he could 
afford, he was compelled to give 
it up. 


By J. H. Reed 
Staff Correspondent 

SAN ANTONIO. — (UTPS) — 
Current unsound financing, prac- 
ticed by dealers who are afraid to 
say “no” when the factories dump 
too Many cars on them, will ruin 
the auto Industry if it is too gen- 
erally adopted or too long followed, 
according to a veteran dealer here. 

“During the past year,” he said, 
“we have been treated to the 
spectacle of two big dealerships 
offering cars at a downpayment 
of less than $300. 

That this will stimulate sales, no 
one will deny. One dealer is re- 
ported to have quadrupled his Jan- 
uary sales by the adoption of the 
low payment plan in February. 
Other dealers, observing this, will 
doubtless follow suit in an effort to 
move out cars with which he is 
over-stocked and to please the 
manufacturer.” 

Calling such financing economi- 


Gabriel Names 
Three-Man Staff 


For Divisions 


CLEVELAND.—Gabriel Co., man- 
ufacturer of shock absorbers, has 
announced a reorganization of op- 
erating policy 
which will place 
control of its four 
divisionsina 
three-man execu- 
tive staff that will 
report directly to 
John H. Briggs, 
president. 

Heading the 
sales and adver- 
tising activities 
for all divisions 
will be L. W. 
Klein, who has been with the firm 
since 1921. 

Operating functions will become 
the responsibility of Pat Leone, who 
recently came to Gabriel from 
Deepfreeze appliance division of 
Motor Products Corp. 

A. P. McDiarmid, with Price, 
Waterhouse & Co. until 1948, will 
handle the financial operations of 
the firm. 

Gabriel divisions manufacture 
hose couplings, radio and television, 
car heaters and antennas. 


Mirror Bright 
Airs °55 Plans 





L. W. Klein 


sg SRECAGO. — Mirror Bright Pol- | 


Co., Pasadena (Calif.), pro- 
ducer of Meguiar’s Mirror Glaze 
Automotive Polishes, held its sixth 
annual national convention here 
recently. 

Representing the manufacturer 
were Maurice, Malcolm and Floyd 
Maguiar and Tom Young, while 
soMe 25 distributors and represen- 
tatives from all over the country 
Were also on hand to hear 1955 
Plans for the biggest year in the 
history of Meguiar’s Mirror Glaze. 

Those attending included Charles 
Meyst, Detroit; Johnnie Covington, 


Port Arthur, Tex.; Capt. Gooding, | 


Memphis; Ernie Valente, Denver; 
Sim Wheeler, Atlanta; Bob Bleuin, 
Boston. 

A. B. LaFluer, Washington; El- 
mer Ingraham, Milwaukee; Mildred 
Dudzik, Chicago; Paul Smith, Hous- 
ton; Mike Albright, Racine, Wis.; 
Edward Tracy, St. Louis; Dale 
Ludwig, Pasadena; Albert Van 
Kirk, Pittsburgh; Norman Larson, 
Philadelphia. 

Harry L. Crossley, Harrisburg, 
Pa.; John Harris, Washington; Ray 
Valente, Denver; Alec Singleton, 
New York; Jack Hammond, Dallas; 
Paul Crawford, Dallas, and Jack 
Rukin, Chicago. 


Rehwald & Danyluk 


_ Danny Danyluk has acquired an 
interest in the Packard dealership 
at Glendale, Calif. to be known 
&s Rehwald & Danyluk, Inc. Join- 
ing the Glendale Packard organiza- 
tion in 1945, Danyluk became 
Service manager in 1950. He re- 
ceived national recognition as an 
owner-service expert when he lec- 
tured on the subject before the 
National Automobile Dealers Assn. 
convention at San Francisco. 
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cally unsound, the dealer cited the 
case of a man who recently bought 
a car with an extremely low down- 
payment and with 30 monthly pay- 
ments of $88.50. 

He continued, “All went well 
for a few months. Then he lost 
his job and could not immedi- 
ately find another that paid as 
well. Stuck with a car on which 


Hertz Pays $2.7 Million 


For Philadelphia Firm 


CHICAGO, — Hertz Corp. has 
purchased Robinson Auto Rental, 
Inc., Philadelphia, for more than 
$2.7 million, according to Walter 
L. Jacobs, Hertz president. 


The Philadelphia firm, one of 
the nation’s oldest long-term car 
leasing companies, will be oper- 
ated as the Robinson division of 
Hertz Corp., under the supervi- 
sion of Hubert Ryan, treasurer of 
Robinson, who has been named a 
Hertz vice-president. 








“Allright, let us say that this is 
an isolated instance. But suppose 
even a slight recession comes on— 
and to those Who lived through the 
Great Depression the signs on to- 
day’s stock market are ominous. 
His case is going to be multiplied 
by the hundreds and maybe thou- 
sands.” 

“If this should happen, automo- 
bile finance companies, automobile 
dealers amd, finally, automobile 
manufacturers will find themselves 
out on a limb.” 

The dealer admitted that the sit- 
uation might right itself because 
the low-downpayment dealers will 
soon be loaded with used cars be- 
cause the finance companies are 
unlikely to extend the terms on 
used cars. 

Declaring that dealers were 
lured into this type of financing 
by the same fear that compelled 
them to accept more cars than 
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English steam carriage intro- 
duced about 18038. The driving 
wheels were 10 feet in diameter 
and the body was six feet from 
the ground. 





they could sell profitably, he 
added: 


“Dealers should remember that 
they are under no moral or legal 
obligation to take more stock than 
they can sell. 


39 


Fear that the manufacturer may, 
in a fit of anger, cut off their fran- 
chise. But does a mining company 
blow up the road that leads to a 
gold mine? He does not. He knows 
where his gold is coming from— 
and he paves that road. 

“Mark my words, automobile 
manufacturers know only too 
well that the legitimate, fran- 
chised dealer is their highway to 
sales. They know that without 
the service operations offered by 
the franchised dealer the wheels 
of most automobiles would soon 
grind to a stop. They are very 
well aware of the fact that if 
their trade is left to used-car 
dealers alone, they will be in 
trouble.” 

This dealer said normalcy will 
only return to the auto business 
when the dealers overcome their 
fear of the manufacturer. 

He concluded, “When we deter- 
mine to order only what we can sell 
and refuse to join in a rat-race of 
producing more and more automo- 
biles each year—then many of the 
ills that now beset our industry 
will be cured and the bad economic 
and financial practices that are 
now creeping in will be eliminated 
and profit will be restored to our 


“Fear impels them to do this.| present profitless prosperity.” 


ARO retis rr 





“We have been using ARO Lubricating 
Equipment for over 20 years,” says J. 
Wallace deBrown, owner of DeBrown 


Jj. Wallace deBrown, 






Owner 


Auto Sales Company, Lincoln, Ne- 
braska. “When we were building our 
new building we looked over and 
checked into all makes of Lubricating 


Equipment. Our decision to buy ARO 
was formed after due consideration 
was given to our entire satisfaction 
with Aro’s performance over many 


years. 


“We are especially pleased with our 
remote Undercoating Pump to Reels. 
It was my personal desire that our 


new Lubritorium 


pumping equipment on our Lube 


room floor, hence 


the remote handling of our Under- 
coating problem to our entire satis- 
faction. I personally want to thank 
you for your splendid cooperation 
with your good assistance in laying 
out our new lubritorium.” 

This is typical of the way ARO lube 
equipment makes friends everywhere 
—and profits for users! Let ARO help 
you with your lube service problems. 





SEE YOUR ARO JOBBER 


be free of any 


ARO engineered 


Modern new home of DeBrown Auto 
Sales Company, Lincoln, Nebraska 





Aro overhead reels, wall cabinet and portable drain 
provide fast, clean lube and undercoating service. 
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Aro pumping units do an efficient job in remote location. 


THE ARO EQUIPMENT CORPORATION, Bryan and Cleveland, Ohio 
Aro Equipment of California, Los Angeles, Calif. 
Aro Equipment of Canada, Ltd., Toronto 15, Ontario. Offices in All Principal Cities 


LUBE EQUIPMENT 


ALSO... AIR TOOLS ... AIRCRAFT 


PRODUCTS... 


. GREASE FITTINGS 





NEW versatile high speed tactical bomber by Martin has 
tail sections built by the Hudson Special Products Divi- 
sion of American Motors, also serving Boeing and Pratt & 
Whitney under special contract. The aircraft concept of 
unitized, box-girder construction is used in all American 
Motors cars to make them safer, more efficient. 


rs ~ a Rs amend 


IN ANTARCTIC COLD, and wherever man needs to make 
his own climate, Ranco temperature controls are indis- 
pensable. A subsidiary of American Motors, Ranco sup- 
plies 65 % of all requirements for American domestic and 
commercial refrigeration—and for cars and trucks of all 
makes. A Ranco branch in Scotland supplies a large part 
of the world’s requirements. 


Ed a * 


THE “MIGHTY MITE” is a revolutionary military concept 
—a 1500 pound vehicle that can climb an 87 % grade, rip 
through knee-deep mud, carry 4 soldiers and gear or a 5" 
bazooka. Now under test by Armed Forces, it may later 
be available for use in other specialized fields. Unique new 
power-plant is an American Motors development. 
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“HONEST, IT DOESN’T HURT.” Johnny is one of a million youngsters getting his 
preventative shot against “‘polio”. The fastidious care in the preparation of 
modern serums and antibiotics calls for equally close temperature control in ship- 
ment. Kelvinator refrigerators and low-temperature equipment are depended 
upon by the medical profession to keep drugs pure and at full efficiency. 











SOMETHING ENTIRELY NEW, the “Foodarama’”’ is the latest Kelvinator development that com- 
' bines (in only 47" of wall space) a 166-lb. home freezer and an 11 cubic foot “‘moist cold’’ 
refrigerator that never needs defrosting. It has a breakfast bar, roll-out shelves . . . even un- 
refrigerated storage for bananas. Kelvinator, who built the first electric refrigerator for the 
home, not only ranks near the top in American sales, but is second in world markets. 


YES, AMERICAN M 
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ONCE A NOVELTY in hot countries, the American soft drink is be- 
coming commonplace, thanks to the silent salesman, the beverage 
cooler. Kelvinator is the leader in beverage coolers and ice-cream 
cabinets used in 77 countries. The new frozen food age presents 
new markets for merchandise display cabinets by Kelvinator. 
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These pictures give only a small idea of the world-wide 
activities and diversification of American Motors, and 
its subsidiaries. 


For the dealer who sells Nash or Hudson cars—Kelvin- 
ator or Leonard refrigerators—or any one of a thousand 
other American Motors products—it means stability, and 
something more. Products made more advanced than others, 
through the multi-fold skills of engineers and scientists in 
many fields. 





In ever-increasing measure American Motors is con- 
tributing more in research . . . more in pioneering . . . to 
meet new world-wide needs. You see it reflected in the 
ever-growing demand for American Motors products. 


PRICELESS NEW SAFETY for the American road is built into every 
American Motors car ... . with Double Strength Single Unit Car Con- 
struction. Different from old-type bolted construction, it places struc- 
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NASH DIVISION: Ambassador « Statesman 
« Rambler + Metropolitan. 


KELVINATOR ... LEONARD... ABC 
DIVISIONS: Electric Refrigerators « Electric 
Ranges « Home Freezers « Beverage Cool- 
ers « Ice Cream Cabinets + Frozen Foods 
Merchandising and Display Cabinets - 
Commercial Refrigeration Systems « Com- 
mercial Condensing Units »« Compressor 
Packages « Washing Machines « Ironers 
¢ Clothes Dryers - Air Dryers « Kitchen 
Cabinets and Sinks * Waste Disposers « 
Electric Water Heaters + Electric Water 
Coolers *« Room Air Conditioners. 


HUDSON DIVISION: Hornet - Wasp + 
Rambler « Metropolitan. 


tural beams of steel around passengers and engine. Proved twice as 
rigid, twice as strong, lastingly free of body-bolt rattles. Pioneered by 
Nash and Hudson, this construction is used by most world car makers 
outside the U. S.; experts see its universal adoption. 


AMERICAN MOTORS MEANS MORE FOR AMERICANS 


SUBSIDIARIES 
Refrigeration Discount Corporation — Finances 
distributors, dealers and retail purchases of 
their products. 
ReDisCo of Canada, Lid.— Performs the same 
function in Canada. 
Nash Motors of Canada, Lid. — Manufactures 
and sells Nash automobiles and replacement 
parts in Canada. 
Nash-Kelvinator, Ltd. (England) Manufactures 
refrigerators, ice cream cabinets, condensing 
units, and replacement parts for sale in the 
British Isles and in export transactions. 
Kelvinator of Canada, Ltd.— Manufactures and 
sells refrigerators, ice cream cabinets, electric 
ranges, home freezers and frozen foods mer- 
chandising cabinets for the Canadian market. 


Refrigeration Supplies Co., Ltd. (Canada). 
Pioneer Appliance Service, Ltd. (Canada). 


Altofer Bros. Co.— Manufactures and sells auto- 
matic and wringer type washing machines, 
ironers and clothes dryers, and replacement 
parts therefor. These products are distributed 
under trade name ““ABC’”’. 

Ranco Incorporated — Manufactures and sells 
heater controls used by almost all automobile 
manufacturers, and is a large producer of re- 
frigeration controls, including automatic valves, 
thermostats and relays. 

Ranco Limited (Great Britain)—Manufactures 
and sells refrigeration controls, in England and 
in export markets, to manufacturers. 

Hudson Motors of Canada, Lid.— Sells to Cana- 
dian distributors and direct dealers Hudson 
cars assembled by an independent Canadian 
manufacturer and Hudson cars and service 
parts imported from the Parent company. 
Hudson Motors, Lid. (England)—Servicing of 
cars and sale of service parts and miscellaneous 
contact work. 
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By Leo T. Parker 
Attorney at Law 
Aone to a recent higher 
court decision a person who 
has no certificate of title to an 
auto cannot replevin it, although 
actually he owns it. 

For example, in State Farm 
Mutual Automobile Insurance Co., 
v. Drawbaugh, 65 N. W. (2d) 542, 
the testimony showed these 
facts: One Anderson purchased 
a car from Central Chevrolet Co. 
He received a certificate of title 
from the county clerk. 

One day he parked the car in 
front of his apartment and it was 
stolen. He made a claim against 
the insurance company, which had 
insured the car against theft. The 
insurance company paid the loss 


Two Million Rockets— 
to Anderson. 


Oldsmobile’s 2,000,000th “Rocket” engine came off its Lansing assembly line 
March 29. Watching this milestone in the firm's 58-year progress are (from left), T Several weeks later the insurance 
C. Downey, works manager; Edgar J. Martin, engine plant superintendent, and Robert | company located the stolen auto in 
T. Rollis, manufacturing manager. Oldsmobile introduced the Rocket engine Nov. 3, the possession of one Drawbaugh 
1948. It has manufactured 500,000 in the past 12 months, the 1,500,000th being | at his farm. He claimed to be the 
turned out March 29, 1954. owner of the car, and had obtdined 





FEDERAL-MOGUL ENGINE 
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Every survey shows that Federal- 
Mogul is the best-known brand 
of engine bearings. It is also 
the most complete line, and the 
most readily available. Good 


ciate Federal-Mogul’s 


engine bearings. 







FEDERAL-MOGUL SERVICE 


(Division of Federal-Mogu!l Corporation) 


DETROIT 13, MICHIGAN 


Lawsuits Affecting Dealers ... 
Court Decisions 











a certificate of title from the 
county clerk. The title was from 
one Deppe. Drawbaugh refused to 
give up possession of the car to 
the insurance company which filed 
a replevin suit against Drawbaugh. 
* > * 

| SUBSEQUENT litigation the 

testimony showed that the in- 
surance company did not apply for 
or obtain a certificate of title to the 
car in its name until after com- 
mencing the replevin suit. Draw- 
baugh argued that for this reason 
the insurance company could not 
lawfully replevin the car from him. 

The counsel for the insurance 
company contended that it was 
under no obligation to obtain a 
certificate of title or a new title 
until it obtained possession of 
the auto in question, or after the 
action to replevin it was com- 
menced. Nevertheless, the higher 
court held that the insurance 
company could not lawfully re- 


BEARINGS... 


IN PREFERENCE 


mechanics recognize and appre- 
“service 
slant.’’ Overhauls go easier and 
faster with Federal-Mogul 


gtARi ng 
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plevin the automobile from Draw- 
baugh, and said: 

“There is no question but that 
the car found in the possession o/ 
the defendant (Drawbaugh) was 
the automobile owned by Anderson 
upon which the paintiff (insurance 
company) paid the loss and re- 
ceived the certificate of title and 
the assignment of the automobiie 
from Anderson. 

“Nor is there any question but 
that this automobile was stolen. 
There are certain fundamenta! 
rules which govern actions in 
replevin. 

* e 

“WE CONCLUDE that the plain- 

tiff was not the owner of 
the automobile in question at the 
time it instituted this replevin 
action, and that the plaintiff failed 
in its burden of proof to establish 
its right of possession of the auto- 
mobile in question.” 

For a comparison, see Crawford 
Co. v. Derby, 25 N. E. (2d) 306. 
The court said: 

“A purchaser who receives pos- 
session of an automobile without 
obtaining the certificate of title 
thereto, acquires no title or own- 
ership therein.” 

And again, in Loyal’s Auto Ex- 
change, Inc. v. Munch, 45 N. W. 
(2d) 913. In this replevin action, 
the court held that one who had 
obtained a certificate of title by 
complying with the statutory re- 
quirements had title and ownership 
superior to any right of other 
persons. 


NSPA’s Program 
For ‘Auto Schools’ 


Arouses Interest 


CHICAGO. — Nationwide interest 
in its new “Automotive Instruction 
in Our Schools” pro is re- 
ported by National Standard Parts 
Assn. 

From as far away as Australia 
and Korea inquires have been re- 
ceived from automotive vocational 
educators, teachers, wholesalers, 
and manufacturers who are inter- 
ested in the NSPA program to help 
overcome an estimated shortage of 
100,000 automobile mechanics, the 
association says. 


Many orders are reported from 
NSPA wholesalers for “Automotive 
Instruction In Our Schools” book- 
lets to distribute to local school of- 
ficials and other interested persons. 

The booklet outlines the benefits 
to students and industry of voca- 
tional education in the automotive 
field. 


Olds Realigns Jobs 


In Manufacturing 


LANSING. — Robert J. Cook has 
been appointed general superin- 
tendent of Oldsmobile’s Rocket en- 
gine, pressed metal, final assembly, 
paint and engine parts plants, ac- 
cording to T. C. Downey, works 
manager. 

Elmer E. Kohl, formerly general 
service manager, has been named 
chief inspector to succeed Cook. 

A. E. McRae, general superin- 
tendent of the jet engine and 
bumper plating plants, has been as- 
signed the additional responsibilities 
of the axle plating and 90-mm. can- 
non plants. 

Cook joined Oldsmobile in 1946 
and became chief inspector in 1953. 

Kohl joined Oldsmobile as a field 
service representative in Philadel- 
phia in 1941. He was named Phila- 
|delphia zone service manager in 
| 1945, assistant general service man- 
ager in 1949, and general service 
manger in 1950. 

McRae started in 1926 with the 
Fisher Body Division and later 
worked for Cadillac and the GM 
styling section. He came to Olds- 
mobile in 1936. He was superintend- 
ent of the 75-mm. and 90-mm. gun 
plants and the pressed metal plant 





before becoming superintendent of 
the Saginaw St. plant in 1952. 

McCuen hag been with Oldsmo- 
bile since 1946 as a senior project 
engineer. He has held supervisory 
positions in the jet engine plant 
since 1952, 


Jimmie Long, Inc., Opens 

Jimmie Long, Inc., is the new 
Dodge-Plymouth dealership at 4925 
S. Vermont Ave., Los Angeles. 
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N. Y. Dealership Enjoys Bigg est Month... 


Used Cars Called Road to Profit 


By Ed Brown 
Staff Correspondent 

WHITE PLAINS, N. Y.—A long, 
clean, diversified line of used cars 
is essential to the success of a new- 
car dealership, according to the 
owners of Rodier-Roney Motors 
(DeSoto-Plymouth) here. 

Last month this dealership had 
its biggest volume and profit 
month in the year and a half of 
its existance. Well over 50 per- 
cent of the profit came from mer- 
chandising used cars, while the 
remaining was about one third 
service and two thirds new-car 
profit. 

Ed Rodier and Joe Rooney, the 
two young owners, firmly believe 
that the used-car market is the real 
profit maker for the dealer. 

They try to impress on their new- 
car salesman that, until a deal is 
completely washed out, no profit 
has been made by the firm. Natu- 
rally a salesman must be interested 
in the company making a profit, 
they maintain, or the salesman will 
lose his means of livelihood. 

The partners feel that a new- 
car salesman interested in mak- 
ing only a new-car sale gives no 
thought to the future disposition 
of the used car, and is careless 
in making trades. His only 
thought being to make the sale. 

It is axiomatic, Rooney said, that 
when the customer and salesman 
have begun hard bargaining, the 
salesman must tell the customer, 
“Now I must buy your car prop- 
erly.” . 

This serves a two-fold purpose, 
he asserted. It is a psychological 
weapon of great value in the hands 
of the salesman, and it reminds 
the salesman that, before he can 
make the deal, the tradein must be 
potentially a worthwhile used car. 
For this to be so, the salesman 
must take the car in at the proper 
price. 

Every car taken in trade is given 
a quick but thorough appearance 
reconditioning and placed in the 
used-car line where it will show to 
best advantage. It is a rule that 
15 minutes after the end of a rain 
or snowstorm, the cars on the line 
are to be cleaned. 

Rodier and Rooney refuse to 
reach on a trade, if they have an 
identical auto on the lot. They 
feel that two cars on the lot at 
different prices serve to confuse 
the customer and, sometimes the 
salesman. The customer is unable 
to understand why two identical 
automobiles carry two different 
prices. 

On the other hand, they will reach 
for a particular car if it can be 
used to advantage on the lot. Com- 
plete diversification of models is 
called for. 

Rooney declared that “The fran- 
chised dealer who maintains a used- 
car lot with only his own make, or 
with little variation, is only harm- 
ing himself. He is driving away 
more business than he is attracting. 

“We find, too, that contrary to 
the apparent national trend, our 
best selling used cars fall into the 
$500 to $700 class. We concentrate 
on these. 

“Since we concentrate on used 
cars so much, we find that we do 
our best job in the slack periods, 
when other people are complain- 
ing about business. Usually right 
after July 4th, and until March, 
our used-car sales are very 
strong.” 

Prior to July 4, Rodier and Roon- 
ey make a careful survey of their 
used-car lot. If inventory is too 





high or slightly lopsided, the neces- 
Sary correction is made. 

Getting good salesmen has been 
& problem. Generally an experi- 
enced salesman is either happy 
with his job or if unhappy, the 
Price he would require, because his 
Present employer doesn’t want to 
lose him, is so high that it is im- 
Practical. 

Therefore the salesmen at 

ler-Rooney have come from 


Miller Quits Business 


Tony Miller, an associate Ford 
dealer in Pittsburgh, has given up 
his business and has joined his 
brother, Guy Miller, who is the 
manager of Pittsburgh’s Allegheny 
County Airport. 





such diverse fields as jewelry, sta- 
tionary houses, etc. The salesmen 
have no stereotyped ideas about 
the business. Since no one has 
ever told them that a certain job 
can’t be performed in a particu- 
lar way, they prove more often 
than not that it can be accom- 
plished. 


Since variety is an important in- 
gredient of the used-car operation, 
the front line of cars is constantly 
being altered. The smallest details 
are watched. One week prices will 
appear on each car; next week, no 
prices; followed by prices of down- 
payments. Anything that will give 
the appearance of change is em- 
ployed. 

Promotional schemes are con- 
stantly used. Currently the dealer- 
ship has a small Messerschmidt, 
the new three-wheel car imported 
from Germany, scooting around 
town with signs advising that cars 
can be more carefully inspected at 
Rodier-Rooney Motors. 

The dealership has a church 


nearby. According to the state 
law, every dealership must be 
closed on Sundays. But for the 
convenience of any church goer 
who might take a fancy to a 
Rodier-Rooney car, a set of pen- 
cils, paper and mail boxes are 
hung near the church. All the 
prospect needs do is leave his 
name, address and car preference 
and a salesman calls on Monday 
with full details. In its short time, 
this device has resulted in seven 
sales. 


Rooney said that one factor of 
great importance being overlooked 
by some new-car dealers is that, 
because of zoning restrictions, a 
used-car lot may someday be almost 
as valuable as a new-car franchise. 


Most growing communities, he 
declared, forbic any increase in the 
number of used-car lots within the 
community. This may well give the 
new-car dealer, in the right situa- 
tion, an important edge over his 
competition in the future. 





Gets Monroe Award— 

D. P. Hurley jr. (left), president of New 
England Wheel & Rim Co., Boston, re- 
ceives the Distinguished Distributor's 
plaque for his sales performance on Mon- 
roe shock absorbers in 1954. Making the 
award is W. E. Nash, shock absorber 
replacement sales manager for Monroe 
(Mich.) Auto Equipment Co. The presenta- 
tion was made at a jobber meet held 
recently by New England Wheel & Rim 
Co. in Boston. Similar meetings were held 
in Springfield, Mass., Providence, R. I., 
and Augusta, Me. 
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Bowser Exhibition 
To Begin Tour 
Of U.S. May 24 


CHICAGO—The “Bowserama 
Roadshow,” a traveling exhibition 
of the industrial products made by 
the 12 domestic subsidiaries of 
Bowser, Inc., will begin a tour of 
the major U. S. markets with a 
four-day stop at the Tuller Hotel 
in Detroit, begining May 24. 

Heading the group of executives 
coming along to do some “shirt- 
sleeve” selling will be R. Hosken 
Damon, chairman of the board of 
Bowser; Paul R. Ganz, president of 
the Fort Wayne division, and Fred 
S. Ehrman, president of Briggs Fil- 
tration Co. 

“Bowserama” will consist of 
twelve booths presenting more than 
12 tons of products, including equip- 
ment for the automotive, petroleum, 
filtration, chemical, radio, television, 
electronic and refrigeration fields. 

Damon said that Bowser now had 
its most diversified line of products 
in its 70-year history. 





DUCO Thinners 
make the color flow out 
extra-smooth 





Yes, and that 
really saves on the 
compounding! 





For smoother flow-out, less compounding 
use DUCO’ THINNER with your DUCO’color 


It stands to reason that you'll get good re- 
sults easier when all the materials in your 
spray cup—color and thinner—are made to 
work together. And that’s the key to real sav- 


Thinner. 


ings many shops are reporting with DUCO 


Thinner, by itself, is one of the least ex- 
pensive ingredients in any paint job. Where 
it really can save is by reducing job costs. 
And DUCO Thinners cut job costs because 





High blush resistance results from_the 
chemical balance of DUCO Thinners. The 
give you a full measure of expensive sol- 


vents along with the diluents. 
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Extra savings when you 


when you figure how they save you time. 





order by the 5, 15, 
30, or 53 gallon sizes. But it pays to get 
reliable DUCO Thinners in any quantity 


they reduce compounding, give more trouble- 
free jobs, save up to 10% of labor time! 


a TEAR OUT OFFER BELOW —— — — — — — 


FREE OFFER. To prove to you how DUCO Thinners 
can help cut job costs, Du Pont will give you a gal- 
lon of new DUCO Equal Mix Thinner free. Just tear 
out this offer from Automotive News, sign it, and 
hand it to your DUCO-DULUX supplier. He’ll 
give you your free gallon of DUCO Equal Mix Thin- 
ner without obligation. But hurry—offer expires 


May 18! 


DU PONT 
REFINISHING MATERIALS 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 
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CAR ANTENNA—Only one hole is re- 
quired for mounting this antenna. Called 
the “Baseball,” it is said to guarantee 
positive grounding because of its rocker 
support (C) and to eliminate wet weather 
shorts due to its mounting support de- 
sign (B). Designed for top cowl or fender 
mount, the antenna has a universal swivel 
base (A) for fitting to curved surfaces. 
Antenna Specialists Co., 12435 Euclid 


Ave., Cleveland 6, O. 
* * *® 


CHAIN HOIST—An electric chain hoist, 
designed to serve without costly mainte- 
nance or work interruptions, has been 
marketed. Known as the CM Lodestar, the 
hoist features shock-proof push button 
control, sealed-in “lifetime” lubrication, 
self-adjusting brakes and overload protec- 
tion. A jam-proof chain guide and non- 
kinking flexible link chain is said to per- 
mit use for extreme angle pulling. Chis- 
holm-Moore Hoist Division of Columbus 
McKinnon Chain .Corp., Tonawanda, N. Y. 
ks 


E 





EXHAUST EXTENSION—A new concept 
in “luxury” tubular exhaust extensions is 
the Silver Streak. It is available in three 
styles—regular round, oval and tapered. 
All styles have mirror-like chrome finish 
and rolled edge. Both universal and cus- 
tom necks are available. Wilson Co., Bos- 
ton, 15, Mass. 





NOISELESS TYPEWRITER — “Pressure 
printing” is a major feature of the re- 
designed Remington noiseless typewriter. 
Finger-fit keys, cushioned to eliminate im- 
pact, an exclusive positioning scale for 
quick setting of identical margins and a 
simplified “Typebar" are featured. A pres- 
sure dial makes carbon copies uniform, it 
is said, without extra touch pressure. 
Remington Rand, Inc., 315 Fourth Ave., 


New York 10, N. Y. 
e* ¢ * 


Yale & Towne Publishes 


Extend-A-Fork Bulletin 

The Yale materials-handling di- 
vision of Yale & Towne Mfg. Co. 
has released a bulletin giving speci- 
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NEW PRODUCTS 


fications and dimensions of the 
Yale warehouse truck with Extend- 
A-Forks. The company said forks 
extend beyond the outrigger wheels 
and permit stacking without strad- 
dling the load. The bulletin is avail- 
able from Yale & Towne Mfg. Co., 
Philadelphia 15, Pa. 


* * * 






LAMP GUARDS—The three-wire conveni- 
ence outlet, featured by these units, is 
designed to receive plugs having two 
parallel heads and U-shaped third blade 
for ground. The cage is grounded through 


internal handle construction. Grounded 
guards are available with either standard 
closed end and reflector cage or with 
open-end cage, having a concentrating- 
end lens and rotating reflector. McGill 
Mfg. Co., Inc., 1100 N. Lafayette St., Val- 
paraiso, Ind. 





BENCH GRINDER—Type R is powered 
by a one-third-horsepower motor and has 
a starting relay in easily accessible posi- 
tion in base. It comes equipped with one 
fine and one coarse grinding wheel. Tool 
rests are adjustable. Roberts Motor Co., 
404 Union St., Bronson, Mich. 





SERVICE WRECKER—The Willys four- 
wheel-drive truck or Jeep can be turned 
into an all-service wrecker. Each piece of 


equipment can be bought separately. 
Koenig Iron Works, 2214 Washington Ave., 
Houston, Tex. 
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DISPLAY FRAME—This wood and plastic 
frame measures 344% by 23 inches. Set in 
a central oval against red background are 
the DeSoto emblem and the DeSoto V, 
vacuum-formed of Mirro-Brite. Acme Lam- 
inating & Plastics Co., 1725 E. 8 Mile Rd., 
Hazel Park, Mich. 









PREFAB BUILDING—This trussless build- 
ing is 40 feet wide and 90 feet long. The 
two end walls contain sliding doors 32 
feet wide and 10 feet high. The building 
consists of corrugated steel sheets and 
can be assembled rapidly. There are no 
pillars or beams to obstruct the floor area. 
Wonder Building Corp. of America, 30 N. 
LaSalle St., Chicago, Ill. 


Brooks & Perkins Issues 


||6-Page Minimax Folder 


Brooks & Perkins, Inc., 1950 W. 
Fort St., Detroit 16, Mich., has pub- 
lished a file folder containing six 
catalog pages on standard models 
of MiniMax Pusharound merchan- 
dise handling equipment. This 
equipment, the company said, is 
made of light-weight magnesium 
with load capacities of 500 and 1,200 
pounds. 
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BATTERY CHARGER—A portable, all-pur- 
pose battery charger will handle both 6 
and 12-volt batteries. Can be used as a 
supplementary charger or as a car starter 
by service departments. Operates on 115- 
volt 50/60 cycle AC current. Exide Auto- 
motive division of Electric Storage Battery 
Co., 42 S. 15th St Philadelphia 2, Pa. 


AUXILIARY ACCELERATOR—For avtoma- 
tic shift cars a second accelerator now is 
available. Installed to the left of the brake 
pedal, it is designed for use by the left 
foot. “Easy-drive," as it is called, enables 


J ithe driver to accelerate quickly without 


shifting his “overworked” right foot back 
and forth. Zenith Industries, 1491 Vine St., 
Los Angeles 28, Calif, 

* 





TRAILER MIRROR—Model 475 is a five- 
inch round mirror designed for cars that 
pull house trailers or small trucks with 
extra large bodies. It can be extended 


|| from 13% to 24% inches. The swivel-ball 


mirror head is held under tension with 
washers and screws. Yankee Metal Prod- 
ucts Corp., Norwalk, Conn. 


a * 
McFarland Ratnadinene 
2 More Umbrellas 


McFarland Great Umbrella Ce., 
742 S. W. Eighth St., Miami, Fla., 
has announced two new size um- 


brellas in different colors and de- 
signs at reduced prices. They are 
the Tropical (18 feet) and Floridian 
(15 feet). The company publishes 
a booklet in color showing the um- 
brellas. 





TOOL MERCHANDISER—The Hornet 100 
displays one or two of each of 100 hand 
tools but takes only 20% inches of shelf 
space. The unit is 303%, inches high and 
has a flashing beacon on top. P & C Hand 
Forged Tool Co., Milwaukee, P. O. Box 
5926, Portland 22, Ore. 

” 7 


* 
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ACID NEUTRALIZER—A magnesium en- 
gine plug which acts as an acid neutral- 
izer is available for all 1955-model Amer- 
ican automobiles. Magna-Power, as it is 
called, has been in use by motor enthusi- 
asts and hot rod drivers for more than 
five years. The magnesium alloy plug is 
said to cut engine wear and increase oil 
and gas mileage as well as motor power 
by destroying corrosive acids in the en- 
gine. It replaces a car's oil drain plug. 


Johns Mfg. Co., Middlesex, N. J. 
* * 
ETRE TE TBAT 
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HIGH AMPERE BATTERY—The Life-Time 
battery now contains Megapore Micro- 
Filter separators which, it is claimed, gives 
it greater amperage than any other 6 or 
12 volt car-size model. Megapore separat- 
tors are said to reduce the possibility of 
internal shorts due to acid disintegration 
of separators and allow free passage of 
the ion solution while halting solid par- 
ticles in suspension. Continental Mfg. 
Corp., Washington Bivd. at Motor Ave., 


Culver City, Calif. 
. . 





COMPRESSION GAGE—For late model 
V-8s, where there is a lack of clearance 
between spark plug holes and fender 
wells, the MT-26 compression gage is de- 
signed to fit. The gage registers from 
zero to 250 pounds per square inch and 
a check valve holds the reading. Three 
adaptors are available. Snap-on Tools 
Corp,. Kenosha, Wis. 








KEY HOLDER — For drivers who leave 


| their ignition keys in the lock, Key-re-Tract 


offers help. When the ignition is turned 
off, Key-re-Tract automatically ejects the 
key into the driver's hand. Comes in 
variety of colors. Key Corp. of America, 
Belleville, N. J. " 


* * 





handling is claimed for four new torches, 
the heavy-duty Super-Jet, the medium-duty 
Star-Jet, the light-duty Aero-Jet and the 
automatic light-duty Jet-O-Matic. Stainless 
steel head keeps handles cool by blocking 
heat generated in the tip. Marquette Mfg. 
Co., Inc., 307 E. Henepin Ave., Minneapo- 
lis, Minn. 





GRAB-ALL TOOL—The Proto is a re- 
trieving and holding tool, available in 
four lengths. It retrieves all types of small 
metallic or non-metallic objects. Plomb 
Tool Co., Washington & Sante Fe, Los 
Angeles 54, Calif. 


* 





SEAT PADDING—Bond-Foam is a pad- 
ding for seat cushioning, made of latex 
bonded virgin foam rubber and said to 
be both comfortable and durable. It is 
available in sizes from three-eighths to 
four inches thick as well as several mold 
pctterns. Adsco Molded Products Co., 859- 
79 Summer Ave., Newark, N. J. 

* 


Flexrock Develops 


Resurfacing Material 


Flexrock Co., 3601 S. Filbert St., 
Philadelphia 1, has developed 4 
floor patching and resurfacing ma- 
terial marketed under the name of 
Vynifiex. 

The firm says it will adhere to 
any clean surface. 

There is a choice of five colors 
and a free four-page folder describ- 
ing the material and may be ob- 
tained by writing the company. 


a ae 
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ORTY-NINE years ago when I 

entered the University of Wis- 
consin, I had three assets: My de- 
termination to work my way 
through college, a high school di- 
ploma and $5 in my pocket. 

I got a job at $5 a week on the 
Madison State Journal from Amos 
P. Wilder (father of Thornton Wild- 
er), took my meals at the Three 
Cent Restaurant, where nothing on 
the bill of fare cost more than that 
amount, had a wonderful time and 
was elected president of my class 
and editor of the college daily, The 
Cardinal. 

Now, getting into college has 
become a complicated process. 
The complications are growing 
each year. Colleges are getting 
more applications than they can 
handle. Last fall the colleges re- 
ported a record student body of 
more than 2,500,000. Next fall it 
is estimated the number will prob- 
ably reach 2,750,000 and by 1970, 
the experts agree, the colleges 
will have the job of taking eare 
of 5,000,000 students. 

As a result in the rise of appli- 
cants the colleges are screening 
these candidates more carefully 
than ever, seeking the best quali- 
fied students: This is particularly 
true of so-called Ive League col- 
leges like Yale, Harvard and Co- 
lumbia. ce 

+. oe 


Tests Rated Highly 


AT are some of the factors 

that are considered? What do 

the students need to know about 
entrance requirements? 

Many state universities, particu- 

larly in the midwest, will accept 


Official Proposes 


Compensation for 
Traffic Victims 


EDISON, N. J.—Development of 
a system similar to workmen’s 


compensation as a means of paying | 


victims of traffic accidents has 
been suggested by Gov. Robert 
Meyner of New Jersey. 

The governor said thousands of 
victims had no legal recourse at 
present and were unable to collect 
compensation, although traffic acci- 
dent litigations flooded the courts. 

“Workmen’s compensation is 
based on the idea that workers’ 
injuries on the job are simply part 
of the cost of producing goods,” he 
said.“In the same way, automobile 


injuries and death are the inevit- | 


able costs of using our highways.” 

The system, although advocated 
as the result of studies as far back 
as 1949, has never been put in effect 
anywhere in the country; he said. 

Commenting on New Jersey’s un- 
satisfied claim and judgment fund 
law which went into effect Apr. 1, 
Meyner said, “I have no doubt that 
it will serve to compensate many 
victims who otherwise would not 
collect a penny, yet I am not overly 
Sanguine about its total effect.” 

He cited a 1952 report which said 
the law’s enactment in New Jersey 
Was premature, since only about 60 
percent of registered automobiles 
were insured. 


Sales Builder 
Utah Dealer Makes Report 


To Community 
LOGAN, Utah.—To build good 
will and future sales, B. & H. 
Chevrolet Co. here is publishing 
an annual report to the residents 
of the community. 

The report is presented in a 
quarter-page newspaper advertise- 
ment and it lists the numbers of 
cars sold and serviced and the of- 
ficers and representatives of the 
firm. 

In the 1954 report, it was an- 
nounced that the firm sold 308 cars 
and trucks during the year and 
Serviced 6,187. BE. L. Hansen is 
manager of the dealership. 
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any high school graduate if he is 
certified by his school. No examina- 
tions are needed. State laws in some 
states require that a graduate of a 
secondary school within the state 
must be admitted to the University. 

Other colleges require certain 
minimum high school averages, 
maybe 75 percent. Some expect 
the student to be in the upper half 
of his school graduating class. 
Some name colleges, however, now 
require more than a good high 
school average. They insist that 
their candidates take the College 
Entrance Examination Board 
tests. 

This testing service situated at 
Princeton has become a major fac- 
tor in the lives of thousands of 
college applicants. At present 150 
colleges and universities require 


college boards. 
* * + 


How It All Began 


S. When I entered Wisconsin I 

» found two “pals,” Bill Evjue 
(William P.) and Ralph Hetzel 
(both boys from my home town). 
Bill is now the owner of the Mad- 
ison Capital-Times and Ralph Het- 
zel became the president of Penn 
State. My class officer was Dr. Paul 
S. Riensch, later minister to China. 


He taught me more by example 
than I ever learned in class. 

When I finished college I was 
asked by Richard Lloyd Jones, then 
associate editor of Collier’s and now 
owner of the Tulsa Tribune, to 
write a series on professionalism in 
college athletics as the first shot 
in a continued campaign in that 
field, 

This attracted the attention of 
the National Cash Register Co. 
and I went to Dayton, where I 

learned the fundamentals of sell- 
ing. For 10 years I was advertis- 
ing and sales manager and secre- 
tary of Thomas B. Jeffrey Co., 
Kenosha, Wis., headed by Thomas 
B. Jeffrey, originator of the Ram- 
bler car. 

Then I got my big idea! I had 
been impressed with the fact that 
in all advertising and selling of au- 
tomobiles a vital factor was omitted 
—the woman’s influence. 

So-ooo0-h ... I built the Jordan 
car, introduced “Playboy” into the 
American language .. . wrote all 
of the advertising personally ... 
wrote “Somewhere West of Lara- 
mie,” which has been called a “clas- 
sic’ . .. made enough money to 
protect myself and my family 
against the trials and tribulations 
of old age! 


1955 





Ford Expands Tractor Line— 


Three new Ford tricycle tractors have been announced along with companion front- 
mounted implements. Above is Model 960, one of two in the 900 series. The third 
tractor is the 740 model. The 900 series is rated 30 percent more powerful than the 
700 series. All three feature high crop clearance. Front-mounted equipment includes 
two and four-row cultivators, with planter, fertilizer and side-dresser attachments. 








‘Do you know why Quaker State's new 
grading system cuts costs_ time too?" 


Quaker State has banished the complex variety 
of types and grades of motor oil now made 
meaningless by fhe demands of modern engines. 
Now, with just three grades of oil, you can give 
perfect service to every customer. Now, with 
Quaker State Light, Medium, and Heavy you’ve 
got a complete selection, with easier ordering, 
easier stocking, reduced inventory. 


When you tie up with Quaker State you tie 
up with prestige, progress, profit! Three good 
reasons why it pays to sell Quaker State prod- 
ucts. Yes—Quaker State means business—good 


business for you! 


NEW QUAKER STATE MOTOR OIL CLASSIFICATION 


NOW—you need only 3 grades of 
Quaker State HD Oil for service MM, 
MS and DG. 
LIGHT—SAE 10W, 20W and 20... 
for cold weather service. 
MEDIUM—SAE 20W-30 .. . for 
warm weather service. 
HEAVY—For use where SAE 40 and 
50 grades are recommended. 
AND— NEW SUPER BLEND SAE 10W-30 HD— 
for the newer, high-powered, high compres- 


sion engines... for service MM, MS, and DG. 





ie. 
QUAKER 
STATE 


hel Melle 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA., Member Pennsylvania Grade Crude Oil Association 
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Used-Car Auction Prices  |jemss.x"sr,2. n:|| Awerage Used-Car Prices 


t 4-dr., $675, $675; C t 4-dr., 

Market Trend $640. ‘52 Meadowbrook j-ar.. $660, $550". 

The average price of used cars sold at wholesale auction thus far in tom 4-dr., $410. '49 Custom 2-dr., $270. 
April increased $6 last week, thus partially offsetting the $17 decline 48 Deluxe 4-dr., $100. 


of the previous week. 


There were many strong showings, with the following increases $1,£10. °54 Custom (8) 4-dr., $1,350*. 
noted: ’55s, up $33; ’52s, up $30; ’53s, up $4; ’51s, up $2, and ’50s, up $2. "F3 Custom (8) 2-dr., $1,250* (ps), 
Price decreases were: ’54s, down $16; ’49s, down $5, and ’48s, down $2. dr., $850, $825*; 2-dr., $850; Main (6) 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 


nesday. Prices are for sale of Apr. 6.) 


(Prices picking up due to good retail 


sales. Sold 65 cars out of 94 offerings.) 
BUICK — '49 RM 4-dr., $160. '48 conv., 


$285. 


CADILLAC—'46 4-dr., $175. 
CHEVROLET — '53 Two-ten 4-dr., $900; 


2-dr., $200. ’°52 SL Deluxe 4-dr., $585. 
’51 SL Deluxe 4-dr., $595, $495; 2-dr., 
$560; Bel Air, $575; %-ton pickup, $560. 
’50 SL Deluxe 2-dr., $425, $385. '48 SM 
4-dr., $330, $195. '47 FL 2-dr., $180, 
$160. ’46 SM club coupe, $115. 


CHRYSLER—’50 Windsor 2-dr., $450. 
FORD — '55 Custom (8) 2-dr., $1,810°*, 


$1,735. °54 %-ton pickup, $950. '53 Cus- 
tom (8) 4-dr., $900*%; Main (8) 2-dr., 
$775; 1-ton pickup, $625. '52 Custom (8) 
4-dr., $825*. '51 Custom (8) 2-dr., $585; 
4-dr., $545, $415, $405; %-ton pickup, 
$625. °50 Custom (8) 2-dr., $545, $460, 
$400; 4-cr., $430; Deluxe (8) 4-dr., $465. 
"49 Custom (8) 2-dr., $360, $260, $205; 
4-dr., $200; Deluxe (8) 2-dr., $325. 


HUDSON-—-'50 Pacemaker 4-dr., $300. 
KAISER—’48 4-dr., $100. 
MERCURY—’51 station wagen, $395. ‘50 


4-dr., $390. '49 4-dr., $305; 2-dr., $205. 
*39 club coupe, $225. 


OLDSMOBILE—’52 (88) 2-dr., $715*. '51 | 


(98) 2-dr., $430*. °48 (98) 2-dr., $215. 


PACKARD—’51 4-dr., $550*. 
PLYMOUTH — ’'53 Cranbrook Belvedere, 


$1,015. °49 Deluxe 2-dr., $230. 


PONTIAC—'46 4-dr., $120. 
STUDEBAKER — ‘52 Commander 4-dr., 


$470. °49 (600) 4-dr., $245. 


WILLYS—’52 station wagon, $600. 


FT. WAYNE, IND. 


(Carl Marker’s Auto Auction. Sale every 


Tuesday. Prices are for sale of Apr. 5.) 


(Market good with clean autos up. Sold 


98 cars out of 138 offerings.) 
BUICK—'54 Special Riviera, $2,010*. ‘53 


Super conv., $1,410*. ‘52 RM Riviera, 
$900* (ps); Special 2-dr., $835. '51 Spe- 
cial 2-dr., $675*; Super Riviera, $740°. 
"50 Super 4-dr., $515*. '49 Super 4-dr., 
$150. °48 Super 4-dr., $145. °47 Super 
sedanet, $110. . 


CHEVROLET—’55 Two-ten station wagon, 


$1,730. '53 Bel Air Hard Top, $1,170; 
2-dr., $970*; Two-ten 4-dr., $830; One- 
fifty 2-dr., $780.-’51 SL Deluxe 4-dr., 
$655, $500*; 2-dr., $565. 50 SL Deluxe 
4-dr , $290. '49 SL Deluxe 2-dr., $295. 


DeSOTO—’53 Fire Dome (8) 4-dr., $1,090*. 


52 Sportsman, $825°. ‘46 Deluxe 2-dr., 
$110. 


DODGE—’53 Coronet 2-ir., $975*; 4-dr., 
"50 


$720*; Meadowbrook 4-dr., $755*. 
Wayfarer 2-dr., $300. '48 Custom 4-dr., 
$135. 


FORD — ’'55 Fairlane (8) conv., $2,275°* 


Custom (6) 2-dr., $1,700. '54 Main (8) 
Ranch Wagon, $1,425; Main (6) 2-dr., 
$1,060, $1,015. '53 Crest (8) 2-dr., $1,- 
090; Main (8) Ranch Wagon, $1,250; 
Custom (8) 4-dr., $995. '52 Custom (8) 
4-dr., $795*; 2-dr., $705. 51 Custom (8) 
2-dr., $450, $400*. 49 Deluxe (8) 2-dr., 
$265; Custom (6) 2-dr., $140. 


HUDSON—’50 Hornet club coupe, $890*. 
LINCOLN—’49 Cosmopolitan 4-dr., $165°. 
MERCURY—’54 Monterey Hard Top, $1,- 


890°. °52 Monterey Hard Top, $895. '49 
Custom 2-dr., $165. 


NASH—’53 Statesman Country Club, §$1.- 


170°; 2-dr., $875; Rambler station wag- 
cn, $705. °51 Statesman 4-dr., $355. °49 
(6C0) 4-dr., $190. 


OLDSMOBILE—’53 (88) conv., $1,635°; 


4-dr., $1,505*. "52 (88) Super 4-dr. $1,- 
130%. °49 (76) 2-dr., $305*; sedanet, 


$265. 
PACKARD—’52 (200) 2-dr., $870*; 4-dr., 


$680° 


PLYMOUTH—'54 Belvedere 4-dr., $1,200. 


"53 Cambridge Suburban, $1,000. ‘52 
Cranbrook 4-dr.. $525, $520. '51 Cam- 
bridge 4-dr., $430. 


PONTIAC—’55 Chieftain (8) Catalina, $2,- 


285°. °54 Chieftain (8) station wagon, 
$1,745*. '53 Chieftain (8) Catalina, $1,- 
400°. °52 Chieftain (8) Catalina, $1,030°; 
4-dr., $850*. '51 Silver Streak (8) 4-dr., 
$585°. °49 Silver Streak (8) 4-dr., $325°. 
ease Torpedo (8) club coupe, $205*; 4-dr., 


STUDEBAEER—'53 Champion Sport coupe, 


$045. °51 Champion 4-dr., $415; coupe. 
$390°, $195. 


WILLYS—’53 4-dr., $580. 


ALBANY 


(Tim Anspach Auto Auction. Sale every 


Monday. Prices are for sale of Apr. 4.) 


(Prices were stiff on all offerings, es- 
pecially nice-ready-to-sell units. We had 
more autos and the largest number of 
buyers than any time this year! Selling 
203 cars out of the 228 offered—over 93 
percent.) 


BUICK—’55 Super Riviera coupe, $2,850° 


(ps); Special Riviera oupe, $2,370*; 2- 
dr., $2,150. '54 Super 4-dr., $2,000°. °53 
Super conv., $1,500*; RM 4-dr., $1,370°. 
"51 Super Riviera 4-dr., $660*, $460; Spe- 
cial 4-¢r., $580. °50 Special 4-dr., $590°, 
es. "49 Special 2-dr., $230; Super 4-dr., 


OCADILLAC—’52 (62) 4-dr., $1,750*. ‘50 


(62) 4-dr., $1,100°. ‘48 (62) 4-dr., $460. 
LET — ‘55 Bel Air (6) station 
$2,250; Bel Air (8) coupe, §$2,- 


‘wagon, 
010°; 4-dr., $1,825° (ps): Two-ten (8) | 
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$300; 4-d. , $240; SL Special 2-dr., $285. 
$260, $240. '48 SM coupe, $190; FM 
coupe, $170. ’47 FL Aerosedan, $130. 


"47 NY lMmousine, $250*. 
DeSOTO—'49 Custom conv., $210*. (Compiled by Automotive News) 

DODGE—’55 Royal 4-dr., $2,375*. '53 Cus- Apr. 1955 March Feb 
To Date 1955 1955 

$2,244 $2,220 

1,520 1,565 1,595 

1,057 1,050 1,073 

721 7136 

529 537 

387 382 

273 270 


’51 Meadowbrook 4-dr., $690*. '50 Cus- 


FORD — ‘55 Thunderbird, $2,925* (ps); 
Custom (8) station wagon, $2,125; 2-dr., 


$910*; 4-dr., $1,000. '52 Custom (8) 4- 





A new low was established by the price of ’54s. a 3-0 SS. Fes naie, se. oetee: 172 190 
Auction activity also picked up last week, when 71 percent of the Custom (6) 2-dr., $440*: Deluxe (8) —— » 
cars offered at a group of representative outlets were sold. In the pre- <=. oe". pe 2 SS $425, $ 868 $ 875 
; 2-dr., ’ ; Custom ; 
Seems Work, antes - poe ype -  oeeene oS a , 2-dr., $260. '49 Custom (8) 2-dr., $280,/| (The above figures are averages of used-car auction prices, all makes 
Prices marked with an * indicate a unit equipped with an automatic| $240; 4-dr., $270, $130; station wagon, and models, carried regularly in Automotive News.) 
transmission or overdrive and (ps) indicates power steering $200; Deluxe (6) 2-dr., $180. "48 Deluxe ” 9 : 
‘ (8) 2-dr., $160. °47 Deluxe (6) conv., 
station wagon, $2,125*; Two-ten (6) 2-| $160; Deluxe (6) coupe, $140; 4-dr..) 9.10, 159 ambassador 4-dr., $270, $230°,| brook conv., $550; Concord 2-dr., 2 at 


— $100*. $400. '50 Special Deluxe station wagon. 


dr., $1,910*, $1,650. 54 Two-ten 4-dr., s ’ 
HUDSON—’50 Commodore 4-dr., $190. '49 $380; 2-dr., 2 at $250. ’49 Special Deluxe 





$1,350; 2-dr., $1,310, $1,225; Bel Air : OLDSMOBILE—'55 (88) Holiday, $3,150° 
4-dr., $1,270, "53 Bel Air 4-dr., $1,125;| §yige, 707" $160": Commodore conv., |“ (,,) 154 (88) Holiday, $2,210° (ps). ’53| | 4-dr.. $300; Deluxe 4-dr., §210. 
. (88) 4-dr., $1,325%, $1,200*. '51 (88) | PONTIAC—’S4 Chieftain (8) Catalina, $1,- 


2-dr., $1,120; Two-ten conv., $1,070*; 


4-dr., $1,000; 2-dr., $980, $875, $850; LINCOLN—’51 Cosmopolitan 4-dr., $200°. conv., $820°; 2-dr., $750*; (98) 4-dr., 710*; 2-dr., $1,680*. ‘53 Cnieftain (8) 


conv., $1,300; 4-dr., $1,250%, $1,225°, 





One-fifty 2-dr., $800. ’52 SL Deluxe 4-dr.,| °49 4-dr., $220°. $720*. °50 (98) 4-dr., $370, §$290*. °49 $ 

$975*, $645*, $610*; conv., $810*; SL | MERCURY — ‘54 4-dr., $1,560, °53 2-dr.,| (98) 4-dr., $300°, $260°. "48 (66) se-| $1,060. °52 Chieftain (8) 4-dr., $950°. 

Special 2-dr., $615. '51 SL Deluxe 4-dr.,| $1,240%; 4-dr., $1,125. ‘52 club coupe.| danet, $230°. ,51 Silver Streak (8) conv., $850°, $650°. 

$620, 2 at $560*, $510*; SL Special 4-dr., $850*, $800*. °51 4-dr., $660*%, $450°; | PACKARD — ’52 ¢200) 4-dr., $800*. °51 48 Torpedo (8) 4-a"., $275*; 2-dr., 

$470; FL Deluxe 2-dr., $610; Carryall,| club coupe, $610; 2-dr., $500. "49 coupe,| (200) 4-dr., $575%, $560*, $500, $360, | _,$155°. °47 Torpedo (6) sedan, $120. 

$475. '50 SL Deluxe Bel Air, $540* | $340, $250. '48 conv., $130. ’47 coupe,| §$220*. '50 (200) ‘4-dr., $230; Deluxe | STUDEBAKER — '53 Champion 2-dr., 

$410*; 2-dr., $550, $370*, $346; 4-dr.,| $140. 4-dr., $180. qoae". S38 Champion é-dr., 9420. Si 

$390*, $350*; FL Deluxe 4-dr., $250. | NASH—’54 Metropolitan coupe, $700. 53 | PLYMOUTH—’53 Cambridge 4-dr., $680, | Commander 4-dr., $390°, $320; Cham- 

"49 SL Deluxe 4-dr, $325, $300; conv., Statesman 4-dr., $730. '51 (600) 4-dr., $675. '52 Cranbrook 4-dr., $575.’ 51 Cran- (Continued on Page 47, Col. 1) 4 
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Used-Car Auction Prices 





(Continued from Page 46) 


pion coupe, $280*. '50 Commander 2-dr., 
$260*; Champion 4-dr., $190*. 

WILLYS — ’51 station wagon, $480. 
station wagon, $250*, '47 station wagon, 
$180°. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction, Inc. Sale every 
Wednesday. Prices are for sale of Apr. 6.) 


(Market off slightly but still strong 
activity. Sold 89 cars out of 139 offer- 
ings.) 

BUICK—’55 Century 4-dr., $3,200* (ps). 
’53 Super conv., $1,440%. °52 Special 
Sport coupe, 2 at $760*. '51 Super conv., 
$600*. °’50 Super conv., $610*; sedan, 
$305. '49 Super sedan, $410, $320, $270. 

CADILLAC—’53 (62) conv., $2,725* (ps), 
$2,550* (ps). °50 (62) sedan, $1,050°. 
"49 (60) Special sedan, $750*; (62) se- 
dan, $620*. °48 (62) sedan, $450. 

CHEVROLET—’55 Bel Air (6) 2-dr., $1,- 
675. °53 Bel Air 4-dr., $970. ’52 SL De- 
luxe Bel Air, $860*; sedan, $740°%; SL 
Special sedan, $650*, $420. '51 SL Deluxe 
sedan, $670, $610, $570; Bel Air, $650, 

65; SL Special sedan, $540. °50 SL 
, Deluxe Bel Air, $450; sedan, $420, $400; 
%-ton panel, $225. 

CHRYSLER—’51 Windsor sedan, $550. "50 
Windsor sedan, $430. 

DeSOTO—’53 Fire Dome (8) Hard Top, 
$1,375* (ps). °50 Custom sedan, $550, 


"49 


$470, $450 '49 Custom sedan, $285, $200. 
DODGE —'52 Coronet sedan, $650, $625. 
‘51 Coronet sedan, $610*, $470; Meadow- 
brook sedan, $560. '50 Wayfarer sedan, 


$350, $290. 
FORD—’55 Fairlane (8) Victoria, $2,300° 
(ps); Main (6) Ranch Wagon, $2,060. 


‘54 Custom (8) sedan, $1,190*. '53 Crest 
(8) Victoria, $1,225*; conv., $1,140°*. 
"52 Custom (8) 4-dr., $730. '51 Custom 
(8) 4-dr., $490. 

HUDSON—’52 Wasp sedan, $500. "49 Com- 
modore (6) sedan, $230. '48 Super sedan, 
$120. 


LINCOLN—’52 Cosmopolitan coupe, $1,350* 
(ps). '49 sedan, $225. 


MERCURY—’53 Monterey Sport coupe, $1,- 
320*, $1,270*. '51 sedan, $550, $525. '50 
sedan, $465, $390. 

NASH—’51 Statesman sedan, $340. 


OLDSMOBILE—’53 (88) Super sedan, $1,- 
340°. °51 (98) sedan, $690*, $475. °50 
(98) sedan, $400; (88) sedan, $450. '49 
(98) sedan, $300, $290. 

PACKARD—’52 (200) sedan, $700*. 


PLYMOUTH—’55 Belvedere (8) sedan, $1,- 
840*; 2-dr., $1,750. °53 Plaza station 
wagon, $1,060. °52 Cambridge sedan, 
$610; Cranbrook sedan, $530. '51 Cran- 
brook Belvedere, $520; sedan, $470, $350. 
’49 Special Deluxe sedan. $329. 


PONTIAC—’51 Silver Streak (6) sedan, 


$515. '49 Silver Streak (8) sedan, $390. 
’47 Torpedo (8) station wagon, $215. 

STUDEBAKER—’52 Champion sedan, $500, 
$435. ‘51 Commander sedan, $325. 


CHICAGO 


(Arena Auto Auction. Sale every Tues- 
day. Prices are for sale of Apr. 5.) 


(Sold 292 cars out of 400 offerings.) 


BUICK—’55 Century Riviera 2-dr., $2,700* 
(ps); Speciul Riviera 2-dr., $2,670* (ps). 
’54 Century Riviera 2-dr., $2,240*; 4-dr., 
$1,860*; Super Riviera 2-dr., $2,150*, 
$2,115*, $1,940*; 4-dr., $1,870*. '53 Super 
Riviera 2-dr., $1,480*%, $1,400*, $1,340°; 
RM Riviera 2-dr., $1,425* (ps), $1,385° 
(ps); 4-dr., $1,340*, $1,190* (ps), $1,160*. 

CADILLAC—’'55 (62) conv., $4,890* (ps), 
$4,875* (ps), $4,550* (ps). °54 (62) 
ccnv., £4,155* (ps), $4,000* (ps); coupe 
deVille, $3,985* (ps); coupe, $3,565° 
(ps). '53 (62) coupe, $2,640* (ps), §2,- 
380* (ps); coupe deVille, $2,600* (ps). 

CHEVROLET — '54 Two-ten Handyman. 
$1,445; 4-dr., $1,270*, $1,085; Bel Air 4- 
dr., $1,425*; 2-dr., $1,370* (ps), $1,280. 
*53 Bel Air Sport coupe, $1,275*, $1,270°, 
$1,200*, $1,135*; 2-dr., $1,215*, $1,140, 
$1,055* (ps); 4-dr., $1,100* (ps); Two- 
ten 4-dr., $1,040*, $900, $895, $885; 2- 
dr., $985*, $900, $825, $815. °52 SL De- 


luxe Bel Air, $740; 2-dr., $725; 4-dr., 
$715*, $685*, $555; SL Special 2-dr., 
$520, $460. 

CHRYSLER — '53 NY Newport, $1,450° 
(ps); 4-dr, $1,125* (ps). '52 Saratoga 
4-dr., $900* (ps); Windsor 4-dr., $675°*. 


"51 N<¢ Newport, $730*; 
$555* (ps). 

DeSOTO—’53 Fire Dome (8) 4-dr., $1,065*; 
2-dr., $935*. ’50 Carryall, $360*. 


DODGE—'54 Royal 4-dr., $1,400*. ’°53 Cor- 


4-dr., $565°, 


onet 2-dr., $755*. °51 Coronet Diplomat, 
$635*; 4-dr., $505*. 

FORD —'55 Fairlane (8) 4-dr., $2,070° 
(ps); Custom (6) 2-dr., $1,650. '54 Crest 
(8) Skyliner, $1,700*; Custom (8) 4-dr., 
$1,280, $1,230, $1.215; Maia (6) 2-dr., 
$1,000. '53 Crest (8) Victoria, $1,305°, 
$1,300*, $1,275; Custom (8) conv., §1,- 
125*; 4-dr., $1,110*%, $1,035*; Main (8) 
Ranch Wagon, $1,075; 2-dr., $850, $720. 

HUDSON—’54 Wasp 2-dr., $1,020. '53 Hor- 
net 4-dr., $1,010*; Wasp 4-dr., $800. '51 
Commodore (6) 2-dr., $500. 

KAISER—’51 4-dr., $300. 

LINCOLN—’51 4-dr., $615°*. 

MERCURY—’54 Monterey coupe, $1,870*, 
$1,750*; Custom Sport coupe, $1,650°*. 
’53 Monterey 4-dr., $1,200; 2-dr., $1,180*. 
*52 Monterey coupe, $895. '50 2-dr., $375, 
$365. $750. '49 customized 2-dr., $405. 

NASH — '54 Ambassador 4-dr., $1,625*; 
Statesman 4-dr., $1,385*. '53 Statesman 
club coupe, $1,145*, $1,140*; Ambassa- 
dor 4-dr., $1,010*. °52 Statesman 4-dr., 
$755, $645; Rambler conv., $585. 

OLDSMOBILE—’55 (98) Holiday, $3,175* 
(ps), $3,170* (ps), $3,135* (ps); (88) 
Holiday, $2,790* (ps); Super 4-dr., $2,- 
600*; 2-dr., $2,500* (ps). '54 (88) Holl- 
day, $2,500* (ps); 4-dr., $2,075* (ps); 
(98) Holiday, $2,495* (ps), $2,400* (ps). 
53 (88) Holiday, $1,655* (ps). 

PACKARD—’53 Clipper 4-dr., $1,095*. °52 
4-dr., $840*. 

PLYMOUTH — '51 Savoy 2-dr., $1,240°, 
$1,165; Plaza 2-dr., $1,095*, £1,065. °53 
Cambridge Suburban, $1,025; 4-dr.,. $690; 
Cranbrook 2-dr., $885, $780; 4-dr., $825. 
$790, $765*, $715, $580. '52 Cranbrook 
4-dr., $535, $500; 2-dr., $495. 

PONTIAC — ’55 Star Chief (8) Catalina, 
$2,685* (ps); 4-dr., $2,320*. '54 Chief- 
tain (8) Catalina, $2,100*; 4-dr., $1,585°; 
2-dr., $1,520*. '53 Chieftain (8) Catalina, 
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47 
$1,500*; 4-dr., $1,170* (ps); $1,150, 
$1,120°. 

STUDEBAKER -— '54 Commander club 


coupe, $1,275*. '52 Champion 2-dr., $455; 
4-dr., $415. '51 Commander 2-dr., $380°. 

WILLYS—’50 station wagon, $400, $300. 

MISCELLANEOUS—’53 Austin 2-dr., $500. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 
Friday. Prices are for sale of Apr. 1.) 
(Sold 163 cars out of 211 offerings.) 


BUICK—’55 Special Riviera, $2.490*. ‘52 
RM 4-dr., $925* (ps); Special 2-dr., 
He '50 RM 4-dr., $450*; Special 4-dr., 

CADILLAC—’55 (62) coupe deVille, $4,- 
965* (ps); coupe, $4,965* (ps), $4,650° 
(ps); 4-dr., $4,825* (ps). ’50 (62) 4-dr., 
$1,200. '49 (62) 4-dr., $750°. °48 (62) 
club coupe, $360. 

CHEVROLET—’55 Bel Air (8) Sport coupe, 
$2,080* (ps), 2 at $2,000*; 2-dr., $1,690; 
Two-ten (6) 2-dr., $1,675; One-fifty 4- 
dr., $1,600. '54 Two-ten station wagon, 
$1,455: 4-dr., $1,200, $1,150; Bel Air 4- 
dr., $1,385*, $1,375, $1,300, $1,280; 2-dr., 
2 at $1,250. '53 Two-ten 4-dr., $940° 
(ps), $850, $840*, $785, $770; Bel Air 
club coupe, $1,105, $820; 2-dr., $800; %- 
ton pickup, $535. '52 SL Deluxe Bel Air, 
$880; FL Deluxe 2-dr., $635. ’51 SL De- 
luxe Sport coupe, $670. 

CHRYSLER—’53 NY 4-dr., $1,310; Wind- 
sor Newport, $1,150; 4-dr., $9t0°. 

DeSOTO—’53 Fire Dome (8) 4-dr., $1,025°; 
Powermaster 4-dr., $875* (ps). 

DODGE—’55 Royal 2-dr., $2,450. °54 Cor- 
onet 2-dr., $1,110. '53 Coronet Diplomat, 
$850*. '51 Coronet 4-dr., $405*. '50 2-dr., 
$310. '48 4-dr., $210. 

FORD —'55 Fairlane (8) conv., $2,150; 
4-dr., $1,890; 2-dr., $1,775; Custom (8) 
4-dr., $1,775*, $1,765*, $1,675, $1,670, 
3 at $1,665; 2-dr., $1,725, $1,655; Bust- 
ness coupe $1,425. '54 Main (8) Ranch 
Wagon, $1,465*; Crest (8) Victoria, $1,- 
410; Custom (8) 4-dr., $1,335; club 
coupe, $1,255; 2-dr., $1,250. 53 Crest 
(8) Victoria, $1,275*, $880*; Custom (8) 
2-dr., $930. ’52 Custom (8) 4-dr., $580. 
‘51 Custom (8) conv., $635; 2-dr., $525; 
Deluxe (8) 4-dr., $520. '50 Custom (8) 
2-dr., $500, $425; 4-dr, $490; %-ton 
pickup, $410. 

LINCOLN—’53 Cosmopolitan coupe, $1,465* 
(ps). 

MERCURY—’54 Monterey 4-dr., $1,650*; 
Custom 4-dr., $1,350. '53 coupe, $1,350°. 
’52 Sport coupe, $595. °49 cohv., $230; 
4-dr., $200. . 

NASH—’53 Rambler club coupe, $800. 

OLDSMOBILE—’55 (88) Holiday, $2,850°. 
’53 (88) Holiday, $1,425*; 4-dr.. 3 at 
$1,250* (ps), $1,240*; 2-dr., $1,240*. ’52 
(98) 4-dr., $950* (ps). °51 (88) Super 
4-dr, $695*, $605*; Holiday, $590*. ’50 
(88) 2-dr., $550*. 

PLYMOUTH—'55 Plaza (6) 4-dr., $1,760. 
*54 Belvedere 4-dr., $1,060. °53 Cran- 
brook 4-dr., $800. 52 Cambridge 4-dr., 
$390; 2-dr., $250. '51 Cranbrook Belve- 
dere, $540, $530; conv., $445; Cambridge 
2-dr., $375. °50 Special Deluxe Subur- 
ban, $500. 

PONTIAC — °55 Star Chief (8) Catalina, 
$2,625* (ps), $2,425*. '54 Star Chief (8) 
station wagon, $1,725*; 4-dr., $1,630°. 
’53 Chieftain (8) Catalina, $1,220* (ps); 
4-dr., $1,170*. '52 Chieftain (8) 4-dr., 
$725. °51 Silver Streak (8) 4-dr., §650°. 

WILLYS — '51 station wagon, $400. '47 
jeepster, $225, $200. 


FLINT 


(Flint Auto Auction, Inc. Sale every ° 

Wednesday. Prices are for sale of Apr. 6.) 

(A large percentage of autos in sale 
teday were rough as prices were up on 
clean merchandise. Sold 76 cars out of 

121 offerings.) 

BUICK—’55 Special Rivi2va 2-dr., $2,355. 
’54 Century 2-dr., $2,065*; Special 2-dr., 
$1,575. °53 RM 4-dr., $1,345*; 
Riviere 2-dr., $1,335*; 4-dr., $1,270*; 
Special 4-dr., $1,165*. ‘52 Special 4-dr., 
$930*, $885*, $870; 2-dr., $925*. °51 Su- 
per Riviera 4-dr., $700; Special 2-dr., 
$545. °50 Special 4-dr., $520*, $380°. 

CHEVROLET—’55 Bel Air (8) 2-dr., $1,- 


925*. '54 One-fifty station wagon, $1,350; 
2-dr., $1,005. '53 Two-ten station wagon, 


(Continued on Page 48, Col. 3) 
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Used-( ) 
sed-Lar AUCTIONS j 
The Nation's Auto Mark ‘ 
SEAMLESS or WELDED ti ut t 
MECHANICAL (Continued from Page 47) | a on $s 0 a e ace 
AIRCRAFT $1,115*, $1,050"; Se Se Se. | Want an insight into what's doing in the auto industry across the nation? 
$880*; Bel Air 2-dr., $ Th, eluxe | F 
bt eae! 2-dr, $450; club coure, — Ale, Read the Want Ad pages of Automotive News for clues. 
$215; SL Special club coupe, $400; " P 
ehh Deluxe 2-dr., $285. '49 SL Deluxe 4-dr., And as for selling—we've even sold horses to the men who deal in modern 
S is RV | ts 3 5 if 3 3 'E CARBON $160, $140. ‘48 FL Aerosedan, $145. horsepower . . . not to mention yachts, country estates, brainpower, ancient cars, 
STAINLESS PIPE aaa oon oe ue used cars, parts, tools and shop equipment. 
; c—’ eadowbroo -dr., 4 . 
ha taht it ach hci AOS ee allo) Coronet Diplomat, $530; %-ton pickup. | If you have a service or a product to sell, use the want-ad pages of the 
$390. Automotive News. They are read regularly by a hundred thousand men in the 
. FORD—’54 Crest (8) 4-dr., $1,300; Custom retail auto dealerships across the nation. 
RNs al GL lyon for PITTSBURGH TUBE COMPANY (8) 2-dr., $1,285. ’53 Crest (8) conv.. P 
$1,070*; Custom (8) 4-dr., $1,025. ’52 Clip Cou on Below and Mail 
COLD DRAWN BUTT WELDED- Custom (6) 2-dr., $725*, $680°, $670°. |f 0 ‘api duatadidneanaaad upo ciiienininaes inated pete ci arn ni 
"51 Custom (8) 3-ar., $510*, ghee; - | a a eee ae ee ‘ 
Custom (8) club coupe, $450, $300; clu 
coupe, $450; Custom (6) 2-dr., $300. | Want Seine " 
MERCURY—’53 Curtom 4-dr., $1,235. °50 | | utTomotive News, 
4-dr , $325. | 2666 Penobscot Building, Detroit 26, Mich. | 
NASH — '54 Statesman sedan, $1,250. '50 | | 
2-dr., $110*. 
OLDSMOBILE—'50 (98) 2-dr., $105. 49/1 (Under heading) ............... ccc cece cece ccc ceccceeececeuceuceuueees : 
(98) 4-dr., $140. '48 2-dr., $100. | 
PACKARD—’51 4-dr., $450*. | | 
I Oe Meelis Miki IL “™<* 882 ++ koe ereeneesmentennvenonerennne sonar ionnnsrettonenetses oone | 
$1,000; Cranbrook Belvedere, $810. ‘51 | 
Cambridge Suburban, $520; club coupe.|/| 5. dsddd sd... 7 
ae OE ee EAE, Oy Bae, GE |) TTT nenserotabrnnsvcesrens ss etrerancveteresseseverassen, | 
’49 4-dr., $200. ’48 4-dr., $140. | 
PONTIAC—’53 Chieftain (8) 4-dr., $1,080*; : C6 OOD OCOKC SOOO CEE SOHC EEEEO CR OEEN OOO HHE OOS SE OEES CEE CEH SCHOO SOOO EEE SEOs | 


club coupe, $725*. * ° ase 
he s——____———_-. by 
STUDEBAKER—'53 Champion 4-dr., $775*- | | No. of insertion Figure cost at 22 cents a word. (Position wanted at 


| 
'52 Champion 4-dr., $360. 11 cents per word.) $1 for box number. Display ads: $12.30 per column inch, per | 
WILLYS—’53 Aero Lark 4-dr., $470. '52/|! insertion. Please mail check with order. Closing date: 6 days in advance of | 

| 


Aero Ace 2-dr., $375. i publication date. Frequency Rates available on request. 


DYER, IND. | ; sainandiaiicinadasieeimiotammas 


(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of Apr. 1.) 

(Sold 238 cars out of 371 offerings.) 
BUICK—’55 Special 4-dr., $2,160*. '54 Spe- 

cial 4-dr., $1,690*. "53 RM Riviera, $1,-| § ; 

490* (ps); Super Riviera, $1,415*, $1,- WHEN WILL 

405*. '52 Super 4-dr., $875*; Special 2- BLAKE’S CAR 

dr., $845* $810. ‘51 Special 2-dr., $575*, 

$570*, $490. °50 Special 4-dr., $320*, BE READY? 

$290. '49 Super 4-dr., $260*, $185*. ne 


CADILLAC—'53 (62) coupe, $2,350*, $2,- 
300*. ’51 (61) 4-ir., $1,355*; (62) 4-dr., 
$1,300*. °50 (61) coupe, $1,155*; (62) 
4-dr., $1,140*. '49 (62) 4-dr., $540*. 

CHEVROLET—’'55 Bel Air (6) 4-dr., $1,- 
785, $1,765; Two-ten (6) 4-dr., $1,650. 
°54 Bel Air conv., $1,655*; 2-dr., $1,460*, 
$1,290*. °53 One-fifty station wagon, 
$1,040; Bel Air 2-dr., $1,020. '52 SL De- 
luxe 4-dr., $590, $560, $515. ‘51 SL De- 
luxe 4-dr., $510, 2 at $445*, $440; %- 
ton pickup, $500. ’50 SL Deluxe 4-dr., 
$440*, $385, $325, $315*; SL Special 2- 
dr., $310. '49 SL Deluxe, $335, 2 at $280, 
$150; FL Deluxe 2-dr., $350. $310. 

CHRYSLER—’53 Windsor 4-dr., $1,055*. 
"50 Windsor club coupe, $300. '49 Royal 
4-dr., $375; club coupe, $165. 

DeSOTO—’53 Powermaster 4-dr., $980*. 

DODGE — '54 Royal conv., $1,475* (ps). 
’53 Coronet Diplomat, $1,175*, $825; 2- 
dr., $930*, $920*, $800, $795. ’52 Coronet 


° 4-dr., $630, $590*; Wayfarer 2-dr., $380, 

$300. '51 Meadowbrook 4-dr., $370, $345. 

'¢ G | ¢é FORD—’55 Fairlane (8) Crown Victoria, 
$2,325*; 2-dr., $2,215* (ps), $2,145*, 

P ‘ $2,050. '54 Custom (3) 2-dr., $1,235, 


¢- ~ $1,155; %-ton pickup, $900, $890. '53 
a- ; Crest (8) conv. $1,325*, $1,200*; Cus- 
ae tom (8) 2-dr., $1,075* (ps), $915, $860. 


ae Stn pekip bias ot Ciaten (Oe 
- \ b > ti - 

eh ar: ihae- yal ica Wiad e) dr., $600", $840, $365, $335. "49. Custom 
= oe ) Pe. Ee, $180, $145. '47 Deluxe 

Increase profi ts HUDSON—'53 Hornet 4-dr., $980. '50 Pace- 
ith KAISER 51 Deluxe 4-dr $400* 
Ab LINCOLN—’52 Cosmopolitan coupe, $975*. 


tae dol | Whether your plans mUSST0°; club coupe, $i80°. "49 2-ar., $945, 





















° $305*, $215*, $135*. | 
for a new paint shop wage — "53 Seateemen 4-dr., $1,025*, $1,- | % % 
. . . . ma 1 i a , $480: 
are in the blue print stage or just a “pipe dream”, Statesman 4-dr.. $110". "50 ‘Statesman 20 to 5 MORE SERVICE JOB 
4-dr., $220. '49 (600) 4-dr., $130, $120*. 


it will pay you to consider this: You can turn out OLDSMOBILE — '55 (98) 4-dr., $2,945* 
(ps), $2,900* (ps), $2,850° (ps); (88) 


twice as much work right in your present shop, with Holiday,” $2,820° (ps); 4-dr., $2,490 * 
increase i | or overhead Pia Sa da era oe | wi ecutone 
no increase in space, personnel or overhead. $2.135*. °53 (88) Holiday, $1.715° (ps), | 
4-dr., $740*, $640*. '50 (88) 4-dr., $385*, 


How? With a single Dry Quick Infra-red Paint $250, ssa0°, $o00°. 


Baking Panel. Your profits will double immediately — | "tipper s-ar.. $5.0". “50 Cupper i-ar,| Large and small dealers every- With Executone you just push a 


. . . . . $150*. j ; ° i i 
and you will deliver jobs that will increase customer —_| rivmourm—ss savoy 4-ar., $1,045. ’s1| Where are selling more customer button and talk. Production is 
Cranbrook 2-dr., 2 at $350; Cambridge | labor and building good will with continuous and uninterrupted. 


good will and increase yous business. $345; Tas, $200, $218; Deluxe club Executone Intercom. Jobs are Executone helps you turn out 


coupe, $220. "49 Special’ Deluxe 2-dr., | routed, parts and tools ordered, more service jobs with your pres- 


YOU CAN LEASE IT FOR JUST A PONTIAC—'St Chieftain (8) 4-dr., §$1,- | information exchanged—all with- ent facilities...helps increase 


750°, $1,605° ; 8 i 4-dr., | ? 
FEW CENTS A DAY! py rn ieee na) toe ee out wasteful running around. your profits! 
$1,050*. °52 Chieftain (8) 4-dr., $805*, 


Fill out the coupon below for a demonstration in your shop, ane :! nap. Sig5t6*. "50 Silver Streak (8) | SERVICE on Your Premises 


or for information about our new leasing plan. J i. ae. — ia ae | f oe : 

ER—'53 Champion 2-dr., $700°. Executone factory-trained technicians in your 

50 Commander Land Cruiser, $250; | ¢ ¢ 
Champion club coupe, $335*. 49 Cham- | area provide prompt dependable service— 

pion conv., $135*. | ° : ° 
WILLYS—'50 (4) station wagon, $245°*. right on your premises —whenever required ! 
"49 (4) jeepster, $300. | 
MISCELLANEOUS — ‘44 Army wrecker, | 


$725. 
a> ane pom. LYBCUmMe 
(Oakland Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Apr. 6.) 


LAMP CORP. eee te Ae | 
INTERCOM, VOICE-PAGING AND 








en 








oan as = was Yona and warm. 

sina Gem ie et Ge ext co eae ewe | SOld 60 percent of cars o ») 

MAIL THIS UPON TODAY BUICK—’52 Super Riviera, $900*. "51 RM 
Riviera, $805*, $795*. °50 Super 4-dr., 
$470*, °49 Special 2-dr., $270. °48 RM 

| 2-dr., $190. 47 RM 2-dr., $165. 

| CADILLAC—’51 (62) 4-dr., $1,630*. °50 

(62) 4-dr., $1,075*. 

|; CHEVROLET—’53 Two-ten 2-dr., $975. ’52 
SL Deluxe 2-dr., $750*. ’51 SL Deluxe 
2-dr., $550. 

DeSOTO—’ 54 Custom 4-dr., $920. 

DODGE—’50 4-dr., $460*. 

| FORD—’55 Fairlane (8) Victoria, $2,225°*; 

Custom (8) 2-dr., $1,960*; 4-dr., $1,800°. 

’54 Main (8) station wagon, $1,700. '53 

Crest (8) Victoria, $1,425*; Custom (8) 

4-dr., $820. °52 Custom (8) 4-dr., $740°. 

"51 Custom (8) 2-dr., $575. '50 Custom 


(Continued on Page 49, Col. 1) 
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Greensburg, Indiana | ee ee ae ea eee oe 
SERVICE DISPATCHER SYSTEMS 







Dry Clime Lamp Corp., Dep't A, Greensburg, Ind. 


EXECUTONE, INC., Dept. R-7 
415 Lexington Ave., New York 17, N. Y. 


Without obligation, please send booklet describing 
how Executone helps turn out more service jobs. 


Rovrenrorsneae soe 


(1! would like a demonstration on (date)............... - 
([] Please send me more information on the driQuick leasing plan. 


Name 
i 
Address____ a 

In Canada—331 Bartlets Ave., Toronto 





a 








a | 


i. 





SESE NAN EEN E ST aasad 








L Used-Car Auction Prices 


(Centinued from Page 


(8) station wagon, $630°; 4-dr., $485. °48 
\%-ton pickup, $370. 
HUDSON—’49 club coupe, $230. 
MERCURY—’53 Monterey Hard Top, §$1,- 
710*. '52 4-dr., $1,095*; 2-dr., $955. 
NASH—’51 Rambler station wagon, $505*. 
"50 (600) 4-dr., $205°, 
OLDSMOBILE—’53 (98) 4-dr., $1,550*. '52 
(88) 4-dr, $1,095*; club coupe, $525. 
PLYMOUTH — ’51 Cranbrook 4-dr., $530. 
’50 Deluxe 2-dr., $320. 
PONTIAC—’55 Chieftain (8) 2-dr., $2,255*. 
STUDEBAKER—’ 49 4-dr., $280. 


FARGO, N. D. 


(Tri-State Auction Co. Sale every Thurs- 
day. Prices are for sale of Apr. 7.) 

(Spring-like weather brought on a surge 
of retail business. Consignment of whole- 
sale autos down although bidding very 
active. Sold 39 cars out of 53 offerings.) 


BUICK—’55 Super Riviera, $2,950* (ps), 
$2,900* (ps). 

CADILLAC—’52 (62) 4-dr., $2,175°. 

CHEVROLET—’54 One-fifty 2-dr., $1,010, 


$1,000. '53 Two-ten Handyman, $1,285*, 
$1,245; 4-dr., $855. °52 SL Deluxe Bel 
Air, $725; 4-dr., $650*, $600*, $540; 2- 
dr., $600*. 51 SL Deluxe 2-dr., $565; 
SL Special 2-dr., $440. 50 SL Deluxe 
2-dr., $425. '49 SL Special 2-dr., $320. 
DODGE—’46 %-ton pickup, $140, 
FORD—’55 Custom (8) Country sedan, $2,- 
425°; Fairlane (8) Crown Victoria, $2,- 
250°; 4-dr., $2,100* (ps). '54 Custom (8) 
4-dr., $1,300. ’53 Custom (6) 2-dr., $885; 
Main (8) 4-dr., $880; 2-dr., $845. °52 
Main (6) 2-dr., $695, $685. '51 Custom 
(8) Business coupe, $455; 2-dr., $550. ’50 
Custom (6) 2-dr., $385. '49 Custom (8) 
4-dr., $375. 
MERCURY — '51 4-dr., 
$430. 
NASH—’49 (600) 4-dr., $110. 
OLDSMOBILE—’49 (98) conv., $235*. 
PLYMOUTH—’55 Belvedere Hard Top, §$2,- 
175°. 
PONTIAC — '50 Silver Streak (8) 2-dr., 
$395*, '49 Silver Streak (8) 4-dr., $300*. 


MANHEIM, PA. 


(Manheim Auto Sales & Auction, Inc. 
Sale every Friday. Prices are for sale of 
Apr. 8.) 

(Market good. Sold 182 cars out of 248 
offerings.) 

BUICK—’55 Century Riviera, $2,760* (ps). 
’54 Super 2-dr., $1,850*%; Special 4-dr., 
$1,690*, °53 Super 4-dr., $1,255*%; RM 
4-dr., $1,100*. ’52 Special 2-dr., $830. ’51 
Super 4-dr., $630*. ’50 RM 4-dr., $410*. 
’47 Super 2-dr., $135, 

CADILLAC—’55 (62) 4-dr., 


$585*. °50 coupe, 


$4,620*° (ps). 


'54 (62) conv., $4,150* (ps); coupe de- 
Ville, $3,775* (ps). ’53 (62) coupe de- 
Ville, $2,650* (ps). °51 (62) 4-dr., $1,- 


500*. °49 (62) 4-dr., $900*. 

CHEVROLET—’55 One-fifty station wagon, 
$1,800. °54 Corvette, $1,825* (ps); Bel 
Air Sport coupe, $1,425*; Two-ten 4-dr., 
$1,170; One-fifty 2-dr., $1,060. ’53 Bel Air 
Sport coupe, $1,270*; 2-dr., $1,100*; One- 
fifty 2-dr., $770. ’°52 SL Deluxe conv., 
$865*; 2-dr., $745. '51 SL Deluxe 4-dr., 
$660*. '50 SL Deluxe 4-dr., $495*. '49 
SL Deluxe 2-dr., $255. 

CHRYSLER—’53 NY 4-dr., $1,290*; Wind- 
sor 4-dr., $1,280*; club coupe, $1,130. '47 
Windsor 4-dr., $160. 

DeSOTO—’55 Fire Dome (8) 4-dr., $2,150°*. 
*54 Fire Dome (8) coupe, $1,725*%, °52 
Fire Dome (8) 4-dr., $770*; club coupe, 
$500*. '48 4-dr., $195*, 

DODGE—’54 Meadowbrook 4-dr., $1,185*. 
’53 Meadowbrook Suburban, $980; 4-dr., 
$950; Coronet 4-dr., $820. ’°51 Meadow- 
brook 4-dr., $525; Coronet 4-dr., $410*. 

FORD — '55 Fairlane (8) Crown Victoria, 
$2,405* (ps). ’54 Crest (8) Country se- 
dan, $1,650; Custom (8) 2-dr., $1,360. 
"53 Main (8) Ranch Wagon, $1,250; 2-dr., 
$930; Crest (8) Victoria, $1,250*; Custom 
(8) 4-dr., $1,110; 2-dr., $1,023; Custom 
(6) 4-dr., $820. ’°52 Custom 
$800. '50 Deluxe (8) 2-dr., $550. 

HUDSON—’51 Hornet 4-dr., $460*; Pace- 
maker 2-dr., $340. 

KAISER—’51 4-dr., $175. 

LINCOLN—’53 Cosmopolitan 4-dr., $1,585*. 
"50 Cosmopolitan 4-dr., $310*. 

MERCURY — '55 Monterey 4-dr., $2,290*. 
‘54 Monterey 2-dr., $1,980*%; Custom 2- 
dr., $1,550*. ’53 4-dr., $1,435*, '52 2-dr., 
$980*. '51 4-dr., $670*, $540. 

NASH—’53 Statesman club coupe, $1,075. 
*52 Rambler 2-dr., $680. ’51 (600) 4-dr., 
$290; Ambassador 4-dr., $270*. ’49 2-dr., 
$130. '47 coupe, $110. 

$2,250* 


OLDSMOBILE — ’54 (98) 4-dr., 


(ps); (88).2-dr., $1,650. '53 (88) Holiday, | 


$1,620* (ps); 4-dr., "52 (88) 4- 
dr., $1,090*. °51 $760*, '50 
(88) 4-dr., $685*, . 

PACKARD — ’51 4-dr., $650*. ’49 4-dr., 
$280*. ’48 limousine, $125. 

PLYMOUTH — ’55 Belvedere Sport coupe, 
$2,190*. °53 Cranbrook Savoy, $1,030; 
Cambridge 4-dr., $850*. ’°52 Cambridge 
4-dr., $600. ’'51 Cambridge 2-dr., $500. 
‘50 Special Deluxe conv., $560; 4-dr., 
$560. °49 Special Deluxe 4-dr., $435. 

PONTIAC — '55 Chieftain (8) club coupe, 
2,450*. '53 Chieftain (8) Catalina, $1,- 
425*. '52 Chieftain (8) 4-dr., $840. 
Silver Streak (8) 4-dr., $775*, '47 Tor- 
pedo (8) club coupe, $130, 

STUDEBAKER — ’53 Commander 4 - dr., 
$925*; Champion Sport coupe, $840*. ’51 
Champion 2-dr., $370*. ’50 Champion 
oy $335. '49 Champion 4-dr., $175, 

#U, 

WILLYS — '55 station wagon, $1,400. ’54 

2-dr., $780. °53 Aero Falcon sedan, $375. 


HORSEHEADS, N. Y. 


(Horseheads Auto Auction, Sales every 
Tuesday and Friday. Prices are for sales 
of Apr. 5-8.) 

(More cars and buyers this week as 
bidding was active. Our Good Friday sale 
was the best of the year.) 

BUICK—’54 Super sedan, $1,800*, '53 Su- 
per sedan, $1,330*; Special Riviera, $1,- 
«<0. ‘52 Super sedan, $795. ’51 RM Rivi- 
era, $660*; Super sedan, $635, $550; 
Special sedan, $585. '50 Super 4-dr., 
$500"; Special sedan, $390, $310. '49 RM 
sedan, $200; Super sedan, $270, $250; 
conv., $225*. 

CADILLAC—’50 (62) conv., $1,330°. 

CHEVROLET—'55 Two-ten (6) sedan, $1,- 
570. '54 Bel Air conv., $1,450; sedan, 


$1,360. 
(88) 4-dr., 





(8) 2-dr., | 


"51 | 








AUTOMOTIVE NEWS, APRIL 18, 1955 


48) 


$1,225. '53 Bel Air Hard Top, $1,190; 
sedan, $1,075; Two-ten sedan, 2 at $930; 
%-ton pickup, $740. '52 SL Deluxe se- 
dan, $725, $610*, $600*, $575. '51 SL De- 
luxe sedan, $630, $625*, $595, $590*, 
$550*, $530. '50 SL Deluxe sedan, 2 at 
$490, $465, $445, $425, $415, $395, $390, 
$380, $350; SL Special sedan, $410, 2 at 
$360, $355. °49 SL Deluxe conv., $400; 
sedan, $390, $290, $285, $265. 


CHRYSLER—’50 NY sedan, $445*. '49 NY 
sedan, $295*. '48 Royal sedan, $130. 


DeSOTO—’52 Fire Dome (8) sedan, $830* 
(ps). ’51 Custom Carryall, $590; sedan, 
$485*. °50 sedan, $400*, ’48 sedan, $135. 

DODGE — ’55 Coronet (6) sedan, $1,700*. 
’563 Coronet (8) sedan, $1,025, $860*; 
Meadowbrook sedan, $740. '52 Wayfarer 
sedan, $455, $425*, °51 Coronet sedan, 
$630*. ’°50 Coronet sedan, $430*, '49 Cor- 
onet sedan, $490. 

FORD—’55 Fairlane (8) Victoria, $2,260* 
(ps); sedan, $2,000* (ps). ’53 Custom 
(8) sedan, $1,095, $1,025, $945; Main (6) 
sedan, $850, $745. '52 Crest (8) Victoria, 
$975; sedan, $775. ’51 Custom (8) Vic- 
toria, $705; Country Squire, $525*; sedan, 
$515, $475. °50 Custom (8) sedan, $435, 
$400. ’°49 Custom (6) sedan, $250, $235, 
$210, $200. °47 Custom (6) sedan, $115. 
’46 Custom (6) 2-dr., $150, 

HUDSON—’53 Pacemaker sedan, $845. '51 
Hornet sedan, $390; Pacemaker sedan, 
$385, $300, $265. ’50 sedan, $150. 

MERCURY—’55 Custom 4-dr., $2,100. '52 





Custom 2-dr., $1,125°. '51 sedan, $505°, 
$495. '50 sedan, $500, $430. °49 sedan, 
$185. 

NASH — '53 Ambassador station wagon, 
$945. °52 Rambler Hard Top; $575, ‘50 
soon. 2-dr., $165. '49 Ambassador 4-dr., 

90. 

OLDSMOBILE — '50 (88) station wagon, 

$650; 2-dr., $590. '49 (88) 4-dr., $285; 


(98) conv., $190. '48 (78) conv., $105. 
PACKARD—’52 (200) 4-dr., $710. °49 4- 
dr., $280. 
PLYMOUTH — '53 Cambridge 4-dr., $755, 
$710. °51 Cranbrook 2-dr., $600; Cam- 
bridge sedan, $500, $495. '50 Special de- 


luxe sedan, $450; 4-dr., $450, $375; 
coupe, $390; Deluxe sedan, $405, $350; 
coupe, $330. '49 Special Deluxe sedan, 


$425, $375, 2 at $350, $320, $310, 2 at 
$295, $250, $235; conv., $375, $360, $240. 
PONTIAC—’53 Chieftain (6) sedan, $950°. 
’52 Chieftain (8) Catalina, $975*. '51 
Silver Streak (8) 4-dr., $650. ’50 Silver 
Streak (8) sedan, $550; Silver Streak (6) 


2-dr., $320. ’49 Silver Streak (8) conv., 
$470*; sedan, $390*. °'47 Torpedo (8) 
sedan, $145. 

STUDEBAKER ‘“— '52 Commander sedan, 


$390. "50 Commander 4-dr., $180; Cham- 
pion club coupe, $140. °49 Commander 


4-dr., $185. 

WILLYS — ’'50 (4) station wagon, $310, 
$270. 

MISCELLANEOUS — '52 Henry J sedan, 


$400, $355. ’51 Henry J sedan, $295, $245, 
$235, $225, $140; Frazer sedan, $135. 


OMAHA 


(Soderberg-Kline Auto Auction, Sale ev- 
ery Thursday, Prices are for sale of Apr. 
7.) 

(Market good.) 

BUICK—’54 Speciai Riviera, $1,885*. ‘53 

Super Riviera, $1,450*; Special Riviera, 

$1,220*. '52 Super 4-dr., $780*. '51 Super 


ee 
— e* 


- 


Here’s a handy quick-reference checklist of a few of 
Oneida’s sure-fire sellpoints: 


¥ Twin-Riveted Body Panels give all around, “armoured” 


protection. 


¥ Rigid-Arch Roof-and-Wall Structure takes stresses with safety. 


¥ King-Size Bumpers and Rub Rails really soak up shock— 
front, rear and both sides. 


¥ Tough Floor Treads are “safetied” for all-weather sure-grip 


traction. 


¥ Wider Aisles, Higher Headroom, Safer Handholds. 


¥ Shatter-proof, shock-mounted windows, with split-type top 
sash opening to full nine inches. 





\ 


So “let in the clutch” on this geared- 
for-sales school bus body by contact- 
ing your nearest distributor, or by 






writing Oneida Products Corpora- 


tion today. 





TRADE MARK 





Riviera, $635*, $580*. ‘50 Super 4-dr., 
$310*; sedan, $190*, '49 RM 4-dr., $260°. 


CADILLAO—’54 (62) coupe, $3,560* (ps). 
'53 (62) 4-dr., $2,205* (ps). '52 (62) club 
coupe, $2,045* (ps). "50 (62) sedan, $1,- 
130*, °49 (62) 4-dr., $800*. '48 (60) 4- 
dr., $590°. 

CHEVROLET—’55 Bel Air (8) Hard Top, 
$2,160*, $2,110*; Two-ten 4-dr., $1,790*; 
2-dr., $1,625*, °54 Bel Air Sport coupe, 
$1,535*, $1,520°; 2-dr., $1,425°; 4-dr., 
$1,280; Two-ten 4-dr., $1,165, '53 Two- 
ten 2-dr., $1,000, $985; Bel Air coupe, 
$900. °52 SL Deluxe club coupe, $600; 
2-dr., $590. '51 SL Deluxe sedan, $615*; 
4-dr., $555*; FL Deluxe 2-dr., 
4-dr., $545*. ’50 SL Deluxe 2-dr., 

CHRYSLER—’50 NY 4-dr., $490°*. 

DODGE—’51 2-dr., $480*. 

FORD—’55 Custom (8) Country sedan, $2,- 
425°, $2,400*, $2,280; Fairlane (8) Crown 
Victoria, $2,425*; Victoria, $2,180°%; 4- 
dr., $1,975*; Main (8) Ranch Wagon, 
$2,090; Main (6) 2-dr., $1,550; 1-ton 
pickup, $1,720. °54 Custom (8) station 
wagon, $1,595. '53 Crest (8) Country 
Squire, $1,400. '52 Main (8) Ranch Wag- 
on, $1,040; 2-dr., $670. '51 Custom (8) 
2-dr., $580. ’°50 Custom (8) 4-dr., $485, 
$420, $330; Custom (6) 2-dr., $290. '49 
Custom (8) club coupe, $300, 

HUDSON—’51 4-dr., $295, '48 sedan, $165. 

KAISER—’52 Manhattan 4-dr., $690. °51 
2-dr., $200. 

MERCURY -—— ’'55 Monterey 4-dr., $2,415°*. 
*54 Monterey coupe, $1,850*. '53 Monte- 
rey 4-dr., $1,300*, ’51 2-dr., $530, $490; 
4-dr., $530. '49 Sport sedan, $430, $370. 

OLDSMOBILE—’55 (88) Super 4-dr., $2,- 
710*, $2,560°, $2,500°. °54 (88) Super 
Holiday, $2,210*; (98) 4-dr., $2,305* (ps). 
"53 (88) 4-dr., $1,575*, $1,480*. °52 (98) 
4-dr., $1,160*. 

PACKARD—’52 (200) 4-dr., $555°. ’50 2- 
dr., $320. 

PLYMOUTH—’55 Belvedere (8) 4-dr., $2,- 
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355*; Plaza (6) 4-dr., $1,690. ’53 Cam- 

bridge Suburban, $1,065; club sedan, 

$790, $780. °51 Cranbrook club coupe, 
65. 


PONTIAC—’53 Chieftain (8) Catalina, $1,- 
300*; 4-dr., $905*, '52 Chieftain (8) 4- 
dr., $765*, ’51 Silver Streak (8) Catalina, 
$730*, °49 Silver Streak (8) 4-dr., $330*, 
$275. 

STUDEBAKER—’55 President sedan, §$1,- 
890. '52 Commander 2-dr., $500. ’5i 
Commander coupe, $225*. 

WILLYS—’47 (4) station wagon, $205. 


NEW YORK CITY 


(Skyline Auto Auction, Sale every Tues- 

day. Prices are for sale of Apr. 5.) 
(Market off slightly on °’55 and ’54 
models. Others remain firm with clean 
and extra-clean autos in good demand. 
Off units looking for buyers. Sold 62 cars 
out of 105 offerings.) 

BUICK — '54 Super Riviera, $2,010*. '53 
Super 4-dr., $1,180*%, 2 at $1,175*, $1,050. 
’51 Super Riviera, $660°; sedanet, $530. 
"50 Super 4-dr., $585*, $520; Special 4- 


dr., $400*; 2-dr., $310. '47 RM conv., 
$105. 
CHEVROLET—’54 Bel Air 4-dr., $1,365*. 


’53 Bel Air 4-dr., $1,030; Two-ten 4-dr., 
$1,005*, $1,000*, $980*, $890, $860; 2- 
dr., $915, $890, $885, $875, $855; One- 
fifty station wagon, $995; 4-dr., $750, 
$720, $700, $685. '52 SL Deluxe 4-dr., 
$675. '51 SL Deluxe Bel Air, $685°; 4-dr., 
$465*. "50 FL Deluxe 2-dr., $430, $420, 
$390*, $315. '49 FL Deluxe 4-dr., $260, 
$250. ’°48 FM club coupe, $200; %-ton 
panel, $100. 

DeSOTO—’52 Deluxe Sportsman, $600. ’50 
Custom 4-dr., $405; Deluxe 2-dr., $370. 
’48 Custom 4-dr., $150. '46 Deluxe 4-dr., 
$115. 

FORD —’54 Crest (8) 4-dr., $1,290, '53 


(Continued on Page 50, Col. 1) 


Team up now with the “Geared for Sales” features of the 
Oneida Safety School Bus Body. It’s the surest, safest “Sales 


Partner” for your chassis. Together they'll pull the biggest 
sales load you have ever known. Why? Well, you know the 





features of your chassis. Add the safety, beauty, and stamina 
that Oneida engineers have built into these School Bus Bodies, 
and it’s clear why these two are a natural to sell together. 


Oneida Safety School Bus Bodies are tailored not only to 
meet, but to magnify, school officials’ exacting demands for 
safety, performance and endurance. Yet beyond these requi- 
sites, Oneida embodies unlooked-for “extras” in beauty of 
design and passenger comfort—found only in Oneida Bodies. 
One look at Oneida’s luxurious, all-weather veritable ““home- 


room on wheels” often closes the sale. 


SCHOOL BUS SALES DIVISION 


ONEIDA PRODUCTS CORPORATION 


CANASTOTA, NEW YORK 
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| '49 Silver Streak (8) 4-dr., $350°. 
| STUDEBAKER—’53 Champion 4-dr., $800°; 
2-dr., $665. '52 Commander 2-dr., $535°; 


Used-Car Auction Prices || 23%." #8 Sr 


| WILLYS—’55 (6) 4-dr., $1,575°. 
| ton panel, $400. 
| “ae ae — '51 International %- 
, $175. 
(Continued from Page 49) a 2 


| 
Main (6) ex-police cars, $585, $580. ‘51 Deluxe 2-dr., $505; %-ton pickup, $415. | MASON CITY, IA. 
Custom (8) 2-dr., $545, $500. °49 Cus- ’49 SL Deluxe 4-dr., $460, $385, $365; 2- (Central States Auto Auction. Sale every 
tom (8) 2-dr., $310. dr., $360. Wednesday. Prices are for sale of Apr. 6.) 
KAISER—’54 Virginian 4-dr., $425°. CHRYSLER—’49 Windsor 4-dr., $340*, °48 (Bidders active as we had a good con- 
MERCURY—'54 Monterey Sun Valley, $1,-| Windsor 4-dr., $230, $160. | signment of sharp cars. Sold 77 percent 
800°, '51 4-dr., $550*, $420, '49 4-dr., | DeSOTO—’52 Deluxe 4-dr., $695. | of offerings.) 
$225. DODGE—’52 Wayfarer 2-dr., $615. '51 Cor- | BUICK —’55 Super Riviera 2-dr., $2,790* 
NASH—’51 Statesman 4-dr., $405*; Ram- onet 4-dr., $550. '49 Meadowbrook 4-dr., (ps). °54 Super Riviera 2-dr., $1,975* 
bler conv., $400. $360. (ps), $1,965*, $1,935°; 4-dr., $1,960° 
OLDSMOBILE—’52 (98) 4-dr., $1,000°*. FORD—’54 Custom (8) 4-dr., $1,295. °53 (ps). °53 Super Riviera 4-dr., $1,340° 
PLYMOUTH—’55 Belvedere conv., $2,220°. Custom (8) 4-dr., $975; Main (8) 2-dr., (ps), $1,295*; 2-dr., $1,295*, $1,270°; 
’53 Cranbrook 2-dr., $760. $815. '52 Main (8) 2-dr., $700; Custom Special Riviera 2-dr., $1,090, '52 RM 
laces bisesk OO aaa Gees” i aaver 3 ar re ‘51 Custom (8) 4-dr., Riviera 4-dr., $865* (ps). 
ilver rea ) 2-dr., .” ver 635", *; 2-dr., $630°, $505*; Main | CADILLAC—’53 (62) 4-dr., $2,440* (ps), 
Streak (8) conv., $400. sa50.| (sch: $445. "50 Deluxe (8) 4-dr., $2,395* (ps). '52 (62) ede, $1,840: | Ramblers at Texas Livestock Show— 
STUDEBAKER—’ Champion 4-dr., . $425*; 2-dr., $415; Custom (6) 2-dr., J ° em -dr. - : ‘ ‘ : 
$380; club pT $315. 49 enmeia (8) = a6 t%8) a. e780". 4-dr., $1, Ten-gallon hats and Hudson Ramblers were in evidence at the San Antonio live 
EBENSBURG, PA. 4-dr., $235; 2-dr., $195. '48 Deluxe (8) | CHEVROLET—’55 Bel Air (8) 4-dr., $1,-| stock exposition and rodeo which attracted 300,000 visitors. Shown is a display by 
? station wagon, $210. 910*; Two-ten (8) Delray cou $1,850°. | Orsinger Motor Co. 
(Ebensburg Auto Auction Co, Sale every | HUDSON—’52 Hornet 4-dr., $700°. ’54 Bel Air 4-dr., $1,365*, $1,310*; Two- 
Thursday. Prices are for sale of Apr. 7.) | KAISER—’49 4-dr., $125°. ten 4-dr., $1,275*, $1,265; 2-dr., $1,170, 

(Good, clean autos were scarce, forcing | MERCURY—’50 4-dr., $360. $1,160, $1,150. °53 Two-ten Handyman, up, $395. °47 2-dr., $130. $740, $585. '52 Cambridge 2-dr., $555 
prices sky-high. Demand excellent, Junk, | NASH—’53 Ambassador (6) Country Club, $1,120; 2-dr., $765, $760, $750; One-fifty | HUDSON—’54 Hornet 4-dr., $1,425°. ‘51 $490. '51 Cranbrook 2-dr., $410, $400 
as usual, bringing junk prices with little $1,010*. 2-dr., $720, $705, $675. '52 SL Deluxe| Commodore (6) 4-dr., $445*. ’49 Deluxe 2-dr., $240. 
demand. Sold 82 cars out of 97 offer- | OLDSMOBILE—’53 (98) Holiday, $1,300° | 4-dr., $665; 2-dr., $615. LINCOLN—’ 54 Cosmopolitan 4-dr., $2,395* PONTIAC—’55 Chieftain (8) station wag- 
ings.) (ps). ’51 (88) Super 2-dr., $755*. ’°50 | CHRYSLER—’54 NY 4-dr., $2,190* (ps). | (ps). on, $2,175, '54 Chieftain (8) 4-dr., $1,- 
BUICK—’51 RM Riviera 2-dr., $730°. (98) 4-dr., $630°. '48 (76) 2-dr., $155*. | °53 Windsor 4-dr., $1,150* (ps). ’'52| MERCURY—’55 Monterey Hard Top, §$2,-| 555*. 53 Chieftain (8) Catalina, $1,305. 

CHEVROLET—’55 Bel Air (8) 4-dr., $1,-| PLYMOUTH—’55 Belvedere (8) 4-dr., $2,- Windsor 4-dr., $835. | 585%. '49 2-dr., $405°*. ’51 Silver Streak (8) 4-dr., $530. 
980°; 2-dr., $1,925*; Bel Air (6) 4-dr., 175* (ps), $1,950, $1,905*. '53 Cambridge | DeSOTO—’50 Deluxe 2-dr., $300*. NASH—’51 4-dr., $490°. '50 4-dr., $300°*. 
$1,680. ‘53 Bel Air 4-4r., $1,125*; 2-dr., $750. '51 Cambridge station wagon, | DODGE — '52 Meadowbrook 4-dr., $430*. | OLDSMOBILE—’55 (98) Holiday, $3,150* JENISON MICH 
%-ton pickup, $700. '52 SL Deluxe 4-dr., $770; 2-dr., $480. '50 Deluxe Suburban,| ‘°48 Wayfarer 2-dr., $215, $160. (ps), $3,050*%; 4-dr., $2,980* (ps). °54)| 9 = 
$775°; 2-dr., $775*; SL Special 2-dr., $535. | FORD —’55 Fairlane (8) 4-dr., $2,130°, (98) 4-dr., $2,270* (ps), $2,250* (ps).| (Grand Rapids Auction. Sale every Tues- 
$580, ’°51 SL Deluxe 4-dr., $690, $590°, | PONTIAC—’53 Chieftain (8) 2-dr., $1,035. | $2,075*. '54 %-ton pickup, $940, $890, ’53 (88) Super 4-dr., $1,415*, $1,405* | day. Prices are for sale of Apr. 5.) 
$585; 2-dr., $600*; club coupe, $490; %- ’51 Silver Streak (8) 4-dr., $655*; 2-dr., $840. '53 Main (8) Ranch Wagon, §$1,- | (ps). "50 (88) 2-dr., $495°*. | (Market a little weak on late models; 
ton stake, $500. ’50 SL Deluxe Bel Air, $495*. '50 Silver Streak (8) station wag- 315*. ’51 Custom (8) conv., $615*. '49 PLYMOUTH—’55 Belvedere (8) 4-dr., $2,-| very strong on clean, older models. Sold 


$575; 2-dr., $500, $430; conv., $455*; FL on, $560; 2-dr., $470*; club coupe, $380. | Custom (6) 2-dr., $220. °48 %-ton pick- 200* (ps). °53 Cranbrook 4-dr., $765,| 75 cars out of 115 offerings.) 
i i et —_—— | BUICK—’55 Super Riviera 2-dr., $2,850°* 


(ps). ’54 Century 4-dr., $2,035*; Special 
4-dr., $1,815*. °53 Super Riviera 2-dr., 
$1,375°; 4-dr., $1,365*. '51 Super Riviera 
4-dr., $740*%; RM Riviera 4-dr., $680°*; 
Special 2-dr., $675; $665*; 2-dr., $650°. 
’50 Special 4-dr., $420°*; 2-dr., $385°. '48 
RM 4-dr., $205*; Super 4-dr., $165. 

CADILLAC—’53 (62) 4-dr., $2,275° (ps). 

| CHEVROLET—’54 Bel Air conv., $1,605; 

2-dr., $1,450*; 4-dr., $1,365; Two-ten 4- 
dr., $1,285*; club coupe, $1,280, $1,175. 
53 Two-ten station wagon, $1,365*; 2- 
dr., $935, $830°, $800; Bel Air Sport 
coupe, $1,165*. °52 SL Deluxe Bel Air, 
$865; 2-dr., $570; SL Special club coupe, 
$505, $490. °51 SL Deluxe 4-dr., $615*. 
’50 SL Deluxe 4-dr., $390*. '49 SL Spe- 
cial 2-dr., $250. 

| DeSOTO—’53 Fire Dome (8) 4-dr., $1,200*; 

| Powermaster 4-dr., $1,080*. ’51 Custom 

| 4-dr., $500*. '49 Custom 4-dr., $380. 

| DODGE—’55 Royal 4-dr., $2,150*. ’54 Cor- 
onet 4-dr., $1,300*, ‘53 Coronet club 
coupe, $800*. ’°48 Custom 4-dr., $115. 

| FORD—’54 Custom (8) 2-dr., $1,240, $1,- 
215. °'51 Custom (8) Victoria, $695*; 

et (3) relay et at 2-dr., $630, $540. '49 Custom (8) 2-dr., 
$285. '48 Deluxe (8) club coupe, $175. 


LINCOLN—’49 Cosmopolitan 4-dr., $180*. 


Ld I MERCURY—’54 Monterey Sun Valley, $1,- 
etal 3) uect ons 800*. ’52 Monterey club coupe, $1,030. 
* NASH—’53 Statesman 4-dr., $910; 2-dr., 
$790; Rambler club coupe, $850. 
OLDSMOBILE—’53 (88) Holiday, $1,535*. 
’52 (88) Super Holiday, $1,220*, '48 (76) 
2-dr., $150*. 
PACKARD—’50 4-dr., $375. 
PLYMOUTH—’53 Cranbrook 4-dr., $665. 
PONTIAC—’55 Chieftain (8) Catalina, $2,- 
490*; 2-dr., $2,075*. °54 Chieftain (8) 
4-dr., $1,550*. °53 Chieftain (8) club 
coupe, $1,355*; 4-dr., 2 at $1,150*. °52 
Chieftain (8) conv., $870*. °51 Silver 
Streak (8) 2-dr., $610*, ’50 Silver Streak 
(8) 2-dr., $520*, $415, $405. ’°48 Torpedo 
(8) 2-dr., $165*. 
STUDEBAKER — ’'53 Commander club 
coupe, $975*, °52 Commander club coupe, 


$615*. 
DETROIT 


(Wes Coon Auto Auction. Sale every 

| Thursday. Prices are for sale of March 31.) 
(Market fair. Sold 22 cars out of 49 

| offerings.) 

| BUICK—’53 Special 2-dr., $1,120. ’52 Su- 
per 4-dr., $885. ’°50 Special 4-dr., $355. 

CHEVROLET—’53 One-fifty 2-dr., $675. '52 
SL Deluxe 4-dr., $610; 2-dr., $595; SL 
Special 4-dr., $585. 

CHRYSLER—’53 NY conv., $1,490* (ps); 
Windsor 4-dr., $1,155. 

DeSOTO—’48 2-dr., $115. 

FORD—’54 Custom (8) 4-dr., $1,265. ‘52 
Custom (8) 2-dr., $765. '51 Custom (8) 
2-dr., $645, $430. "50 Custom (8) 2-dr., 
$145. '49 Custom (8) 4-dr., $190. 

HUDSON—’50 Pacemaker 4-dr., $175. 

MERCURY—’ 52 2-dr., $710. 

OLDSMOBILE—’52 (88) 2-dr., $900. 

PACKARD—’50 Clipper 4-dr., $220. 

PLYMOUTH—’50 Deluxe 2-dr., $220. 

STUDEBAKER—’51 Champion 4-dr., $200. 


= s s 
— Auctions in Brief — 
PHOENIX, ARIZ. 


Phoenix Auto Auction, Inc, Sale every 
Wednesday (Apr. 6). '55 models weak, '51 
| to ’53 models going high. Good demand for 
|or 2 pickups and jeeps. Sold 117 cars out 


of 211. 
MONTPELIER, O. 


| Montpelier Auto Auction Co, Sale every 
| Monday (Apr. 4). Weather windy and mild 
| —bidding good. 


| WINDSOR, VA. 


Windsor Auto Auction, Sale every Thurs- 
|day (Apr. 7). There were approximately 
250 cars at the sale this week and over 81 
percent of these were sold. 


MEMO To 


FORD AND CHEVROLET DEALERS 
We are interested in making suitabie 
connections for local deliveries on a 


TRADE 


Write for your free eeu today basis throughout the country to supply 


new cars for our leased fleet. (Since 
these cars will be used locally your serv- 
ice shop can benefit also.) 


Contact Ben Geller 


EMKAY, INC, 
6850 Cottage Grove Avenue 
Chicago 37, Iilinois 
Phone: Museum 4-6969 








By Stuart Griffin 
Special Correspondent 
oe — (UTPS)—During fis- 
cal 1954 autos valued at $4,046,- 
000 were exported from Japan, ac- 
cording to the Motor-Car Export 
Promotion Assn. This was a decline 
of $560,000, or 13.8 percent, from 
1953. 

Industry officials blamed the de- 
cline on these factors: 

1. Intensified sales competition 
among other car-producing coun- 
tries which was partly offset by 
lower production costs arising. 
from cheaper iron, steel and other 
material prices. 

2. Lack of consistency in the 
Government’s foreign trade policy. 
The Japanese Government’s tax 
and financial policy for protecting 
auto shippers was far behind that 
of rival countries. 

3. A temporary halt in auto or- 
ders from Okinawa. 


Auto News from Japan 


°54. Car Exports Decline 13.8% to $4 Million; 
Competition, Trade Policy Blamed 
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ernment. Formosa was trailed by 
Thailand with 56 units, Brazil 
with 38 and Argentina with 27. 





also to the Ryukyus, Korea, Mexi- 
co, Pakistan and Indo-China. Buses 
were sold to the Philippines, Thai- 
land, Brazil, Colombia, Indonesia 
export horizon was the somewhat | and the Ryukyus. 
expanded shipment of cars to * * * 

Brazil and Thailand, but this has Car Production Dips 


been insufficient to make up for THE All-Japan Automobile In- 
the declines in other areas. dustry Assn. reports that out- 
Despite the annual decline, the} put of standard cars declined 7 per- 
Association has announced that/ cent in December from the previous 
December shipments of cars and| Month and that midget-car output 
parts totaled $530,025, making it | dropped 23 percent. 
the top auto export month of 1954.| December production amounted 
The previous best month was Octo-| to 2,146 standard cars and 1,533 
ber when cars valued at $487,144| midget cars, compared to Novem- 
were shipped. | ber output of’ 2,300 standard cars 
During December, shipments | 2nd _ 1,997 midget cars. 
were particularly brisk to For- December standard-car output 
mosa, Brazil, Thailand and Ar- was as follows: Toyota, 549; Nis- 
gentina. Formosa was the chief | 2M, 619; Isuzu, 517; Hino Diesel, 
purchaser, accepting 60 vehicles | 240; Mitsubishi Nippon, 148, and 
for the Nationalist Chinese Gov- | Minsei Diesel, 73. 
sic era eee | ‘ Four-wheeled midget-car produc- 
ie » ion amounted to 768 for Toyota; 
Trivoli Takes Ford \413 for Nissan, 237 for Fuji Sei. 
Joseph Trivoli, former owner of | mitsu and 117 for Ohta. 
H & T Motor Service (Hudson), Deliveries in December amounted 
Pittsburgh, has opened Trivoli|to 2,296 standard cars and 1,793 








4. Slow sales in South Korea for | Motor Sales (Ford), Blairsville, Pa.| midget cars. These figures were 


political reasons and in Formosa | 
because of the financial and politi- | 
cal situation. | 

5. Collateral offered by some | 
buyers to barter for Japanese | 
cars has sometimes proved un- 
acceptable due to poor market | 
value. | 
The only bright spot on the auto | 


‘Bait Advertising’ 
Scored as Blow 


To U.S. Economy | 


HOT SPRINGS, Va.—The Assn. | 
of National Advertisers registered 
deep concern last week over the| 
outcropping of “bait advertising” | 
by some retailers in certain com- 
munities. 

At its convention here, ANA 
stated that “any dishonest or sharp 
practice that undermines public 
confidenee in advertising also un- 
dermines the health of the nation’s 
economy.” 

“‘Bait advertising’ involves the 
insincere use of a product as a lure 
with no honest intention actually 
to sell it. It is, therefore, a revolt- 
ing perversion of advertising and 
the very opposite of the ethical 
principles of an overwhelming ma- 
jority of advertisers,” ANA said. 





Specifically, ANA recommended 
that statutes which are already in 
existence be invoked and that all 
advertisers, businessmen and con- 
sumers give local enforcing officers 
full cooperation. 

Media were urged to act to pre- 
vent and forestall the abuses of 
“bait selling.” 


Baker to Produce | 


Hall Machines 


TOLEDO, O.—Baker Brothers, 
Inc., machine tool maker, has ac- 
quired certain assets of the Hall 
automotive equipment line of Wa- 
terbury Tool division of Vickers, 
Inc., it has been announced. 

As a result, production of Hall 
valve seat grinding machines and 
allied equipment has been trans- 
ferred from Waterbury, Conn., to 
Toledo where it will be carried on 
under the name Hall-Toledo. 

G. V. C. Baker has been named 
vice-president in charge of Hall- 
Toledo, and Milo C. Gray, formerly 
sales manager of the automotive de- 
partment of Waterbury Tool, will 
be general manager. 


AUTO 
TURNTABLES 


a 
Manufactured by 


Macton Machinery Co. 
DYKE LANE 
Stamford 2, 

Conn. 








Sales in December were made! 


|New M idgets Announced 


51 


cars, the Toyopet Crown and the 
Toyopet Master, both of which are 
said to have several new features 
which are expected to make them 
more competitive with foreign 
makes. 

| Chiefly distinguishing these 
| cars from other Japanese vehi- 
} 

| 


| 


| cles are their longer and lower 
profiles, as well as increased 
| width which increases the pas- 
| senger capacity from five to six. 
Other features of both cars in- 
oe | clude: 
pw 1. A three-notch remote control 
Arresting Gear Tested— | gear shift lever. 
A jet-powered test car is being used in 2. Hypoid gears, the first ever in- 
| the development of large capacity air- stalled in a Japanese sedan. 
| plane arresting gear by the All American 8. Coil springs for the Crown. 
| Engineering Co., Wilmington, Del. It is} The Crown is priced at 995,000 
| shown pushing a dead load down the | yen, about $2,750. The Master, con- 
5,000-foot All American test track at Sus- | structed for much heavier and 
sex County Airport, Georgetown, Del. The| rural use, costs 895,000 yen, about 
jet car is powered by two Allison engines | $2,500. 
of 10,000 pounds combined thrust. It is Production of these cars is 
Paes Commer ecuPlone wheels) slated to begin this spring and 
| Soteeeiansllllenonsisiaicndilan caehsenegeanmemnsiacs the cars should be ready for mar- 
ket about July. 
Kondoh Industries, Ltd., has been 
|named the agent in Japan for 
| Cycleweld cements, developed by 
| Chrysler Corp. for bonding rubber, 





3 





| 2,287 and 1,757 respectively for No- | 
| vember. 
* * * 





Tozer AUTOMOTIVE CoO. has | metal, wood, plastics, ceramics and 
introduced two new midget | fibers. 





| Hf OW- the all- 









New, 
distinctive can 


... in gold, 
red and blue 


It’s “‘light’’... has range for “flash 
lubrication” during cold starts. It 
has “body” to withstand heat. 


Where a motor oil with maximum tempera- 
ture range is required — Havoline Special 
10 W-30 is far better than 10 W-30 motor 
oils of leading competition. 


Test after test, conducted by an independent 
research organization, proves it can take it — 
at any temperature! Brand new cars, cold- 
soaked at the base of a Colorado mountain, 
climbed steep, rugged roads to the top. The 
same cars, cold-soaked at the top before 


temperature mofor oil... 





TESTED ans PROVED 
_tre BEST 1OW-30 


Faster pick-up, better gasoline mileage, 
far cleaner engines in test cars using... 


HAVOLINE 
SPECIAL 
10W-30 


descending. Maximum speed 35 mph — tem- 
perature to 20° below zero — day after day, 
for 10,000 miles. 

Brand new cars, heat-soaked in the Texas 
sun — were driven at high speeds, at high 
temperatures. Maintained speed 65 mph — 
temperatures well over 100° —hour after 
hour, for 20,000 miles. 


: Ss 
ri orow oi 
| iaied for ole 
P 
Texas COM 
5 ee ee 





: 
: 
| 
: 
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‘Word of Mouth’ 
Expected to Sell 
Ford Power Packs 


SAN ANTONIO, Tex.—(UTPS)— 
Ford dealers report a moderate de- 
mand for power packs in the San 
Antonio area, but expect it to in- 
crease as more car owners get to 
use them and take advantage of 
the extra power they provide 4 
driver. 

“Thus far,” says I. E. Fortune, 
general manager for Austin- Hemp- 
hill Co., downtown Ford dealership, 
“we have installed about 10 power 
packs for customers, who seem to 
be well satisfied with the device. 
We think that the demand will in- 
crease as customers begin to use 
them and tell their friends about 
them. 

“Most purchasers, we find, are 
car owners who want a bit of extra 
power to get off to a fast start, or 
to pass someone while on the road 
—salesmen and others who must 
do a lot of driving to get about the 
state—to whom power packs are 
an advantage. 

“The irresponsible driver, we feel, 
will be just as dangerous without 
one as with one.” 


McLouth Opens | 
Gibraltar Plant 


DETROIT.—Marking the com- 
pletion of its $100 million expansion 
program, McLouth Steel Corp. has 
pegun operations at its new cold- 
rolling mill in Gibraltar, Mich. This 
boosts the firm’s steelmaking ca- 
pacity to 1.2 million tons annually. 


The Gibraltar plant, which has an 
annual capacity of 500,000 tons, will 
produce 56-inch cold-rolled sheet 
steel, mostly for the auto industry. 

Built at a cost of $20 million, the 
plant has 300,000 square feet of floor 
space and employs 400 persons. 
Equipment includes a 60-inch tan- 
dem cold-rolling mill, two 60-inch 
temper mills, 24 annealing furnaces 
and finishing and auxiliary equip- 
ment. 


Yale Rubber Opens 


New Canadian Plant 


SANDUSKY, Mich.—Yale Rubber 
Mfg. Co. has announced the open- 
ing of a new plant in Kincardine, 
Ont., to be known as Yale Rubber 
Mfg. Co., of Canada, Ltd. 

Officers are: Lyle F. Runciman, 
president and general manager; 
Eldon H. Henderson, executive 
vice-president; E. Noel Lee, sales 
vice-president; Ray O. Brooks, pro- 
duction vice-president, and Russell 
C. Henderson, secretary-treasurer. 
Production will begin at the On- 
tario plant in May. 
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The following advertised - delivered 
prices include the retail list price sug- 
gested by the factory, provisions for 
Federal taxes, and suggested delivery 
and handling charges, They do not cover 
transportation costs, state and local 
taxes, optional equipment or any other 
charges that may be passed on to the 
retail buyer. 

BUICK—Special — 4-dr. sed., $2,291.32; 
2-dr. sed, $2,232.88; hardtop cpe., §2,- 
332.43; 4-dr. hardtop, $2,409; conv., $2,- 
590.17; 4-dr. stat. wag., $2,974. Century— 
4-dr. sed., $2,548.17; hardtop cpe., $2,- 
600.56; 4-dr. hardtop, $2,733; conv., $2,- 
991; 4-dr. stat. wag., $3,175. Super—4-dr. 
sed., $2,876.17; hardtop cpe., $2,830.56; 
conv., $3,224.59. Roadmaster—4-dr. sed., 
$3,349.36; hardtop cpe., $3,453.05; conv., 
$3,551.56. (Dynafiow standard on Road- 
master, optional at $192.50 on other 
models. ) ° 

CADILLAC—Series 62—i-dr sed., $3,- 
976.70; cl. cpe., $3,881.77; hardtop cpe., 
$4,305.01; conv., $4,448.31. Series 60 Spe- 


clal—4-dr. sed., $4,728.32. Series 75—8- 
pass. sed., $6,186.78; lim., $6,402.17. El- 
dorado — Conv., $6,285.96. (Hydra-Matic 
standard. ) 


CHEVROLET — (Prices are for 6 - cyl. 
models; for V-8, add $99.)—One-Fifty—4- 
dr. sed., $1,728; 2-dr. sed., $1,685; utilty 
sed., $1,593; 2-dr. stat. wag., $2,030. Two- 
Ten—4-dr. sed., $1,819; 2-dr. sed., $1,775; 
cl. cpe., $1,835; 2-dr. stat. wag., $2,079; 4- 
dr, stat. wag., $2,127. Bel Air—4-dr. sed., 
$1,932; 2-dr. sed., $1,888; hardtop cpe., 
$2,067; conv., $2,206; 4-dr. stat. wag., $2,- 
262; Nomad 2-dr. stat. wag., $2,472. Cor- 
vette—6-cyl. conv., $2,799; V-8 conv., $2,- 
$34. (Powerglide optio»xal at $178.35.) 

CHKRYSLER—Windsor Deluxe—4-dr. sed., 
$2,660.25; Nassau hardtop cpe., $2,703.25; 
Newport hardtop cpe., $2,818.25; conv., 
$3,000.25; 4-dr. stat. wag., $3,332.25. New 
Yorker Deluxe—4-dr. sed., $3,494.25; New- 
port hardtop cpe., $3,652.25; St. Regis 
hardtop cpe., $3,689.75; conv., $3,924.25; 
4-dr. stat. wag., $4,209. 300—Hardtop cpe., 
$4,110.25. (PowerFlite standard on New 
Yorker Deluxe and 300, optional at $189 
on Windsor Deluxe.) 

DeSOTO—Firedome—4-dr. sed., $2,497.- 
75; special hardtop cpe., $2,540.75; Sports- 
man hardtop cpe., $2,653.75; conv., §$2,- 
823.75; 4-dr., stat. wag., $3,170.25. Fire- 
Flite — 4-dr. sed., $2,726.75; Sportsman 
hardtop cpe., $2,938.75; conv., $3,150.75. 
(PowerFlite optional at $189.) 

DODGE—Coronet 6—4-dr. sed., $2,092.75; 
2-dr. sed., $2,013; 2-dr. 2-seat stat. wag., 
$2,348.75; 4-dr. 2-seat stat. wag., $2,462.75; 
4-dr. 3-seat stat. wag., $2,565. Coronet V-8 
—4-dr. sed., $2,196; 2-dr. sed., $2,124; 
hardtop cpe.. $2,281; 2-dr. 2-seat stat. 
wag., $2,452; 4-dr. 2-seat stat. wag., $2,- 
566; 4-dr. 3-seat stat. wag., $2,668.25. 
Royal V-8 —4-dr. sed., $2,310; hardtop 
epe., $2,395; 4-dr. 2-seat stat. wag., $2,- 
658.75; 4-dr. 3-seat stat. wag., $2,760.75. 
Custom Royal V-8—4-dr. sed., $2,472.50; 
Lancer 4-dr. sed., $2,515.50; hardtop cpe., 
$2,542.50; conv., $2,748. (PowerFlite op- 
tional at $178.30.) 

FORD—(Prices are for 6-cyl. models; 
for V-8, add $99.98) — Mainline — 4-dr. 
sed., $1,753.24; 2-dr. sed., $1,707.02; bus. 
sed., $1,605.97. Oustomline — 4-dr. sed., 
$1,844.66; 2-dr. sed.. $1,800.55. Fairlane— 
4-dr. sed., $1,959.77; 2-dr. sed., $1,913.57; 
Victoria hardtop, $2,094.76; Crown Victoria 
cl. cpe., $2,202.04; Crown Victoria glass- 
top, $2,271.53; conv., $2,224.09. Station 
Wagons—2-dr. 2-seat Ranch Wagon, §$2,- 
043.07; 2-dr. 2-seat Custom Ranch Wagon, 
$2,108.64; 4-dr. 2-seat Country Sedan, §2,- 
156.14; 4-dr. 3-seat Country Sedan, §2,- 
287.32; 4-dr. 3-seat Country Squire, $2,- 
391.59. Thunderbird — Hardtop, $2,944; 
conv., $3,019.30; combination hardtop-conv., 
$3,234.30. (Fordematic optional at $178.20 


Ford for Cobblestone 


Cobblestone Service Station, Inc., 
has been named a Ford dealership 
at Grand Marais, Minn. Homer A. 
Massie is president of the firm. 





Current Prices on New Cars 


on conventional models, $215 on Thunder- 
bird. ) 

HUDSON — Super Wasp 6 — 4-dr. sed., 
$2,290. Custom Wasp 6 — 4-dr. sed., $2,- 
460; 2-dr. hardtop, $2,570. Super Hornet 6 
—4-dr. sed., $2,565. Custom Hornet 6—4-dr. 
sed., $2,760; 2-dr. hardtop, $2,880. Super 
Hornet V-8 —4- dr. sed., $2,825. Custom 
Hornet V-8—4-dr. sed., $3,015; 2-dr. hard- 
top, $3,145. (Hydra-Matic optional on sixes 
at $178.85, Ultramatic on V-8s at $199.) 


IMPERIAL—Custom—4-dr. sed., $4,483.- 
25; hardtop cpe., $4,719.75. Crown—8-pass. 
sed., $6,972.50; lim., $7,094.75. (Power- 
Flite standard.) 

KAISER—Manhattan—4-dr. sed., $2,670. 
Darrin 161—Conv., $3,668. (Hydra-Matic 
optional at $178.20 on Manhattan; not 
available on Darrin 161, which carries 
overdrive as standard equipment.) 


LINCOLN — Custom—4-dr. sed., $3,563; 
hardtop cpe., $3,666. Capri Special Custom 
—4-dr. sed., $3,752; hardtop cpe., $3,910; 
conv., $4,071.50. (Turbo-Drive standard.) 

MERCURY — Custom — 4-dr. sed., $2,- 
276.50; 2-dr. sed., $2,217.50; sport cpe., 
$2,341; stat. wag., $2,685.50. Monterey — 
4-dr. sed., $2,400; hardtop cpe., $2,464.50; 
stat. wag., $2,843.50. Monteclair—4-dr. sed., 


$2,685; hardtop cpe., $2,631; Sun Valley 
glasstop, $2,711.50; conv., $2,712. (Mere- 
O-Matic optional $189.45.) 

METROPOLITAN — Hardtop, $1,445; 
conv., $1,469 (both prices at coastal ports 
of entry.) 

NASH—Statesman Super 6—4-dr. sed., 
$2,215. Statesman Custom 6—4-dr. sed., 


$2,385; 2-dr. hardtop, $2,495. Ambassador 
Super 6—$2,480. Ambassador Custom 6— 


$2,795. 
Ambassador Super V-8—4-dr. sed., $2,775. 


4-dr. sed., $2,675; 2-dr. hardtop, 
Ambassador Custom V-8—4-dr. sed., $2,- 
965; 2-dr. hardtop, $3,095. Nash-Healey— 
2-dr,. hardtop, $5,128.05 at coastal ports. 
(Hydra-Matic optional on sixes at $178.85, 
Ultramatic on V-8s at $199; automatic 
transmission not available on Nash-Healey, 
which is equipped with overdrive.) 


OLDSMOBILE — Series 88 — 4-dr. sed., 
$2,362.09; 2-dr. sed., $2,296.62; hardtop 
cpe., $2,474; 4-dr. hardtop, $2,546. Super 
88—4-dr. sed., $2,502.71; 2-dr. sed., $2,- 
436.25; hardtop cpe., $2,714.39; 4-dr. hard- 
top, $2,788; conv., $2,893.59. Series 98—4- 
dr. sed., $2,832.82; hardtop cpe., $3,063.75; 
4-dr., hardtop, $3,140; conv., $3,275.84. 
(Hydra-Matic optional at $178.35.) 


PACKARD — Clipper Deluxe—4-dr. sed., 
$2,585.53. Clipper Super — 4-dr. sed., $2,- 
685.53; 2-cr. hardtop, $2,775.53. Clipper 
Custom—4-dr. sed., $2,925.53; 2-dr. hard- 
top, $3,075.53. Packard — 4-dr. sed., $4,- 
040.32; 2-dr. hardtop, $4,080.52. (Ultra- 
matic standard on Packard reries, $199 
extra on other models. ) 


PLYMOUTH—Plaza 6 —4-dr. sed., $1,- 
780.50; 2-dr. sed., $1,737.50; bus. cpe., $1,- 
638.50; 2-dr. 2-seat stat. wag., $2,076.50; 
4-dr. 2-seat stat. wag., $2,158.25. Plaza V-8 
—4-dr. sed., $1,884; 2-dr. sed., $1,841; 2- 
dr. 2-seat stat. wag., $2,180; 4-dr. 2-seat 
stat. wag., $2,261.75. Savoy 6—4-dr. sed., 
$1,879.50; 2-dr. sed., $1,836.50. Savoy V-8 
—4-dr. sed., $1,983; 2-dr. sed., $1,940. 
Belvedere 6 — 4-dr. sed., $1,978.50; 2-dr. 
sed., $1,935.50; hardtop cpe., $2,113; 4-dr. 
2-seat stat. wag., $2,321.75. Belvedere V-8 
—4-dr. sed., $2,082; 2-dr. sed., $2,039; 











hardtop cpe., $2,216.50; conv., $2,351; 4-dr 
2-seat stat. wag., $2,425. (PowerFlite op 
tional at $178.30.) 

PONTIAC — Chieftain 860 — 4-dr. sed. 
$2,163.62; 2-dr. sed., $2,105.45; 2-dr stat 
wag, $2,434; 4-dr. stat. wag., $2,515 
Chieftain 870—4-dr. sed., $2,267.51; 2-dr 
sed., $2,209.32; Catalina, $2,334.99; 4-dr 
stat. wag., $2,603. Star Chief Deluxe — 
4-dr. sed., $2,362; conv., $2,691. Star Chief 
Custom—4-dr. sed., $2,455; Catalina, §2. 
499; Safari 2-dr. stat. wag., $2,962. (Hy- 
dra-Matic optional at $178.35.) 

RAMBLER—Deluxe—4-dr. sed., $1,695 
2-dr. sed., $1,585. Super—4-dr. sed., $1, 
798; 2-dr. sed., $1,683; 2-dr. stat. wag.. 
$1,869. Custom—4-dr. sed., $1,989; hard 
top, $1,995; 4-dr. stat. wag., $2,098. (Hy- 
dra-Matic optional at $178.85.) 

STUDEBAKER—Chan pion Custom — 4 
dr. sed., $1,783.24; 2-dr. sed., $1,741.02 
Champion Deluxe—4-dr. sed., $1,885.16; 2 
dr. sed., $1,840.55; 5-rpass. cpe., $1,874.50 
stat. wag, $2,140.64. Champion Regai 
— 4-dr. sed., $1,993.27; 5-pass. cpe., $1,- 
974.50; hardtop cpe., $2,128.76; stat. wag 
$2,311.59. Commander Custom—4-dr. sed. 
$1,918.72; 2-dr. sed., $1,873. Commander 
Deluxe—4-dr. sed., $2,013.63; 2-dr. sed., 
$1,969.03; 5-pass. cpe., $1,989; stat. wag., 
$2,274.12. Commander Regal — 4-dr. sed 


$2,127.25; 5-pass. cpe., $2,094; hardtop 
cpe., $2,282.24; stat. wag., $2,445.07 
President Deluxe —4-dr sed., $2,310.50. 


President State — 4-dr. sed., $2,380.50; 5- 
pass. cpe., $2,269.50; hardtop cpe., §2,- 
455.50; Speedster hardtop cpe. with over- 
drive, $3,371.04; Speedster hardtop cpe 
with Automatic Drive, $3,479.29. (Auto- 
matic Drive optional at $216 on Champion, 
and at $226.50 on Commander and Presi- 
dent.) 

WILLYS—Custom—2-dr. sed., $1,663.11; 
4-dr. sed., $1,725. Bermuda—Hardtop, $1,- 
795. Station Wagon — 2-wheel-drive, $1,- 
997.32. (Hydra-Matic optional at $178.55.) 





New Commercial Car Registrations, 
All States for February, 1955-1954. 





Truck registrations by states 
are released here weekly, as 
compiled by R. L. Polk repre- 
sentatives in state capitals. 
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37 States Previous! "55 13| 9256 155] 2541) 11214) 2239) 4142; = 375 70; 434) 466) 1236 

Reported for February 5 el 29 11218 | 127 2522} 11024 $108 3577 232 138 493 488 493) | See 

California t—~™S "55 | 33) «(1451 14) 458) ~=—«1850 389 355; Ss 2 7 72 %| 222 35 
a 54] |__| Wt} 408} 1457] 496) 268 9 3 tl 40 ‘10 | 2503 
Indiana '55 | 374 10 93| 453 79; «-260)—Sti«<D I 72; 44) 10) 4| 1403 
- Bl _|___ 486 3| 130] 515 112| 236 | 2 25 52 15 23| 1607 
Kansas "55 307 38) 312 60 114 2 i 7; ~«19)~—S«|~Sté«70 
_ = Bl ; | % | 55} 412 132] 123 4| 2 15 19| 3 | 1192 
Kentucky "55 332 3 347 87 105 6 2) 9 32 31 2] 1022 
2 Bl 7 | | 3| 83} 466 141] 114 $| | 15 | 17 2| 1353 
Michigan ‘55 871 1} 297) «1160 178| 207 9 8| 14 27 54 43| 2879 
Bl : | 1118 17] 266] +1124) ~—210] 143 3| 13 2 45 35 33} 3034 
Mississippi 55 475 67| «425 116 156 3} 18 4 9 1 1274 
‘ea | 552 | 66] 495 183115 | | 14 2| H i| 1433 
Missouri "55 595 4 101 601 113) 202 4 I 18 16! 2 7| (1684 
ae, ‘54 | 635 3 107} «517 182 146 ‘| 2| aI 16| 16 3| 1666 
New Mexico ‘55 117 4 40 101 31 48 1 8 1 12 1 364 
Ms 54 | 155 | 17 126 72 33 i| , | H s| i | 429 
New York 2 25| «+571 24, «463 | 617 185) 362 52 25 26 84 155 59) 2648 
eee 30} 972 16} 297] 1001 253 335 36 15 4l 50 7% 21] 3143 
Pennsylvania "55 15 644 Hl 247 749 13 456 38 7 36 61] 43 i] 2447 
"54 39} 912 9| _353|_~—885|_~—233| 470 32 12 43 79) 48 28} 3143 
South Carolina a | 198 | 3 251 42 55 9 5 9 5 623 
‘54 | 264 1] 50|_—-208 41 46] 12 9 7 H | 647 
Texas "55 | 1305 é| Br 1321 202 395 9 2 49 72 él 8) 3652 
: ‘54 |__1857 4| 254] 1726] 408 391 12 4 50 79 62 ‘| 4854 
All States Reported ‘55 86| 16496] 236] 4682) 19401| 3856) 6857| 530 125} 772|~—S«919)~—«1879| +~—«403) +4242 
To Date for February _—‘54 98| 20723 197| 4608] 19956] 5571} 5997] 356 191 809} 861] 1104] 377] 60848 
Year a 183) 35924) 457) 9963) 38175| 9014) 15251| 107! 338 1522] 1942) 3718)  877| 118435 
To Date "54 197| 42037} 402|_—-9748| 38781} 10764) 12079) ~—793|_—372|_—«*1673|_—«1812| ~—-2076| ~—-808} (121542 





“The information contained in this report has been compiled from official state documents. Every reasonable precaution has been 
exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 
R. L, Polk & Co. cannot assume any liability by reason of inaccuracies or omissions.’"—R. L. Polk & Co. 

The following units, incorrectly credited to location, have been removed from year-to-date figures, as follows: Ford, 26; Chevrolet, 
14; International, 8; GMC, 2, and Dodge, 2. 





New Passenger Car Registrations, 44 States for February, 1955-1954 
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Vigorous Recovery re 


AUTOMOTIVE NEWS, APRIL 18, 1955 


1954’s Corporate Net 
Tops 53 by 4.4 Pet. 


NEW YORK. — Aggregate 1954 | 
earnings of publicly owned corpora- 
tions in 1954 were 4.4 percent higher 
than in 1953, according to Standard 
& Poor’s Corp., investment advisory 
organ ization. 

A “vigorous recovery” in the 
final quarter of the year was cred- 
ited with the increase. 

The greatest gain, according to 
the firm, was a 56 percent boost 
scored by the aircraft manufactur- 
ing industry. 

It was followed by autos, drugs, 
electrical products, motion pic- 
tures, office equipment and sugar. 
All registered increases of 20 per- 
cent or more. 

Industrial production for 1955 is 
more than 7 percent above the lev- 
els of a year ago, the company re- 
ported. 

It also predicted that the general 
recovery would continue well into 
the second quarter of 1955 and an- 
ticipated a gain of at least 10 per- 
cent in the 1955 earnings of pub- 
licly owned corporations. 


It was said that such an in- 
crease would carry profits above 
the previous peak established in 
1950. 

Standard & Poor’s said that only 
a few groups face lower average 


Toledo Firm Sued 
For $500,000 on 
Secret Formula 


DETROIT.— A $500,000 suit has 
been field in Federal Court here, 
charging that G.L.O., Inc., of To- 
ledo, has broken a contract by im- 
properly using a secret formula for 
making lubricating oil. 

In the suit, filed by A. P. Parts 
Corp. of Trenton, Mich., it is alleged 
that John L. King, a G.L.O. direc- 
tor, sold the secret formula to A. P. 
Parts in 1949. The contract. pro- 
vided that the formula would be 
given to no one else and that King | 
would not compete against A. P.| 
Parts. 


However, the suit continued, King. 
kept the formula and organized 
G.L.O. in 1953 to make the oil in 
competition with A. P. Parts. 


Other defendants are Edgar F. 
Lutz, G.L.O. secretary, and two di- 
rectors. George Hanners, and Theo- 
dore W. Good. 

In January a warrant was issued 
charging these three with the sale 
of unregistered stock in G.L.O. 
They are free on bond, with trial 








in Recorder’s Court scheduled for 
March 29. | 


Profit Up 20% 
At General Tire 


AKRON.—Sales of General Tire 
& Rubber Co. for the first quarter 
of the 1955 fiscal year were 42 per- 
cent higher and profits for the same 
period were estimated at 20.7 per- 
cent greater than the same quarter 
in 1954, President William O’Neil 
reported to stockholders at their 
annual meeting last week. 


The quarterly statement for the 
three months ended Feb. 28 shows 
General’s sales at $63,574,233, an 
increase of $19,102,261 over a year 
ago, and estimated profit at $2,236,- 
310 for an estimated increase of 
$384,795. 

The stockholders voted unani- 
mously to reelect the entire board, 
with John O’Neil, son of William 
O'Neil, being added as the 16th 
director. 


Pittsburgh Plate 
Net Up, Sales Off 


Sales of Pittsburgh Plate Glass 
Co. in 1954 were $431,016,283, a de- 
crease of 5 percent from the $451,- 
964,697 sales in 1953, according to 
Harry B. Higgins, president. 

Earnings for the year totaled 
$38,637,629, or 5 percent more than 
in 1953 when the firm had a profit 
of $36,864,785. 


profits. It singled out the aircraft 
industry as one. 

Another in that category men- 
tioned by the company is the ma- 
chine tool trade “which currently 
is operating on a substantially re- 
duced backlog of business.” 

+ + * 


Dip in Sales, Profits Listed 
By American Brake Shoe 


Sales of American Brake Shoe Co. 
totoaled $109,933,738 last year, re- 
sulting in net earnings of $4,304,100, 
reports William B. Given jr., chair- 
man. 

Although sales decreased 21 per- 
cent from the 1953 total of $139,783,- 
168, due to slower business activity 
generally throughout the nation, 
earnings dropped only 11 percent 
from $4,852,896, Given said. 

* + + 


Standard Oil Co. of Calif. 


Standard Oil Co. of California has 
reported that its net income rose 


result of poor flow-out. 


Ditzler’s DTE 202 is a necessity in most paint shops. It is a specially 
formulated enamel reducer that enables you to do faster and more eco- 


1. Orange-peel effect as 
shown above by shopwin- 
dow reflections is often the 


to $211,872,447 in 1954 from $189,- 
453,450 in 1953. T. S. Petersen, board 
chairman, said that the firm will 
spend more than $300 million on 
long-range explorations for oil dur- 
ing 1955. 

* + +. 


Sealed Power to Offer 


50,000 Shares to Public 


Paul C. Johnson, president of 
Sealed Power Corp., Muskegon, 
Mich., has announced that the com- 
pany plans a public offering of 
50,000 shares of its common stock. 
He said certain stockholders would 
at the same time offer another 
50,000. 

Present capitalization is 400,000 
shares all of one class. A registra- 
tion statement will be filed with 
the Securities and Exchange Com- 
mission by the firm. Net sales were 
$18,836,000 in 1954; net income $1,- 
081,900 or $2.70 a share. 

* * * 


Westinghouse to End 


Employe Stock Plan 

The 1950 employe stock buying 
plan of Westinghouse Electric Co. 
in which nearly 27,000 employes 
have participated, will end Apr. 30, 
according to Gwilym A. Price, pres- 
ident. 

Originally scheduled to end two 


years ago, the plan twice had been 
extended. “At the end of the tenth 
buying period, employes will have 
purchased over a million shares of 
Westinghouse stock under the 
plan,” said Price. 

* * * 


Twin Coach Co. 

Twin Coach Co., Kent, O., had a 
profit of $1,503,988 last year, com- 
pared with $799,879 in 1953. Sales 
totaled $44,868,654, highest in the 
firm’s history. - 


L-O-F Sales in °54 Rise 


23% Above 5-Year Average 
A profit of $24,046,943 for 1954 has 
been reported by Libbey - Owens - 
Ford Glass Co., of Toledo. 
Sales totaled $212,340,460, or 23.5 
percent above the preceding five- 


year average. 
* + * 


Tide Water Associated 


Net earnings of Tide Water As- 
sociated Oil Co. were $34,547,000 in 
1954, compared with net earnings 
of $36,952,000 in 1953, according to 
the company’s annual report. 

* + * 


Hastings 
Hastings Mfg. Co. has reported 
net earnings of $463,832 for 1954, 


53 


compared with 1953 earnings of 
$354,592. 


* + 

Republic Steel Sales Drop 
To $852,825,669 in °54 

Republic Steel Corp. has reported 
sales and operating revenue of 
$852,825,669 for 1954 as compared 
with $1,145,103,840 during 1953. The 
consolidated net income was set at 
$52,875,164 as compared with $56,- 
743,547 in 1953. 


Republic operated at 69.8 percent 
of capacity as compared to 94.5 in 
1953. Last year’s production was 
6,972,812 tons of ingots. 

* * 


How to Say It 


Bulletin Clarifies Usage 
Of Money Words 

NEW YORK.—The committee on 
terminology of the American Insti- 
tute of Accountants has issued a 
bulletin intended to clarify the use 
of the words, “proceeds,” “revenue,” 
“income,” “profit,” and “earnings” 
in connection with business opera- 

tions and financial statements. 
The bulletin is Accounting 
Terminology Bulletin No. 2, avail- 
able from the American Institute 
of Accountants, 270 Madison Ave., 
New York 16, N. Y. for 25 cents. 


* 
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Use Ditzlers FLO-DRY Enamel Reducer / 





2. You can get perfect 
flow-out and luster like 
this with DTE 202—Flo-Dry. 


nomical work under a wider range of drying temperatures. 


When used in recommended proportions with synthetic automotive 
enamels DTE 202 gives a smoother flow-out with an earlier initial set. It 
assures hard through drying, better leveling, higher luster and greater 
customer satisfaction. Ditzler’s DTE 202 is unusually helpful in shops 
doing fleet painting because of the speedier through drying required for 


taping and handling. 


DITZLER COLOR DIVISION 
PITTSBURGH PLATE GLASS COMPANY 







' DETROIT 4, MICH. 
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IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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Mercury Engine for High School— 

Presentation of a Mercury cutaway engine by Lincoln-Mercury is made to Central 
High School, Cincinnati. About 95 percent of the school’s students enter the auto- 
motive industry. From left J. P. O'Bryan, Cincinnati Ford parts depot manager; C. O. 
Tower, school principal; J. D. Platt, district manager, and Howard Hively, Cincinnati 
L-M dealer. 





Wondering how new-car and truck production and sales are making out? AUTOMO- 


TIVE NEWS gives you the entire story every week throughout the year. 
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Auto Personnel 


W. W. Taylor has been named|was elected president in 1930. He 


president and general manager of 
Auto-Lite Batteries of Canada, Ltd., | 
and Prest-O-Lite Battery Co., Ltd. 


* 2 * 
| 
| 


Willard Battery Names 


Burroughs to Region 


Appointment of L. P. Burroughs | 
as regional sales manager of Wil- 
lard Storage Battery Co.’s south- 
eastern region has been announced | 
by David A. Coulter, replacement 





has been a member of the board 
since 1910. 
+ * * 


Chrysler Div. Names 


Forward Planning Chief 

Appointment of Ledyard Mitch- 
ell jr. as director of forward 
plarining for Chrysler division 
has been announced by E. C. 
Quinn, president. 





1919, in East Cambridge, Mass., anid ~ 
became assistant comptroller 1» a 
1945. 

* * 


. 
Little, Huffines Elected 


To Amerotron Top Posts 

Amerotron Corp., New York, has 
elected Royal Little as chairman 
and Robert L. Huffines jr. as pres- 
ident. 

Other officers named were Burke 
M. McConnell and R. M. Cushman, 
executive vice - presidents; George 
E. MacLellan jr., treasurer; Cecil F. 
Whitney, secretary, and William H. 
Burroughs, comptroller. 

* * * 


Textile Consultant 


Mitchell, who has been with 
Chrysler Corp. since 1935, will be 
responsible for coordinating 


sales manager. 

Burroughs has held positions of | 
district sales representative, At- ; 
lanta district sales manager, and,| Chrysler division’s long-range 
most recently, central region sales| Planning, Quinn said. 
manager. te 

«2 Salman Promoted 

Hecker Retires as Head | Appointment of Phillips C. Sal- 


° ;|Man as comptroller has been an- 
Of Curtis Mfg. Co. | nounced by Socony-Vacuum Oil Co., 


Walter C. Hecker has retired as | Inc, Salman succeeds Louis E. Han- 
president and director of Curtis | son, who has been comptroller since 
Mfg. Co. 1946. Salman joined a predecessor 

Hecker joined Curtis in 1905. He|company of Socony-Vacuum in 
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Wheels by 
French & Hecht 
Division of 


Kelsey-Hayes | 


for the workhorses of modern agriculture 


From the monsters of the fields to the highway 
vehicles that whisk the final product off to market 
—wheels are vital to the speed and efficiency of 
modern mechanized farming. 


Making wheels for agriculture is a Kelsey-Hayes 
specialty that started 67 years ago at the French & 
Hecht Farm Implement and Wheel Division in Daven- 


port, lowa. Kelsey-Hayes Wheel Company, Detroit 32, Mich. 


World’s Largest Producer of Automotive Wheels 


Wheels, Brakes, Brake Drums, Special Parts for all Industry ° 



















9 Plants — Detroit and Jackson, Mich... . 


McKeesport, Pa....Los Angeles ...Windsor, Ont., Canada... Davenport, la. (French & Hecht Farm Implement and Wheel Div). | 


| central 


Dorothy Liebes, weaver and tex- 
tile designer, has been retained as 
a consultant by Collins & Aikman, 
producer of furniture and automo- 
bile upholstery. 


* * * 


Thermoid Appointments 


Appointment of George C. Wood 
and James E. Bradley as fleet sales 
engineers of the Thermoid automo- 
tive replacement division has been 
announced by George S. Lamson, 
manager of the division. Wood will 
service accounts in New York and 
New England, and Bradley wil] 
| cover the southern and southeast- 
| ern states. 

* * * 


30 Years with Ford 


J. B. Carder, assistant Kansas 
City district sales manager of the 
Ford Division, has celebrated his 
30th anniversary with Ford. 

« * * 


| Wheels, Inc., Names Meeker 


Executive Vice-President 


Edward D. Meeker has been ap- 
pointed executive vice-president of 
Wheels, Inc., according to John F. 
Creamer, president. 

Meeker will supervise manage- 
|ment and administrative responsi- 
| bilities and the overall direction of 
| sales. 





* + * 


|Chrysler Puts York at Head 


Of Jet Engine Plant 


Hayward F. York, associated 
with Chrysler Detroit tank plant in 
management capacities since 1952, 
| has been named operating manager 
|of the Chrysler jet engine plant. 

His appointment was announced 
by Thomas F. Morrow, general 
manager of Chrysler Corp.’s de- 
fense operations division. 

| * x * 
Exide Ups Leingang 

William C. Leingang, former as- 
sistant general manager of Exide 
automotive products division of 
Electric Storage Battery Co., has 
been named assistant to the pres- 
ident. 

= ® 


White Elects Gund 


George Gund, president of Cleve- 
|land Trust Co., has been elected a 
director of White Motor Co. His 
election fills the vacancy created by 
|the death of Otis A. Glazebrook jr 


7. 7 * 


Fruehauf Elects Barker 


| Executive Vice-President 

| Election of Wallace N. Barker, 
|former executive vice-president of 
| Pullman-Standard Car Mfg. Co., as 
executive vice-president of Frue- 
|hauf Trailer Co. has been an- 
nounced by Roy Fruehauf, presi- 
dent. 

Barker, who joined Fruehauf in 
| August, 1954, was associated with 
| Pullman-Standard and its affiliates 
for 34 years. 

* . = 


Chrysler Picks Doonan 

Appointment of William // 
Doonan as director of pensions 
and group insurance of Chrysle’ 
Corp. has been announced by 
Craig Keith, assistant treasure 
Doonan has been associated wit) 


Chrysler since 1983. 
7 * * 


Chrysler Names Gorey 


In Forward Planning 


Appointment of Charles B. Gores 
jr. as special staff assistant and 
director of forward planning ‘°F 
manufacturing has _ been 
announced by C. J. Snyder, Chrys- 
ler Corp. operating manager. 

Gorey joined Chrysler in 1939 and 

(Continued on Page 55, Col. 1) 
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blend, is announced by the footwear 
and general products division of 
U. S. Rubber Co. Frank’s headquar- 
ters is in Detroit. He formerly was 
a sales engineer for Royalite in the 
Detroit area. 

* * * 


(Continued from Page 54) 


served until 1947 when he joined 
Great Lakes Steel Corp. In Sep- 
tember, 1954 he rejoined Chrysler 
as 2 member of Snyder’s staff. 

ad * + 


Warner Electric Picks 


Dewey for Chicago Sales 


John Dewey has been named Chi- 
cago branch sales manager of 
Warner Electric Brake & Clutch 
Co., Beloit, Wis., according to Nor- 
man K. Anderson, general sales 
manager. 

Dewey joined Warner in 1952. 
Prior to that he was associated 
with Ingersoll Milling Machine Co., 
Rockford, Ml. 


Chrysler Picks Sutter 


For Defense Plan Post 


Appointment of David L. Sutter 
as director of forward planning of 
defense operations division of 
Chrysler Corp. has been announced 
by T. F. Morrow, general manager. 

Sutter has been associated with 
Chrysler since 1950, when he joined 
Plymouth as an assembler on the 
motor line. 5. 2 

7 


Hudson Zone Picks Parks | 


Ted Mortensen, Los Angeles zone 
manager for Hudson, has an- 
nounced the appointment of Wally 
Parks as assistant zone manager. 

* * * 


Lee Tire & Rubber Boosts 


Segur to Sales Manager 


Anson G. P. Segur has been ap- 
pointed sales manager of Lee Tire 
& Rubber Co. of New York, Inc., 
Conshohocken, Pa., it is announced | 
by W. F. Hinderscheid, sales vies | 
president. Segur for six years had | 
been assistant to the sales vice-| 
president. 








Dickey and Kutter to Serve 
As Dura-Bond Sales Reps 


New sales representatives for the | 
Dura-Bond Engine Parts Co. line! 
of camshaft bearings and cylinder | 
sleeves have been announced by 
Matt Korshin, sales manager. 

Robert O. Dickey, of Kansas City, 
will cover Kansas and Missouri, | 
while Kenneth W. Kutter, of Den- | 
ver, will cover Colorado, Idaho, | 
Montana, New Mexico and Wy- 
oming. 

* o * 


Taylor Directs Operations 


Of Detroit Bevel Gear 


Edgar D. Leon, president of De- | 
troit Bevel Gear Co., Detroit, has | 
announced the appointment of Wil- 
liam Taylor as assistant to the} 
president. 

Taylor will be in charge of all 
company operations. He formerly 
was purchasing agent. 

* + * 


Pontiac Names Vorhes 
To Aid L. A. Manager 


James G. Vorhes has been ap- 
pointed assistant manager of 
Pontiac’s Los Angeles zone, ac- 
cording to H. E. Crawford, gen- 
eral sales manager. 

Vorhes joined Pontiac in 1947. 
Prior to this appointment he was 
zone service manager. 

* * o 


Kreml Shifts Jobs 


Franklin M. Kreml, director of 
Northwestern University Traffic In- 
stitute, has been appointed director 
of the university's new transporta- 
tion center, according to J. Roscoe 
Miller, president. 


* * * 


Gabriel Elects Officers 


Gabriel Co. has elected the fol- 
lowing officers: John H. Briggs, 
president; L. W. Klein, vice-presi- 
dent; Pat Leone, operations vice- 
President; C. R. Wefler, secretary- 
treasurer; L. H. Davis, assistant 
Secretary, and C. W. Coleman, as- 
Sistant secretary. 

* 





. a 
Chrysler Announces 


2 New Appointments 
Appointment of Paul W. Auble 
as staff management development 
coordinator, and Norman H. Deunk 
as staff assistant to the vice-presi- 


dent and director of industrial re- Weyand Succeeds Halp yo 


lations of Chrysler Corp. has been| Louis F. Weyand, executive vice- 
announced by R. W. Conder, vice- president and director of Minnesota 
president. Mining and Mfg. Co., has been 


Auble joined Chrysler in 1943 and | "@med sales director to succeed re- 
Deunk came to Chrysler in Feb.,|titing George H. Halpin, who will 
1955, from Indiana University. act as consultant. 

e 2 @ ge ae 


S-P Boosts Herrick AC Appoints Kiernan 


E. H. Francois, replacement sales 
To Traffic Manager manager at the AC Spark Plug di- 
Charles R. Herrick has been |yision of General Motors, has an- 
Promoted to general traffic man- (nounced the appointment of Ken- 
ager of Studebaker-Packard | neth L. Kiernan to take charge of 
Corp. He formerly had been traf- sales training. 
fic manager of Packard. * ©¢ ® 


a | Porter Beale Derrek Office 


becoming assistant to the manu- 
facturing vice-president in 1942 | For Chrysler-W est Coast 
and traffic . 3S oe 1951. are —- has is ogg 
mn B. Porter as manager 0 
U. S. Rubber Picks Frank the Detroit office of the firm’s 
Appointment of Bruce K. Frank ao Coast automotive opera- 
ons. 


as assistant sales manager for au- 
Porter, who hag been with 


tomotive products made of Royal- 
ite, a synthetic rubber and plastic! Chrysler since 1937 and for the 


1955 





Ford Dealer Honored— 


Otto Lundstrom (right), of Fargo, N. D., 
receives a pin marking his 30th anniver- 
sary with Ford. The award is made by J. 
P. Roberts, regional sales manager, follow- 
ing a banquet in Lundstrom's honor. 





past year was assistant to the 
president of the marine and in- 


General Expressways, formerly 
Keeshin Motor Express Co., Inc., 
according to F. C. Devlin, general 
sales manager. 

* * * 


Willard Battery Picks 


Maddox in Promotion 


Appointment of Robert S. Mad- 
dox as retail sales promotion man- 
ager of Willard Storage Battery 
Co. has been announced by David 
A. Coulter, replacement sales man- 
ager. 

Maddox formerly was wholesale 
sales promotion manager. He has 
been with Willard since 1950. 


Powell to Cole-Hersee 


Cole-Hersee Co., South Boston, 
Mass., has announced the addition 
of Joseph L. Powell to its list of 
representatives. He will cover 
Georgia, South Carolina, and east- 


ern Tennessee. 
- + * 


dustrial engine plan division, will |3 Personnel Changes 


coordinate the flow of informa- 
tion and services. 
: . * 


McKay Named to Sales 


Don R. McKay has been ap- 
pointed regional sales manager for 


Announced by Anderson 


Anderson Corp., Worcester, Mass., 
has announced three personnel 
changes. 

S. Malcolm Branch has been 

(Continued on Page 56, Col. 3) 





Berger's “Plan-0-Graf” Service can help you 


CUT YOUR STOCKROOM 


OVERHEAD 


in your community. 


THIS BIN NEVER BECOMES OB- 
SOLETE! Shelves can be com- 
pletely rearranged in seconds 
to suit your changing needs. 
No tools are needed, either. 
Simply lift, pull and reposi- 
tion. It's Berger’s handy Flexi- 
Bilt Parts Bin with exclusive 
shelf adjustment—just one of 
a big line of steel shelving 
units by Berger. Send coupon 
for specifications and prices. 


Today, when you’re trying to make more profit with less volume, don’t be 
handicapped by an obsolete, inefficient stockroom. Take the first step towards 
eliminating unnecessary overhead by calling the local Berger sales office 


Canton 5, Ohio 


REPUBLIC STEEL 
BERGER DIVISION 
1078 Belden Avenue, 
Canton 5, Ohio 


Name. 
Firm 
Address 
City. 


I am interested in more information on: 
0 Berger’s Plan-O-Graf Service 
O Flexi-Bilt Parts Bin 


Zone— State 









We'll send you a factory-trained expert to explain the advantages of Berger's 
exclusive parts department “Plan-O-Graf” service. You'll be surprised and 
delighted at the efficient way he can lay out your department to bring all parts 
into true sequence with your factory stocklist. This means an easy location of 
parts, quicker sales—even by inexperienced employees. Repair work is speeded 
up, too. Parts numbers and prices are clearly ta 
less chance for “shrinkage” . . . for damage... for parts ““wa 

Your Berger representative will recommend and furnish the factory- 
approved economical Berger standard steel units you need. And he’ll handle 
all installation details. 

There’s a big line of Berger Automotive Shelving and Racks to choose 
from — manufactured in stock sizes to accommodate all automotive materials, 
including bulky parts. Call him today, or send coupon for descriptive data. 


REPUBLIC STEEL 
BERGER DIVISION 
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Southern L-M Service Managers Meet— 


Programs and policies were discussed at a gathering of southern district service 
managers of Lincoln-Mercury in Atlanta. Front row (from left): J. T. Burks, southern 
regional office; J. C. Gates, southern regional sales promotion manager; G. H. 
Schricker, Atlanta district sales manager, and W. A. Toms, southern regional sales 
manager. Second row: R. McGill, Jacksonville (Fla.) district service manager; S. T. 
Clark, Houston district service manager; H. L. Stanley jr., Dallas district service man- 
ager; J. O. Grizzell, Memphis district service manager, and H. L. Westbrook, Atlanta 
district service manager. Third row: T. T. May, service promotion supervisor; E. D. 
Longenecker, national service manager; W. |. Roberts jr., southern regional office, and 
E. S$. Conroy, of Nelson Associates, Inc., Detroit. 





The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section, Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 
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elected chairman of the board; 
Brent R. Anderson has been elected 
president and William C. Arthur is 
now vice-president and assistant 
works manager. 

* a: + 


Ace Appoints Stroum 


Appointment of Samuel N. 
Stroum to the sales organization of 
Ace Rubber Products, Inc., Akron, 
has been announced by C. N. Jen- 
kins, sales manager. Mr. Stroum 
will represent Ace to the automo- 
tive trade in Washington and Ore- 
gon. 

+ * * 


Three Vice-Presidents 
Are Elected by AMF 


Three new vice-presidents, Tad 
Stanwick, Robert W. Kerr and 
Frank P. Downey, have been 
elected by American Machine & 
Foundry Co.’s board of directors. 

All three have been serving as 
igroup executives within the com- 





pany and will continue in those 


capacities. 
. + * 


Farley Joins Sales 

F. E. Farley has joined the sales 
staff of Master Tank & Welding 
Co., Dallas, according to Sam O. 
Weempe, co-owner. He will head 
the sales of the newly organized 
motor fuel tank division. 

* * * 


Associates Expands 

Expansion of the commercial 
loan division of Associates Invest- 
ment Co. to New York has been 
announced by Robert L. Oare, 
board chairman. Harry P. Law- 
rence has been appointed repre- 
sentative. 
+ * 


Plymouth Ups De Brabant 


To Top Production Job 


Appointment of Hector M. De 
Brabant as general production 
manager of the Plymouth engine 
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division has been announced b 
Carl J. Demrick, manufacturin 
vice-president. 

De Brabant joined Chrysle~ 
| Corp. last February after 19 year. 
| of varied engineering and man- 
ufacturing experience. Immedi- 
ately prior to joining Plymouth, 
he had been in charge of experi- 
mental manufacturing for < 
major automotive manufacturer 

* * * 


Andrus Elected to Board 


Leslie L. Andrus; vice-president, 
has been elected to the board of 
directors of American Wheelabra- 
tor & Equipment Corp., Mishawaka, 
Ind. Andrus also is executive head 
of the dust and fume control di- 
vision. 

. = * 


LOF Appoints Sings 

J. Torrey Sings, for 18 years as- 
sociated with sales of Libbey- 
Owens-Ford Glass Co., has been 
appointed office manager of the 
regional sales office in Chicago, it 
has been announced by E. M. Ever- 
hard, sales vice-president. 

+ + * 


Elliott Joins Nash 


John 8S. Elliott, has been ap- 
pointed sales promotion manager 
of Nash Motors of Canada, Ltd. 
Prior to his appointment, Elliott 
had been a partner in a south- 
western Ontario dealership. 

+ * * 





Jones Joins Associates 


Appointment of Thomas F. Jones 
as director of research of Associ- 
ates Investment Co., has been an- 
nounced by Robert L. Oare, board 
chairman. Oare said Jones will re- 
search further diversification of the 
company’s finance and insurance 
operations. 

* = * 


Lodge Picks Schmidt 
Lodge Sparkplug Co., Rugby, 
England, has appointed Walter 
Schmidt, Freeport, L. I. as eastern 
sales manager. Lodge is opening 
U.S. outlets for its “platinum pig.” 
* * 7 


Hudson Transfers Rhodes 


To Detroit Zone Post 


Appointment of Albert A. Rhodes 
as assistant manager of the De- 
troit zone has been announced by 
N. K. VanDerzee, sales vice-presi- 
dent of Hudson. Rhodes formerly 
was merchandising manager. 

* * * 


White Founder’s Son 


Heads Branch Office 


Walter H. White has been 
named branch manager of White 
Motor Co.’s Minneapolis branch, 
according to J. N. Bauman, sales 
vice-president. He is the son of 
one of the three founders of the 
company. 

Elmer C. Forester jr., has been 
named Milwaukee manager for 
White. 


* * * 


Mexicans Honor O’ Neil 


William O’Neil, General Tire & 
|Rubber Co. president, has been 
|honored by appointment to Hon- 
| orary Commander of the Mexican 
Legion in recognition of “his out- 
standing contribution to the wel- 
fare of Mexico and Latin America.” 
The Legion was formed to fight 


Communism. 
* * * 


Butts to Coordinate 


Dodge Employe Plan 


Ben C. Butts has been named co- 
ordinator of the new announced 
Dodge employe new-car purchase 
program, according to Carl F. Luck- 
singer, Dodge industrial relations 
| Manager. 

Butts has been with Dodge since 
| 1933. He has been in industrial re!a- 
tions there since 1935. 

x * x 


White Guides Branch 


Walter H. White, assistant cen- 
| tral regional manager of Whit: 
| Motor Co., has been named maii 
| ager of the Minneapolis-St. Paul 
branch, succeeding Frank C 
Hanslik, who retired. White is 
the son of the late Walter ‘ 
White, one of three brothers wi. 
founded the company. 
+ x x 


Monroe Cites Hurley 
D. P. Hurley jr., president of 
|New England Wheel & Rim ©2., 
| Boston, has received the Distin- 
| guished Distributor’s plaque, which 
|he won for sales performance 
|Monroe shock absorbers in 1954 








> 
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little splinter, to say nothing of 


causing any positive reaction. 
+ * + 
Why the Junior C of C? 

AYBE it was me. I’m going to 

believe it was. 

I just can’t understand why more 
dealers don’t spark to this all- 
industry campaign. I am at a loss 
to understand why it takes a Junior 
Chamber of Commerce shove to get 
all of the dealers in a town to get 
on the ball in one of the most 
essential all-dealer programs that 
is presented to them each year. 

I fully realize that there are a 
great many dealers who do a won- 
derful job of cooperating in this 
safety movement, but figures avail- 
able to me seem to indicate that 
we are still a long ways from even 
majority dealer participation. 

I'd like to hear from a lot of 
my good dealer friends around 
the nation as to why they think 
this annual safety movement 
doesn’t get more universal sup- 
port. 

I don’t want to keep banging my 
nose against a stone wall every 
year if I can’t do my readers some 
good by bringing to their attention 
the salient facts and advantages 
that lie in the safety check pro- 
gram. 

If I am wasting a lot of space 
and energy each year trying to 
point out these things to dealers 
and there is something basically 
wrong with the program that keeps 
dealers from doing a job, I'd like 
like to know about it. I'd either 
quit pushing or get that angle 
taken care of, one or the other. 

However, if it has any basic flaws 
in it I can’t understand why the 
factories all endorse jt every year. 
> - 


Memories of ‘Becky’ 
“DECKY” Scharps wrote “30” to 
one of the most interesting and 
useful newspaper careers it is given 
but few men to have. Back in the 
early days of this industry Charles 
E. T. Scharps was not only auto- 
mobile editor of the New York Sun 
but one of that rugged group of 
prima donnas of the New York 
newspaper world that all car mak- 
ers feared and feted with mixed 
emotions. 
When I first knew Becky he was 
automobile editor of the New York 
Tribune. Johnny Wetmore was the 


Used-Car Notes 


PORTLAND, Ore.—Fourteen lo- | 
cal used-car dealers have petitioned | 
the City Council to repeal the Sun- | 
day ban against selling motor ve- | 

| 








hicles. 


They said it was discriminatory 
because the ordinance does not ap- | 
ply to all businesses, but just to} 
autos. Joe Dobbins, who was re-| 
cently arrested to begin a court 
test of the law, was one of the 
signers. 


U ah Piad Buyer 
Wins $1,000 Suit 


. CHARLESTON, W. Va.—A court | 
jury here awarded $1,000 to Charles 
D. Runyon, Whitesville, who claimed 
a used car sold to him by Miller 
Brothers Used Cars, Charleston, 
had been misrepresented. 


Runyon said he had been assured 
by the firm that the car he bought 
was in good condition and that it 
had never been used as a taxi. 

A wheel came off while he was on 
the way home, he said, and subse- 
quently he learned the car was a 
discarded cab. 


Miller Brothers denied knowing 


that the car had been used as a 
taxi. 





x * * 


‘-ordon Motors Moves 


HARTFORD, Conn.—Gordon Mo- 
tor Sales has moved to new quar- 
ters, Jack Gordon, president, has 
announced. The firm was estab- 
lished in 1929, 


dean, the “pop” of all automobile 
writers. He was on the Mail which 
was a small circulation paper but 
did have a “moneyed” audience. 


Others in the roistering crew who | 


used to descend on Detroit, Cleve- 
land and Indianapolis like a flock 


of vultures about three weeks: be- | 


fore show time were Duncan Curry, 
Bert and Harry Brown, Larry 
Hardy, Doc Crane and Bert Pierce 
to name but a few that I can re- 
member. Of the whole crew, Bert 


Pierce is the only one now left to | 


my knowledge. 


And to prove the indestructi- 
bility of this hardy breed, Bert 
still makes the automotive beat 
for the New York Times and 
comes west on all important oc- 
casions. 


I pass along my tribute to Becky | 


principally because he made me the 
butt of his pet peeve. It used to be 
common practice in those days for 









pass out space orders for show copy 
along with their show drivel. 
+ + * 


Our Best ‘Break’ 


TRIED it when I was advertis- 
ing manager of the HAL Motor 
Co. We were small and had a very 
limited advertising budget and I 
guess Becky felt he could safely 


make me the goat and upon me| 
| pour out all his spleen against auto 


ad men generally. 


Well, he did and he took three- | 


quarters of a column to do it. 
Three-quarters of a column about 
me and the HAL car. As far as he 
was concerned, it boomeranged. 

I never got over thanking him 
for it, it was the best publicity 
“break” we got during that year’s 
show. Most of the guys in the in- 
dustry just ‘laughed and _ said, 
“Becky sure gave you a ride, 
didn’t he?” 

But 19 important dealers whom 
we had not been working on came 
into our booth, mentioned the squib 
and told us they were interested in 
getting our story. 

Just last fall, I had the pleasure 
of reminding Becky of the incident 
and we had a good laugh over it. 
It was on the day he had first come 
back to the office after a long stay 


the automobile publicity men to! in the hospital. 
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UNDERCAR SEALER 


© 
ore: 


AND SILENCER 
Y Sprays on Quicker 


Y Saves Time, 
Trouble, Money!” 


50% More Undercoating 
Jobs from Every Drum 


Check these facts, and you'll quickly see 
how Lion Nokorode Undercar Sealer and 
Silencer can build extra profits for you. 


Nokorode... 


s 
@ Dries faster 


a i me ) 


@ Is guaranteed by Lion Oil Company 


Made under the process of U. S. Patent No. 2393774, 
and made from start to finish by Lion Oil Company. 
Send for complete details NOW! 


LION OIL COMPANY /&* 
EL DORADO, ARKANSAS 


Is sprayed on thinner (4e”) 


Lasts longer 
Goes farther 
Is concentrated 


Is preferred by spray men, because 
both application and clean-up are 





57 





Hudson Display Rack for Showrooms— 


N. K. VanDerzee (left), Hudson sales vice-president, and H. C. Levis, merchandising 
manager, show a new literature display rack now available for dealer showrooms. 





B & N Takes on Ford 


B & N Motors is a new Ford|son and Kermit Benson, a former 
dealership at Glenwood, Minn.| field man for Ford Motor Co. in 
Partners in the firm are Noel Nel- 


St. Paul. 


























Lion Oil Company 
Dept. AN-D 
El Dorado, Akansas 


Please send me complete information about Lion 
Nokorode, and how it can increase underbody 
coating profits. No obligation, of course. 


Name__ 
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NEW SIZES « NEW DESIGNS « NEW COLORS 
STATIONARY AND REVOLVING TYPE 


Denver 


New-car sales in the Denver area 
during February totaled 872, com- 
é pared with 1,205 in January. New- 
a itruck sales were 133, compared 
with 130 in the previous month. 

In the first two months of 1955, 
Denver dealers sold 2,077 new cars, 
compared with 1,835 in the same 
period of last year. 

February new-car registrations 
were: Ford, 240; Chevrolet, 156; 
Buick, 89; Oldsmobile, 79; Mer- 
cury, 61; Pontiac, 58; Plymouth, 
54; Cadillac, 28; Dodge, 24; Hud- 
son, 9; Nash, 9; Studebaker, 8; 
Lincoln, 7; DeSoto, 6; Packard, 
4; Volkswagen, 3; Willys, 2; 
Austin - Healey, 1; Jaguar, 1; 
Kaiser, 1; Triumph, 1; Doretti, 1, 
and English Ford, 1. 

Truck registrations were: Ford, 
62; Chevrolet, 22; International, 5; 
Kenworth, 3; Reo, 3; Willys, 2; 
White, 2; Diamond T, 1; Stude- 
baker, 1, and miscellaneous, 17.— 





Give Your Display the "NEW LOOK" 
and Increase Your SALES and PROFITS 


Get Our New Reduced Price List and Complete 
Information Now! Wire, Write or Call 


M°CFARLAND GREAT UMBRELLA CO. 


DIVISION OF McFARLAND AWNING CORP. 
742 $.W. 8TH ST. MIAMI, FLORIDA PHONE 2-8153 











OF CARRIERS “toler? || ira Alexander.) 
Discounts * 2 * 

pies Z CUSTOM STYLED Columbus, O. 
New-car registrations in Franklin 
TO EACH County (Columbus), O., totaled 3,- 
DIFFERENT 167 in March, compared with 2,115 
M AKE & ad aa and 2,472 in March of 
MODEL New-truck registrations amounted 


to 240, compared with 184 in the 
previous month and 202 in March, 
1954. 

Tax- paid used-car transactions 
totaled 7,933, compared with 4,455 in 
February, and tax-paid used-truck 
deals amounted to 656, compared 


Send for Literature 


DElaware 3-6898 


618 Communipaw Ave., Jersey City, N. J. 
STATION WAGON WOOD PARTS — DECALS 








APY eae ee Pina 


ite tS FITS EVERY CAR OR TRUCK 


MT a aN eal IN LESS ia 
20 MINUTES t 
PRESSURE DOME FOOT CONTROL DEVELOPS 
INSTANT AND POSITIVE ACTION 

ieee t EXCLUSIVE! 


Get this quick 
selling counter 
display in assort- 
ment No. 742. 
Priced for quick 
sales and big 
profits! 





INTRODUCING THE NEW... | | @ 

POWER BRAKE ° 
HYDRAULIC BOOSTER 
IT’S PRICED FOR VOLUME SALES! 


Cuts braking effort in half . . . instant action! 

Soft pedal . . . minimum travel! 

Complete brake equalization . . . all brakes act as one! 
Easy to install . . . no tapping into manifold! 

Fast installation . . . less than 30 minutes! 


The fast selling, inexpensive POWER BRAKE 

Hydraulic BOOSTER cuts braking time and effort to a 
bare minimum. There’s a model designed to install on 
practically any automobile . . . old or new! Take advantage 
of this tremendous new market now opened to power 
accessories and start selling the POWER BRAKE 
Hydraulic BOOSTER now! 





See your automotive jobber or write today for full information. 
SANTAY CORPORATION, 351 N. Crawford Ave., Chicago 24, Ill. 
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with 188 in the previous month. 

March new-car registrations 
were: Ford, 842; Chevrolet, 625; 
Plymouth, 351; Buick, 322; Olds- 
mobile, 208; Pontiac, 199; Mer- 
cury, 151; Dodge, 120; Chrysler, 
65; Cadillac, 60; DeSoto, 58; 
Packard, 48; Studebaker, 39; 
Nash, 25; Hudson, 17; Imperial, 
12; Lincoln, 12; Volkswagen, 9; 
Willys, 8; Austin, 2; MG, 2; 
Kaiser, 1, and King Midget, 1. 

New-truck registrations were: 
Ford, 96; Chevrolet, 44; Interna- 
tional, 33; Dodge, 33; GMC, 17; 
Mack, 6; Willys, 4; White, 3; Dia- 
mond T, 2, and Federal, 2.—(Bert 
Strang.) 


* 2 


Indianapolis 

March new-car registrations in 
Marion County (Indianapolis), Ind., 
more than doubled the February 
total. 

The March count was 4,308, com- 
pared with 2,182 in February and 
2,670 in January. 

Trucks, however, were down to 
183 registrations in March from 254 
in February. The January count 
was 185. 

Chevrolet maintained first place 
in car titling with 1,106 March 
registrations, compared with 1,001 
for Ford. 

Following were: Buick, 405; Pon- 
tiac, 403; Plymouth, 316; Oldsmo- 
bile, 278; Mercury, 188; Dodge, 
Cadillac, 114; Chrysler, 89; DeSoto, 
82; Studebaker, 48; Nash, 37; Pack- 
ard, 37; Hudson, 17; Volkewagen, 
10; Lincoln, 9; Willys, 9; Imperial, 
1; Jaguar, 1, and Kaiser, 1. 

Truck registrations were: Ford, 
83; Chevrolet, 59; International, 21; 
Dodge, 5; White, 5; Plymouth, 4; 
Divco, 2; GMC, 1; Peterbilt, 1; Reo, 
1, and Willys, 1—(C. L. Kern.) 


* * * 


Houston 


New-car registrations in Harris 
County (Houston) during March 
totaled 5,509, an increase of 37 per- 
cent over the 4,006 such registra- 
tions in the previous month. 

March truck registrations were 
719, an increase of 25 percent over 
the previous month, when 576 new 
trucks were registered. 

New-car registrations by make 
during March were: Chevrolet, 
1,405; Ford, 1,351; Buick, 628; 
Oldsmobile, 560; Plymouth, 384; 
Pontiac, 344; Mercury, 259; Dodge, 
192; Cadillac, 81; Chrysler, 80; 
Studebaker, 76; DeSoto, 46; Nash, 
30; Packard, 20; Hudson, 16; Lin- 
coln, 14; Imperial, 9; Willys, 7; 
Volkswagen, 4; Kaiser, 2, and 
Jaguar, 1. 

Truck registrations were: Ford, 
315; Chevrolet, 215; International, 
109; GMC, 28; Dodge, 24; White, 12; 
Diamond T, 5; Studebaker, 5; Reo, 
2; Autocar, 1; Mack, 1; Volkswagen, 
1, and Willys, 1—(Ruby Fenoglio.) 

* ” 


Salt Lake City 

New-car registrations in Salt 

Lake County (Salt Lake City) in 
the eight-day period ended March 
31 totaled 284, compared with 249 in 
the previous seven-day period. 

New -truck registrations in the 
month’s final period were 39, com- 
pared with 31 in the previous seven- 
day span. 

Car registrations in the final 
period were: Ford, 67; Chevrolet, 
62,; Buick, 35; Pontiac, 26; Olds- 

| mobile, 24; Mercury, 20; Plym- 

| Outh, 14; Dodge, 8; Chrysler, 7; 

| Cadillac, 6; DeSoto, 6; Hudson, 3; 

Lincoln, 2; Studebaker, 2; Austin, 
1, and Willys, 1. 

| Truck aap atiene were: Ford, 


26; Willys, 9, and International, 4. 


* * * 


Minneapolis 

New-car registrations in Henne- 
pin County (Minneapolis), the na- 
tion’s 24th largest county in car 
registrations, totaled 8,512 in the 
first quarter, compared with 6,857 
| for the same period of last year. 
Here is a breakdown of deliveries 
by makes for the first three months: 
Ford, 1,935; Chevrolet, 1,547; Buick, 
| Sees Plymouth, 780; Oldsmobile, 716; 
Pontiac, 651; Mercury, 506; Dodge, 
423; Cadillac, 226; Chrysler, 222; 
DeSoto, 167; Studebaker, 152; Nash, 
103; Packard, 79; Hudson, 52; Lin- 
coln, 39; Willys, 21; Kaiser, 2, and 














(Donald ‘i. 


miscellaneous, 31. 
Lyons.) 


Cincinnati 
New-car registrations in Hamil- 
ton County (Cincinnati), O., during 
March zoomed to 5,072, from 3,165 
in February and 2,850 in January. 


New-truck registrations 
amounted to 339, compared with 
236 in February and 250 in January. 
Used -car transactions by dealers 
jumped from 3,734 in February to 
5,683 in March. Used trucks were 
up to 312 in March from 175 in Feb- 
ruary and 158 in January. 

March registrations by make 
were: Ford, 1,130; Chevrolet, 
1,028; Buick, 582; Plymouth, 465; 
Oldsmobile, 441; Pontiac, 375; 
Mercury, 306; Dodge, 249; Cadil- 
lac, 96; Nash, 95; Chrysler, 36; 
Studebaker, 80; DeSoto, 74; Hud- 
son, 49; Lincoln, 20; Packard, 17; 
Imperial, 10; oa 8; Wil- 
lys, 6; Jaguar, a5 MG, 1; Austin, 
1, and Hillman, 1 

Truck registrations were: Ford, 
116; Chevrolet, 62; International, 
55; Dodge, 42; Mack, 30; White, 13; 
GMC, 7; Willys, 5; Studebaker, 4; 
Diamond T, 1; Reo, 1, and miscel- 
laneous, 2. 


. * 


. 


Pittsburgh 


A large increase in new-car reg- 


> * 


156; |istrations was reported for the 


Pittsburgh district in the week 
ended Apr. 2 by the Bureau of Bus- 
iness Research of the University of 
Pittsburgh. 

After seasonal adjustments, the 
bureau’s index of general business 
rose to 184.6 percent of the 1935-39 
average. It was 173.2 in the first 
week of March and 161.9 in the first 
week of February. 

The steel operating rate remained 
at 97 percent of practical capacity. 
—(Leon M. Leffingwell.) 


> » * 


Birmingham, Ala. 

New-car registrations in Birming- 
ham, Ala., in March totaled 2,887, 
nearly double the 1,528 February 
total. 

Registrations by make were: 
Ford, 773; Chevrolet, 748; Buick, 
263; Pontiac, 237; Plymouth, 205; 
Oldsmobile, 202; Mercury, 125; 
Dodge, 73; Cadillac, 50; Nash, 46; 
Chrysler, 41; Studebaker, 37; De- 
Soto, 36; Packard, 26; Lincoln, 11; 
Hudson, 6; English Ford, 3; Volks- 
wagen, 3, and Austin, 2.— (Stuart 
Riddle.) 


+ * 


Troy, O. 

The Miami County (Troy), O. 
automobile title department had the 
biggest month in its history during 
March, Clerk of Courts Earl Misch- 
ler announced. 

New-car sales were 349 in March, 
compared with 207 the previous 
month. Used-car sales were 1,314, 
compared with 669 in February.— 
(George E. Toles.) 


x m 


Washington 

Preliminary registration figures 
indicate 2,731 new cars were sold in 
the District of Columbia during 
March, compared with 2,053 in Feb- 
ruary. 

By the same standard, new-truck 
registrations were 215 in March, 
compared with 107 in the previous 
month. : 

The March car market was di- 
vided as follows, according to the 
Automotive Trade Assn.—National 
Capital Area: 

Chevrolet, 575; Ford, 474; Ply:n- 
outh, 412; Buick, 261; Oldsmobile, 
253; Pontiac, 246; Dodge, 1:7; 
Mercury, 114; Cadillac, 62; Chrys- 
ler, 59; DeSoto, 51; Studebaker, 
29; Nash, 19; Packard, 19; Hud- 
son, 15; Lincoln, 7; Willys, 5, and 
miscellaneous, 13. 

Truck registrations were: F 
76; Chevrolet, 49; Dodge, 36; Int 
national, 27; GMC, 15; Reo, 5; 
co, 4; Brockway, ae Studebake: 
and Willys, 1.—(William Ullman.) 

* s s 


Manhattan, Kans. 

The new-car market in Rucy 
County (Manhattan), Kans., spu:< 
during March, according to 
county treasurer's office. T! 

(Continued on Page 61, Col. 2) 
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By Norman Shigon 
Staff Correspondent 

PHILADELPHIA. — Work, a lo- 
cation in South Philadelphia that 
draws from a local population of 
more than 1 million and is easily 
accessible from all over the Phila- 
delphia area, plus work done by a 
young and aggressive staff whose 
average age is in the low thirties— 
these are the ingredients in the 
success story of Potamkin Chevro- 
let which is celebrating its first 
year of existence. 

The firm’s 17 salesmen, under 
the hard-hitting direction of Dan 
Fingerhutt, 31-year-old sales 
manager, each carry on a daily 
routine which calls for about 15 
letters, 15 personal visits and 15 
telephone calls. 

In its first 10 months of opera- 
tion, Potamkin Chevrolet sold more 
than 2,500 cars, not including a 
large number of automobiles sold 
to the city’s police and other de- 
partments. 

The used-car department was not 
asleep at the switch during this 
period either. It sold about 350 cars 
at retail and wholesaled about 1,160. 

The dealership has been moving 
an average of 250 cars a month, 
with the number climbing to 350 
during some months. The surpris- 
ing thing is that the dealership suc- 
ceeds another Chevrolet firm at the 
same location, 1101 S. Broad St., 
which had an average sale of about 
60 to 65 cars a month. 

Vic Potamkin, owner-manager, 
who is 41, is' a former Ford 
dealer. In 1947 he founded North 
East Lincoln Mercury in a war- 
surplus Quonset hut and built up 
its sales to 600 cars in 1950. 

For two years before establish- 
ing Potamkin Chevrolet, he was 
general manager of Girard Chevro- 
let. 

Girard has a large “fleet” and 
wholesale business that runs its 
monthly sales well ahead of Po- 
tamkin, but Potamkin probably 
leads in sales to individuals. 

Potamkin is shooting for 1955 


Ford of Canada 
To Move Main 
Office to Toronto 


TORONTO.—Ford Motor Co. of 
Canada will move its head office 
here from Windsor, Ont., and build 
an $8,600,000 office building to house 
a staff of 1,000, it has been an- 
nounced by Rhys M. Sale, president. 

Meanwhile, the company has 
leased space in the Crown Life 
ne for top executive person- 
nel, 

Sale said the new building also 
will house the Ontario regional sales 
and administrative staffs of Ford 
Tractor and Equipment Sales of 
Canada. 

The move was called another 
“stage in the development of our 
company to keep pace with the 
rapid growth of our business.” 
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Hard Selling Pays Off for Potamkin Chevrolet. . . 


New Dealer’s Zest Builds Sales 


total sales of 2,500 to 3,000 cars. 

To meet his goal Potamkin in- 
tends to keep his finger constantly 
at the pulse of his dealership and 
work hard. 

“A dealer can’t meet sales goals 
he has set for his firm if he is 
not on the job,” Potamkin says. 
“It cannot be done by a dealer 
who spends half the winter in 


Florida or takes it easy when he | 


hangs around the dealership. 

“Tm on the job seven days a 
week. Five days I’m here from 8 
a.m. until 9, 10, or 11. On Saturdays 
and Sundays I keep banker’s hours: 
I take off at 6 p.m.,” he added. 

Fingerhutt believes that one of 
the major reasons for the vitality 
of the dealership is the youth of 
the personnel. 

Fingerhutt claims that when he 
goes to meetings of Chevrolet sales 
managers, he stands out like a sore 
thumb because of his youth. How- 
ever, he adds, “it’s sales figures that 
count at sales meetings so nobody 
dares kid me about my age.” 

The dealership spends $8,000 to 
$10,000 monthly on advertising, 
mostly in newspapers. It advertises 
most heavily in the tabloid Phila- 
delphia Daily News, where full- 
page ads carry caricatures of Po- 
tamkin and his horn-rimmed spec- 
tacles. 

He has appeared in these ads 
wearing almost everything from 
a Santa Claus suit, a cowbody 
suit and a 10-gallon hat to an 
Indian head-dress. 

Potamkin likes flashy, splashy 
ads. He grooms them to fit the sea- 
sons and runs special ads for elec- 
tion days when he asks readers to 
“vote the straight Chevrolet ticket.” 

He also runs special ads for vari- 
ous holidays, and during Christmas 
he delivered miniature Chevrolets 
to be placed under the tree. The 
idea helped to sell cars by getting 
people to hand out gift cards at the 
same time. 

All Potamkin workers seem to 
like to work. Perhaps one reason 
for this unusual situation is that 
almost everyone works on an in- 
centive basis, drawing a moderate 
salary and taking a share of the 
profits in the form of a cumulative 
bonus payable at the end of the 
year or by withdrawals during the 
year. 

The firm has inaugurated a 
profit-sharing plan. Ten percent 
of profits, but not more than 15 
percent of wages paid to mem- 
bers of the plan goes into the 
kitty. The Pennsylvania Co. for 
Banking and Trusts, trustee of 
the plan, says that as far as it 
can determine, Potamkin is the 
first dealer in the Philadelphia 
area to set up such a profit-shar- 
ing plan. 

Potamkin believes he is doing 
better profitwise than most dealers 
in the area, and he thinks the rea- 
sons are volume business, low over- 
head’ and his incentive program. 

Potamkin makes use of hig sales 
force like a general. He hag only 





Potamkin Provides Fun for Kids— 





More than 1,000 youngsters were invited last year to a circus party by Potamkin 
Chevrolet, Philadelphia. Big Banners and paper tags on each kid let everyone know 
whose guests the children were. It is one of the many devices used by the one-year- 
old firm to establish good customer relations. 





four salesmen on the floor at any 
one time. The others are in reserve 
pounding the pavement or upstairs 
telephoning or writing to pros- 
pects. 


“If a salesman cannot sell 15 cars 
a month and earn himself $1,000, 


| we don’t want him here,” Potamkin 


says. A few are doing even better 
than that. 


The salesmen are kept abreast 


| of developments by conferences 


once or twice a week. 


Eddie Nolan, Potamkin’s ace 
salesman, drives a red, white and 
blue 1934 Chevrolet through South 
Philadelphia. The “buggy” is be- 
decked with bold signs urging pros- 
pects who might see it to buy from 
Potamkin, and especially through 
Nolan. 


Potamkin sponsors an amateur 
softball team. He also sponsored a 
circus party when he took 1,000 
South Philadelphia youngsters to 
the circus last year. Big banners 
and foot-square paper tags on each 
kid let everyone know whose guests 
the kids were. 

Furthermore, Potamkin has spon- 
sored a trip designed to build em- 
ploye morale. He took his six top 
salesmen for a Miami vacation to 
show them his appreciation for 
their efforts. Everything was “on 
the house.” 

Potamkin has been subtle as 
well as aggressive in his promo- 
tional efforts. A month after he 
moved into South Philadelphia, 
he began to donate money to 
churches and charitable organi- 
zations. 

Also, he is hiring three Negro 
salesmen to capture some of the 





MORE SALES 
POWER! 





South Philadelphia’s Negro popula- 
tion. 


Another technique is keeping a 
trained telephone receptionist on 
duty evenings. “Too many . firms 
leave the phone to be answered by 
any old guy on the floor in the eve- 
ning. This igs probably the most im- 
portant time in the day for selling 
so We get ready for it,” Potamkin 
explained. 

Potamkin believes in the old idea 
of “getting them into the show- 
room.” Once the prospect is in the 
showroom, he encounters hard sell- 
ing. The prospect is “turned over” 
at least once. 

“The turnover comes,” according 
to Potamkin, “when the first sales- 
man realizes he is fighting a losing 
battle so he casually introduces his 
prospect to a second salesman.” 

The salesmen like the hard sell- 
ing they have to engage in. It 
means more money in their pock- 
ets. Not only do they get the 
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commission on the car sold, but 
they can also get their share of 
the kitties on sales contests. 

In addition to Chevrolet spon- 
sored sales contests, Potamkin gives 
out its own cash bonuses of about 
$200 to $300 a month. These awards 
go to the salesman with the most 
deals, the one with the most profit- 
able deals, and the one selling the 
most “Car-Life” service policies. 


Solar Sells 3 Plants 


To Gould-National 


MINNEAPOLIS. — Solar Corp., 
a subsidiary of Gamble-Skogmo, 
Inc., has sold the assets and inven- 
tories in its three battery factories 
to Gould-National Batteries, Inc., 
according to a joint announcement 
by A. H. Daggett, president of 
Gould-National, and B. C. Gamble, 
president of Gamble-Skogmo. 

The plants are in Milwaukee, Los 
Angeles and Ogden, Utah. 
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The Complete Line Of The Automotive Industry 
The Quality Line — A Dual System 
Guaranteed To Fit Every V-8 Powered Car 
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Plymouth V-8 1955 
Pontiac V-8 1955 
Studebaker V-8 1951-55 





1951-52 











Also Available .. . a complete line of Dual Exhaust 
Header Systems for most V-8 powered cars and 
Chevrolet... Factory Duplicate Rear Outlet Manifold 
Duals for Ford and Mercury 1952-55. 


new Grand. Gjuict Lone FIBERGLAS* 


PACKED MUFFLERS with low, mellow tone. 
First Fully Engineered Fiberglas* Packed 
Mufflers. Also Available ...a complete line of 
Grand-tone High Efficiency Steel Packed Mufflers. 


*Fiberglas (Reg. U. S. Pat. Off.) is a trademark of 
the Owens-Corning Fibergias Corp. 


AUTOMOTIVE PRODUCTS 
2055 RUBY STREET - MELROSE PARK, ILLINOIS 
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ADVERTISEMENT 





Automobile Dealers, New and Used, ATTENTION, PLEASE! 


Cars+Boats=Plus Business 





Boating has become a Billion- 
Dollar Business. And you can right- 
fully have a slice of it—for the 
asking! 

Today ... boating with sleeping, 
cooking and private sanitary fa- 
cilities is for Mr. Average Man. 
For as little as $1,390 he can join 
the ranks of Modern Mariners. 
And he, incidentally, is the very 
same man who comes into your 
showroom or lot to look at cars! 
Today’s small power boats, sleep- 
ing 2 to 4, are mobile. Hitch them 
to an auto... put them on a 
trailer and display them on your 
premises ... one man can launch 
or haul out such a boat with mod- 
ern equipment. And what’s more— 


OWENS YACHT CO. 


a water location is not necessary 
to sell boats in volume. Some of 
our best dealers have “dry land” 
locations. 


With minimum capital and time 
investment, reasonable promotion 
efforts, and the very same facili- 
ties you already possess ... you 
can become a boat dealer. All it 
takes is your serious inquiry—and 
a nationally-famous quality line of 
boats. Owens is that line! Models 
included are 18’, 21’, (and larger) 
cruisers listing from $1,390. 


Direct Dealer Franchises are 
available in some markets. Your 
inquiry will receive instant atten- 
tion. Write today! 


¢ 900 STANSBURY ROAD ¢ BALTIMORE 22, MD. 
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From DP to Sales Ace 


Chicago Dealer’s Sales Manager Came to U. S. 
5 Years Ago With $7 


DETROIT.—Less than five years 
ago Jerry Bulandr arrived in the 
U. S. from Czechoslovakia. He could 
not speak English and he had only 
$7. 

Today he is sales manager of 
Chicago Auto Sales & Service, a 
large Nash dealership in Chicago. 

Bulandr was in Detroit as a guest 
of Nash Motors because he sold 12 
Nash cars during the Chicago Auto 
Show to win a sales contest. In ad- 
dition to the trip, during which he 
met Nash executives, he won mer- 
chandise prizes. 

Bulandr, who now speaks with 
only a slight accent, started learn- 
ing English after arriving in Chi- 
cago in 1950. Despite the fact that 
he could speak four langues, “Eng- 
lish was difficult to learn.” At that 
time he was working in a factory. 

A year later he decided that, 
since his hobby always had been 
cars, he would try to sell them. 
Austin Automart (Nash) gave him 
a job. He earned $100 the first week. 
Two months later his paycheck for 
a week amounted to $495. He then 
decided that selling cars was his 
life’s work. 

Since entering the auto busi- 
ness four years ago he has sold 
350 new cars, 112 of them last 
year. 

Bulandr’s sales “secret” is hard 
work. 

“A salesman, to be successful, 
cannot work regular hours,” he 
said. Bulandr spends 12 to 14 hours 
a day on the job. 

He usually sends out 25 post- 
cards and 10 personal letters daily. 
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MODEL 3000 


1 out of 3 cars on the road today needs 
brake service. Ammco Equipment will en- 
able your shop to handle larger brake 
service volume, make more profit per job, 
assure customer satisfaction. Continual 
safety promotion accents need for safe 
brakes, and makes prospects easier to sell. 
So the time to equip for peak profits is 
NOW! See your Ammco jobber for a free 
demonstration in your own shop. 


NO. 3000 SAFE-TURN 


Provides maximum smooth stock removal 
through use of exclusive “Infimatic Feed” with 
.002” to .020” range, adjustable while cutting. 
Tremendous 2%” Spindle and 3%” Cross Feed 
Support. Handles drums 6” thru 24” diameter 


and 7%" deep. 


NO. 1750 BRAKE SHOE GAGE 
Sets shoes and mikes drums on 1955 
Chevrolet front wheels 
and on Fordand Chrysler 
products with Lockheed 
type brake. Transfers 
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DRUM LATHE 


free adjustments. 


drum size directly 


to shoes. | ment. 





NO. 2000 SAFE ARC SHOE GRINDER 


Grinds 8 shoes in less than 4 minutes, for drums 8” 
through 17” diameter. Assures 100% contact be- 
tween lining and drum. Eliminates come-backs or 


NO. 3500 
BRAKE DRUM 
MICROMETER 


Mikes all drums 8” thru 18%” diameter — on or off 
drum lathe. Sells need for drum turning or replace- 


AMMCO TOOLS, INC., 2108 Commonwealth Avenue, North Chicago, IIlinois 





In addition he makes five or six 
phone calls a day to persons who 
have purchased a car from him. He 
contacts his old customers every 
few weeks by phone and chats 
about their health, family, car and 
any other subject which might 
come up. 

“By doing this I get many new 
prospects because my old custom- 
ers tell me about their friends who 
could use a new car,” he said. “And 
because I show an interest in them, 
they often send me people who 
want to buy.” 


This form of “bird - dogging” 
brings in about 40 percent of his 
sales. 


“In addition, talking to my old 
customers builds up ‘repeat’ sales, 
which accounts for 25 percent of 
my sales,” he added. He expects 
that percentage to rise the longer 
he’s in the business. 

Bulandr cannot understand why 
salesmen just sit around when 
they’re on the showroom floor. 
When there are no customers to 
talk with, he writes out his cards 
and letters and makes his phone 
calls. 


“To waste time is to lose money,” 
he said. 

Bulandr believes that any good 
car salesman should make $8,000 to 
$10,000 annually. 

Bulandr, 35, put his roots down 


Farmer’s Income 
Remains Stable, 


Journal Says 


PHILADELPHIA. Although 
total farm income has dropped in 
the past five years, income of indi- 
vidual farmers has remained stable 
because the farm population has 
declined, leaving fewer families to 
divide up the farm income, accord- 
ing to Farm Journal. 


True D. Morse, undersecretary 
of agriculture, told the magazine, 
“Yes, we’ve had a dip . .. but some- 
times national figures are used to 
cause undue alarm. Farm prices 
tell only part of the story.” 

He said that the income from 
farm goods for the average farmer 
was up 11 percent and that income 
from off-the-farm work for the av- 
erage farmer was boosted 18 per- 
cent last year. 


“Our realized farm income de- 


| clined 25 percent between 1947 and 


154,” he said, “but know what ac- 


|tually happened? There were 20 
| percent fewer of us living on farms 





in 1954. So our farm income per 
person dropped only 5 percent. 
Throw in what we made off-the- 
farm and the income per farm per- 
son actually increased 6 percent.” 


Nash Honors 20 


Conservationists 


In $5,000 Awards 


DETROIT.—Ten professional and 


|10 volunteer conservation workers 


have been announced as winners of 
the second annual $5,000 Nash Con- 
servation Awards. 

Each will receive a bronze plaque. 
In addition, professionals will re- 
ceive $500 awards. Presentations 
will be made by Nash officials in 
the winners’ home towns. 

Professionals are: R. P. Allen, 
Tavernier, Fla.; Dr. G. W. Bennett, 
Urbana, Ill.; C. W. Bosch jr., New 
Orleans; Dr. E. L. Cheatum, Al- 
bany; J. S. Gottschalk, Washing- 
ton; W. R. Hine, Atlanta; C. O. 
Handley sr., Charlestown, W. Va.; 
A. J. Jaenicke, Portland, Ore.; W. 
T. Ward, Kamloops, B. C.; D. K. 
Wolff, Belvidere, N. J. 

Nonprofessionals are T. E. Dore- 
mus, Wilmington, Del.; Grover 
Austaud, Salt Lake City; C. H. 
Getchell, Waterville, Me; H. H. 
Hastings, Claremont, N. H.; Dr. 
Max Krone, Idyllwild, Calif.; Caro- 
lyn Madden, Anaconda, Mont.; Rob- 
ert Naylor, Emmett, Id.; J. R. Red- 
decliff, Warren, Pa.; O. B. Reeme- 
lin, Dayton, O.; C. W. Stoddart jr., 
State College, Pa. 








quickly after arriving in the U. 5. 
He was married within a year and 
now has a three-year-old son. Hie 
is about to become a citizen and is 
preparing to purchase his own 
home. . 

Bulandr graduated from the Com- 
mercial Academy in Prague in 1941 
and for the next four years was a 
movie producer. In 1946 he became 
president of the Friends of the 
United States, an organization dedi- 
cated to telling Czechs about tie 
American way of life. 

When the Communists took 
over Czechoslovakia in 1948 Bu- 
landr was tipped off that he was 
about to be arrested, which wouid 
have meant death. He slipped 
away at night and got to West 
Germany, where for two years 
he was a supply officer with the 
International Refugee Organiza- 
tion. 

Offered the chance to go to the 
U. S., he did not hesitate. 

“And I’ve never been sorry that 
I did,” he said. “A few years ago I 
was hunted and penniless. Now I 
have a fine career, a family and a 
good future.” 


COMING to DETROIT? 


Use your 


AUTO DEALER’S 
COURTESY CARD 


For extra service at the 


QWERINg 


HOTEL 


For years the Wolverine—home of 
the Tropics Night Club and famous 
Rainfall Bar—has been the “stop- 
ping place” for auto dealers in 
Detroit. See why on your next visit! 


500 ROOMS WITH BATH 


from $ 375 


CHILDREN FREE 
WITHERELL & ELIZABETH 


One block from Grand Circus Park 
PHONE WO. 3-9000 


a 
’ 


ll ees ‘ # P 
AUTO TURNTABLES 
Here is a rugged, all steel turntable, 
scientifically balanced to take all cars. 
Just plug in. For indoor or outdoor 

display. Write for free literature. 


Also 

avail 

able 
POSTS 


AMERICAN STAGE EQUIPMENT 
805 East 134 St., Bronx 54, N. Y. 





100 Feet of 48-12” x 18” Pennant: 
All-Weather Durafilm Only $4.50 
Money if not satisfied. 

MYRLO COMPANY 
2168 W. 25th, Cleveland 13, Ohio, de; . 


— 





2c a ta at ae . 
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Carborundum Gets 
Markets 


Curtis Machine 
NIAGARA FALLS, N. Y.—Car- 
(Continued from Page 58) 
2; Willys, 2; Cadillac, 1; Chrysler, 


borundum Co. has acquired Curtis 

Machine Corp., according to a joint 

announcement by Gen. Clinton F. 

: : Robinson, president of Carborun- 

compared with 63 in February. 1, and Hudson, 1 dum, and Gene DeMambro, presi- 

Registrations by make were: | Used-car sales in March amounted | gent of Lincoln Park Industries, of 
Ford, 33; Chevrolet, 31; Pontiac, |to 376, compared with 292 in the : 

17; Buick, 11; Plymouth, 10; Stu- | previous month. 
debaker, 7; Mercury, 6; Dodge, 4; There were eight new trucks— 
Nash, 3; Oldsmobile, 3; Packard, | seven Fords and one Chevrolet— 


which Curtis Machine was a wholly 
sold in March in addition to 41 DeMambro, also president and 
Chevrolet Adds — 
The high demand for new and 
nounced new “spring color” choices |tinued to exceed figures for the| 
vision said the Corvette can now)! was 1,608, compared with 2,323 in 
a solid color, cashmere blue, and| New-truck registrations were 81; 
Complementing the exterior are | ago level.—(Sanford Markey.) 


61 


general manager of Curtis Ma- 
chine since 1946, will continue in 
that capacity. William H. Wendel, 
vice-president of Carborundum’s 
coated abrasives division in Wheat- 
field, N. Y., will coordinate the ac- 
tivities of Curtis Machine with Car- 
borundum. 

Curtis Machine of Jamestown, 
N. Y., since 1913 has made belt 
sanders and rubbing machinery for 
the furniture industry. 


Malone Buick Orguilici 


Malone Buick Co., Inc., has been 
incorporated in Hazlehurst, Miss. 











Atlanta Buyers 
Wait Month for 
Ford Delivery 


ATLANTA.—Ford chalked up 

1,034 new-car sales in the metro- 
‘olitan area of Atlanta during Feb- 
ruary to break all sales records for 
any make. 

A spokesman for Ford here said 
the number of registrations prob- 
ably would have been higher, had 
local dealers been able to carry 
adequate stocks. Sales have been 

so high, he said, the factory has 
sons unable to keep up with the 
demand. A customer ordering a 
new Ford in Atlanta now has to 
wait from one month to six weeks 
to get delivery, he said. 

Total new-car registrations in 
Atlanta for February were 3,481, 
topping January’s previous high by 
one car. 

New-truck sales numbering 318 
were off 114 units from January’s 


high. 


oto ete 


were 132 units registered in March, | 












and solve all your hauling 


goa LT 
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owned subsidiary. Carborundum 
exchanged 8,696 shares of its stock 
for the firm. 
used trucks.—(George M. Hunholz.) 
* * + 
* e 
Lighter Solid Cleveland 
Hues 2.T ones used cars in the Cleveland area 
9 eased off in the first full week of | 
DETROIT. — Chevrolet has an-| April, although the turnover con- 
for both standard cars and plastic- | same period of 1954. | 
bodied Corvettes. In new-car registrations, the 
In addition to polo white, the di-| total for the week ended Apr. 9 
=|be purchased in harvest gold, Gyp-| the previous week. Used-car vol- | 
sy red and bronze. ume was 1,776, compared with | 
New hues in the car line include | 2,389 in the previous seven days. | 
combinations of India ivory with| Used, 76. 
cashmere blue, Navajo tan or dusk} Vehicle sales in the first quarter | 
rose. | were up 22 percent from the year- | 


ALUMINUM 
Screw — HOPPER _ 


| 
choices of interior colors ranging | . ss * 


from “blue and straw” to the latest | 


combination of shadow gray and| Detroit 
| India ivory, exclusive with the dusk| wore new cars were titled in| 
| rose body. | Wayne County (Detroit) during 


March than in any month since the | 
| Detroit Auto Dealers Assn. has| 
compiled statistics, the association | 
| said last week. 
In March, 22,037 new cars were 
Dealer Auto Shows licensed. There have been only 
April 25-26 — Gregory Automobile Show, | 


Calendar 


(Continued from Page 12) 
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Gregory, $. 0 | two other months since DADA 
Jf ts | began keeping records in Janu- 
se onal Amphihestes Chicese: |"? | ary, 1929, that registrations have | 





GREATER CAPACITY 





Almanac 


{OUT APRIL 25) 


Jan. 7-15 — St. Louis Auto Show, Kiel 
Auditorium, St. Louis. 
* ” 
General 


April 18—New York Metropolitan Council 


exceeded 20,000. Those months 
were June, 1929, when registra- 
tions totaled 20,512, and August, 
1950, when 21,071 cars were sold. 


Previous high March was in 1951, 








Capacities up to 
130 barrels 


Trailer Corp. 


LIGHTER WEIGHT + LOWER COST 
LIMA, OHIO 


HLL mies 


Special units available to meet state requirements 


of Automobile Old Timers Luncheon, 
Hotel Roosevelt, New York City. 


April 20-May !—37th International Motor 


when 18,400 units were registered. | 
Lowest March, aside from wartime 
Show, Turin, Italy. years, was in 1933, when 1,657 titles | 
Apr. 23-May I—GM Motorama, Common were issued. 
wealth Armory, Boston, Mass. —-— - - ———___—_____—_ 


April 28-29—37th Annual Meeting, Ameri- / 
can Zinc Institute, Drake Hotel, Chi- 


INDIVIDUAL COPIES 
SOLD IN 
ADVANCE AT 





cago, i, ousnnemens wines em nce tenn Em mn mammmmnm Tm meen mn ae grag LENO YE ORL OODLE DOL LINE. OS i 
May 6-9—International Motor Exhibition, 
International Room, Roosevelt Hotel, 


New Orleans, La. 


May 8-11—33rd Annual Convention, Auto- 
motive Engine Rebuilders Assn., Hotel 
Cleveland, Cleveland, O. 

May 11-13 — Fourth Annual Convention, 
National Parking Assn., Atlanta, Ga. 
May 16-20—Materials Handling Techniques 
Conference, International Amphitheater, 

Chicago. 

May 16-20—National Materials 
Exposition, Exposition Hall, 
tional Amphitheater, Chicago. 

May 26-June 4—Exhibition of on 
Spare Parts, Melbourne, Australia. 

May 3!-June 3—Design Engineering Show, 
Convention Hall, Philadelphia. 

June 7-10 — Spring Technical Meeting, 
American Welding Society, Kansas City, 


Mo 

June 8-10—Third Annual Welding Show, 
American Welding Society, Municipal 
Auditorium, Kansas City, Mo. 


Add $2, 190 a year 


to Your Net Profits by Balancing 
One Car a Day with the Famous 


HUNTER wheel Balancer 


Ask your Hunter representative 
for complete details and actual 
case histories on amazing Hunter 
profits. By balancing only four 


ly 
each 
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Handling 
Interna- 


























June 12-15—Directors and County Vice- 
sresidonts Spring Meeting and Golf cars week your 
ournament, New York State Automo a 
bile Dealers, Inc.. Hote! Otesaga, Hunter Tune In 
Cooperstown, New York. Balancer will pay 


July 21-22 —Truck Trailers Manufacturers 
Association Convention, Sheraton-Cadil- 
lac Hotel, Detroit, Mich. 

Sept. 6-17—Production Engineering Show, 
Navy Pier Chicago. 

Sept. 6-17—Machine Tool Show, National 
Machine Tool Builders Assn., Interna- 
tional Amphitheater, Chicago. 

Sept. 21-22 — Federation of Automobile 
Dealer Associations of Canada. Sheraton- 
Cadillac Hotel, Detroit, Mich. 

Sept. 22-24—Automotive Parts Rebuilders 
Association Convention, Fort Shelby Ho- 
tel, Detroit, Mich, 

Sept. 29-30 — National Automobile Trans- 
porters Association Convention, Sheraton- 


for itself out of profits in 90 
days. No wonder more Hunter 
Wheel Balancers have been 

sold than any other make. 





LEADING DEALERS USE THIS 
SILENT SERVICE SALESMAN 


Customers buy 20% to 30% more service 


Cadillac Hotel, Detroit, Mich. 
per R. O. when they can see what they nee. aos oa cee 
need . * ealers ssn., Inc., Jit nnua on- 
5 when they need it and what it vention, Shamrock Hotel, Houston, Tex. | 
costs, Prices and maintenance items on Nov. 14— Automobile Old Timers, [6th | 


Anniversary Dinner, Waldorf-Astoria Ho- 


this board are set up to support your sales- 
tel, New York City. 


men and are easily changed. Write for cost 


_ malls th f 
of setup complete for your make. a See eee cra EWA’ 
M.E.M.A. and N.S.P.A, 
- THE DOBIE COMPANY oe * 
rs. of Sales & Service Promotion Pk * 
Pesegltireso te gn a a Regional Parts Shows 
es - - lowe & Apr. 28-30—Southeast Automotive Show, 


(DISTRIBUTORS AND AGENTS WANTED) Lakewood Park. Atlanta. 


May 19-22 — Tri-State Automotive Show 
Kingsbridge Armory, Broadway and 63rd 
St., New York City. 

June 9-12—Great Lakes Automotive Show 
nan State Fair Grounds, Detroit. 


me PEM lt) a Lee hele 










& TO HUNTER ENGINEERING COMPANY 
@ Hunter Avenue and Ladue Road 
2 St. Louis 24, Missouri AN-45 


8 Please send me more information on the Hunter 
Tune-in Wheel Balancer. 





MORE AUTO DEALERS SPECIFY 


PERSONALIZED NAME PLATES 
THAN ANY OTHER MAKE 


WRITE FOR STEMAC 1281 So. Cherokee 


DETAILS— Denver, Colorado 


Hunter Trim-A-Wate— 
the all-in-one, all-purpose 
wheel weight tool 


Hunter X-Act passenger 
car and truck wheel weights 


Bow Renault Home 


L. G. Paton, Seattle dealer for 
French Renault automobiles, has 
arranged to open new sales and re- 
pair headquarters at 11 E. Pine St. 
Paton entered the automotive field 
in 1909, and has been the Renault | 
dealer in Seattle since 1949. 


wae: come © 
HUNTER Engineering Company fF 


Hunter Avenue and Ladue Road 





St. Lovis 24, Missouri 


De etanee. 
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Dealers Ask: Will It Last? 


New England Auto Sales Booming | 


By Charles G. Sampas 
Staff Correspondent 

LOWELL, Mass. — New England 
auto dealers are keeping their fin- 
gers crossed during April. They 
smashed all records for their first 
three months of 1955 and are watch- 
ing April to see whether the boom 
will continue. 

New-car registrations have been 
hitting highs from Portland to 
Providence, but New England deal- 
ers are taking nothing for granted. 

A surprising number of auto 
dealers just can’t believe it will 
last. They claim that sales just 
“jumped the gun” by starting 
earlier than usual and will fall 
before the year ends. 

But a few—and they are growing 


Romney Opposes 
New Auto Mergers 
As Harmful to U. S. 


CLEVELAND.—George Romney, 
president of American Motors, de- 
clared Thursday that further 
shrinkage in the number of com- 
petitors in the auto industry “not 
only is highly unlikely because of 
the renewed vigor of the remaining 
independents but also is economi- 
cally undesirable for the nation.” 

Speaking before the semi-annual 
meeting of the National Petroleum 
Assn., Romney said that fewer than 
five competing companies in an in- 
dustry of such enormous economic 
importance as the auto business 
could sharply reduce initiative and 
innovation, curb free consumer 
choice and result in additional con- 
centration of car manufacturing. 

“By continuing and increasing 
their substantial contributions, the 
independents are effectively pursu- 
ing their primary role, which is to 
succeed and avoid a further con- 
centration of economic power in 
the country’s largest industry,” 
Romney said. 


in number—feel that the consumer 
market has always been there and 
the manufacturers have given them 
the spirit to go out and sell. 

A spot check of New England 
dealers revealed that inventories 
are in good shape, with the average 
being from 10 days to two weeks. 
Several dealers claimed that they 
had less than a one-week stock and 
were having trouble in getting de- 
liveries on orders. 

“Deal” is the key word and every 
customer comes in with his own 
deal—then the bargaining begins. 

Dealerships appear stronger 
than ever in New England. The 
“shakeout” of last year cleaned 
up marginal operators and the 
remaining dealers seem strong 
and energetic. 

Advertising, production and sales- 
manship have been given a tre- 
mendous lift and there has been 


Federal Reserve 
Ups Interest Rate 
In Kansas City 


WASHINGTON. — The Federal 
Reserve Board last week author- 
ized an increase in the discount 
rate of the Kansas City Federal 
Reserve Bank from 1% to 1% per- 
cent, effective Apr. 14. 

The discount rate is the interest 
rate at which a reserve bank can 
loan to member commercial banks. 

The action followed the decision 
of three big borrowers to raise 
the rates they are willing to pay 
by one-eighth of 1 percent. They 
are General Motors Acceptance 
Corp.; CIT Financial Corp. and As- 
sociates Investment Co. 

The 12 Federal Reserve Banks 
establish their discount rates in- 
dividually with the approval of the 
board here. Generally, the other 
11 follow when one bank raises its 
rates. 








“Let's deliver Chadwick to the Board of Health atym<corm 
Exhibit “A” for a new exhaust eliminating system!" 
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with KENT-MOORE 


MONOXIVENT 


ELIMINATING FIXTURES 


Nothing matches modern Monoxivent Fixtures for effec- 


45862 


tively ridding service departments and garages of carbon 


monoxide fumes! In fact, Monoxivents offer all the ad- 




















4 2980-A 
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vantages “most wanted” in exhaust eliminating systems 
... installation economy, operating efficiency, long, trouble- 
free life... and no unsightly hoses hanging from overhead, 
either! Models available to meet your every requirement, 
too. Want the convenience of underfloor hose storage, for 
example? Two Monoxivent Sets offer this outstanding 
feature... J 2980-A and the new J 5862 “Twinstallation”’ 
model that services both single and dual exhaust cars! 
Looking for economy? Then you can’t beat the low-cost 
J 5066. Or, if trucks are to be serviced, there’s the J 5793 
. . « a special new fixture designed to service all trucks! 


What’s more, as the pioneer in the exhaust eliminating 
field, Kent-Moore offers you FREE technical engineering 
services to assure proper installation and efficient operation 
of every Monoxivent fixture. See your nearby Kent-Moore 
jobber, or write direct for complete information today! 


KENT-MOORE 


Engineers and Manufacturers of 
Special Automotive Service Tools and Equipment 


5-105 General Motors Bidg 


ORGANIZATION, INC. 









Detroit 2, Mich. 


greater cooperation than ever be- 
fore with manufacturers. 

One fact stands out—many cus- 
tomers want a “gimmick,” some- 
thing for “free.” Apparently they 
have been conditioned to this by 
department stores and super mar- 
kets and this, say some dealers, can 
be irritating at times. 


Lowman Wins Mayoralty 


LIBERTY, Mo.—Frank E. Low- 
man, car dealer, was elected mayor 
of Liberty on a campaign of off- 
street parking. The only Republi- 
can candidate in the city election, 
he was the second GOP member 
elected in the history of this Dem- 
ocratic stronghold. 








News to Note... 





Auto World in Brief 





| 





Prize-Winning Chevrolet Poster— 

Seattle zone Chevrolet dealers won first prize with the poster shown above in the 
poster copy idea division of the third annual local outdoor advertising contest spon- 
sored by the Outdoor Advertising Assn. of America, Inc., Chicago. 





Dealer Is a Good Neighbor.” Fold- 
ers will be distributed to motorists 
and complete details on how to con- 
duct the plan are available now 
for dealers from the committee in 
care of American Petroleum Insti- 
tute, 1270 Sixth Ave., New York 20, 
N. Y. Last year, 7,500 dealers par- 


ticipated. 
Bd * * 


(Continued from Page 17) 


has been announced in the com- 
pany’s annual report. 

The Airfreighters will be deliv- 
ered in the first quarter of 1956, 
and will increase the company’s 
fleet to 16 four-engine all-cargo air- 
craft. The 14 DC-7 aircraft are to 
be delivered in 1956 and 1957. 

x * oJ 


Mines Hunted Under Ocean 


WASHINGTON. — Malayan Tin 
Dredging Ltd. has been issued a 
license to seek tin-producing areas 
on the ocean floor, the Malayan 
Tin Bureau reports. The firm will 
explore off the coast of Selangor, 
a state on the west coast of the 
Federation of Malaya. 

~ * = 


Corporate Management 


Studied in New Book 


NEW YORK. — The American 
Management Assn. has announced 
publication of “Corporate Manage- 
ment in a Dynamic Economy.” It 
contains 72 pages and sells for $1.75 
($1.00 to AMA members). 

The association said that in the 
book the presidents and executives 
of nine different companies exam- 
ine various aspects of company sur- 
vival and growth in an expanding 


economy 
- « + 


Permatex Export Sales 


Show 107 Pct. Boost 


BROOKLYN, N. Y.— Permatex 
Co. has announced that export 
sales of more than 50 types of auto- 
motive, aviation and industrial 





Ways to Cut Down 
Import Costs 


Studied by Ford 


NEW YORK. — Ford Motor Co. 
is conducting a study of inland and 
coastal port facilities in an effort 
to reduce the distribution costs of 
British-built Ford cars. 

Robert C. Rehm, who is super- 
vising the study for the Ford In- 
ternational division, said the com- 
pany hopes to expand its sales to 
the Midwest and 


most economical transportation 


method. He declared that the com-|_ 


pany hopes to double its sales this 
year. 


He said the freight charge for i 


shipping a car from New York to 
| Chicago by rail is $100-$110 which 
represents the price differential in 
the two cities. Delivery is made in 
about seven days. 

Among the methods studied are 





is seeking the|_ 





United Air Lines Cuts 


Freight Rates on Parts 


CHICAGO.—United Air Lines has 
cut air-freight rates from 3% to 17 
percent on automobile parts and 
accessories shipped from Washing- 
ton, D. C., to four California cities. 

The cuts—to Los Angeles, Long 
Beach, San Francisco and Oakland 
—are: 3% percent per 1,000 pounds, 
11 percent per 2,000 pounds, 14 per- 
cent per 3,000 pounds, 16 percent 
per 5,000 pounds, and 17 percent per 
10,000 pounds. 

* 


maintenance chemicals have in- 
creased over 107 percent since 1952. 

John Prior, export manager, said 
the firm sells to 72 foreign coun- 
tries and that most of the three- 
year sales expansion has taken 
place in Latin America, but that 
volume has increased in sales to 
Europe, Asia and Africa. 

* * * 


Motor Wholesalers Plan 


Atlanta Conference, Show 


ATLANTA. — The Southeastern 
Business Conference of the Motor 
and Equipment Wholesalers Assn. 
will meet Apr. 27 in the Atlanta- 
Biltmore Hotel to discuss “The 
Keys to Survival When Competi- 
tion Is Tough.” 

The meeting will be followed 
Apr. 28 by the Southeast Automo- 
tive Show. 

Presiding will be Marshal G. 
Luce, Electrical Equipment Co., 
Inc., Miami, Fla.; Albert S. 
Hatcher jr., A. S. Hatcher Co., 
Macon, Ga.; Bruce Cameron, 
MacMillan & Cameron Co., Wil- 
mington, Del, and Lamar F. 
Noble, Brooks-Noble Auto Parts 
& Machine Co., Jackson, Miss. 

= e . 


* * 


U. S. Firms Join Fair 

HANOVER, West Germany. — 
Forty U. S. firms will exhibit at 
the German Industries Fair, Apr. 
24-May 3. In all, 4,000 manufactur- 
ers will display consumer products 
and machinery. Apr. 29 has been 
designated U. S. Day. 


Cadillac Reaches 
New Sales Peak 
For Ist Quarter 


DETROIT. — New-car sales of 
Pullman Vacuum Cleaner 14,639 during March brought Cad- 


Buys Electric Blower Co. 


BOSTON. — Pullman Vacuum 
Cleaner Corp. has announced pur- 
chase of Electric Blower Co. and 
said that Electric Blower will be a 
division of Berns Mfg. Corp. 

Stanley Berns, Pullman president, 
said the firm was bought to widen 
the range of Pullman Vacuum by 
giving it a more complete line of 
cleaning equipment. 

* + 


illac’s sales to a total of 41,890 
units for the first three months of 
1955 and established a new all-time 
first-quarter sales record, according 
to J. M. Roche, general sales man- 
ager. 

The figure represents an increase 
of more than 29 percent over the di- 
vision’s best previous first-quarter 
sales record set in 1953, Roche said. 


Roche, who recently completed 
a nationwide tour of Cadillac’s key 
distribution points, reported that 
dealers shared in his strong opti- 


Oil Progress Week 


Slated Oct. 9-15 


NEW YORK.—The Oil Progress 
Week dealer plan has been set for 
Oct. 9-15, according to H. B. Miller, 
executive director of the Oil Indus- 
try Information Committee. 

The '55 theme is that “Your 


remain at a high level. 

“In addition to record sales, bal- 
anced by an exceptionally favor- 
able turnover of used-car inven- 
tory, Cadillac continues to enjoy a 
substantial backlog of new-car or- 
ders,” said Roche. 
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transportation of the cars by truck & 


from New York to Chicago, which 
costs about $80, and direct shipment 
from England to New Orleans and 
then shipping up the Mississippi by 
barge. Ocean freight charge per unit 
to New York and New Orleans is 
about $125. 

Rehm said that delivery at Great 
Lakes ports through the St. Law- 
rence Seaway costs about $25 more 
than New York delivery, but that 
this route is navigable only from 
April to mid-November. 





Fiat Introduces Small Car— 


A four-passenger model with rear engine has been introduced by Fiat. It is desig- 
nated as Fiat 600. Its speed exceeds 60 miles an hour, and gas consumption is 
rated at 50 miles per gallon. Present output is approaching 1,000 units a day. Fiat 
also announced price reductions ranging from 10 to 12 percent. The standard 1100 
model was reduced from $1,620 to $1,424. The 600 will sell at less than $980 in Iicly 
and at lower prices for export. A Fiat office is located at 500 Fifth Ave., New York 
36, N. Y. 


mism that 1955 new-car sales will - 
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Rocky Mount Leads Off . . 
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First ’55 Safety Test 
Pulls 62% Response 


ROCKY MOUNT, N. C. — The 
most ambitious nationwide cam- 
paign for safe vehicle maintenance 
ever conducted jumped off to an 
early start here when more than 
62 percent of the local vehicles 
passed through four check lanes in 
a five-day period. 

Timed to coincide with Rocky 
Mount’s “better living exposition,” 
the safety-check program brought 
at least 4,400 of 7,000 registered 
cars and trucks into the lanes for 
a 10-point checkup. 

Look Magazine, a co-sponsor of 
the national campaign, will launch 





Obituaries 


Frank A. Hiter, 63; 


Head of Alemite 


CHICAGO.—Funeral services 
were held Apr. 12 for Frank A. 
Hiter, 63, senior vice - president of 
Stewart - Warner 
Corp. since 1944 
and head of the 
company’s Ale- 
mite and Instru- 
ment division. He 
died Apr. 9 of cer- 
ebral hemmor- 
rhage. 

A native of 
Owensboro, Ky, 
Mr. Hiter would 

id have completed 35 
Frank A. Hiter years with the 
Alemite lubrication products divi- 
sion of Stewart-Warner next De- 
cember. 

He started as assistant sales man- 
ager of the Alemite Corp. in 1920, 
four years before that company 
was purchased by Stewart-Warner. 
He became a vice-president of 
Stewart-Warner in 1933 and a di- 
rector in 1942. 

* x = 


Frank J. DeForge 


PITTSFORD, Vt. — (UTPS) — Frank J. 
DeForge, 80, who owned the Bellows Falls 
(Vt.) dealership of F. J. DeForge & Sons, 
is dead. 





* * * 


Jesse A. Jackson Sr. 


MEMPHIS.—Jesse A. Jackson sr., 64, 
Memphis auto dealer and for many years 
a leader in church work, died Apr. 6 at 
his home here. He had been in decHning 
health since last summer. Mr. Jackson had 
been in the avto business here since 1928, 
operating Memphis Motor Sales Co. until 
last summer, when he retired. 

* * * 


Henry E. Fredrickson 


LOS ANGELES.—Henry E. Fredrickson, 
79, pioneer auto dealer and race-driver, died 
March 27 at his home here. Mr. Fredrick- 
son brought the first automobile to Omaha, 
where he organized a local automobile club. 
After his retirement in 1913, he spent much 
of his time in mapping cross-country auto- 
mobile routes. 

- . 


Lloyd Cregor 


SAN ANTONIO, Tex.—Lloyd Cregor, ac- 
tive in the automotive world since 1909, 
died here last week. Mr. Cregor spent 11 
years in Canada as regional manager for 
Dodge. Afterward he was regional manager 
successively for Kaiser-Frazer, Crosley and 

tes Motors. 
~ * . 


Reginald F. Sumner 


NEWPORT, N. H. — (UTPS) — Reginald 
F, Sumner, 53, manager of the parts de- 
partment at the Fairbanks auto dealership 
here for 26 years, died Apr. 5 in Carrie 
F. Wright Hospital. He was a native of 
Braintree, Vt. 

* * * 


Robert E. Griffin 


LANSING.—Robert E. Griffin, executive 
assistant to the general manager of %lds- 
mobile, died Apr. 10 of a heart attack. 
He was 58. Mr. Griffin began his career 
= General Motors Corp. as a clerk in 

* * * 


Robert V. Embleton 


SAN ANTONIO. — Robert V. Embleton, 
former auto dealer, died in a hospital here 
Apr. 2. He was 62. 

* * * 


Arthur P. Ingraham 


PAWHUSKA, Okla. — Arthur P. Ingra- 
ham, 55, Pawhuska auto deales, died Apr. 
2. He had been a partner in a Mercury 
dealership here for four years. 

* * * 


Clark Mills 
BARBOURVILLE, Ky.—Clark Mills, 50, 
co-owner of the Economy Motor Co., Bar- 


bourville, died Apr. 10, after a heart at- 
tack 


* * o 
W. A. Roberts 


__MILWAUKEE.—W. A. Roberts, 57, pres- 
ident of Allis-Chalmers Mfg. Co. since 


February, 1951, died Apr. 12 after a heart 
attack. Mr. Roberts began his career with 
Allis-Chalmers in 1924 as a salesman for 
the firm’s tractor branch in Wichita, Kans. 





the editorial portion of the spring 
promotion in an article, “Cause 
Unknown,” appearing in its May 3 
issue. The issue goes on the news- 
stands Apr. 19. 

George Koether, Look’s auto edi- 
tor, warns in the article that there 
are over 14,000,000 vehicles on U. S. 
highways in unsafe condition. The 
article gives case histories of fa- 
tality-inducing accidents caused by 
faulty parts. 

The Rocky Mount check program 
was a community-wide venture. 
The town’s 12 new-car dealers do- 
nated the services of 16 mechanics 
to serve at the lanes, while eight 
housewives kept records and put 
on safety stickers. 

An organization of dealership 
executives, the Rocky Mount serv- 
ice managers safety club, helped 
promote the check week and spon- 
sored a float in a parade that cli- 
maxed the campaign. 

Most of the 300 cities taking part 
in the National Vehicle Safety- 
Check Program will stage their in- 
spections in May. Between 2,000,000 
and 3,000,000 vehicles are expected 
to go through the community 
lanes. 

The Inter-Industry Highway 
Safety Committee and The Na- 
tional Safety Council will join Look 
in the national sponsorship. 


° 
U.S. Roads Built 
For Cars of ’20s, 
es 
O’Madigan Says 

ATLANTA.—Lack of an adequate 
network of interstate highways, 
supplemented by farm - to - market 
and feeder roads, is imposing a cost 
penalty approaching $2% billion a 
year, Dan O’Madigan, Packard gen- 
eral sales manager, said here re- 
cently. 

He also commented on the out- 
look for Packard and the industry 
in general. 

O’Madigan was in Atlanta with 
other Packard executives from De- 
troit to meet with 150 dealers from 
five states. 

Present roads in the U. S. were 
built for traffic conditions of the 
1920s with 20 million cars and are 
now clogged with close to 50 mil- 
lion cars, he said. The nation is in 
danger of losing its mobility unless 
a modern highway program is un- 
dertaken, he said. 


He went on to forecast a market 
for eight million cars in 1960 and 
said that sales in the fine-car class 
will account for 10 percent of this 
total, compared with a postwar 
average of about 6 percent. 

O’Madigan said one reason for ex- 
pected growth in the fine-car field 
is his estimate that in 1960 the 


inumber of families with incomes 


over $5,000 a year will double. Fam- 
ilies will spend 5 percent of their 
disposable income for automobiles, 
he predicted, against 3 percent in 
1940. 

Commenting on Packard’s out- 
look this year, O’Madigan reported 
that dealer stocks are considerably 
below a year ago, although produc- 
tion is at a peak. There is still a 
backlog of 20,000 orders, he added. 





U. S. Buys British Vans 
For Air Force in England 


COVENTRY, England.—The 
U. S. Air Force in the United 
Kingdom is replacing its Ameri- 
can vehicles with British equip- 
ment because of greater suita- 
bility to the roads and because of 
greater economy in time and 
money for spare parts and main- 
tenance. 

Among the contracts placed is 
one with Standard Motor Co., 
Ltd. for $1.2 million worth of 
pickup trucks, estate cars and 
vans. The first delivery of these 
has been made at Burtonwood, 
Lancashire. 








DeSoto Dealers Pick Ad Team— 


The DeSoto Multiple Group, including California dealerships from Santa Monica 
to San Gabriel and from Long Beach to San Fernando, recently elected its new adver- 
tising committee. From left (standing) are Clem Atwater, Hollywood; Hart Fullerton, 
Santa Monica, and A. J. Waldorf jr., Los Angeles. (Seated) are Henry Frost, Glendale; 
Y. M. Posthuma, DeSoto regional manager, and Harvey Traveller, Los Angeles. M. R. 
Mackaig, Los Angeles, and R. H. Thomas, Inglewood, were also elected to the adver- 


tising group. 


DeSoto Promotes Five Men 
In Sales, Advertising 


DETROIT.—DeSoto has promoted 
four of its sales personnel to re- 
gional posts, according to A. N. 
Nielsen, general 
sales manager. A 
fifth man was 
promoted in the 
advertising de- 
partment in De- 
troit. 

H. L. Shuster 
has been ap- 
pointed eastern 
zone manager. He 
joined DeSoto in 
1947 as district 
manager and 
since has served as city manager in 
New York and as regional man- 
ager in St. Louis and Philadelphia. 

D. H. Copeland has been named 
western zone manager. He joined 
DeSoto in 1949 as Omaha district 





Cc. G. Mix 


7. 













D. H. Copeland 


manager and has since been St. 
Louis city manager and Los An- 
geles regional manager. 


Y. M. Posthuma 


* a 
H, L, Shuster H. J. Toland 


Another appointment was that of 
Clyde G. Mix ag sales promotion 
manager for DeSoto, announced by 
J. L. Wichert, director of adver- 
tising and sales promotion. Mix has 
been national used-car merchandis- 
ing manager. He joined DeSoto in 
1948 as Flint district manager and 
was named regional manager in 
May, 1953. 

Y. M. Posthuma, Los Angeles city 
manager, has been moved up to 
Los Angeles regional manager. He 
joined the firm in 1948 as Los An- 
geles district manager. 


Also promoted was H. J. Toland 


Miller Joins Dealers 


CLEVELAND. — Robert Miller, 
former divisional manager for NBC 
radio spot sales here, has been 
appointed public relations director 
for the Cleveland Automobile 
Dealers Assn. 


to Philadelphia regional manager. 
Toland started with DeSoto in 1947 
as Philadelphia district manager 
and was later named city manager 
there. 


New Headlights ‘Legal’ 

WILMINGTON, Del.—(UTPS)— 
No change in the Delaware Motor 
Vehicle Code will be necessary for 
use of the new headlight, local 
dealers report. The light is inter- 
changeable with the sealed-beam 
lamps on previous models. 





N. M. Repeals, 
7 States Reject 
Mileage Taxes 


WASHINGTON.—Repeal of New 
Mexico’s mileage tax and rejection 
of mileage tax proposals in seven 
states highlighted legislative ac- 
tivity in state motor vehicle taxa- 
tion this year, according to a sur- 
vey by the National Highway Users 
Conference. 

In all, 20 states have had mile- 
age tax proposals submitted to 
their legislatures so far this year. 

The New Mexico law repeals bus 
and truck graduated mileage taxes, 
effective Jan. 1, 1956, increases reg- 
istration fees and pro rates regis- 
tration fees for interstate-operated 
vehicles. 

In Tennessee, a mileage tax ap- 
plicable to out-of-state buses was 
repealed. New York and Ohio also 
considered repeal of existing ton- 
mileage taxes. A similar Kansas 
bill passed the Senate but was 
killed in the House. 

A Colorado bill would make more 
vehicles subject to the tax and 
would change the rate from 1% 
mills per gross ton-mile to 2 mills 
per cargo ton-mile. 

Idaho adopted a law, effective 
Jan. 1, 1956, setting new registra- 
tion fees and applying the mileage 
tax to commercial vehicles over 
16,000 pounds and non-commercial 
vehicles over 24,000 pounds. 

A Wyoming bill to increase the 
mileage tax rate passed the Legis- 
lature but was vetoed by Gov. Mil- 
ward L. Simpson. 

Other measures seeking third- 
structure mileage taxes were de- 
feated or died on adjournment in 
Arkansas, Indiana, Montana, North 
Dakota, Tennessee and West Vir- 
ginia. 

Such proposals were pending in 
Connecticut, Delaware, Iowa, Ne- 
braska, Oklahoma, Texas and Wis- 
consin. 





Garroway to Visit Auto Plants .. . 


TV to Focus on Detroit 


DETROIT.—The automotive in- 
dustry is getting nationwide atten- 
tion this week through Dave Gar- 
roway’s “Today” television show 
over NBC. Emanating from WW5J- 
TV in Detroit, the theme of the 
show is “American Power.” 

Each morning the show, 


Unhappy Buyer 
Returns Car in 


Smashing Style 


COLUMBUS, O.—Irritation with 
dealer service led James R. Chris- 
man to adopt a “crash program” 
to get quick results. 

Chrisman, 25, drove his 1955 auto 
through the front door of Rudy 
Fick Sales, Inc., 2800 E. Main St., 
to “refresh Fick’s memory” that 
the car needed attention. 

Chrisman told police that he had 
been given “the runaround by Fick. 
After smashing through the front 
door, Chrisman just walked away, 
leaving the car partly inside the 
building. 

Chrisman said he had transmis- 
sion and radio trouble as soon as 
he took delivery on the new car. 
He went back several times before 
it was fixed, he said. 

Chrisman’s next difficulty oc- 
curred when he smashed the car 
in a ditch. He blamed the accident 
on a leaking front tubeless tire. 
He went to the hospital, and the 
car was under repair for 11 weeks. 

When he got the car back, he 
said, the paint job was rough and 
there were hammer marks on the 
door. When he took the car in for 
its 1,000-mile inspection, he said, 
he again got a “runaround.” 

Finally, he called Fick and told 
him to pick up the car. The dealer- 
ship agreed, but nothing happened. 
That’s when Chrisman drove 
through the door. 

R. P. Best, general manager for 
the dealership, denied Chrisman’s 
statements. He said Chrisman had 
only normal minor adjustment 
problems until he wrecked the car. 


through a remote setup, will visit 
a different auto manufacturer. 

Today (Apr. 18) it visits Green- 
field Village, the showplace of Ford 
Motor Co., where the cameras will 
focus on antique cars. 

Tuesday the show will visit the 
Chrysler plant and showroom on 
E. Jefferson Ave. Also, while on 
tour of Chrysler operations, the 
cameras will swing to the loading 
dock on the Detroit River where 
the loading of Chrysler Corp. cars 
on ships will be taking place. A 
view of Chrysler’s gas-turbine car 
also will be shown during the 
Chrysler tour. 

The show will move to Pack- 
ard headquarters on E. Grand 
Blvd. on Wednesday where James 
J. Nance, Packard president, will 
speak on the “Future of the In- 
dustry.” He will pay special at- 
tention to the “problems and 
promises of automation.” A spe- 
cial film report on automation 
also will be shown during the 
tour of Packard operations. 

Thursday’s program will originate 
from the General Motors Building, 
with remote telecasts from GM’s 
proving ground at Milford, Mich. A 
highlight of the program will be 
demonstrations by GM test drivers. 

Friday the show will move to the 
Ford Rotunda in Dearborn. A side 
tour to Ford’s Rouge plant will ~ 
give viewers an insight into the 
assembly of a car. The cameras 
will follow the operation from the 
time the engine is placed on the 
frame until the car is driven off 
the assembly line. 


Jaguar U. S. Subsidiary 
To Distribute in East 


NEW YORK.—Jaguar Cars North 
American Corp., U. S. subsidiary of 
Jaguar Cars, Ltd. of Coventry, 
England, will take over the distrib- 
utorship of Jaguar cars east of the 
Mississippi River next Dec. 31. 

Hoffman Motor Car Co., Inc., of 
New York, present distributor, will 
distribute Jaguar cars and handle 
Jaguar parts and service until that 
date, it wag announced last week. 
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Baber Buys Hamilton 


Earl Earnest, for 17 years owner 
of Hamilton County Motor Sales 
(Ford), Webster City, Ia., has sold 
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the firm to Frank Baber. The deal- 
ership has been renamed Baber 
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Auto News from ‘Down Under’... 








GM Tops Australian Output Mark 


By H. Bowden Fletcher 
Special Correspondent 

YDNEY, Australia.— (UTPS) — 

General Motors Holden’s during 
1954 produced and sold a record 
74,088 vehicles, an increase of 15,499 
over 1953. 

The Holden output increased 
by 10,619 to 54,794. The remainder 
consisted of Vauxhall autos, Bed- 
ford trucks and U. S. GM prod- 
ucts, the import of which is 
strictly limited. 

Holdens are being exported to 
New Zealand, which from now on 
will receive a regular percentage 
of the output of these vehicles. 

* + * 


Redex Route Grows 


— Australian Sporting Car 
Club, which handles the Redex 
Round Australia Trial, has an- 
nounced that the route for the 1955 
trial will be 11,200 miles, an in- 
crease of 1,600 miles. 

The trial is scheduled to start 
from Sydney Aug. 21 and wind 
up Sept. 11. 

The 1955 route has been varied. 
Instead of going directly from Bris- | 
bane to Gympie, entrants wil]! 


travel via Kingaroy and then will | 
go through Townsville to Cairns in- | 


stead of turning off at Townsville 
for Hughenden and Mt. Isa. 
* * * 


Motel Chain Starts 

gga seeing Australia, | 
Ltd., is being floated here with 

a capital of two million shares of 

five shillings each to erect a chain 

of motels and parking facilities. 


The first stage covers 12 motels | 


in various states. They are to be 
ready by January of 1956. 

* * - 
Good Roads—Or Else! 


= in Broken Hill, a min- 
ing city in the far west of New 
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South Wales, have threatened the; cent were traced to drivers, them- 


Government with revolt. 

Broken Hill, they say, is iso- 
lated from the rest of the state 
by inferior roads. 

Unless the road to Mildura is im- 
proved immediately, they decided 
at a mass meeting, they would re- 
fuse to pay further license and 
registration fees, but would con- 
tinue to use their cars. 

oe a * 


Drivers to Blame 
NALYSIS of 1953-54 road acci- 


LOS ANGELES. — American au- 
| tomobiles are designed backwards— 
the wrapper is built and then the 
|passengers are squeezed into the 
wrapper, whereas the opposite tech- 


the aim, says Henry Dreyfuss, in- 
dustrial designer. 

He adds: 

They are too powerful; they 
are too fast. 

They overflow public and pri- 
|vate garages, the highways and | 
|parking lots because they are too 
wide and too long. 

They grew like Topsy and now 
look like Turvy. 
| They need more safety devices 
|and their truckish awkwardness is 
inviting competition by foreign 
sports cars. 
| These are just a few of the 

things that Dreyfuss finds wrong 
| with America’s auto form of 
transportation in his new book 
“Designing for People” (Simon 





—~| and Schuster). 


Dreyfuss points out that he is not 
|“eating sour grapes and spitting 


New Book Tells 
Chrysler Story 


tion, the Story of an American 
Company, an 84-page book issued 
by Chrysler, tells the story of 


ration he founded. 

It recounts, in 19 chapters, young 
Chrysler’s aptitude for machines, 
his early days with railroads and 
his beginnings in the automotive 
industry. 

The booklet was issued, said 
Chrysler, “in the hope that it will 
be of interest to the many who 
have asked for such information.” 
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Meet the ‘Missus'— 


dent figures show that 62.5 per- | 


Industrial Designer’s Critique . . . 


Autos: Topsy to Turvy 


|nique should be used if comfort is | 


| 


DETROIT. — Chrysler Corpora- | 


Walter P. Chrysler and the corpo- | 


|selves. The greatest single cause 
|was inattentive driving, followed 
| by failure to yield the right-of-way 
at intersections. 


| Pedestrians caused 7.4 percent 
of all accidents. Almost 60 per- 
cent of these were caused by per- 
sons not being careful when 
crossing a street. 


Of all persons killed or injured, 
73 percent were men. The figures 
| show that 45 percent of all the ac- 
|cidents occurred on straight 
stretches of roads. 








the seeds at Detroit. Such is not 
the case,” he said, “for I was re- 
tained three years in an automobile 
|manufacturing plant. It must be 
|added that I accomplished abso- 
lutely nothing, and it was not that 
I didn’t try or that my client was 
lacking in patience. 

“The reason was simply that the 
business was so vast and successful 
that it was considered unwise to 
| interrupt the tradition of smooth- 
ness and gleam when all that had 
to be done was to add more of what 
it already had.” 

However, he concluded, if big- 
ger cars keep going faster the 
time will come when the nation 
will be just one mammoth ceme- 
tery, with chromium headstones. 

While not finding Detroit particu- 
larly responsive, Dreyfuss found 
other clients. He has created “Joe 
and Josephine,” an anthropometric 
figures which are maximum and 
minimum measurements of Mr. and 
Mrs. America, and he uses them in 
the creation of everything from 
telephone headsets to vacuum 


| cleaners. 


He has a nice word to say 
about Detroit, too. “Occasionally 
I visit the fabulous factories that 
mass-produce automobiles. I find 
the ingenuity and efficiency a 
breath-taking sight ... in spite 
of what I have said, the automo- 
tive design world is not all wil- 
derness... .” 

But autos, he added, have also 


| become a “big and fast” menace. “In 


1953,°38,300 persons were killed and 
1,350,000 injured in auto accidents 
in the U. S. In the three-year Kor- 
ean war, there were 25,604 battle 
deaths and 103,492 wounded. The 
Korean war is over, but the high- 
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way slaughter continues year after 


year,” he said. 
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This is Josephine, the “average” American woman, and one of her family of aver- 
age children. With Joe, her male counterpart, Josephine is the central figure in © 


new book, 


“Designing for People’ (Simon and Schuster), written by Henry Dreyfuss, 


industrial designer. It is Joe and Josephine, in their varying proportions, who dete’ 
mine how Dreyfuss designs scores of products. However, he is somewhat critical of 


the automobile. 
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Affecting Factories and Dealers... . 
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Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

Combating movements by various 
state legislatures to outlaw outdoor 
advertising on rural highways, the 
Roadside Business Assn. has come 
up with five reasons why roadside 
signs “should remain an integral 
and important part of the Ameri- 
can scene and the American econ- 
omy.” They are: 

1, They provide identification for 
businesses. 

2. They are a convenient and 
important source of information 
for the ever-increasing motoring 
public. 

3. An estimated $12 billion an- 
nual roadside business has been 
built and is maintained through the 
medium of roadside advertising, 
providing jobs and livelihoods for 
millions of Americans. 

4, They help to move merchan- 
dise made in all parts of the United 
States, thereby having a direct ef- 
fect on everyone—not only those 
living or doing business along the 
countryside. 

5. They are vital to the busi- 
nesses along the highways and in 
small towns that must compete 
with big businesses and heavy 
advertisers in metropolitan areas. 

Debating the argument that bill- 
boards mar the beauty of rural 
landscape, the association argues 
that “highways were not conceived 
to beautify the countryside. 

“They were*—and still are —in- 
tended to serve the people and com- 
merce by providing a means of 
transportation and communication. 
Considerations of beauty are neces- 
sarily incidental,” the association 
says. 

Combatting the argument that 
billboards are a traffic hazard, 
the association says all available 
evidence points to roadside signs 
as a probable help to the driver 
from a safety standpoint. 

Charles M. Noble, chief engineer 
for the New Jersey Turnpike Au- 
thority, says: “The removal of haz- 
ards and the ease with which a mo- 
torist can speed along a modern 
highway have created the impres- 
sion of monotony. 

“It might seem that unless obvi- 
ous hazards exist to excite him, the 
driver will not be sufficiently stimu- 
lated to be alert or to stay awake 
if tired.” 


* * * 


New Format for Look 


Effective with the May 3 issue, 
Look will have a new cover for- 
mat. 

The new cover will have the 
Look logo running across the top 
on alternating panels of black 
and gray which occupy approzi- 
mately one-third of the cover. 
The lower portions of the panels 
will carry pictures and text per- 
taining to the contents of each is- 
sue, and the dominant portion of 
the cover will carry a large-unit 
color photograph. 

* oa 


* 


Tribune Board Revamped 


Mrs. Helen Rogers Reid has re- 
signed as ehairman of the board of 
the New York Herald Tribune but 
will continue as a member of the 
board. Whitelaw Reid has been 
elected to succeed her as chairman. 

Ogden Rogers Reid has been 
elected president and publisher, and 
will continue as president of the 
New York Herald Tribune S.A., 
which publishes the paper’s Euro- 
pean edition. 

_Frank L. Taylor, former pub- 
lisher of the Milwaukee Sentinel, 
has been appointed executive vice- 
president. Stanley Brown has re- 
Signed as secretary of the corpora- 
tion and A. V. Miller, treasurer, has 


been appointed secretary and treas- 
urer. 
* * * 


Booklet About Agencies 


“What Every Businessman Should 
Know About Advertising Agencies,” 
claimed to be the first booklet ever 
created specifically to explain to 
businessmen the functions and serv- 
ices of an advertising agency, has 
been published by the League of 
Advertising Agencies, Inc. New 
York. 

Single copies of the 16-page text 
are available at no cost from the 

eague of Advertising Agencies, 


Inc., 220 W. Forty-second St., New 
York. 


James B. Zabin, president of the 
league, says it represents the first 
major step by an organized group 
of advertising agencies to clearly 
define among other things: How 
the advertising agency serves a cli- 
ent, how to properly select an 
agency and how a client can get the 
most from his agency. 

* * * 


Roberts Ends Career 


Preston Roberts, vice - president, 
director and Detroit manager of 
O’Mara & Ormsbee, Inc., newspaper 
representatives, hag retired after 35 
years’ service with the organiza- 
tion. 

Roberts joined O’Mara & Orms- 
bee in 1920, serving in the Chi- 
cago office of the firm until 
June, 1924, when he opened the 
Detroit office. 

Robert A. Jobson, who has been 
acting manager of the Detroit office 





Robert Jobson 


for the last two years, has been 
named to succeed Roberts as De- 
troit manager. Jobson joined 
O’Mara & Ormsbee in 1949 and was 
transferred to Detroit in 1950. 


* * * 


Fla. Automotive Service 


An additional business service by 
The Miami Daily News market re- 
search department was instituted 
during March, according to Robert 
F. Buggeln, ad director. 


Officials of service stations, serv- 
ice station chains and associated 
automotive groups are now receiv- 
ing a free monthly report of the 
current and cumulative sales of 
gasoline from companies operating 
in the newspaper’s retail zone. 

* * * 


Perry Found Dead 


The body of Robert L. Perry, 
50, a member of the press section 
of Campbell-Ewald Co., Detroit ad 
agency, was recovered last week 
from the Rouge River near Detroit. 

Mr. Perry, who at one time was 
auto editor of the Detroit Free 
Press, disappeared Feb. 2. His car 
was found four days later on the 
river bank. 

Mr. Perry also had worked for 
Ruthrauf & Ryan and had been a 
partner of the late C. P. Fisken in 
@ promotion and public relations 
agency. 


Preston Roberts 


* * * 


Geyer Elects Henry 


John F. Henry has been elected 
a vice-president of Geyer Advertis- 
ing, Inc., according to B. B. Geyer, 
president and chairman of the 
board. 

Henry serves the agency as an 
account executive on the Ameri- 
can Motors and Nash division ac- 
counts. 

He joined Geyer in 1945 as a 
member of the production depart- 
ment and later was named an ac- 
count executive. In 1953 he was 
transferred to the agency’s Detroit 
office. 

+ z x 


Advertising Evaluated 
“Advertising as we know it,” says 
Joyce A. Swan, vice-president and 
general manager of the Minneapo- 
lis Star & Tribune, “is powerful 
largely because the free press, free 
assembly, free speech and free en- 
terprise have provided a climate in 
which the public can read, hear, see 
and believe.” 
Speaking before the Detroit 
Adcraft Club, Swan said people 
“believe and accept advertising 
so completely that they act on 
the information to their own im- 
mediate and long-range good.” 
The newspaper is such a personal 
thing and so much a part of daily 
life that it usually is taken for 








granted until its real importance 
strikes home, said Swan. 


“But the every day function of 
keeping the family informed is 
increasingly vital,” he said. 

“The people’s right to know has 
come to mean not only a free flow 
of information about the events, 
problems and vonflicts of the day 
but also a free flow of information 
about the goods and services of 
America,” Swan said. 


* * * 
‘Disneyland’ Leads ’Em 
The “Disneyland” television 


show, sponsored by American Mo- 
tors Corp., boasts a viewer rat- 
ing more than twice as high as 
the average of other network TV 
shows sponsored by auto manu- 
facturers, according to figures 
from the Nielson Rating. 


The “Disneyland” rating is 52.3 
compared with an average of 25.2 
for the others. 


The second-highest show has a 
rating of 48.2, while the lowest is 
pegged at 7.3. | 


* * * 


Little Three’s Future Cited 


The future success of the Little 
Three automobile manufacturers 
will rest on how well they pare the 
cost of producing each unit, as well 
as on increases in volume, Arthur 
W. Baum writes in the April 26 is- 
sue of The Saturday Evening Post. 

His article, “Davids and Goliaths | 
in Autoland,” says that production 
costs have, of course, been a major 
pressure behind the mergers of the 
smaller companies. 


Baum says that a further reduc- 
tion in the number of makes of 
cars being produced is not impossi- 
ble and he brands as untrue the 
Detroit saying that once a manu- 
facturer starts down he never} 
comes back. 

* + oa 
Wisconsin Survey Available 


The series of 55 illustrated arti- 
cles on “Cities of Wisconsin and | 
Upper Michigan,” which appeared 








in the Sunday Milwaukee Sentinel, 
is now available in book form, at 
$1.50 per copy. 

Written by Max T. Nelson, execu- 
tive news editor, and Dennis L. 
Thisted, state editor, of the Senti- 
nel, the articles give an account of 
cities in the area, past and present. 
It also includes a survey of business 
and industry in each community, 
with details of products, payrolls 


aaa 


engine 


— ~ 
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and history of all manufacturing 
firms. 


ATTENTION Detrorr ApMEN: Ad- 
craft speaker this week (Friday, 
Apr. 22, at the Hotel Statler) will 
be Nelson Bond, executive vice- 
president of McGraw-Hill Publish- 
ing Co. His subject will be “Busi- 
ness Paper Advertising Costs 
Money.” 
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Takes cling out of oil and grease 
emulsifies it . . . so that all dirt 


may be hosed off as easily as you rinse hands under 


water faucet. Launders engines faster, more completely, and safer than 
steam cleaning (warm the engine). Self scouring action brings out 
factory new appearance . . . provides accurate visual inspection . . . 
Gunked engines run cooler. Get Genuine Gunk in quart and larger 


sizes at better wholesale auto suppliers throughout the country . . . 
Flatly refuse imitations. 


TITNi a base 
PINT 


or A 


TANK CAR (Futon ioc UD 


ST 


a Mfg. Chem 
a Ta 


a 


CAS 


a  £arne) 








CHECK THESE 
AMALIE OIL 
SALES AIDS. 


@ THEY BUILD OIL SALES, 

LUBRICATION AND SERV- 

PROFITS for AMALIE 
DEALERS! 


ice 





SHOWROOM BANNER 





"7 Easy to Use 
FOLLOW-UP SYSTEM 








PLUS 


ROAD SIGNS, POINT OF 

SALE SIGNS, SEASONAL 

MAILING PIECES, NEWS- 
PAPER AD MATS 





many times, even 


We're happy to be 


em 


— 
ees 


a 


yaa — 


In the two years we've had Amalie, 
Bonded Mileage has helped sales 
tion bid higher on the trade-in. 

with 


Amalie and haven't had even one 
lubrication failure. We highly recom- 
mend Amalie to any 
—he couldn't do business with a finer 
firm or handle a better Product. 







when competi- 









new car Dealer 







Car Dealers - - - Boom Service Sales 


with AMALIE MOTOR OIL 


Bonded Mileage 


Here’s how AMALIE Pennsylvania Oil puts 
you dollars ahead as a Bonded Mileage Car 
Dealer. You can guarantee the lubricated en- 
gine and chassis parts of your new cars for 
30,000 miles. The Bond is in your name, but 
AMALIE pays for the repairs it covers. Bonded 
Mileage brings your customers back for lubri- 
cation and service, increases your lubricant 
sales, builds your Service Profits, keeps you in 
touch for future new-car sales. 


AMALIE gives you a complete Line —top- 
quality Pennsylvania Oils, Greases and Lubes, 
the new AMALIE 1-2-3 Premium Oil, and the 
outstanding NMP (No Melting Point) Lubri- 
cant for heavy duty service. 


Boost YOUR profits with AMALIE’s Bonded 
Mileage Program. Write for details—TODAY ! 


AMALIE DIVISION 


L. SONNEBORN SONS, INC., Franklin, Pa. 
in the Southwest: SONNEBORN BROS., INC., Dallas, Texas 


Guarantee 





Refineries: Franklin and Petrolia, Pa. 


Member Pennsylvania Grade Crude Oil Ass‘n, Permit No. 12 
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Here Is Text of Questionnaire ‘ee 


NADA Sends Quiz to Dealers 


(Continued from Page 1) 


dealers alike will be in the inter- 

est of the public.” 

In a letter to NADA members 
which accompanied the question- 
naire, Bell said the survey was be- 
ing instituted on a continuing basis. 

“We apologize for the number of 
subjects covered on this first ques- 
tionnaire . .” Bell said in the 
letter to members. “Questionnaires 
to be sent to you in the future will 
contain no more than two or three 
questions at the most.” 

* + a 

TEXT OF QUESTIONNAIRE 
. How long have you been a dealer? 
. How long have you held your 

present franchise? 

a) For what makes is your pres- 

ent franchise? 

3. What other franchises have you 
held in the past and for how 
long? 

4. Does your factory have a dealer 
council, a dealer planning com- 
mittee, or similar group? 

5. If the answer to No. 4 is “yes,”— 
a) Is it elected ( ) 

Appointed ( ) 

b) Have you ever been a mem- 

ber: Yes ( ) No( ) 

c) Does the council concern it- 

self with such matters as: 

Yes No 
1) Bootlegging . 25-2 
2) The distribution 


nue 


of new cars 2. <3 
3) Phantom Freight( ) ( ) 
4) Territory 

Security cv = 9 


5) A quality dealer 
( 


program 
6) Changes in the 
selling agreement( ) ( ) 
d) What other problems affect- 
ing the industry or your own 
business has the council helped 
to resolve? 
e) Is the council used primarily 
to: 


Yes No 


1) Transmit factory 

views se 4:9 
2) Obtain dealer 

opinions on mat- 


Dealers Advised 
On Channeling 
Of Probe Views 


JN CONNECTION with the Sen- 

ate investigation, local dealer as- 
sociations are querying members 
as to whether they wish to make 
complaints. Those interested were 
advised to write to James C. Moore, 






Assn. put it this way: 

“If you wish to make a complaint 
or protest of past factory coercive 
or unfair treatment your firm has 
received relative to one or more of 
the following subjects: 

“1, Franchise. 


“2. Pressure. 

“3. Bad Practices. 

“4, Fear. 

“Please immediately air mail let- 
ter to Mr. Moore, mailing copy of 
letter to Mr. R. D. McKay. 

“(1) If you feel the factory 

should revise future franchise 
agreement, list changes which you 
think should be in future contract 
stating briefly as possible reason 
for each subject change. 
* “(2) If you wish to make com- 
plaint relative to factory using 
pressure for your firm to place or- 
ders for certain model cars or 
trucks, accessories, equipment, ad- 
vertising, etc., state briefly as pos- 
sible the true facts. 

“(8) If your factory insists on 
your firm advertising ‘blitz’ sales, 
or other unethical programs, etc., 
state briefly as possible the true 


“(4) Has your factory insisted 
on your building a new building or 
other improvements, which in your 
judgment are not justified based on 
your past business experience? 

“Does your factory leave you in 
fear that if you don’t comply with 
the foregoing stated improvements 
your franchise will be canceled be- 
fore announcement date of next 
year’s models? 

“State any other subject that 
causes you any fear. State briefly 
all the true facts.” 


























ters of major im- 
portance a 

6. It has been said that the public 
would benefit and that many in- 
dustry problems would be solved | 17. 
if credit terms were regulated in 
some such manner as Regulation 
W. Do you agree? 

Yes ( ) No ( 
plain. 

7. What are the present credit terms 
on the sale of new cars by fran- 
chised dealers in your area? 

a) Are these terms in the public 
interest? 

8. Including owner salary, what was 
your operating profit, per new 
car sold, in the years: 

1950 ; 1951 


9. In round numbers, what is the 
total capital investment, includ- 
ing building, land and equipment, 


). Please ex- 


in your dealership? 
10. How many new cars did you sell 
in: 
MOOR sicvises § OED ccsevees 6 BOO iistine ; 
ROO. sstessies 
11. How many used cars did you 
sell in: 
BL bsnecses | ROE visinice § BGS cxseceee ; 
1956 ......... 
12. How much did you pay, per new 


car unit, to your factory’s na- 
tional cooperative advertising 
fund in: 

PUD wcviveed 5 BE dacsiens € BOGE cscirnie : 


. How much did you pay, per new 
car unit, to your factory’s local 
cooperative advertising fund in: 
DE Sinisesen MA asec 5 MNO itsdvses : 
1953 1954 
In your locality how does the 
general public feel about the re- 
tail automobile industry in the 
light of today’s conditions: 


Yes 

a) They like condi- 

tions as they are ( ) ( ) 

b) They are confused 

by what they read 

about bootlegging, 

packing, discount- 

ing, wheeling and 

dealing, razzle daz- 

zie, blitz sales, ete. ( ) ( ) 
They think the 

dealer is subjected 

to pressures that re- 

quire him, for pur- 

poses of self-preser- 

vation, to engage in 

practices which he 

would prefer to 

avoid. c>.¢ 4 

It has been said that you are 

engaged in a horse trading busi- 

ness and that most purchasers 
place greater emphasis on what 
you will allow them for their 
old car than on the ultimate 
cost of a new car. Under these 
circumstances, do you believe 
that ‘packing’ is an ethical de- 
vice? 

Yes ( ) No ( ). Please ex- 

plain your answer. 

. Has your factory, or its repre- 
sentatives, expressed an opinion, 
verbally or in writing, on the 
subject of “packing.” If so, are 
they: 


Dealers Endorse 
Incentive Plan, 


Studebaker Says 


SOUTH BEND.—William A. Kell- 
er, Studebaker general sales man- 
ager, has reported that nearly 100 
percent of the company’s dealers 
have signed up for the million- 
dollar spring sales incentive cam- 
paign. 

Keller, who has conducted a se- 
ries of dealer meetings throughout 
the country, said he was gratified 
by the capacity turnout of the 2,500 
dealers and staffs at the 10 confer- 
ences. 

Meetings were held in New York, 
Cincinnati, Atlanta, Dallas, Kansas 
City, Minneapolis, Chicago, Port- 
land, Ore.; San Francisco and Los 
Angeles. 

Accompanying Keller were Loren 
E. Van Nortwick, truck department 
manager; Frank W. Noble, adver- 
tising manager; Lorne R. Moodie, 
sales promotion and training man- 
ager, and Paul J. Husting, national 
used-car manager. 


22. 


23. 


No 


c) 


15. 


28. 


30. 













No 
In favor of it ( % c 
Oposed to it C + hee 
Neutral toward it . Po Soe 


Some people are of the opinion 
that our industry should oper- 
ate within the framework of 
rules and regulations established 
by a Government body in Wash- 
ington comparable roughly to 
the Federal Communications 
Commission, Civil Aeronautics 
Authority, Securities and Ex- 
change Commissfon, etc. Would 


you like to see this done? 
Yes( ) NoC ) 


Are you required to purchase 


advertising and promotional ma- 


terial at the time you sign your 


selling agreement? 
Yes ( ) No( ) 


. a) Do you have a son 


or son-in-law in 
your business? a ae ee 
Do you believe that 
there is a good fu- 
ture for him (or 
them) as new-car 
dealers? . y; & 3 
c) Do they believe 

that there is a good 

future for them as 

new-car dealers? ( ) ( ) 
d) If not, why not? 


. What causes bootlegging? 
. As a dealer, have you been or 


are you being hurt by bootleg- 
ging? If so, how? 
All factories make available to 
their dealers a great deal of 
promotional material. Do you: 
a) Accept the factory’s sugges- 
tion as to what and how 
much you should buy 2 
b) Use your own discretion as 
to what and in what quanti- 
ties you will buy ( 
In ordering new vehicles, do you 
order in number and model in 
accordance with: 
a) Your own appraisal of local 
market conditions 3 
b) The suggestions of factory 
representatives ( 


) 
. What changes, if any, would you 


like to have made in your sell- 
ing agreement? 


. What conditions, if any, exist in 
our industry today that are not 


in the public interest? 

a) Can you briefly list your ideas 
as to how these could be cor- 
rected? 


. For many years there existed in 


the selling agreement a provi- 
sion whereby each dealer was 
assigned sales responsibility in 
a specified geographical area 
and was subjected to a penalty 
if he encroached on the sales 
area for which another dealer 
was responsible. Do you favor 
the re-inclusion of such a pro- 
vision in the selling agreement? 


. Do you think that a provision 


such as outlined above would: 


Yes No 

a) Curtail bootleg- 

ging? ‘2. ¢€% 
b) Encourage deal- 

ers to more effec- 

tively develop their 

sales programs 

within the specified 

area of their re- 

sponsibility a a a 
c) Be in the public 

interest ee 
It is said that in many cases 
you are required to pay freight 
on the basis of an assembled 
new unit being shipped to you 
from the Detroit area, whereas 
actually the vehicle may have 
been assembled much closer to 
your place of business. Do you 
think that such a practice is in 
the public interest? 
Yes( ) No( ) 


. At any time during the past year 


has your factory through its 
representatives or otherwise en- 
couraged you to engage in prac- 
tices which you did not consider 
to be in your interest or the 
public interest? 

Yes( ) No ) 

Have you been approached by 
any factory executive or repre- 
sentative with regard to this 
questionnaire? 

Yes( ) No( ) 

If answer is “yes,” please ex- 

plain. 


. Have you any further comments 


or recommendations regarding 
conditions in the industry today? 













> 
Planning Automotive Show— 







The Great Lakes Automotive Show will be held June 9-12 at the Michigan State Fair 
grounds, Detroit. Sponsored by the automotive parts jobbers of Michigan, Northern 


Ohio and Northern Indiana, 
turers. 


the show expects to attract more than 200 manufac- 
A kickoff banquet will be held June 6 in Detroit. Shown discussing show 


plans are (from left), James F. Boyle, president of the Automotive Boosters Club B-19; 
R. G. Wood, show manager; Ernest R. Sluggett, Detroit Cylinder Grinding Co., show 
committee vice-president, and G. W. Kleinschmit, Automobile Equipment Co., commit- 


tee president. 





Brents Named in Kentucky; 
August Parley Planned 


LOUISVILLE. Cc. E. (Bud) 
Brents, of Lebanon, vice-president 
of the Kentucky Automobile Deal- 
ers Assn. since 1953, was elevated 
to the presidency at a directors’ 
meeting here last week. Brents 


Dodge Chooses 


)|Murphy to Head 


Eastern Zone 


DETROIT. — James E. Murphy 
has been appointed eastern zone 
manager for Dodge, according to 





R. P. Hart 
general 


J. E. Murphy 
Byron J. Nichols, 
manager. Two other regional ex- 
ecutives also have been promoted. 

Murphy joined Dodge in July, 
1947, and has been Chicago and 
Boston regional manager, assistant 


field 


regional manager in New York 
and city and district manager in 
Pittsburgh. 

Replacing Mur- 
phy in Chicago is 
Richard P. Hart, 
who was regional 
manager in Min- 
neapolis. 

Moving up to 
the Minneapolis 
regional manag- 
ership is Robert 
B. McCurry jr., 
who was assist- 

ae ; ant regional man- 
R. B. McCurry jr. ager at Chicago. 
McCurry has been with Dodge since 
May, 1950. 


U. nhtier Dealer Finds 


Police Watch TV, Too 

PORTLAND, Ore.—Ron Tonkin, 
used-car dealer who reads his own 
commercials on a Sunday TV show 
he sponsors, noticed some dealers 
open and doing a good business 
as he drove to the studio. 

Then he announced he would be 
open “for your convenience.” The 
next day Tonkin was one of three 
dealers served by a warrant for 
violating the Sunday closing law. 
“Police must watch TV, too,” ob- 
served Tonkin. 


Eugene (Ore.) Show Ends 


EUGENE, Ore.—The first auto 
show held here in several years 
has been termed a success by of- 
ficials. It was sponsored by the 
Engene-Springfield New-Car and 
Truck Assn. 





succeeds Paul Dexheimer, of Som- 
erset, who also had a two-year 
term. 


The directors made plans for the 
annual membership meeting of 
KADA, which will be held Aug. 28- 
30 at Kenlake State Park near Pa- 
ducah. 

Orville R. Harrod, Kentucky’s 
NADA director and KADA board 
chairman for the past two years, 
told the directors that bootlegging 
and territorial security pose a sin- 
gle problem since they are so 
closely related. Dexheimer  suc- 
ceeded Harrod as board chairman. 


KADA directors voiced support 
for the efforts of Kentucky used- 
car dealers to obtain passage of a 
law requiring that car liens be 
listed on bills of sale and auto li- 
censes. KADA has for 14 years 
been seeking enactment of a 
stricter state auto licensing law, 
without success. 


Directors decided to add a sec- 
ond vice-presidency to the roster 
of KADA officers. First holder of 
the new position is Gene Baker, 
of Hazard. 

New first vice-president is N. S. 
McGaw, Madisonville. Reelected 
were Ben F. Long, Louisville, sec- 
retary-treasurer, and Lew Ullrich, 
Louisville, managing director. 


Hudson Reports 
Sharp Increases 


In Spring Sales 


DETROIT. — Sales of new Hud- 
son cars in March and the first 
quarter of 1955 showed sharp in- 
creases over the comparable periods 
of last year, according to N. K. Van- 
Derzee, sales vice-president, who 
forecast that April sales would cx- 
ceed March. 


Hudson sales in March topped 
the March, 1954, total by 135 per- 
cent, he said. For the January- 
March period, sales were up 60 per- 
cent over the like period in 1954. 


VanDerzee said that the in- 
creased March sales reflected only 
part of the total dealer sales effort 
because of a shortage of some 1955 
models. Increased production at 
American Motors’ Kenosha plant 
has speeded up deliveries to deal- 
ers, said VanDerzee. 


2 Texas Dealers Named 


To Civic Positions 

DALLAS—L. H. Ridout jr. 
Ford dealer, has been appointed 
by Gov. Allen Shivers as a direc- 
tor of Texas Agricultural and 
Mechanical College. 

W. O. Bankston, president of 
Bankston-Hall Motor Co., Pack- 
ard distributor in Texas, has been 
appointed chairman of a con:- 
mittee to study law enforcement‘. 
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Ford to Bare Finances in ’55.. . 


‘Breech Raps Core 


Of NADA Program 


(Continued from Page 1) 


- than overproducing. He said Ford 
| dealers had on hand on March 31 
- only a 10-day supply of new cars. 
* x 7 
FORD dealer profits (based on 
> investment) were five times 
ter than the industry average 
last year and, so far this year, their 
profits before taxes are running 
more than double those for the 
game months of 1954. 

6. A claim to leadership in mod- 
ern production facilities, methods 
and in engineering and design of 
products. 

In regard to dealer problems, 
Breech recalled this statement he 
made in December, 1953: 

“Apparently both groups—the 
union and some dealer associa- 
tions—are in favor of lessened 
competition through lower pro- 
duction . . . Perhaps some of 
them, too, will march on Wash- 
ington and demand protection.” 


Shortly thereafter, he said, Ford 
received a letter from the execu- 
tive vice-president of NADA (Fred- 
erick J. Bell), which said: 

“Mr. Breech knows full well, as 
do you and I that dealers will never 
have to march on Washington. As 
a matter of fact, one of my most 
difficult jobs in recent months has 
been to persuade*members of Con- 
gress and the Senate to hold back 
and not to push pell-mell into a 
legislative program on behalf of 
dealers.” 

* * * 

| THIS talk last week, Breech 

asked: “Well, just who did march 
on Washington? Somebody must 
have, because in announcing the 
recent appointment of a subcom- 
mittee to investigate automobile 
marketing, the chairman of the 
Senate Interstate Commerce Com- 
mittee said he was acting in re- 
sponse to demands of dealers from 
all sections of the country.” 

Breech asserted that it is in the 
interest of Ford Motor Co. to have 
its products delivered to the cus- 
tomer by authorized dealers who 

' properly condition and service 
them. But with regard to anti- 
bootlegging legislation, he said: 

“We do not believe that legis- 
lation is the answer to the prob- 
lem of bootlegging. Some dealer 
groups think that a law that 
would permit—or perhaps re- 
quire—manufacturers to termi- 
nate the franchises of dealers 
for bootlegging is the cure. 

“How would such a law be en- 
forced? Would it be in the best in- 
terests of the consumer? 


“Many of the cars that are classi- 
fied as bootlegged were originally 
sold by an authorized dealer in 
good faith. Should his franchise 
be canceled? The dealer can hardly 
be expected to verify the ultimate 
use or destination of every car he 
Sells.” 

* * * 
SRE is how Breech dealt with 
territory security: 

“The proposed exclusive - terri- 
tory legislation presents much the 
Same enforcement problem. Under 
, this law a fine or ‘service fee’ could 
be exacted by the manufacturer 
from a dealer who sells a new car 
to a buyer living outside the deal- 
er’s normal trading area. 

“We, as one manufacturer, do 
not want to be put in this posi- 
tion of a policeman over our 

dealers. 


| “There is certainly room for rea- 
'Sonable doubt —especially on the 
| Part of the consumer — as to 
| whether it is wise to have a sys- 
} tem of closed territories, legally 
} enforceable by the manufacturer. 

“The competitive system is a 
Pretty tough game, subject only to 
certain moral and legal rules of 


Kongai 


Optimists Honor Perkins 

LOUISVILLE, Ky.— Maurice 
Perkins (DeSoto - Plymouth), Opti- 
mists International president, was 
honored at a dinner given by the 
Louisville Downtown Optimist Club 
recently. 


fairness. But competition serves 
the consumer in a very effective 
way—and all of us, individuals and 
businesses, are consumers,” Breech 


declared. 
* * * 


— to freight rates, 

Breech said that he did not 
know of any subject that has pro- 
duced more loose thinking and dis- 
cussion. 

Objections to the present sys- 
tem, he said, is based fundamen- 
tally on a misconception of actual 
pricing policies. 

Ford, he said, started the system 
of branch assembly plants after 
someone figured out that the sav- 
ings in shipping parts closely 
packed in freight cars would justify 
the expenditure of millions of dol- 
lars on branch plants. 

For many years, he said, no 
one questioned the practice of 


- charging for the completed cars 


at those distant points a price 
composed of the price at Detroit, 
plus the added cost of shipping 
a new car from Detroit to the 
point of sale. 

However, after the war, freight 
charges went up to the point where 
a car shipped from Detroit to San 
Francisco increased from about 
$150 in 1941 to $300 in 1953. 


This, he said, greatly increased 
the number of persons in distant 
points coming to Detroit for deliv- 
ery, creating a problem for the 
maker. 

+ * * 

ITING limited facilities for De- 

troit deliveries and the sizable 
investments in assembly plants on 
the Pacific Coast and elsewhere, 

which were built to supply those 
markets, Breech said: 

“So, as a matter of good busi- 
ness, Ford Motor Co. took the lead 
in October, 1954, and announced 
new schedules of prices and 
charges which afforded important 
reductions at distant points and 
slight increases within a range of 
1,000 miles of Detroit.” 

Referring to continued dissat- 
isfaction by some dealers, Breech 
said that the so-called freight- 
pricing problem is just as simple 
as this: 

“We could reduce our distribu- 
tion charges to zero with a stroke 
of the pen, but we would be forced 
to offset this loss of revenue by in- 
creasing basic vehicle prices. 

“This would mean that 75 per- 
cent of the buying public would be 
paying more for our cars and 
trucks than they are paying today. 

“In addition, we would certainly 
have to, review very carefully the 
economics of having such a great 
number of branch assembly plants. 
Except for freight costs, a system 
involving many dispersed plants is 
considerably more expensive, in 
terms both of investment and of 


annual operating costs, than a few 
sw 


Federal's ‘Golden Eagle’ for ' 


larger, centrally located plants 
would be.” 





EFERRING to car demand, 


a sales official: 


“*You have to have the peanuts 
at the ball game.’ You can’t tell the 
customer to wait for peanuts when 
plenty of popcorn and hot dogs— 
or should I say competitive makes 
of cars—are on hand to compete 
for his dollars.” 


Breech said that on March 31, 


27-day supply of new cars on hand. 
At that point this year, he said, 
they had only a 10-day supply, 
based on current rate of sales. 
Used cars are at an 18-day supply 
level, the same as a year ago. 

* * * 

Concluding his reference to deal- 
ers, Breech said: 

“Don’t worry about Ford dealers. 
They like us. They are happy at 
what has happened at Ford Motor 
Co.” 


Breech cited this statement by |” 


1954, the company’s dealers had a}; 























Dealer Rides Rails to Make Sales— 


Denver dealer Matt Skorey has taken to the tracks to demonstrate Packard's new 
torsion suspension system. The dealer said railraod officials at first had been worried 
that the demonstrations might push the rails out of line. They reached an agreement 
to continue the test rides after it was determined that there had been no damage to 


the rails, 





INDIANAPOLIS.—The Automo- 
bile Dealers Assn. of Indiana last 
week intervened in a hearing be- 
fore the State Commission for Fi- 
nancial Institutions caused by com- 
plaints of 23 smaller finance com- 
panies against Universal CIT Corp. 

The complainants said that Uni- 
versal CIT had offered special in- 
ducements to auto dealers which 
would “result in the elimination of 
small licensees.” 

The dealers have stepped into 
the case in a “friend of the court” 
capacity to defend their interests. 

Gustave H. Dongus, attorney 


Federal Truck 
Puts °55 Accent 
On Heavy Units 


DETROIT. — Federal Truck has 
introduced its 1955 line of “Golden 
Eagle” trucks, featuring heavy duty 
models. 

Special emphasis is being placed 
on the production of newly de- 
signed models in the 30,000 to 60,000 
pound gross vehicle weight class, 
according to Max E. Rappaport, 
president. 

Major changes include wider cabs 
and higher seats. The front axle 
has been moved back approxi- 
mately six inches to give better 
weight distribution and increased 
payload capacity. Heavier front 
axles are being used. 

A larger pressurized cooling sys- 
tem with increased radiator frontal 
area has been installed and the 
hood and grille have been rede- 
signed. 

Improved steering gear linkage 
and larger steering wheels are said 
to give the new trucks the same 
ease of handling formerly found 
only in lighter weight models. 

Federal trucks will be available 
with Continental, Hercules or Cum- 
mins gasoline or diesel engines in 
a wide range of horsepower and 
cubic displacement. 

Clark, Fuller or Spicer transmis- 
sions are offered with axle size and 
gear ratio to order in single or 
| tandem drive as well as 4 by 4 and 

a 





6 by 6. . 





55— 


One of the new Golden Eagle trucks offered by Federal Trucks for 1955 is shown 
above. The cab is double insulated for extra protection against weather and noise, 
the firm states, and the driver's seat is individually mounted on hydraulic shock 


absorbers to reduce road shock and driver 


fatigue. 


for the dealers’ group, said: “The 
dealer has a right to sell the 
sales contract for what he can 
get for it on the market. The in- 
terest of the association is to see 
that we do have free competi- 
tion.” 

He added that the extent of the 
dealers’ stake in the matter could 
be seen by the fact that 70 percent 
of the 146,000 new automobiles sold 
in Indiana during 1954 were sold 
on installment contracts with a to- 
tal value of over $250,000,000. 

John Ruckelhaus, attorney for 
the complainants, alleged to Paul 
J. DeVault, commission secretary 
conducting the hearing, that Uni- 
versal CIT is violating a 1953 act 
of the Legislature which makes it 
unlawful to lessen competition or 
create a monopoly in the field of 
auto financing and other install- 
ment sales. 

Alan Boyd, representing Uni- 


Dealers Step Into Indiana CIT Quiz 


competition inevitably injures 
competitors.” 

Dongus told DeVault that a sur- 
vey of Indiana new-car dealers 
who are members of the associa- 
tion showed that they had a 1.27 
percent profit on gross sales before 
Federal taxes and that .26 percent 
came from what they made on sell- 
ing installment papers to finance 
companies. 





Tire Replacement Put 


At 24% Whitewalls 


LOS ANGELES.—L. T. Greiner, 
Pacific zone manager of replace- 
ment tire sales for B. F. Good- 
rich, reports that the demand for 
white sidewall tires is showing a 

“phenomenal” increase. 

About 24 percent of all replace- 
ment tires being bought by mo- 
torists are now whitewalls, Grein- 
er said. The number of “whites” 
being delivered as original equip- 
ment on new cars is in excess of 


versal CIT, said his client had | 40 percent, he said. 


done nothing illegal and “free 








Older Models Carry Guarantee .. . 


Used-Car Profit Formula 


By Norman Shigon 
Staff Correspondent 


PHILADELPHIA.—Promising to 
repair or replace cars more than 
eight years old if they get in an 
accident within a year after the 
sale is a device used by Ben Kohler 
to stimulate traffic and boost in- 
come on his 25-car lot on Philadel- 
phia’s auto row. 

Kohler also tries to make a 
washout deal rather than a trade. 

“When you clean out a deal, you 
know what profit you are realiz- 
ing,” he says. “Of course, a new-car 
dealer must trade with everyone 
as he has new inventory always 
coming in. But as a small used-car 
dealer, I can pick my deals. When 
I do take in a used car, I buy it 
right so I can realize the top buck.” 

The place to make the profit is 
on the purchase, he says. If a dealer 
buys a car right, he can sell it prof- 
itably and give your customer a 
break. 

“Always take care of the custom- 





Thieves Plaguing 


Missouri Dealers 


RICHMOND, Mo.—Dealers here- 
abouts have been plagued by a rov- 
ing band of thieves. The gang is 
visiting about 50 car dealers a 
month in small Kansas and Mis- 
souri towns, but is sharpening its 
sights and becoming more particu- 
lar. 


Seventy cents left beside on open 
cash register at Walsh-Rohrbach 
Motor Co. (Chevrolet) here was dis- 
dained. A big pry bar was used to 
open up Harry Park Motor Co. 
(Ford), but nothing was taken. 
Park was visited a second time— 
before he could get the window re- 
paired from the first entry. 


er, he is your best advertisement,” 
Kohler says. 

He follows that credo by seeing 
to it that his cars are mechan- 
ically sound. However, he thinks 
that cars which sell for less than 
$800 are the ones for which cus- 
tomers will make some allow- 
ances. 

Another principle that Kohler 
practices is junking cars that should 
be junked. 

“You’re not doing anybody a fa- 
vor by selling a junker, and you 
certainly aren’t helping yourself,” 
he says. “It’s smart business for a 
reputable used-car dealer to scrap 
his junkers.” 


NLRB Cuts Loose 
11 Ford Dealers 


In Detroit Area 


DETROIT. — Climaxing hearings 
that began last fall, the National 
Labor Relations Board here an- 
nounced late last week that it did 
not have jurisdiction over the labor 
relations of 11 Detroit-area Ford 
dealers. 

The Board reported that the 
petitioner, Local 376 of the AFL 
Auto Salesmen’s Union, had “failed 
to produce evidence which would 
show that the business of any of 
the respective employers involved 
herein meets any of the Board’s 
established criteria for the asser- 
tion of jurisdiction.” 

The dealerships are Avis Ford, 
Inc.; Gib Bergstrom, Inc.; George 
Carter; Russ Dawson, Inc.; Gilbert 
Motor Sales; Hettche Motor Sales; 
Johns Brothers, Inc.; Howard Lare, 
Inc.; Al Long Ford Agency; Stuart 
Wilson, Inc., and Berling-McHugh, 
Inc. 

The Board said the union has 
10 days to appeal the decision to 
the national Board in Washington. 
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Cooperation 
Dealers Lunch, Advertise 


Once a Week 


OXNARD, Calif. — The Oxnard 
New-Car Dealers Assn. meet each 
week at a luncheon and run a co- 
operative ad each week stressing 
the theme that it’s better to do 
business with a new-car dealer. 

According to A. J. Dingeman 
(Ford) the program hag been run- 
ning for about three years and has 
been working successfully. 

Some weeks the dealers run spe- 
cials for one day only. “However,” 
said Dingeman, “ordinarily we leave 
the specials out and just talk about 
doing business with new-car deal- 
ers.” 


The luncheons are held each Fri- 
day, said Dingeman, “and when we 
get out, the boys get down to get- 
ting business.” 

Besides Dingeman, the dealer- 
ships participating include R. D. 
Nesen (Oldsmobile - Cadillac), Ox- 
nard Auto Sales (Pontiac), Bailey 
Motors (DeSoto-Plymouth), Maul- 
hardt’s (International), Bush Met- 
calf (Packard-GMC), Phil Schuss 
(Lincoln - Mercury), Berry Motors 
(Chrysler-Plymouth), Gil R. Mc- 
Haffie (Studebaker), Squires Chev- 
rolet and Maulhardt Buick. 


Minneapolis Speedorama 
To Feature Car Display 


MINNEAPOLIS. — (UTPS) — A 
nine-day auto show has been 
scheduled June 17-25 at the Minne- 
apolis Armory during the fourth 
annual Speedorama, it was an- 
nounced last week by Gene W. Jen- 
sen, president of International 
Speedorama Auto Shows. 

Jensen said all major car manu- 
facturers would be represented at 
the show, which will feature experi- 
mental, custom and sports cars as 
well as conventional models. 


aie a 
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Roundup from State Capitals .. . 








Legislation Affecting Auto Industry 


By Bethune Jones 


Legislative Correspondent 
EW and increased tax enactments are continuing to come 
out of state legislatures, with still more to be expected 
before current-year lawmaking activity grinds to a halt. 
Although much of the added tax burden will affect such 
fields as cigarets, liquor and other items of no direct con- 


cern to the automotive indus- 


auto dealers and other in- 
dustry branches. 

Nevada, for example, has enacted 
a new 2 percent retail sales and 
use tax, bringing to a total of 33 
the number of states which have 
gone into the general sales tax field. 
The new levy will give Nevada an 
estimated $6 million in additional 
revenue. Exemptions, which are 
comparatively few, are patterned 
after the Utah sales tax act. 

Following earlier sales tax rate 
increases in Mississippi and Ten- 
nessee, the Wash- 
ington Legisla- 
ture jacked up 
that state’s sales 
tax rate from 3 to 
3% percent as 
part of a “pack- 
age” of tax in- 
creases expected 
to bring in $49 
million in addi- 
tional biennial 
revenue. 

A sales tax 
law was reenacted in North Da- 
kota, while the West Virginia 
Legislature enacted three state 
gross sales tax act amendments 


Bethune Jones 


EERING SERVIC! 


3 


..and 7 BEAW Equip 





oo 
try, others will be felt by| expected to cost business an ad- 


tional $3,300,000 during the com- 
ing biennium. West Virginia also 
tightened the consumers’ sales 
tax law to bring in another $3800,- 
000 in extra revenue. 

Gov. G. Mennen Williams, who 
favors a new corporations profits 
tax for Michigan, “reluctantly” 
signed a bill extending the state’s 
business receipts tax until next 
Dec. 31. 

In the field of highway-user tax- 
ation and highway financing, bills 
increasing gasoline taxes have been 
enacted thus far this year in Ala- 
bama, Montana, Nevada, New York 
and North Dakota. Similar pro- 
posals are pending in Arizona, Con- 
necticut, Iowa, Kansas, Maine, 
Michigan, Mississippi, Nebraska, 
New Jersey, Oregon, Texas, Ver- 
mont and Wisconsin. They have 
been killed in Arkansas, Indiana, 
South Dakota and West Virginia. 


® * * 


New Highway Bonds 


| ggrondrenengas new highway bond 
issuance was given legislative 
approval in Alabama, Georgia, New 
Mexico, New York and North Da- 
kota; was pending in California, 
Colorado, Connecticut, Delaware, 
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Gives You A Complete Wheel Aligning 
and Balancing Department 


Whether your space is large or limited, all you need for a 
profitable wheel aligning and balancing business is one stall... 
and this compact, portable JOHN BEAN equipment. 
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JOHN BEAN 
Alignment Set, MODEL 59 
A rugged, low 
cost, easy-to. 
operate Aligner 
that gives all 
wheel checks 








Portoble On-The-Car Wheel 





. » ? New customers and bigger profits for your 
. with a minimum equipment investment. 
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Iowa, Maine, Massachusetts, New 
Hampshire, Oregon and Vermont; 
and was sidetracked or rejected in 
Michigan, North Carolina and Ten- 
nessee. 

Gasoline tax increases hereto- 
fore levied on a “temporary” 
basis were extended or made 
permanent in California, Kansas, 
Nebraska and North Dakota, 
with similar proposals pending in 
Iowa, Oklahoma and Pennsyl- 
vania. 

Legislation proposing new truck 
taxes of the ton-mile variety was 
enacted in Idaho, killed in Arkan- 
sas, Indiana, Montana, North Da- 
kota and West Virginia; and was 
pending in Connecticut, Delaware, 
Iowa, Maine, Nebraska, Oklahoma, 
Texas and Wisconsin. Bills to re- 
vise fees under a Wyoming law of 
this type were vetoed. 

A highly controversial Colorado 
gross ton-mile truck tax law 
which had been in effect since 
Jan. 1 under a 1954 enactment 
was replaced with an entirely 
new law less objectionable to the 
trucking industry. Efforts to 
modify ton-mile-type taxes in 
New York and Ohio had made 
little progress at this writing. 

Increased truck registration fees 

were enacted in Idaho, Montana, 
North Dakota and Tennessee, with 
similar proposals still pending in a 
number of other states. 

Montana and Tennessee lawmak- 
ers approved proposed state consti- 
tutional amendments to restrict the 
use of highway-user tax receipts to 
highway purposes. Similar propos- 
als failed in the Arkansas and New 
Mexico Legislatures, and were still 
pending in Connecticut, Delaware, 
Illinois, Maryland, New Jersey, 


New York, Oklahoma and Texas. 
* m ” 


Price Differential Vetoed 


OV. ORVAL FORBUS has ve- 

toed an Arkansas bill which 
would have legalized differentials 
between cash and installment sales 
prices. Automobile and appliance 
dealers had advocated the measure 
to permit merchants or finance 
companies to be compensated for 
added expense of carrying install- 
ment paper. 

In rejecting the bill, the governor 
said it would permit “the owner or 
dealer of personal property to 
charge a different price for the 


| property if sold on credit than would 


be charged if sold for cash ... and 


it is my opinion that this bill seeks | 


to do what is forbidden by the 
(state) constitution. The constitu- 
tion permits un interest rate of not 
more than 10 percent on credit 
sales.” 


A bill aimed at curbing used-car | 
|dealers who sell nearly-new auto- 


mobiles at a big discount and then 
make up the difference through 
high interest rates on installment 
sales contracts was passed by the 
Colorado House of Representatives 
and at this writing awaited State 
Senate consideration. 

The Colorado measure called 
for a maximum interest rate of 
$8 per $100 on the unpaid balance 
of charges for a new-car; $10 per 
$100 on cars up to two years old; 
$12 per $100 on cars two to five 
years old, and $15 per $100 on 
cars five years old or older. 

A bill introduced in the Connec- 
ticut Legislature by its banks com- 
mittee would limit finance charges 
on new cars to $6 per $100 per 
year and on used cars not more 
than two years old, $9 per $100 
per year; and on older used cars, 
$12 per $100 a year. 

* * 


Maine Interest Rates 
ROPOSED Maine legislation 
would license and regulate sales 

finance companies and motor vehi- 
cle installment sellers. Maximum 
interest rates allowable, all on un- 
paid balances, would be: 6 percent 
on new cars or real estate improve- 
ment projects; 9 percent on cars 
one or two years old; 12 percent 
on older cars, and 10 percent on 
all other goods. 

Other new developments affect- 
ing automobile merchandising in- 
clude a recent opinion by Idaho At- 
torney General Graydon W. Smith 


| upholding the validity of a new law — 


which will permit State Law En- 


|forcement Commissioner Wayne 





Summers to crack down on “boot- 
legging” of “new” automobiles. 

Under the new Idaho law, Sum- 

mers explained, the state will 
register as “new” cars only those 
sold by a franchised dealer. Idaho 
residents may continue purchas- 
ing cars described as “new” by 
curbstone dealers, he said, but 
they won’t be registered as such 
by the state. 

Minnesota’s House of Representa- 
tives killed a bill that would have 
banned the sale of new-cars by 
used-car dealers. Although a sim- 
ilar bill aimed at auto bootlegging 
and cross-selling was pending in 
the Senate, the action by the House 
was regarded as killing the issue 
for the current Minnesota session. 

* * * 


Maryland House Approves 


Vehicle Inspection Bill 
BALTIMORE. — The Maryland 
House of Delegates has passed a 
bill to set up a motor vehicle in- 
spection system in private garages 
under State Police supervision. 
The measure, which was ap- 
proved 101 to 9, now goes to the 


Senate. 


* * * 


New Mexico Passes 
‘Loss Leader’ Ban 


A bill aimed at preventing “loss 
leaders’—below-cost sales—has 
been passed by the New Mexico 
Legislature and sent to the gov- 
ernor. 

The lawmakers earlier killed a 
bill which would have fixed a defi- 
nite markup above cost. Also killed 
were bills designed to end the use 
of trading stamps and to repeal the 
state’s fair-trade laws. 

* + * 
Tennessee Bans Retailers 


From Selling Wholesale 


The Tennessee Legislature has 
passed and ser.t to the governor a 
bill to prohibit retailers from sell- 
ing wholesale. 

The bill also banned wholesale 
sales except for resale and there- 
fore exempt from sales tax. Another 
bill passed forbids advertising prod- 
ucts for sale when they are not 


available nor intended for sale. 
. * * 


N. H. Bill Seeks Uniform 


Auto Insurance Rate 


A measure which would require 
all insurance companies to charge 
a uniform basic rate for automobile 
liability insurance coverage after 
Oct. 15, 1955, has been introduced in 
the New Hampshire Legislature. 

It was said that some firms 
charge less than the maximum rate 
because they insure only certain 
motorists to keep the accident ex- 
perience down. 


* * * 
‘Regroove’ Ban Asked 
A bill has been introduced in the 
Illinois Legislature seeking to ban 


the sale of regrooved tires. 
x * * 


N. H. Mirror Bill Killed 


The New Hampshire Legislature 
has killed a bill which would have 
required that outside rear view 
mirrors be made mandatory equip- 


ment on certain motor vehicles. 
* * 


Wash. OK’s New Lamp 


Legislation for use of an im- 
proved sealed-beam auto headlamp 
has been supported by Washington 
Gov. Arthur Langley. The bill would 
permit a committee to authorize 
use of the new headlights. 

oe * od 


Ont. Seeks Signal Law 


A bill introduced in the Ontario 
Legislature provides that all new 
motor vehicles sold in Ontario after 
Jan. 1, 1956, will be required to have 
devices for signaling turns and 
stops. 2 Se 


Pa. Safety-Belt Bill 
Safety belts would become stand- 


|ard equipment on cars in Pennsyl- 


vania under provisions of House 
Bill 605, introduced by Rep. James 
L. McWherter, Westmoreland 
County Democrat. The measure also 
would require that the vehicle's 
dashboard be equipped with four 
inches of foam rubber and that all 


dashboard knobs be recessed. 
x + * 


Income Tax Cut Killed 
The Massachusetts House killed 


an income tax cut voted in 1954 by ~ 


refusing to pass a bill which would 
have continued the slash of 20.3 
percent through 1955. 
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April Pace Second Highest 





Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. 8S. PRODUCTION ONLY) 





Week Week Jan. 1 Jan. 1 
Ended Same Ended April To To 
Apr. 16, Week Apr. 9, To Apr. 17, Apr. 16, 
1955 1954* 1955* Date 1954* 1955* 
AMFE:RICAN MOTORS _ 5,750 2,086 5,557 12,744 30,926 61,746 
NOTE. ensceversssseseicsccinns 2,050 761 2,314 4,501 7,419 23,880 
OS ee ee 3,700 1,325 3,243 8,243 28,507 37,866 
CHRYSLER CORP. .... 33,600 15,212 29,912 75,493 221,094 488,028 
Chrysler ou... 4400 2,031 3,941 9,287 36,795 67,342 
OD snsecssssceasccscnscswes 3,300 1,372 2,727 7,350 24,592 50,639 
BOERS. sicscsvcessescecseesessseeee 7,500 3,138 6,990 16,930 38,286 116,327 
Plymouth — ..........:.::.000 18,400 8,671 16,254 41,926 121,421 253,720 
FORD MOTOR. ............. 47,850 32,663 44,0385 106,975 522,025 663,687 
OPE scseeiscvcsescecsereseceseeees 36,950 27,523 34,223 82,497 439,844 521,105 
BOOED. 2.scsvsescscsessses:ven 950 616 841 2,156 15,070 13,250 
PRCPOUTY 2.000 sc0ccercssccsee0e0 9,950 4,524 8,971 22,322 97,111 129,332 
GENERAL MOTORS ... 81,598 66,652 83,489 193,230 862,377 1,237,628 
EEE. Secieusucsbansccveiweviwie 16,700 18,319 17,869 40,470 161,202 246,048 
ND: iscascssscvesense 3,235 2,648 3,208 7,101 $2,730 50,117 
Chevrolet. ........ 36,000 31,835 36,783 85,477 434,098 566,519 
Oldsmobile _.................. 13,463 10,670 18,241 31,370 115,722 188,636 
EE » waccaccccovsswercsscveen 12,200 8,180 12,338 28,812 118,625 186,308 
KAISER MOTORS ..... $17 772 334 630 7,073 4,975 
BE. nivcteascsticcnsttnccsetiece . sncsnseens a thinks 
MDS. sirscdissscabinsnviseeenins 317 450 334 630 4,406 4,975 
Be” QT sss aiccscaccsesecsesees 4,945 1,100 4,743 11,638 41,188 74,156 
IIE. siccesnscscctiescrsesese 1,750 860 1,587 4,610 13,593 24,274 
Studebaker .................. 3,195 240 3,156 7,028 27,595 49,882 
Total Cars, U.S. ........ 174,060 118,485 168,020 400,710 1,714,683 2,530,220 
*Revised 
COMMERCIAL CARS 
(U. 8S. PRODUCTION ONLY) 
a Week Week Jan. 1 Jan. 1 
Ended Same Ended April To To 
Apr. 16, Week Apr. 9, To Apr. 17, Apr. 16, 
1955 1954* 1955* Date 1954* 1955* 
CHEVROLET ................. 11,200 7,270 10,631 24,557 109,580 88,558 
DIAMOND T 140 90 127 283 1,002 1,430 
II. 520 esstccvidinteacsipniienee 80 74 73 134 1,200 967 
NIUE, axicthanianonvdeilevesvexsss 2,200 1,366 2,165 4,890 28,231 24,656 
RI xscicvactbcvdcamapvoreccesiad 7,915 6,175 7,497 9,795 100,503 109,710 
6c vat< lace mibcreobcaiak 2,670 1,798 2,374 5,449 28,972 18,275 
INTERNATIONAL ...... 2,620 2,248 2,787 6,319 33,151 37,054 
ER | Ssecevassennesocerecencenvetes 280 143 239 603 1,999 3,389 
I Selisath oad cnativddesisbiners 120 180 117 262 3,394 1,398 
STUDEBAKER 480 276 466 1,035 3,745 6,777 
PE hiiintisnacsssicessscas 290 253 277 721 3,623 3,793 
I, Siri diactnassscidensciess 1,689 1,121 1,489 3,169 17,519 23,595 
MISCELLANEOUS ....... 100 138 100 220 2,381 1,520 
Total Trucks, U.S. .. 29,784 21,132 28,342 657,437 335,300 321,122 
Total Cars, Trucks, 
SMU escipahchnlighsoccecamesen 208,844 139,617 196,362 458,147 2,049,983 2,851,342 
Total Cars, Trucks, 
WII ~ anicrcccansccsssesenee 11,420 10,942 10,675 22,095 150,076 134,541 
Grand Total, 


Cars and Trucks, 
U.S. and Canada ..215,264 150,559 207,087 480,242 2,200,059 2,985,883 


*Revised, Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 
Drive, Sterling, Federal, etc. 
N.B.: All U. S. totals include cars and trucks for military orders. 


Plymouth Eyes Sales Gain 
With $100 Million Expansion 


NEW YORK. — Plymouth dis- 
closed Thursday that it is spend- 
ing $100 million for a production 
expansion program designed to 
deepen its market penetration. 


William J. Bird, sales vice-presi- 
dent, said Plymouth not only shat- 
tered all sales records in the first 
quarter, but also registered the 
only percentage-of-industry gains 
among the Big Three lowest-priced 
makes. 


Reflecting a sales boost of 85 
percent over the 1954 first quar- 
ter, Plymouth dealers have on 
hand a 25-day inventory of new 
cars and the lowest stock of 
used cars since August, 1953, 
Bird said. 

The $100 million outlay, he said, 
will go for the following improve- 
ments: A new V-8 engine plant, 
scheduled to commence operation 
next fall; expanded body plant 
facilities; increased facilities for 
building Powerflite transmissions; 
rearrangement of existing assembly 
facilities, and a new administra- 
tion building. 


“The success of our 1955 models 
Indicates almost unlimited sales 
Possibilities for the future,” Bird 


declared, “and we intend to be 
ready to fill that demand.” 


Forecasting further growth in 
the auto market because of popu- 
lation increases and higher living 
standards, the Plymouth executive 
said the division’s expansion would 
facilitate a simultaneous boost in 
market penetration by the Chrysler 
Corp. product. 


Bird said that Plymouth led or 
placed second or third in retail 
sales in 33 major markets during 
the first two months of this year. 
He reported first-quarter Plym- 
outh sales 212 percent ahead of 
comparable 1954 returns in Cleve- 
land, 128 percent higher in Chi- 
cago and 175 percent up in 
Detroit. 

The 85 percent division gain, 
according to Bird, doubled the 1955 
sales advance of the car makes as 
a whole. First-quarter Plymouth 
retail deliveries totalled 175,026, he 
said, compared to the previous 
record of 146,509 set in 1951’s first 
quarter. 

Bird told New York newsmen 
that Plymouth had shipped 353,707 
of its '55 models to dealers, equal- 
ling 88 percent of the division’s 
entire ’54-model ouput. 





Year’s Car 


Output 


Tops 2% Million 


(Continued from Page 1) 


week was Ford division, which 
set a new postwar record of 
36,950 cars during a 6-day week. 
The former record was 35,479, set 
during the week ended Apr. 2. 
It also marked the first time this 
year that Ford production exceeded 
Chevrolet. Ford’s production last 
week outscored Chevrolet by 950 


units. 
+ * 


* 

OX ITS way to this record, the 

division also set a new five- 
day output mark of 31,735 cars. 
The former record was 30,531, set 
during the first five days of the 
previous week. A new daily record 
of 6,367 cars produced on Apr. 12 
broke the old mark of 6,357 estab- 
lished Dec. 22, 1954. 

A combined output of 44,865 cars 
and trucks also was set last week 
by Ford division. This erased the 
old mark of 43,474 produced dur- 
ing the week ended Apr. 2. 


Ford division’s increase output 
also enabled Ford Motor Co. to 
establish two new records. A new 
weekly high of 47,850 cars last 
week topped the old mark of 
46,382 cars produced during the 
week ended March 27. A new all- 
vehicle daily high of 10,058 units 


New Ford Plant 
At Louisville Set 
To Roll Today 


LOUISVILLE. — Ford division 
will push its production capacity 
still closer to Chevrolet’s here to- 
day (Apr. 18) when production be- 
gins at a new Ford Louisville plant. 

Kentucky’s Gov. Lawrence 
Weatherby has purchased the new 
facility’s first car, and he is to ac- 
cept delivery of the unit at about 
11 a.m. this morning. 

Occupied by workers and ma- 
chinery of the old Louisville plant 
last week, the new factory will in- 
crease Ford’s output here by 40 
percent—from an average of 314 
cars and trucks in an eight-hour 
day to approximately 440 vehicles. 

The 1,561,000-square-foot plant, 
located south of Louisville, will per- 
mit building 15 of Ford’s 17 body 
types. The old plant could assem- 
ble only two-door and four-door 
bodies. 

Striving to match its production 
capacity against Chevrolet, Ford 
already this year has opened a new 
assembly plant at San Jose, Calif. 
The new Louisville plant is the 
third largest of the division’s 16 as- 
sembly plants. A similar one will 
7 later this year in Mahwah, 

< ae 

The moving job here was com- 
pleted with loss of only 26 hours 
of scheduled operation. The 30- 
year-old plant on South Western 
Parkway produced its last Ford 
car about 3 p.m. Wednesday. 

On two shifts, the new plant will 
employ 3,700. However, one-shift 
scheduling will be maintained for 
the time being. 


- * 


4 
Ns 





Factory in Miniature— 


Ford engineers plan the flow of cars 
and placement of machinery on a mockup 
of the new Louisville assembly plant. 
Months before the plant site was chosen, 
engineers used plastic models to deter- 
mine the exact amount of space needed 
for each employe to do his job. 


|ped to 81,598 cars, 





on Apr. 12 erased the old mark 
of 9,850 set the previous day. 

Adding further to the significance 
of the records was the fact that 
Ford’s Louisville plant was closed 
three days. The division began as- 
semblies in its new plant there 
today. 

General Motors was the surprise 
of the industry last week as pro- 
duction by its five divisions drop- 
lowest mark 
since March 5. 

CJ 


* * 
=. with a production 
of 36,000 cars last week, dropped 


| below Ford for the first time this 


year. Buick dropped its schedules 
to 16,700, while Oldsmobile and Pon- 
tiac remained steady in the 13,000 
and 12,000 brackets respectively. 
Cadillac, working a five-day week, 
was scheduled to make 3,235 cars. 

Plymouth continued to edge 
nearer its alltime weekly mark of 
18,601 assemblies set in August, 
1950, with the output of 18,400 cars 
last week. All other Chrysler Corp. 
divisions remained steady—DeSoto 
at 3,300; Dodge at 7,500, and Chrys- 
ler at 4,400. 

Among the Little Three, Ameri- 
can Motors is slowly gaining on 
Studebaker-Packard in the pro- 
duction race. 

Nash and Hudson, with a com- 
bined production of 5,750 cars last 
week, jumped its todate output to 
61,746 units. Studebaker and Pack- 
ard scheduled 4,945 assemblies last 
week to bring their todate output 
to 74,156 units. 

Willys dropped its schedules 
again last week, this time to 317. 
The company has produced 4,975 
cars to date this year. Jeep produc- 
tion, however, was running about 
34.7 percent ahead of 1954. 


Chrysler Ceases 
Detroit Tank Job; 
Plant ‘Standby’ 


DETROIT. — Having completed 
production March 31 of T-51 heavy 
tank retrievers, the Chrysler-man- 
aged Detroit tank plant is being 
transformed into the nation’s sec- 
ond largest “standby” defense man- 
ufacturing installation. 

Chrysler Corp. announced Thurs- 
day that large-scale maintenance 
work was under way at the tank 
plant and that about 90 percent of 
the 1,760 laid-off workers had been 
offered jobs in other Detroit-area 
Chrysler plants. 

With 1,000,000 square feet, the De- 
troit tank plant is second in stand- 
by status only to the Chrysler- 
managed tank engine plant in 
New Orleans — a 2,000,000-square- 
feet facility which has been idle 
since March, 1954. 

The Detroit plant has built more 
than 30,000 tanks and tracked ve- 
hicles since its opening in 1941. 
Both the Detroit and New Orleans 
plants can be reactivated for ma- 
chining work on 48-hour notice, 
according to Thomas F. Morrow, 
Chrysler defense operations gen- 
eral manager. 

Morrow said that Chrysler and 
Army Ordnance had effected sav- 
ings of more than $150,000,000 in 
the Detroit tank operation since the 


_|T-51 and M-47 tank programs be- 


gan in July, 1952. 

Chrysler Corp. continues to build 
Patton M-48 medium tanks for the 
Government at its Newark (Del.) 
plant. 





Oregon Dealer Salutes 
His City in Ad Series 

EUGENE, Ore. — Parmenter 
Pontiac has started a series of 
“civic salutes” in the form of ad- 
vertising devoted to telling the 
story of the various businesses 
that aid to the growth and prog- 
ress of Eugene. 

In a typical ad, the dealership 
paid its tribute to “our real estate 
men.” The advertisement pointed 
out the contributions made by the 
realtors and ended the ad with 
the words “We Salute Our Town.” 
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ADVERTISEMENT 


DISNEYLAND has received further 
honors with the receipt of two 
coveted “Emmy” Awards. The 
most sought-after trophies in the 
TV world, the ‘*Emmies” were 
awarded Disneyland for the best 
variety series and for the best 
individual program (“Operation 
Undersea.) The awards are made 
by the Academy of Television Arts 
and Sciences. 


The swing to Nash is nationwide. Every 
State in the Union contributed to the 
100 new dealers who joined Nash during 
February. And the trend continues, with 
an average of more than one dealer per 
day currently joining the growing Nash 
dealer family. 





Reports of ‘*Flying Saucers”’ in the 
sky swamped the telephone facili- 
ties of the Detroit Police and Civil 


Defense Authorities when Van’s 
Nash—the Motor City’s newest 
Nash dealer—opened its doors re- 
cently. Actually, the object reported 
was an illuminated airplane adver- 
tising the grand opening. Van’s 
Nash gala festivities attracted 
thousands and thousands of 
Detroiters to the showroom. 


“Tops In Resale Value” can well des- 
cribe the popular Rambler sold in vol- 
ume by Nash dealers. According to an 
impartial survey conducted by a leading 
business magazine, used Ramblers 
brought 78.68% of their original cost 
on the open market. 


Nash dealers have now moved into 
the second sales volume bracket of 
the Dealer Volume Investment 
Fund program. Rambler sales vol- 
ume has increased to the point 
where additional cash bonuses are 
paid all Nash dealers on sales of 
these cars, thereby enabling them 
to build additional working capital. 


Perhaps the high resale value of Nash 
cars, plus the ‘‘Double Lifetime” built 
into them is one of the reasons that so 
many former independent used car deal- 
ers are signing the Nash Franchise. 
Included is the former President of the 
National Used Car Dealer Association— 
Jim Downing—who now conducts Down- 
ing Nash, Inc., Atlanta Georgia, Nash 
dealership. 


ALL INTERESTED PARTIES CAN 
RECEIVE FULL INFORMATION 
ABOUT THE DEALER VOLUME 
INVESTMENT FUND AND THE 
LIBERAL PROVISIONS OF THE 
NASH FRANCHISE BY WRITING 
IN CONFIDENCE TO DEALER 
DEVELOPMENT DEPARTMENT, 
NASH MOTORS DIVISION, 
‘AMERICAN MOTORS CORP., 
14250 PLYMOUTH ROAD, 
DETROIT 32, MICHIGAN. 


' 
: 
{ 
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S-P Spurs Parts Pools 


Dealers of Both Lines in 29 Cities Now 


Served by Joint Facilities 


SOUTH BEND.—Studebaker and items, available to consumers na- 
Packard replacement parts and ac-| tionally from many sources, a 

brand identification common to 

both divisions is being introduced, 
| he said. 


cessories are now available direct 
to dealers of both divisions through 
distribution facilities in 29 differ- 
ent cities throughout the U. §&., 
according to David S. McNally, 
general manager, Studebaker- 
Packard parts and accessories di- 
vision. 

Combined Studebaker and Pack- 
ard parts depots are in operation 
in Detroit, Cincinnati, Kansas 
City, Memphis, New Hyde Park, 
N. Y., and Roselle, N. J., he said. 

Extension of joint operations to 
all other zone areas, except those 
served by Packard distributors, is 
in the process of completion, he 
added. 

“The full brand identities of the 
Packard product line and the 
Studebaker product line are being 
retained even though distributed 
from common facilities,” McNally 
stated. 

On special automotive trade 


Lohman Heads Up 


Rochester Assn.; 
Charter Member 


ROCHESTER, N. Y.—Arthur C. 
Lohman, president-treasurer of C. 
W. Fields, Inc., and last of the 
group that 
formed the Roch- 
ester Automobile 
Dealers Assn. in 
1920, was elected 
president of the 
association at its 
annual meeting. 

At the time he 
was handling the 
Wills St. Claire, 
Lohman was 
. : known as Roch- 
A. C. Lohman ester’s youngest 
auto dealer. Later he took over the 
Marmon agency. He joined the 
Fields firm in 1931, purchasing it in 
1953. He is a former executive sec- 
retary of the association and its 
show manager, and at present is a 
member of the Chrysler Dealer 
Couneil of New York State. 

At the annual meeting, members 
made no move to have the state 
return the $25 fee paid when they 
applied for state auto inspection 
station licenses, although they dis- 
cussed the subject at some length. 
The Legislature recently postponed 
opening of the inspection program 
until Dec. 1, 1956. 

Lohman said he will have two 
objectives as president: Uniform 
closing hours for association mem- 
bers and use of more ethical 
phrases in advertising. He said the 
latter is needed “to instill more 
confidence in buyers’ minds.” 

Lohman succeeds Raymond J. 
Simmons. Other officers are John G. 
Dorschel, vice - president; Edward 
J. Horton, treasurer, and Edward 
C. Schoen, secretary. 








Former Dealer 
Wins $5,650 in 


Suit on ‘Reserve’ 


CHATTANOOGA, Tenn.—A Fed- 
eral Court jury here awarded to 
a@ used-car dealer $5,650 from a re- 
serve fund collected by a finance 
company. 

Earl W. Hamilton, former opera- 
tor of Hamilton & Stone Used Cars 
in Roseville, Ga., had sued Associ- 
ates Discount Co. for a total of 
$11,422. 

Hamilton said the larger sum 
was due him under an oral con- 
tract whereby he was to receive 
$90 on each car sale he turned over 
to Associates for financing. 

Hamilton said half of the $90 
was to be paid him at the end of 
the sales month, and the other half 
when the customer had paid off his 
car. He said he never got the lat- 
ter amount. 

Associates contended the oral 
contract was replaced by two later 
agreements. It added that repos- 
session losses had eaten up the re- 
serve fund and that Hamilton 
therefore never was entitled to the 
final payment. 





McNally also announced the 
appointment of James M. Mc- 
Kinnie as sales manager of the 
parts and accessories division. 
Other personnel assignments in 
the division include Thomas E. 
Lahy, in charge of Packard parts 
operation; Bert G. Fecteau, re- 
sponsible for Studebaker parts 
operation, and John R. Walsh as 
division controller. 

Joseph M. Kaelin, Cecil W. Hack- 
ler and C. Fred James have been 
named parts and accessories man- 
agers of the eastern, central and 
Pacific divisions, respectively. 
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SERVICE MANAGER, A prosperous, long- 
established (24 years same location) 
Nash dealership is anxious to hire a 
capable service manager between the ages 
of 30 and 45. This is a salaried position 
with a starting salary of $600 per month. 
Man selected must be capable of taking 
complete charge of the entire service op- 
eration and be of good personal habits. 
Please send complete resume in first let- 
ter. Apply Southern Motors of Savannah, 
Inc., 301 East Broughton S8t., Savannah, 
Ga. Telephone No. 4-3478. 


SUCCESSFUL CHEVROLET DEALER- 


SHIP has immediate opening for quali- 
fied, ambitious service manager. Excel- 
lent pay for right man, Must be thor- 
oughly experienced, Write full details to 
Box 4798, c/o Automotive News, Detroit 
26. All replies held confidential. 


SERVICE MANAGER WANTED for Ford 
dealer in northeastern North Carolina. 
Applicants must be qualified, state age. 
qualifications, salary expected. Apply Box 
4786, c/o Automotive News, Detroit 26. 








LEADING USED-CAR AUCTIONS 
IN THE NATION 


Frequency Rates: Minimum space, 1 inch on 1 column— 
Maximum: 5 inches on 2 columns—Contact WANT AD 
DEPT., Automotive News, Detroit 26, Mich. 


MIDDLE ATLANTIO 


NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 
You are 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David B. 
- Spielman 


AUTO AUCTION 
TIM ANSPACH 
“Midway,” Stop 20 
Albany-Schenectady Road 
ALBANY, N. Y. 
(For Dealers Only) 
EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.A., Inc. 





NEW JERSEY'S ORIGINAL 
AND ONLY AUCTION 
LEBANON AUTO AUCTION, INC. 
On Route 22—3 miles west of N. Plainfield 
Sale Every Wednesday at 12 Noon 
Dunellen 2-0915 and Dunellen 2-9849 








SYRACUSE 
AUTO AUCTION 


HOME OF CLEAN CARS 
Center of Empire State 
Accessible by train, plane or bus 
All titles and checks insured 
EVERY WEDNESDAY AT NOON 

Mondore, 


Irving C. Owner 
Box 494 Cortland, N. Y. 








EAST NORTH CENTRAL 


COOPERSVILLE 
AUTO AUCTION 
Every Tuesday Night 


8 Years Old 


14 Miles West of Grand R Mich. 
on US-16 stad 





EAST SOUTH CENTRAL 





WES COON 
AUTO AUCTION 


GRAND RIVER and Telegraph 
U. S. 16 and 24 


THURSDAY 
AT 12:30 P.M. 


Michigan's Fastest Growing 
Auction 


KE. 1-9694 








GRAND RAPIDS AUCTIONS, INC. 
On M2i—One Half one west of Grandville, 


EVERY TUESDAY—CHECKS iNSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. "Bill" Nagy 
“Michigan's Best"’ 
Phone: ARdmore 6-4720 








DEALERS SAY 
Our greatest dollar values are at 
CARL MARKER'S 
FORT WAYNE 
AUTO AUCTION 
Oldest in the Mid-West 
One of the Nation's Best 
Sale Every Tuesday 
12:30 P. M. 
OPEN ALL NIGHT MONDAY 


Phone E 1254 Phone E 5209 


324 West Main Street, Fort Wayne, Indiana 
We Guarantee Checks 
Dealers Only 








MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 


Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 
All Checks Insured by Fidelity Ins. Co. of Tenn. 
Your Good Will—Our Most Valuable Asset 
On U. S. Route 20A Phone 9009 


Detroit's Barometer 
APTCO AUTO AUCTION 


7 Years Old 
Conveniently located 1 mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK 


WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. S. ROUTE 25) 
MELVINDALE, MICHIGAN 


Fidelity Insured Checks 


Phone Dunkirk 3-0150 





EAST SOUTH CENTRAL 





MANEY 
AUTO AUCTION 


HUNTSVILLE, ALA. 


Every Friday 
Checks and Titles Insured by Fidelity 
Located in “The Heart of Dixie” 





MOUNTAIN STATES 


COLORADO 
AUTO AUCTION 


LITTLETON, COLORADO 
SOUTH DENVER 


Dealers Only 


Sale Every Monday— 
11:00 a.m. 


The best selection of both cur- 
rent and used models in U.S.A. 
First class service in auto trans- 
ports, driveaway and tow bar 
drivers. 


COLORADO AUTO AUCTION 
issues own check in payment of 
cars. All ‘51s and later are 
guaranteed against defective 
blocks, transmissions, differen- 
tials, motors, taxis and flood 
cars. Cars sold by model '52s, 
‘53s and ‘54s first then ‘55s, 
then '51s and older. 


Member of NUCDA, NAAA, 
Inc., and Denver Better Business 
Bureau. 


— Owners — 
Francis R. Cassell 
Carroll Kopfer 


George A. Lamb, Mgr. 


Phone Denver, SUnset 1-7821 


Wire COLORADO AUTO 
AUCTION FAX 
Denver, Colorado 





Crossroads 


- - where they meet .. . buyers 
and sellers . . . new and used car 
dealers. They meet at the dealer auc- 
tions of the nation . . . and on the 
pages of Automotive News. 


You will reach both groups through 
an ad in Automotive News. 


HELP WANTED 


SALESMEN WANTED. Interested in a 
good, steady income. Sell to new and 
used car dealers, a strong repeat line of 
custom tailored auto seat covers and 
other fast selling automotive items. Many 
territories open. No objections to non- 
conflicting side line. Our representatives 
know of this ad. Fabric Mfg. Co., Box 
123, Newark, N. J. 


NEED EAST COAST MEN: New England; 
New York; Washington, D. C., and At- 
lanta, Ga. Nationally advertised chemica! 
specialty line. Experience contacting au- 
tomobile dealers. Can earn $10,000 and 
better per year. Commission up to 50%, 
drawing account, other benefits. Need 
good car, free to travel. Write Liquid 
Glaze, Inc., Box 627, Lansing, Mich. 


NEW CAR SALESMEN: Large southwest 
Chevrolet dealer needs two experienced 
salesmen, must have proven sales record 
and top character references. Best pay 
plan and most unusual opportunity for 
qualified men. In replying, please give 
full particulars and recent photo. Box 
4814, c/o Automotive News, Detroit 26. 


AUTO SALESMAN WANTED to sell for 
one of Denver’s largest volume opera- 
tions. Must have five years’ experience. 
References are necessary. Under 40 years. 
Can make from $200 to $300 per week 
selling Cadillacs and used cars. We stock 
100 cars at all times. Write Joe Newell— 
King of the Cadillacs, 7525 East Colfax 
Ave., Denver, Colo. 


GENERAL MANAGER. A very substantial 
salary plus a bonus and a share of prof- 
its for an aggressive, hard-hitting man 
with experience as a general man- 
ager in large volume metropolitan dealer- 
ship. Will have complete charge of the 
operation and have sole responsibility for 
the profit performance of the dealership. 
All replies will be held confidential. Box 
4822, c/o Automotive News, Detroit 26. 


SALES MANAGER. Exceptional opportu- 
nity for substantial five figure earnings 
with a Big 3 high volume dealer. Must 
have a strong background of experience 
with volume metropolitan operations. 
Will have complete charge of organizing, 
directing and training sales force. All re- 
plies will be held confidential. Box 4823, 
c/o Automotive News, Detroit 26. 
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BUSINESS OR OFFICE manger; married. 
family man, desires position with new 
car dealer. Location immaterial. Three 
years’ experience as business manager 
with one of the big 2 in metropolitan 
area. Can accept responsibility. Familiar 
with expense analysis, daily operating 
control and retail automotive accounting 
Excellent character and business refer- 
ences, healthy and dependable. Available 
May 16th. Box 4825, c/o Automotive 
News, Detroit 26. 


AUTOMOBILE DEALER, 23 years’ experi- 
ence, age 40, desires position as buyer 
new and used cars, Philadelphia. Have 
car and business phone. Salary and com- 
mission. Available May. Box 4826, c/o 
Automotive News, Detroit 26. 


SALES MANAGER — Currently stymied. 
Seeking hard remunerative work as sales 
manager or general manager. Record of 
incomparable achievements in volume, 
bonus, and profits; soundly built. Han- 
dling 100 Fords monthly. G.M. experi- 
ence also—tops in references, dealer and 
factory. Age 37, vigorous, rare talent for 
someone. Prefer metro New Jersey, New 
York. Box 4827, c/o Automotive News, 
Detroit 26. 


SUCCESSFUL DISTRICT manager, suc- 
cessful regional manager, successful 
dealer. Proven organizational and sales 
training ability. Age 43. Box 4816, c/o 
Automotive News, Detroit 26. 





For Quick Results 
Use Automotive News 
WANT ADS 


COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS’ READERS 


Automotive News will not divulge the 
name of any classified advertiser using @ 
box number. For our readers who wish to 
protect their identity when answering bor 
number ads, we suggest vou send vour 
replies direct to Classified Manaaer Auto- 
motive News. Enclose a note listing the 
concerns which you would not want your 
letter to reach. Your repiv will be de- 
stroyed if the advertiser is one you have 
mentioned; otherwise it will be forwarded 
immediately to the advertiser. 
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POSITION WANTED 


MR. AUTOMOBILE DEALER! Are you 
tire’? Would you like to have a man 
wi know how to operate your deal? 
Heve nine years’ experience from sales- 
ma” to general manager with Hull-Dobbs 
Co College background, know all phases 
of an operation. Thirty-nine years of 
age, married and available immediately. 


—_— 


Wi. buy part interest or all on buy-out 
basis. Box 4828, c/o Automotive News, 
Det roit 26. 


Se 
EXPORT—YOUNG sales administrator, 32, 
wants overseas export position with avto- 
mobile industry manufacturer. Now em- 
ployed district manager leading avtomo- 
bile manufacturer. Well experienced ap- 
pointing, developing dealers; Policy ad- 
ministration; program initiation; admin- 
istration, Seven years’ experience auto- 
mobile industry. Graduate top foreign 
service school. Fluent Spanish. For com- 
plete resume of qualifications, write Box 
4829, c/o Automotive News, Detroit 26. 


eS 

ENGINE REBUILDING SUPERVISION. 
Ten years’ experience in rebuilding all 
types of automotive engines. Formerly 
in charge of large authorized Ford re- 
building operation. Can furnish the best 
of references. Address Box 4801, c/o Au- 
tomotive News, Detroit 26. 


a ES 

MERCHANDISING MANAGER—20 years 
automotive experience, Best of references. 
Box 4802, c/o Automotive News, Detroit 
26. 


DEALERSHIP AVAILABLE 


DEALERSHIP FOR SALE—One of the 
“Big Three.’’ Long established business 
doing nice volume. Net averages $25,000 
a year to high of $40,000. Very good lo- 
cation—17 miles from downtown Cincin- 
nati, Ohio. Modern building, erected in 
1948 at cost of $50,000; 7,500 sqquare 
feet on 2-acre lot. Owner moving to 
Florida. Will sell business and property 
or will sell business and lease property. 
Box 4830, c/o Automotive News, De- 
troit 26. 

DBALERSHIP HANDLING CHRYSLER- 
PLYMOUTH in New Jersey south sec- 
tion, Industrial, poultry and farming 
section, growing community. New car 
sales 200, Large used car lot, large show- 
room and building 8 years old. Fully 
equipped. to retire. Factory ap- 
proval necessary. Cash required, $30,000 
balance as rental. Telephone number and 
time requested. Box 4809, c/o Automotive 
News, Detroit 26. 

DEALERSHIP HANDLING FORD. One of 
best small deats in Iowa. Over $250,000 
gross. Good net. Buy or lease modern 
building. Excellent facilities and equip- 
ment. Near 100% service absorption. No 
used cars or receivables. A bargain at 
$20,000 for stock and equipment. Owner 
taking larger deal and wants quick ac- 
tion, Write Box 4815, c/o Automctive 
News, Detroit 26. 


DEALERSHIP ESTABLISHED over twenty 
years, Located in southeastern Massachu- 
setts, Owner must retire because of ill 
health, Beautiful showroom, fully 
equipped repair department, parts depart- 
ment, large storage area in basement, 
adjoining used car lot. Box 4791, ¢/o 
Automotive News, Detroit 26. 


DEALERSHIP HANDLING Hudson — 75 
miles west of Chicago, city 15,000. Rich 
farming, heavy industries, monthly pay- 
roll over million R. .’ . ae one 

ture and fixtures. Used car lot adjacent 

to showroom, Low rent. Price $7,500. Box 

4797, c/o Automotive News, Detroit 26. 


accent rat cceneess asa tineneneaasanaiegeteie anata 

FLORIDA DEALERSHIP handling Stude- 
baker-Packard, No liabilities. Route U.S. 
1 and 60. Six thousand population area 
plus. $15,000 total. This is less than cost 
covering stock, equipment, merchandise, 
parts, etc. Box 4765, c/o Automotive 
News, Detroit 26. 


COLORADO DEALERSHIP — 600 car ac- 
count, Five year balance on lease. Have 
other interest. Fifty thousand will han- 
die for quick sale. Box 4774, c/o Auto- 
motive News, Detroit 26. 


DEALERSHIP HANDLING Chrysler-Plym- 
outh since 1931; in business since 1918, 
same owner. Western Wisconsin, large 
prosperous trading area, latest equip- 
ment. Eight-year-old building on large 
lot, excellent personnel, no accounts re- 
ceivable, used cars optional. A real bar- 
gain, this is owner’s ad. Box 4817, c/o 
Automotive News, Detroit 26. 


DEALERSHIP HANDLING Ford-Mercury, 
town of 8,000. Central Missouri. 200 car 
potential. Excellent building, facilities. 
Clean parts inventory. Adequate shop 
equipment, $30,000 will handle, Must sell 
due to health condition. Box 4766, c/o 
Automotive News, Detroit 26. 


DEALERSHIP HANDLING FORD auto- 
mobile and implement. Located in pro- 
gressive western Montana town. Ranch- 
ing, farming, mining and sports area. 
Car and truck potential, 145 units. An- 
nual gross sales $580,000. Service ab- 
sorption 96%. Write or wire Box 4818, 
c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING Buick-Oldsmo- 
bile. Established 1940—prosperous 
Georgia town, Wide trading area, Ap- 
proximately 150-200 new cars per year. 
December, January, February new car 
deliveries were 48. Present owner has 
other business interest. Reply Box 4743, 
c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING CHRYSLER, 
Dodge and Plymouth in South Ga. Beau- 
tiful building, well equipped. Four hoists 
for mechanics, beautiful showroom and 
offices. Building leased. Will sell any 
Part or all. Wonderful opportunity for 
anyone who wants to get into the auto- 
mobile business. Box 4819, c/o Automo- 
tive News, Detroit 26. 


DEALERSHIP HANDLING DeSoto-Plym- 
outh in southern California, Rural com- 
munity, Approximately 50,000 population 
in area. No real estate, Old established 
deal, Box 4803, c/o Automotive News, 
Detroit 26. 


DEALERSHIP FOR SALE handling Pon- 
tiac in one of California’s most prosper- 
Cus cities. Population 65,000. 300 new 
car annual potential. Building and equip- 
ment at appraised value. Parts at inven- 
tory. Used cars at low book. Present 
owner retiring. Box 4824, c/o Automo- 

_ tive News, Detroit 26. 

WITHIN 50 MILE radius Detroit. Profit- 
able dealership handling Pontiac. Mini- 
mum buy-out. No used cars. Factory ap- 
Proval. Box 4831, c/o Automotive News, 
Detroit 26. 
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DEALERSHIPS AVAILABLE 


PARTS WANTED 





FOR SALE—400 UNIT dealership handling | WANTED — STUDEBAKER PARTS. We 


one of top two. Located in northern New 
Jersey and metropolitan New York area. 
Potential unlimited, Ultra-modern shop, 
parts and used car departments. 
at low rent or buy property. Must have 


i 





Chevrolet. Sold 165 units last year. 
Northern part of Ohio, city of 10,000. 
Good farm community, Will give long 
time lease on building. Factory approval 
required, Box 4790, c/o Automotive News, 
Detroit 26. 


DEALERSHIP WANTED 


cash; consider paying some blue sky for 
desirable dealership. Factory approval 
already assured. Box 4783, c/o Automo- 
tive News, Detroit 26. 


CADILLAC OR Lincoln-Mercury Dealership 
for southern Fla. Have factory approval. 
Give full details. Box 4820, c/o Automo- 
tive News, Detroit 26. 





GENERAL MOTORS 
FRANCHISE 


Experienced Dealer 
Southern California 
400 car minimum—Cash—Factory approved 
Box 4832, c/o Automotive News, Detroit 26 





DEALER SERVICES 





Nationwide Dealers 


DRIVE-A-WAY 
SERVICE 


BONDED DELIVERY OF NEW 
OR USED CARS ANYWHERE 
IN THE COUNTRY FROM 
DETROIT 


The Low Cost Will 
Amaze You 


Write for Details to 


FRED W. SCAIFE 
AAA Transportation Co. 


2929 WOODWARD AVE. 
DETROIT 1, MICH. 


Phone Temple 1-8970 








INVENTORY SERVICE 


Full time experts. No pick-up part time help 
SAVE MONEY 
Call or Write for Service Details 
Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6445 





* BUSINESS OPPORTUNITIES 

ATTENTION — PROFIT minded Florida 
new and used car dealers. Do you need 
more gross? The Willys jeep and 4 wheel 
drive line can be added to your present 
operation at practically no additional 
cost. We signed 10 new contracts in 
Florida in March. Join the swing to 
Willys for added profit from a non-com- 
petitive line. Write Willys-Florida Dis- 
tributors, Box 630, Miami. 


BUSINESS FOR SALE: Well established, 
highly profitable, mail-order publishing 
business, specializing in automotive sales- 
manship. Can pay for self in twe years. 
Full details on request. Box 4821, c/o 
Automotive News, Detroit 26. 


PARTS FOR SALE 


BUICK PARTS 


All Other GM Parts Also 
UP TO 50% DISCOUNT 


Extra Discount on 
Special Phone Orders 


Fast—Direct—C.0.D. Service 


SAME-DAY DELIVERY 


If it's really urgent, our company- 
owned plane will deliver, at rea- 
sonable extra cost. 


GORDON BUICK 


Largest Buick Parts Dealer in U. S. 


1000 S. Wabash Ave., Chicago, Ill. 
Phone WAbash 2-1030 





buy complete inventories. Send us your 
inventory, showing factory part numbers 
and quantities. We'll submit our quota- 
tion promptly. Gezon Motor Sales, Grand 
Rapids, Mich. 


CARS FOR SALE 


80 
1955 
CHEVROLETS 


Attractively Priced 


Convertibles and Sedans 
Heaters, Radios, Power 
Glides, V-8 
Also Cadillacs, Buicks, Pontiacs. 
Cleanest cars in Miami. Used 
only by choicest clientele. Like 
brand new. Driven only 2,000 


to 4,000 miles. Will arrange 
transportation. 


SUNSET 


AUTO RENTAL CO. 


1840 Alton Road Miami Beach, Fia. 
Jefferson 4-2907 





879 CARS 
SOLD IN MARCH! 


The largest indoor display of used 
Fords, Piymouths and Chevrolets. 
Strict ‘“‘Dealers only’’ wholesale 
policy. 

Guaranteed Titles. 

Large assortment colors and models 
always available. 

All cars excellent condition. 

en transportation service avail- 
able. 


20 YEARS OF EXPERIENCE 
SELLING TO DEALERS ONLY. 


THE R.A. COMPANY. 


4038 Chestnut St. 13315 Brookpark Rd. 
Cleveland 11, Ohio 
Winton 1-7660 
Write or call your needs 
or for our brochure 





Strike Gold 


175 Nice, 1954 
Chevrolet Tudors with 
Extra Equipment 
Priced below loan value 
Wholesale Only 


Wire, Write or Phone 


LOU FERRIS 
Hobart 4700 


2224 UNION ROAD 
BUFFALO 25, N. Y. 





BUY IN MIAMI 
300—1955 models—Ford, Chevrolet, Plym- 
outh, Pontiac, Buick, Dodge, Cadillac 


Sedans and Convertibles 
Driven Only 2000 to 4000 Miles 


Top Condition 
Delivery arranged 


MORSE AUTO RENTALS 
7726 N.E. 2nd Ave. Miami, Fia. 


Inventory on Request 











SOMETHING NEW 
USED CARS DELIVERED 


We have for sale a nice selection of 
fleet leased 1953 Chevrolets, Fords and 
Plymouths in all body styles. These cars 
can be delivered to your door regardless 
of location. Phone or write for informa- 
tion. 


Robinson Auto Rental, Inc. 





CARS FOR SALE 


ATTENTION DEALERS !! 
SPECIALIZING IN THE SALE OF 
EX-TAXIS 
Excellent Bodies - Good Motors - Heaters 
Upholstery New 
BUY NOW — LOWEST PRICES EVER 
1951 


Plymouths — Fords — Chevrolets 
1 te 500 


MORRIS FREEDMAN 
Sth & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 17-2300 











TRUCKS FOR SALE 





T-800 175” WB NEW FORD 
FOR FACTORY INVOICE 


Straight Air — Auxiliary Transmission 
2 Speed Axle 
Call 


ROGER DEAN 
Phone 3-0166 Lexington, Ky. 








TRUCKS WANTED 
WANTED: USED JEEPS, Willys 4 x 4 
station wagons, and pickups. Write, wire 
or phone Kurland Motors, 1134 Broad- 
way, Denver, Colo. 








BUSES FOR SALE 


USED BUSES FOR SALE. 1 to 100, all 
late models, 1951 and up, 36 passenger 
to 60 passenger. All Kinds of bodies and 
chassis. Come look after May 30, 1955. 
Will deliver. Day-Baker Busses, Inc., 
Odessa, Mo. 








BUSES WANTED 


WILL BUY USED school buses—36 to 66 
Passengers. One or twenty, also airpor- 
ters. Dealer, Box 4748, c/o Automotive 
News, Detroit 26. 


AMBULANCES FOR SALE 


1946-1950 CADILLAC AMBULANCES, fully 
equipped. 1948 - 1949 - 1950-1951 Cadillac 
hearses. 1950-1952 Cadillac limousines. 
a 4811, c/o Automotive News, Detroit 














SHOP EQUIPMENT WANTED 


BEAR EQUIPMENT, send list with age, 
condition and price of any Bear items, 
P. O. Box 414, Johnson City, Tenn. 
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For Quick Results 
Use Automotive News 
WANT ADS 


FOR SALE — ONE 





71 


WILL TRADE 


a enesnenseineneninansiaciasneanesn 
FOR SALE OR TRADE, 47 foot A.C.F. 


documented cruiser. Good condition, 
sleeps nine; 175 h.p, Hall-Scott motor. 
Boat in inside storage on Lake Michigan. 
Sell % original price. Could use 1955 
Cadillac 60 special, Reason—retiring and 
going west. Box 4806, c/o Automotive 
News, Detroit 26. 


NEW LINES WANTED 


ciuenemasessaisenttraenanaseemasiatintanidsieihimmaieeib aie ae 
ESTABLISHED MANUFACTURERS’ rep- 


resentative, able, responsible, wants spe- 
clalty or other items to sell to new car 
dealers in Northern California, Box 4778, 
c/o Automotive News, Detroit 26, 


MISCELLANEOUS 


Marquette A.C. Arc 
welder, 220 volts, 1 phase, 400 amps. 
Meyer Bros. Co., Philipsburg, Pa, 


Our New Model 


TOW BARS 


LEAD IN SALES... 
VALUE AND... 
PERFORMANCE 
Meet 1.C.C. Requirements 


MOTO-MATIC 
TOW . GUIDE 


BRAKE-MOBILE 


TOW ¢ PILOT 


with Automatic Brake 
Cannot Be Matched 
At Any Price 
Write Today for 
Illustrated Catalog 
Factory Sales Division 


PILOT DISTRIBUTING 
COMPANY 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's. 


“Leaders In The industry” 
Since 1939 


ASTOUNDING NEW MASONRY 
PROCESS 


Franchises Now Available 


Applicants Must Be Men Capable of Earning $25,000 
or Better Per Year. Others Need Not Apply. Life- 
time Masonry Process, Applied Over Cement Block, 
Frame, Stucco and Old Brick Buildings. 26 Different 
Colors in Brick and Stone. No Inventory Needed. 
Franchise Package Includes Setting You Up in Your 
Territory in a Going Operation. Protected Territories. 
For Full Particulars On Your Territory Write or Call... 


Life-Brik & Stone, Inc. 


8821 FENKELL 


DETROIT 38, MICHIGAN 


Tel. TExas 4-9606 
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New Subscription Order: 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 
All Other Countries — One Year $12 [] or Two Years $20 [J 
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Love of beauty is something which does not have 
to be sold. It sells! When people out shopping 
for automobiles see Porcelainized cars on display, 
they not only want these cars but also gladly pay 
the small added cost. 

Nothing can approach the outstanding 
beauty of Porcelainized finish. The sparkle is 
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in the finish itself, not upon it. The remarkable 
long life of Porcelainize—its exclusive endur- 
ance — wins and holds customer satisfaction. 

As a New Car Dealer enjoying your sole 
right to use Porcelainize, press your sales advan- 
tage to the utmost. Porcelainize every new car 
on display, and CLINCH THE SALES! 
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FREEMAN & FREEMAN, INC. © DENVER 3, COLORADO. 
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